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Auto Show Issue—75 Cents 


Here’s Model Breakdown of Sales | Market Holding Strong, 


For October, Year to Date 


(Price classes: 1—Up to $2,- 
700; 2—$2,701 to $3,200; 3— 
$3,201 to $4,000; 4—$4,001 
and up.) 


Rambler American 6 
Classic 6 
Classic V-8 
Ambassador V-8 


Price 


*American (Stat. Wag.) .... 
*Rambler (Stat. Wag.) 


Note: 


* Indicates included in series totals. 


1961 1960 
Year Month 


109,830 9,326 
172,759 19,647 
7,233 1,066 
15,428 1,589 
305,250 31,628 
25,197 2,247 
12,947 9,596 


Year 


93,115 
235,152 
13,018 
17,764 
359,049 
20,313 
107,172 


ee 


Chrysler Newport V- 8 
300 V-8 
New Yorker V-8 
Station Wagon V-8 


Imperial Custom V°-8 .............. 
Crown & LeBaron V-8 


41,200 
12,644 
16,541 

4,242 
74,627 


3,693 
4,917 
8,610 


1,799 
3,148 
1,983 

226 
7,156 


774 
984 
1,758 


1,799 
42,462 
17,186 

3,153 
64,600 


5,929 
7,186 
13,115 








Lancer Station Wagon .... 
Dart Seneca 

Dart Pioneer 

Dart Phoenix 

Dart Station Wagon 
Polara & Matador V-8 ..... 


1,252 


5,193 

575 
8,214 
5,491 
5,532 
2,808 
2,188 


20,743 


5,193 
575 
101,258 
71,872 
57,733 
37,477 
28,664 





46,488 

6,753 
49,766 
28,213 
28,214 
19,615 

9,171 


(Continued on Page 8, Col. 1) 
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Analyzing October Registrations... 


’°62 Boom—Model by Model 


7 first official returns on the 
’62-model sales boom are now 
ilable with the tabulation of 
ober new-car registrations. 
The month’s total was 549,624 

—a thumping 48.34-percent in- 

crease over the previous month’s 

$70,505. 

It was the first month this year 
that registrations had topped totals 
for the corresponding 1960 month. 

October, 1961, furthermore, was 
the third best October in history: 
‘All other 1961 months had fallen 
far below previously established 

pak levels. 

* * * 


WAS the best October since 
1955, when the count was 576,045. 
The only October to top this was 
1950’s alltime record of 580,373. 
Last year, October showed 547,461. 


The share of the market taken 
by compact cars declined to a 
six-month low during October, 
according to Automotive News’ 
exclusive model-by-model analy- 
sis. The setback was the second 
in a row. 

Compacts, with 180,215 registra- 


Top Cars 


New-car registrations for 10 months: 
1961 1960 
Pos. Pos. 

1—1,275,198 Chev. 1,417,003— 1 

2—1,099,569 Ford 1,175,981— 2 

8— 305,250 Rambler 359,049— 4 

4— 295,275 Pontiac 331,537— 5 

5— 257, Olds. 286,991—— 7 
*6— 254,910 Mercury 248,034— 8 

7— 254,081 Plym. 381,213—- 3 

8— 229,076 Buick 211,164—- 9 

8— 189,846 Dodge  309,005— 6 
10— 114,166 Cadillac 121,092—-10 
ll— 14,627 Chrysler 64,600—-12 
12— 57,219 Stude. 91,374—-11 
13— 24,099 Lincoln 16,753—-13 
14@— 8,610 Imperial 13,115—--14 

331,797 Misc. 462,419 


Total All Makes 
4,771,168 5,489,330 


Further details on Page 34. 
*—Mercury and Comet now combined. 


Make 


tions, accounted for 32.79 percent 
of the October market. A month 
earlier, the compact penetration 
was 34.39 percent. Record penetra- 
tion for compacts was 34.90 percent 
in August. 

Their share of sales in October 
was the lowest recorded since last 


April. 
T HE model - by - model analysis 

also showed that Chevrolet Im- 

pala returned to its accustomed 
spot as the market’s best-seller in 
October, displacing Ford Falcon. 
Falcon, however, continued as the 
best-selling compact. 

Impala registrations in October 
totalled 51,975. No other model 
topped 50,000. Only models above 
30,000 were: Ford Galaxie 500, 
37,068, and Chevrolet Bel Air, 32,- 
922. Falcon’s count, with sedans 
and wagons combined, was 44,014. 
All models of Rambler combined 
for 34,883. Tempest registrations 
set a record at 10,402. 

Biggest selling station wagon was 
standard Chevrolet, with 12,327. 
Runners-up were Falcon, 11,764; 
standard Ford, 10,447, and Rambler 
(excluding American), 7,943. 

Nine of the 14 listed makes 
showed increases in registrations 
in October over the year-earlier 
period. The other five were down. 
Increased volume was recorded by 
Buick, Cadillac, Chevrolet, Chrys- 
ler, Lincoln, Oldsmobile, Pontiac, 
Rambler and Studebaker. 


* 7 * 


A§ COMPARED with the previ- 
ous month, a trend toward V-8s 
and higher-priced cars was noted 
in October. Share of the market 
taken by Price Group 4 ($4,001 and 
up) was upto 5.66 percent, com- 
pared with 4.78 percent a month 
earlier. 

V-8s accounted for 53.12 per- 
cent of October registrations, 
compared with 45.88 percent a 
month earlier. 

Price Group 3 ($3,201 to $4,000) 
took 5.49 percent in October, com- 

(Continued on Page 8, Col. 3) 


* * * 


Nation’s Dealers Report 


A and profits on the new 
models are holding up in most 
areas and in most lines, a cross- 
country check by AuTomoTive News 
indicated last week. 

Only a few areas reported spot- 
ty demand. Many dealers com- 
plained of selling from inven- 
tories that were too low. Some 
said they were losing sales be- 
cause of inability to deliver. In 
rare instances, dealers report 
sales high but profits nonexistent. 
Dealers say top-drawer models 

are leading the sales surge, al- 


though compacts continue to do 
well. 

Some say they would not be sur- 
prised to see business taper off over 
the holiday season, but they expect 
activity to pick up briskly early in 
the new year. 

$282 26 
yas profit situation has most re- 
tailers elated. Unit grosses as 
well as Overall grosses are report- 
ed up. 

Said Nat Potamkin, Miami Beach 

Chevrolet dealer: ‘People are buy- 


Dec. Car Schedules Hiked; 
Weekly Rate Tops 160,000 


By John E. Walsh 
Staff Writer 

N THE wake of record retail 

sales in November and with an 
all-time fourth-quarter high almost 
assured, December production 

schedules have been revised up- 
ward to between 625,000 and 630,000 
car assemblies. 

In addition, the steel industry 
has reported a sharp surge in 
orders placed by auto makers 
and their suppliers. December de- 
livery of some January orders has 
been asked of the mills. 

The original estimates for De- 
cember car assemblies were placed 
at 600,000 units, but the figures 
were quickly revised as retail de- 
liveries continued to mount. 

About 1% million cars are expect- 
ed to be assembled in the first 
quarter of 1962, compared with 
slightly more than two million in 
the first three months of 1961. 


a * * 
RODUCTION of cars in the first 
full week of December was off 

slightly from the previous six-day 


Pittsburgh Dealer 
Claims Ist Real 
Good-Faith Award 


By Isadore Shrensky 
Staff Correspondent 

ITTSBURGH.—A Federal Court 

jury here has awarded damages 

of $95,000 to an Oakmont (Pa.) auto 
dealer whose franchise was can- 
celled by Ford for allegedly failing 
to meet his sales quota. 

The verdict wa; hailed by At- 
torri¢y Samuel M. Rosenzweig as 
“possibly the first real victory for 
dealers” under thy 1956 Automo- 
bile Dealers Franchise Act, or 
good-faith law. 

Rosenzweig represented Zigmund 
A. Milos, 37, of 41§ California Ave., 
Oakmont, in the s}.it against Ford, 
which was expected to appeal the 
verdict. The Milo}; vs. Ford trial 
lasted from Nov.':3 to Nov. 30. 

A Ford spokesman, hinting the 
certainty of an i.ppeal, said the 
company would seek to “protect its 
rights’ and would j10ot let the jury 
verdict go unchallt nged.” 

* * a 

HE jury of 10.vomen and two 

men. deliberate | for six hours 
before reporting its findings against 
Ford. Company att; rneys, including 
local counsel and representatives 
from Dearborn, kad the jurors 

(Continued on Pa,e 96, Col. 3) 


period, but the daily rate totalled 
26,898 units, more than enough to 
achieve the month’s goal if it is 
maintained. 

In the final month of 1960, do- 
mestic makers turned out 523,899 
cars, which was 20.3 percent 
under the current target. 

Truck output last week moved 
ahead of the previous week as 
Willys went on overtime under a 
December schedule calling for a 
144 percent boost over the Novem- 
ber total. 

* * * 
AN ESTIMATED 161,390 cars 

* were assembled during the 
week, 2.2 percent under the 164,967 
units for the week ending Dec. 2 
but 19.1 percent higher than the 
135,453 completions in the like week 
a year ago. 

Truck assemblies totalled 26,- 
983, up 3.4 percent over the previ- 
ous week’s 26,103 and 20.6 percent 
above the 22,374 built in the com- 
parable week in 1960. Strikes con- 
tinued to idle operations at Divco, 
Mack and Dodge. 

The industry turned out 646,502 
cars and 106,584 trucks in Novem- 
ber, according to revised figures, 
with General Motors accounting 
for more than half of the car total 
on 332,593 units. 

The car total was 8.1 percent 
higher than the 598,067 assemblies 
for November, 1960, and 15.9 per- 
cent over the 557,806 units com- 
pleted in October. 

* * es 
yas truck count last month was 

up 21.9 percent over the 87,401 
units in the comparable month a 
year ago and 21.9 percent ahead 
of October’s 94,416. 

Thirty of the industry’s 47 

(Continued on Page 97, Col. 1) 


ing instead of shopping and natur- 
ally this is good for profits.” 

The feeling among Chicago 
dealers is that 1962 could well be 
their most profitable year, Seat- 
tle dealers also reported a much 
improved profit situation, as did 
dealers from just about every 
marketing area surveyed. 

A Western Chrysler-Plymouth 
dealer said that one reason for bet- 
ter deals being written is that 
“there are more actual buyers — 
not just lookers trying to take the 
car away from us.” 

A Los Angeles Pontiac dealer re- 
ported his best grosses in five 
years. A Ford dealer on the Coast 
reminded his colleagues: “We can 
make good money by watching the 
loose ends.” 

ok ok ok 
O*E exception to the good-profit 
story was reported from New 
York City, where dealers said prof- 
its are lower than they ought to be 
at this time of year. 

Said one New Yorker: “We dou- 
bled our sales in November over a 
year ago. We did one hell of a job. 
But I think we ended up the month 
with about a thousand-dollar loss.” 

Another said: “We’re not doing 
too badly right now, but I’ve 

(Continued on Page 98, Col, 3) 


Nov. Sales Smash 
Alltime Reeord 


Compact Lead Goes 
To Chevy First Time 


By Robert M. Lienert 
Associate Editor 

UICK acceptance of the ortho- 

ry dox Chevy II carried Chevrolet 
to domination in November of the 
compact-car field for the first time 
since the battle began years ago. 
November was a month that shat- 
tered all November records for to- 
tal domestic-car retail deliveries. 

The November industry total 
of 585,012 retail sales represented 
an annual selling rate in excess 
of seven million units, even with- 
out seasonal adjustments. 

Combined sales of the front- 
engined Chevy II and the rear- 
engined Corvair totalled 46,195 dur- 
ing the month (Corvair, 29,700; 
Chevy II, 16,495). Falcon was run- 
ner-up with 42,950. 

Chevrolet’s lead in standard-car 
sales was even wider—135,516 to 
Ford’s 83,550. Ford also sold 6,400 
Fairlanes, Ford was crippled by a 

(Continued on Page 4, Col. 1) 
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AUTOMOTIVE NEWS, DECEMBER 11, 1961 


Since Introduction of ’62s ... 


Quality of Dealer Ads 
On a Higher Level 


By John K. Tedhen Jr. 


Associate Editor 


Pipes shortages and strong sales 
have put dealer advertising on 
a more even keel since the ’62 
models were introduced, an AUTO- 
Motive News survey discloses. 

The advertising ills of recent 
years haven’t disappeared — and 
it’s unlikely that they will fade 
away in the near future—but 
many dealers seem to be placing 
more emphasis on the product 
and the thrill of owning a new 
car. 

Price ads continue to be numer- 
ous, but the starting figures are 
generally closer to the sticker price 
than in the past. 

A Pittsburgh dealer, for example, 
advertised a Ford Galaxie two-door 
sedan at the window price ($2,453) 
and offered automatic transmission, 
radio and whitewalls for $1 each. 
Gross profit on such a deal would 
have been more than $275. 


OME observers feel that lower 

inventories contribute to more 
sensible advertising at the dealer 
level. Production has been geared 
closely to sales this season, and 
dealer stocks of ’'62 models average 
about 25 days. 

Many Ford and General Motors 
dealers are understocked. They are 
still feeling the effects of the 
strikes that halted production early 
in the model run. 

The biggest change in dealer 
advertising, as compared with 
last year, is the position of the 
carryover models. Twelve months 
ago, many dealers were concen- 
trating as hard on clearing out 
their leftover ’60s as on moving 
their new ’61s. Today, the accent 
is on the current models. 

Many dealers are advertising 
leftover ’61s, but even volume op- 
erators mention that there are only 
a few dozen on the premises. Last 
year, a lot of big-volume dealers 
counted their carryovers in the 

hundreds. 

It appears that a high percentage 
of the ’61s are demonstrators. A 
Detroiter told of a shopping expe- 
dition for a new ’61 medium-priced 
model. “Every dealer had demos,” 
he said, “but I didn’t see many new 
cars. I wanted a two-door hardtop, 
but I wound up with a four-door.” 

* 


_ the holidays approaching, 
some dealers are offering cash 
to new-car buyers. By applying less 
of the tradein allowance to the 
downpayment, a purchaser can 
pick up a few hundred dollars for 
Christmas shopping. 

In Paducah, Ky, Caskey Pontiac 
Co. had an answer for dealers who 


fear an annual December sales sag | 


because “you can’t compete with 
Santa Claus.” 

Caskey moved Santa into the 
showroom to greet children from 
4 to 8 p.m. each day. The firm 
also invited visitors to register 
for a four-foot-tall stuffed Santa 
to be given away each Saturday. 
Van Nuys Motors, Van Nuys, 

Calif., advised readers that “there 
is no finer Christmas gift for your 
family or yourself than a new 1962 
Lincoln or Mercury.” The Lincoln 
Continental was billed as “Santa’s 
Own Choice.” 

Weekly terms were featured by 
some dealers. Ranchero Motors 
(Studebaker), North Hollywood, 
Calif., mentioned Larks for $9.87 
per week, and Phil Rauch, in the 
same city, had Valiants for $9.97. 


Three Elected 
To AMA Board 


DETROIT. — The board of the 
Automobile Manufacturers Assn. 
last week elected three new direc- 
tors, it was announced by Henry 
Ford II, president. 

The new directors are Nicholas 
Dykstra, president, Mack Trucks, 
Inc.; George H. Love, chairman of 
Chrysler Corp., and Lynn A, Town- 
send, Chrysler president. 

The Mack spot on the board has 
been vacant for some years. Love 
and Townsend succeed two former 
Chrysler presidents, L. L. Colbert 
and William C, Newberg. 





Neither ad mentioned the down- 
payment required. 


* 

ie WAS $10:89 weekly for a Fal- 

con after one-third down at 
Richmond Motor Co., Richmond, 
Va. The company listed a Fairlane 
500 for $11.87 per week and a Gal- 
axie for $13.43, also with one-third 
down, 

Hull- Dobbs, Louisville, wanted 
$75 down and $14.95 weekly for a 
Falcon two-door, $95 down and 
$16.75 weekly for a Fairlane two- 
door and $145 down and $18.90 
weekly for a Galaxie 500 two-door 
hardtop. 

Valley Plymouth, Reseda, 
Calif., offered “fleet discounts to 
everyone” and quoted a ’62 Plym- 
outh two-door at $1,988. Bill 
Speros Plymouth, Memphis, ad- 

vertised a Savoy two-door with 
heater at $1,996. 

Duncan Plymouth, Louisville, 
featured a Savoy with heater for 
$1,969.65. The dealership claimed 
that this was $100.01 over cost— 
“$100 to cover service and expense 
of doing business and one cent for 
profit.” 

A Miami newspaper carried a 
full page of three-inch-by-four-inch 
ads with pictures and brief biog- 
raphies of Miami auto dealers. The 
page was headed “Who’s Who in 
Miami’s Automobile World.” Read- 
ers were told that another “Who’s 
Who” ad would appear the follow- 
ing week, but the promotion ap- 
parently was not a success. It was 
not repeated. 





Q & A Sessions Slated 


At NADA Convention 

WASHINGTON. — Aiming at 
greater dealer participation, the 
National Automobile Dealers 
Assn. is providing for question- 
and-answer periods at all con- 
vention sessions in Atlantic City 
Feb. 3-7. 

Task Force Day, Feb. 6, is ex- 
pected to be one of the hits of the 
convention. The afternoon ses- 
sion that day will be devoted en- 
tirely to dealer participation. 
LeRoy Collins, former governor 
of Florida and now president of 
the National Assn. of Broadcast- 
ers, will be convention keynote 
speaker. 





Officers of Arkansas Assn.— 








Charles Wiygul, left, Osceola, retiring president of the Arkansas Automobile Dealers 
Assn., turns over the gavel to his successor, Verl Hudspeth, Harrison. Looking on are 
Walter Jennings, second from right, Little Rock, the new first vice-president, and 
George H. Benjamin, right, Little Rock, who was reelected executive vice-president. 


Auto Credit Total Rises 
First Time Since June 


WASHINGTON.—The volume of 
auto credit outstanding showed a 
relatively small increase of $7 mil- 
lion in October and stood at $17,186 
million at the end of the month, 
the Federal Reserve Board re- 
ported. 

It was the first monthly in- 
crease since June, making Octo- 
ber one of only three months in 
the last year which have shown 
an expansion of auto credit. In 
total, the last 12 months have 
resulted in a $806 million drop in 
the credit total. 

Total installment debt of con- 
sumers increased by $160 million 
in October to reach $42,714 million 
by the end of the month. Total in- 
stallment debt has increased by 
$123 million in the last year. 

The real growth area in con- 
sumer debt has been noninstall- 
ment credit. In the last year, single- 
payment loans, charge accounts 
and credit for services has gone up 
by $584 million. This class of credit 
gained $22 million in October. 

The volume of credit extended on 
auto purchases expanded in Octo- 
ber but so did the rate at which 
this debt was being repaid. Exten- 
sions in October totalled $1,473 mil- 
lion, compared to $1,178 million in 


This Week in Summary .. . 


Automotive News Review 


Sales— 


Sales and profits are high and the outlook for the months ahead 


is good, a nationwide dealer survey shows, but complaints about short 
inventories linger on. Page 1. First official returns on registrations 
of 1962 models show sales booming while compacts lose some of their 
penetration. Page 1. Chevrolet achieves leadership of compact-car 
field for first time in November as total domestic-car sales reach 
record 585,012, Page 1. 
* * * 

Production— 

December production estimate rises to 630,000 units in the wake 
of record November sales. Page 1. 


* * * 
Legal— 

A former Ford dealer near-Pittsburgh wins a jury award of $95,000 
in Federal District Court in a good-faith-law suit, the highest such 
award since the law was passed. Page 1. 

* * * 
Advertising— : 

Dealers emphasize the product and the thrill of owning a new car 
as good sales and low inventories tone up their advertising. Page 2. 
Other news of advertising. Pages 12 and 83. 

* * * 
Engineering Report— 

The carburetor must be tailor-made for the car it will serve, says 

Holley Carburetor’s assistant chief engineer. Page 44. 
* * x 
Financing— 

The National Automobile Dealers Assn. has restated its opposition 
to a bill that would bar auto companies from owning finance and 
insurance subsidiaries. Page 90. 

* * * 
‘Jockey’ Operators— 

Philadelphia independents declare war on “jockey” operators— 
those who sell used cars from their homes or nonautomotive business 
places. Page 34. 


FTC View on Pricing— 

Federal Trade Commission attorneys finds flaws in “realistic-pric- 
ing” proposals of William H. Mitchell jr. Mention possible antitrust 
implieations. Page 3. 


* * * 











September and $1,407 million in 
October of last year. 
Repayments in October 


amounted to $1,466 million, com- 
pared to $1,349 million in Septem- 
ber and $1,436 million in October, 
1960. 

Of the auto credit outstanding at 
the end of October, banks held 
$7,971 million, up $26 million during 
the month but $116 million under 
the year-earlier total. 

Finance companies held another 
$6,994 million of the auto paper, 
off $31 million in October and down 
$802 million in the last year. 

Other financial institutions had 
$1,739 million, up $12 million in 
October and a gain of $148 mil- 
lion in the last year. 

The remaining $482 million was 
held by auto dealers. This total is 
unchanged from the Sept. 30 total 
but down $36 million from the fig- 
ure for Oct. 31, 1960. 


AMA Recommends 
Antismog Device 


On All 63 Units 


DETROIT.—The Automobile 
Manufacturers Assn. board of di- 
rectors last week recommended 
that all member companies proceed 
with necessary tooling and plans 
to incorporate positive crankcase- 
ventilation systems in all gasoline- 
powered cars and trucks by the 
beginning of 1963 model production. 

The move answers rising Con- 
gressional sentiment for legislation 
to require installation of the anti- 
smog devices. 

AMA said the action was taken 
on receipt of advice from its Engi- 
neering Advisory Committee that 
positive crankcase-ventilation sys- 
tems have been developed to the 
point where they can be released 
for general usage. 

Such systems—also called “blow- 
by” devices—have been installed by 
United States manufacturers on 
gasoline-fueled cars and trucks 
built for sale in California since the 
start of 1961 model production. 


Rambler Stylist 


Anderson Quits 


DETROIT.—Edmund E. Ander- 
son, 55, has resigned as director 
of styling of American Motors 
Corp. No replace- 
ment has been 
announced. 

Anderson, one 
of the few indus- 
try stylists who 
was also a 
trained engineer, 
spent 13 years at 
General Motors 
before joining 
Nash in 1950, in- 
7 cluding four 

B. B. Andersen years as head of 
the Oldsmobile styling studio and 
three years as head of the Chevro- 
let styling studio. 





Lure ‘Customers,’ 


i 


Townsend Asks 
Utah Dealers Get Plea 


On Restoring Image 


SALT LAKE CITY.—Improving 
customer relations is the best roaq 
to lifting auto retailing out of its 
present “price-haggling” condition 
and restoring profitability to the 
dealership, Lynn A. Townsend 
president of Chrysler Corp. tolg 
a joint meeting of the Utah State 
Automobile Dealers Assn. and the 
Salt Lake City. Chamber of Com- 
merce. 

“The problem of profitability js 
with us because too many car 
buyers are coming into too many 
dealerships predisposed to haggle 
to the bitter end over Price,” 
Townsend said. 

He said the blame for this falls 
on the dealer as well as the cus- 
tomer. When dealers are thought 
of as “merchants who make sharp 
deals, who put the main emphasis 
on price,” the customer will also 
emphasize price and price shopping 
Townsend said. : 

“Real progress toward solving the 
problem of dealer profitability wil] 
be made when greater numbers 
of dealers begin to put somewhat 
more emphasis on the basic job of 
cultivating customers rather than 
attracting price shoppers,” Town- 
send said. 

“The satisfied customer—the mo- 
torist who knows his dealer will 
stand behind his product and will 
give him prompt and courteous 
service—will be a repeat buyer. 

“And knowing the value of his 
relationship with his dealer—a 
relationship much like that with 
his lawyer or doctor—his first 
impulse when he buys a new car 
will be to trust his dealer to 
charge a fair price. He won't be 
so inclined to put the relationship 
on a price-haggle basis.” 

Townsend said that improving 
customer relations was not the only 
problem dealers have to work on 
and admitted that factories have 
a responsibility to help their deal- 
ers in restoring profitability to the 
dealership. 

But, he said, quality dealers do 
not have to worry about being 
profitable and every quality dealer 
has four traits. Townsend listed 
good customer relations as the most 
important of these traits and said 
the others were adequate service 
facilities and personnel to meet 
their sales volume and absorb a 
major share of the overhead, ade- 
quate financial resources and busi- 
ness Management and sales man- 
agers who can train and motivate 
the sales force. 


Rambler Output 


In Europe Set 
For Renault Plant 


DETROIT.—Production of Ram- 
blers in Europe will begin in Jan- 
uary under terms of a _ contract 
between American Motors and Re- 
nault, it was announced here last 
week. 

The cars will be called Rambler 
by Renault, and will be built by 
Renault in its plant at Haren, Bel- 
gium, a Brussels suburb. The car 
will be engineered and trimmed 
specifically for the European mar- 
ket, AMC President George Rom- 
ney said. 

Renault initially will build only 
the Classic. Renault will handle 
distribution of the car through its 
dealers in Belgium, France, the 
Netherlands, Austria and Algeria. 
Existing Rambler distributors in 
other European countries will be 
supplied by the Belgian plant. 

The contract will not affect either 
Rambler or Renault dealer opera- 












tions in the United States, Romney | 


said. 4 , 

Major components wil] be ship- 
ped from American Motors’ plant 
in Kenosha. Renault will manufac- 
ture many of the parts and will 
assemble the vehicles. 

“This contract opens up a com- 
plete new area of international op- 
erations for Rambler because it 
marks the entry of American Mo- 
tors into Europe’s powerfu! Com- 
mon Market,” said Romney; 

Rambler’s sales target in Europe 
is 10 percent of its price cass. 
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KEEP a watchful eye on 

our critics. A beef made to 
AvTomotTivE News gets good circu- 
lation. Most of us want to know 
how we can improve, and the 
source of ideas are critics rather 
than well-wishers. 

Biggest complaint to Automo- 
tive News, and this underlies 
nearly all criticism, is against 
bull, however beguiling. In fact 
the biggest beef is against be- 
guiling bull, for it is most divert- 
ing. 

Readers are too busy in these 
fast-changing times to want to be 
diverted by things that aren’t so, 
by the mishmash that masks con- 
sideration of tender feelings, by the 
double-talk that masks a problem, 
by the brag that hides a deficiency, 
by the puff that blows something 
up without edifying the reader. 

If a trade paper were to have a 
motto, it should be: “Less Crap.” 

Some may object that this is 
negative; that it would be better 
to set a goal of attaining truth. 
That is our goal, of course, but the 


Tax Review Slated 
For Auto Industry 


WASHINGTON. — Automobile 
manufacturing is one of six major 
industries chosen for special In- 
ternal Revenue Service engineering 
studies in the Treasury’s review of 
depreciation schedules. 

IRS engineers will also examine 
the “useful lives” of major machin- 
ery and equipment in aircraft and 
parts manufacture, electrical ma- 
chinery and equipment manufac- 
ture, metal working machinery and 
machine tools, railroads and steel 
mills, 


The six industry groups were 
chosen because they are large, 
basic and differ widely in their 
level of automation and technologi- 
cal change. The six-industry study 
is scheduled for completion in Jan- 
uary, 1962. The Treasury plans to 
announce revised depreciation 
schedules for major assets of all 
industries by spring, 1962. 








Doenges-Love Hearing 


Set for NADA Week 


OKLAHOMA CITY.— The Ok- 
lahoma Motor Vehicle Commis- 
sion has set Feb. 6 as the new 
date of a hearing into the com- 
plaint of. Tulsa Ford Dealer Wil- 
liam C. Doenges against A. F. 
Love, Ford Division district sales 
manager here. 

The hearing, postponed twice 
Since Doenges’ complaint was 
filed in September, now is sched- 
uled for the week of the Na- 
tional Automobile Dealers Assn. 
convention in Atlantic City, N. J. 
Doenges has asked the commis- 
sion to revoke Love’s license on 
the grounds of “coercive and in- 
timidating actions.” 
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ok * * 

Opinion Helpful 
oo not talking about honest 

differences of opinion. Such 
are always helpful. This concerns 
the dialectics of progress—the set- 
ting up of an idea, the opposition 
of another idea, the synthesis into 
a@ new viewpoint. 

Like the other day when a well- 
loved newsman said to George 
Romney, president of American 
Motors, who is considering entering 
the race for the governorship of 
Michigan: 

“It seems to me you’re just 
looking for another scrap.” 

Romney, who has been neck deep 
in controversy ever since he en- 
tered the auto business, replied: 

“You mean you don’t think I 
can find enough excitement in 
the competition of the auto in- 
dustry ?” 

Romney has slugged it out so 
determinedly with his bigger com- 
petitors that at times American 
Motors men are met with thin- 
lipped, white-faced silence at joint 
gatherings. 

This seems to be all right with 
Romney. He indicates that he isn’t 
in the business to make Ford and 
General Motors executives happy. 

ok ok ok 


Who We Serve 


= this brings up a point which 
the auto trade sometimes over- 
looks. We tend to view the auto 
industry in the light of our own 
problems and in terms of our own 
position. What we forget is that 
We are all working for the guy 
who buys and owns cars and 
trucks. 

Romney put it this way: 

“Customers have been getting 

the short end of progress in the 
auto industry. 

“Both the auto worker and the 
auto maker should put the cus- 
tomer first in sharing the benefits 
of auto progress.” 

And, in the interest of less bull, 
it should be added that the dealer, 
too, should put the customer first. 
These are words we all mouth but 
which few put into practice. 

Romney is one of the greatest 
salesmen of all time. If he can sell 
this concept to his dealers, his 
workers and his management, 
American Motors will take second 
place to no one. 

* ok + 





Change or Leave 


RVING A. DUFFY, Ford vice- 
president of the general prod- 
ucts group, brought up the need to 
stay in tune with changing demand 
at the Tire, Battery and Accesso- 
ries convention in St. Louis: 

He was speaking before a group 
of men who are worried about how 
their position will be affected by 
factory efforts to build cars so well 
that the owners will be less exposed 
to service men. 

Duffy pointed out how the great 
Ford Motor Co. started downhill 
because of the founder’s reverence 
for the Model T and resistance to 
the changing demands of the pub- 
lic. 

Duffy said: 

“As soon as a company or an 
industry becomes unable or un- 
willing to provide the values and 
the features the market wants, 
that company or industry is on 
the way down, 

“To survive, it must re-examine 
its position critically to see how it 
can adjust ‘to developments and 
how it can improve its position by 
improving its service to its cus- 

tomers. 

“In fact, it has to be constantly 
alert to take the lead in offering 
continually better products and 
services.” 

And that’s no bull. 










guideposts are less clear. Truth is 
debatable. Bull is easier to recog- 


By Ernest W. Peterson 
Staff Correspondent 

PORTLAND, Ore. — “More auto 
dealers are going out of business 
across America today than at any 
time in history,” James C. Moore, 
executive vice-president of the Na- 
tional Automobile Dealers Assn., 
said here last week. 

Moore delivered a rapid-fire, 
75-minute address at a special 
luncheon meeting of the Oregon 
Automobile Dealers Assn. In ad- 
dition to the Oregonians, dealers 
from Washington, Idaho and 
Montana also attended the meet- 
ing. 

“The fact 


is,’ Moore declared, 


“that the guys who should be stay- 


Moore Lays It on Line in Oregon... 


‘Wrong Dealers Quitting’ 





ing in are the ones who are going 
out. The honorable, respected con- 
cerns are going out; the fast pencil 
pushers are staying in. 

“There is real honest concern in 
Detroit today for the responsible 
dealer,” he continued. “All top-level 
men in Detroit are dedicated to the 
principle of preservation of the 
franchise system under which this 
business has been built up.” 

He raised the question of wheth- 
er the auto business is “headed to- 
ward high-volume production with 
low dealer discount” and then 
asked if in the future “there is any 
place in the automotive retail pic- 
ture for the independent dealer.” 

Moore noted the trend in some 


















Mississippi Dealers Elect Leaders— 


Officers elected at the Mississippi Automobile Dealers Assn.'s 20th annual conven- 
tion are, from left: North vice-president, M. L. Tutor, Tutor Ford Sales, New Albany; 
South vice-president, R. G. Nester, Nester Chevrolet Co., Laurel; secretary-treasurer, 
Shannon Copponex, Shannen Motors, Gulfport; Central vice-president, S. A. Robinson 
jr., Robinson Brothers, Jackson; president, H. L. Roberts, Roberts Chevrolet Co., Shelby, 
and National Automobile Dealers Assn. director, S. E. Kossman sr., Kossman Buick 


Co., Cleveland. 


FTC Attorneys Find Flaws 
In Mitchell’s Price Views 


Eprror’s Note: Federal Trade 
Commission attorneys were ques- 
tioned about the “realistic-pric- 
ing” views expressed by William 
H. Mitchell jr. in the Dec. 4 issue 
of Automotive News. Mitchell is 
chairman of NADA’s Advertising 
and Public Relations Committee. 
Following is wnofficial opinion 
from experienced government 
lawyers: 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON. — Federal Trade 
Commission attorneys warned 
strongly against dealers attempting 
to determine what constitutes a 
realistic price for a car. 

While recognizing that the 
auto industry has special circum- 
stances because ef the price- 
sticker law, they felt that any 
such move by retailers might be 
construed as possible collusion in 
setting prices and even be viewed 
as an antitrust violation in re- 
straint of trade. 

Manufacturers, of course, could 
lower a suggested retail price, and 
individual dealers could advise car 
makers on what they thought 
would be realistic prices. 

But FTC spokesmen warned that 
any concerted action—or, possibly, 
even discussions— might be con- 
strued either by FTC or the Jus- 
tice Department as a “conspiracy” 
to restrain trade. 

It could conceivably be viewed as 
an attempt to eliminate competi- 
tion from dealers who choose to 
sell at extremely low prices or from 
so-called discount house operations, 
the attorneys said. 

The FTC lawyers approved of 
Mitchell’s desire to eliminate the 
deceptive ads of dealers or mis- 
leading use of tradein values to 
confuse the consumer. 

But these men, who have spe- 
cialized in misleading ads and 
the use of manufacturers’ sug- 
gested retail price as the so-called 
“going” price in the community, 
thought any action by a group of 
dealers might be courting legal 
trouble. 

The attorneys felt Mitchell’s sug- 
gestion that manufacturers list 


franchised dealers might also run 
into trouble with the Justice De- 
partment unless all available out- 
lets to consumers were included. A 
recent FTC case dealing with this 
problem was that of the Pitts- 
burgh Plate Glass auto replacement 
glass dealers. 

For example, would the manufac- 
turer be vulnerable if he did not 
list a discount house as a place of 
business where his cars were for 
sale even though he did not sell to 
the discount house and even though 
he did not know that the discount 
operation was in existence? 

FTC attorneys also felt Mitchell’s 
idea of having manufacturers take 
over all ads was quite unrealistic. 


They can advertise as much as 
they want, the attorneys said, 
either independently or on a co-op 
basis with dealers, but any attempt 
or perhaps even suggestion that 
individual dealers be stopped from 
advertising a low price—as long as 
it was a genuine price, not a false 

(Continued on Page 99, Col. 1) 
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the store while George is away . 


tucky uniform title law... 


mechanics course .. . 





On the House... 


While the auto industry enters a more profitable 
cycle, let’s look at the philosophy of Founder Henry 
Ford regarding his company’s operation: “There is 
nothing inherently wrong about making a profit. 
Well-conducted business enterprise cannot fail to 
return a profit, but profit must and inevitably will 
come as a reward for good service. It cannot be the 
basis; it must be the result of service” . 
sota attorney general is cracking dewn on partial 
turnbacks of speedometers on uSed cars... 

If George Romney decides to run for governor 
of Michigan (most observers believe he will an- 
nounce this intention on Feb. 10), he will prob- 
ably take a leave of absence from AMC until the election next 
November. Meantime, AMC has many topflight executives to mind 
. . County clerks, called “the most 
powerful lobby in state,’ restate their opposition to proposed Ken- 


Be careful of your used-car stocks, reminds the Kansas City associa- 

tion; “don’t get caught with a surplus when prices are diminishing.” 

. Fargo dealers have asked school board to establish an auto 

G. B. Gifford jr. is chairman of Virginia 
association’s policy, planning committee. 


areas toward discount houses and 
automotive supermarkets, and he 
reported a new move within the 
service-station business to support 
a central citywide repair shop 
where almost every type of cus- 
tomer repair service was being 
given. 

He hinted that the oil industry 
apparently is aware of the im- 
provements in ’62 cars and the 
consequent loss they are suffer- 
ing in less-frequent grease jobs 
and oil changes. They seem de- 
termined to recoup that lost busi- 
ness through improved repair 
service, Moore said, realizing that 
one of the problems the Ameri- 
can motorist has been facing is 
finding a reliable dealer to keep 
his car in operation. 

Moore mentioned the difficulty 
motorists have in getting repairs 
on Saturdays, and he said he had 
seen a double line of cars almost 
two blocks long at a central gaso- 
line station repair center, waiting 
their turn to get minor repairs on 
a Saturday. 

“How can we keep the franchise 
system, if we have the unorthodox 
system also?” he asked. He ex- 
pressed special concern over the 
move toward “chain store opera- 
tion.” He said the NADA Task 
Force is studying the entire auto- 
motive industry across the country 
and is looking “10 years ahead” in 
addition to studying current prob- 
lems. 

Moore told his audience that too 
many American dealers are not 
showing enough interest in current 
industry problems to read their 
own mail. He said his office is re- 
ceiving many letters which touch 
on recommendations already in the 
preliminary task force report. 

“Too many dealers are not 
doing their homework,” Moore 
declared. He said the work of the 
Task Force Committee “has only 
begun ..., The long-range pro- 
gram will come when we look in 
on ourselves ... A code of stand- 
ards will have to come into this 

business ... We are going to 
have to kick some of these guys 
out of our own associations.” 
Moore spoke like a football coach 

trying to fire up his team before a 
crucial game. His talk was educa- 
tional throughout, leaning optimis- 
tically toward the possibility of the 
solution of the industry’s serious 
problems. Manufacturers were gen- 
erally commended for their current 
concern for dealer welfare. 

What might be termed his criti- 
cal and more serious blasts were 
directed at the “fast pencil push- 
ers.” 

He averred that the Pacific 
Northwest currently is “the worst 
spot in the nation” for alleged “dis- 
ruptive” automobile advertising. 
“We receive more ads from this 
area that have been disruptive than 
from any other section of the coun- 
try,” he said. 

He bemoaned the fact that while 
the good-faith law seems to be pro- 
tecting the dealer against the man- 
ufacturer, it is not protecting deal- 
ers against other dealers. Under the 

(Continued on Page 99, Col. 2) 
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Chevrolet Seizes Compact Lead .. . 








Sales Smash Alltime Nov. Record 


(Continued from Page 1) 


strike-induced car shortage during 


much of the month. 
a * * 


Neen, scooped up 181,711 
sales out of the month’s record 
total of 585,012. This was more cars 
than any other auto-manufacturing 
corporation managed to sell in No- 
vember. 

Chevrolet’s share amounted to 
31.06 percent. In other words, just 
about one new car out of every 
three sold in November was a 
Chevrolet. 

When Ford and Chevrolet intro- 
duced compacts two years ago, Fal- 
con rather quickly moved to the 
front of the compact field. Much 
of its success, however, came at 
the expense of sales of standard 

Fords. 

Chevrolet has achieved domi- 
nance in the compact field with 
no apparent sacrifice in standard- 
car sales. ; 


of * 

HEVROLET’S November sales 

set a record for the month and, 
for any month, were exceeded only 
by June, 1960. 

The previous November high, 
established last year, was top- 
ped by more than 20 percent. 

November’s overall domestic-car 
total of 585,012 wiped out the pre- 
vious peak of 530,000, recorded a 
year ago. In October, which fell 
just short of setting a record, sales 
numbered 535,044. 

The daily sales rate of 23,400 was 
also a November record, eclipsing 
the old mark got £1,200 set last year. 


NCLUDING an estimated 31,000 
imported-car sales for the 
month, November’s grand total 
topped the magical 600,000 level to 
reach 616,012 — the first 600,000 
month recorded since the spring of 
1960. 

The continuing squeeze on 
compacts was manifested again, 
with the smaller entries account- 
ing for 199,531 sales, or 34.11 per- 
cent of the domestic-car total. A 
month earlier, compacts had a 
sales share of 35.28 percent and 
in September it was 36.12 per- 
cent; in August, 38.00 percent. 
Cars in the class limited by a 

wheelbase of 115 to 118 inches and 
length of 195 to 205 inches (Fair- 
lane, Meteor, Dodge, Plymouth) 
had total sales of 36,430 during the 
month, or 6.23 percent of the do- 
mestic-car total. ‘ 


een sl. MOTORS plucked 
53.55 percent of all domestic- 
car sales in November, compared 
with 51.47 percent a month earlier. 
Ford Motor Co.’s share increased 
to 28.61 percent from 28.07 percent 
the previous month. 

Chrysler Corp. was down to 
10.13 percent from 11.51; Ameri- 
can Motors fell to 6.28 percent 
from 7.27, and Studebaker-Pack- 
ard declined to 1.43 percent from 
1.68. 

By makes, November sales were: 
Standard Chevrolet, 135,516; Ford 
Galaxie and Thunderbird, 83,550; 
Falcon, 42,950; Rambler, 36,726; 
Oldsmobile, 31,455; Pontiac, 31,110; 
Corvair, 29,700; Buick, 22,340; Com- 
et, 17,782; Chevy II, 16,495; Cadillac, 
15,664; Plymouth, 15,085; Dodge, 
14,945; Mercury Monterey, 12,560; 
Tempest, 12,066; Special, 11,083; 

* + * 





Sales Score 
For October 


New-cor registrations for October: 


1961 1960 
Pos. Make Pos. 
1—143,204 Chev. 121,965— 2 
2—121,558 Ford 135,889— 1 
38— 36,224 Pontiac 32,458— 5 
4— 34,883 Rambler 31,628— 6 
5— 34,179 Olds. 33,257— 4 
*6— 29,542 Mercury 31,612— 7* 
I— 29,452 Plymouth 38,407— 3 
8— 28,939 Buick 23,298— 9 
9— 22,624 Dodge 30,385— 8 
10— 13,524 Cadillec 13,241—10 
11— 10,125 Chrysler 7,156—11 
12— 17,770 Studebaker 6,972—12 
13— 3,347 Lincoln 914—14 
14— 1,178 Imperial 1,758—13 
33,075 Misc. 38,521 
Total All Makes 
549,624 547,461 


*—Mereury and Comet now combined. 





Chrysler, 10,915; Valiant, 10,800; 
Studebaker, 8,339; F-85, 7,869; Ford 
Fairlane, 6,400; Lancer, 5,721; Lin- 
coln, 4,121, and Imperial, 1,820. 

oa * * 

ENERAL MOTORS’ total of 

313,298 set an alltime record for 
November, said James M. Roche, 
distribution vice-president. The 
previous peak was 268,724 set in 

1955. 

New-car sales in the final 10 
days of the month amounted to 
107,593, a record for that period, 
Roche said, 

Retail sales of trucks in Novem- 
ber were the highest in GM history, 
he added, totalling 39,206. The old 
record of 38,841 had stood since 
1950. 

* * o* 

HEVROLET new-car sales in 

November set a record for the 

month and, for any month, were 
exceeded only by June, 1960, said 
Semon E. Knudsen, general man- 
ager. The previous November high, 
recorded last year, was exceeded by 
more than 20 percent. 

In the two months since intro- 
duction of new models, Knudsen 
said, Chevrolet sales have run 
about 19.5 percent ahead of 1960, 
when Chevrolet established an 
alltime industry sales high for 
the year. 

Knudsen took particular note of 
Chevy II sales, which were triple 
the 5,525 sold in October. 

* * e 


OVEMBER sales of Ford cars 

and trucks were the highest in 
history, said Matthew S. McLaugh- 
lin, general sales manager. 

The car sales rate in the final 
10-day period, which boosted the 
division to its record month, was 
the highest for any comparable 
= Since 1954, McLaughlin 

d. 

He added that sales of 8,800 
Thunderbirds in November were at 
the highest rate for any month 
since last December. 

7 * * 
AMBLER’S total in November 
was also a record breaker, said 
Roy Abernethy, general manager 
of American Motors. Recalling that 
October sales also set a_ record, 







Abernethy said that AMC found its 
sales in the first two months of the 
model year—75,633—giving Rambler 
the best new-model start in its his- 
tory. 

Record sales in November also 
were claimed for Pontiac by 
E. M. Estes, general manager. 
The old record was set in 1954. 
Tempest sales were the largest 
for any month since its introduc- 
tion, Estes added. . 

Oldsmobile sales in November 
were the best for the month since 
the record year of 1955, said Emmett 
P. Feely, general sales manager. 
The total was up 10 percent over 
October, he added. Sales in the final 
10 days were the best for the period 
since 1955, Feely said. 

* * o* 


HE best November since 1955 

was also reported by Buick’s 
general manager, E. D. Rollert. 

Cadillac sales in November 
were higher than any other 

month in history, said Harold G. 
Warner, general manager. The 
previous record had been estab- 
lished in December, 1958. 

Lincoln and Mercury sales in No- 
vember ran at the best daily rate 
in L-M Division history, said Ben 
D. Mills, general manager. 

Studebaker sales represented the 
second-best November since 1954, 
said Lewis E. Minkel, merchandis- 
ing vice-president. 

oJ - +. 

HRYSLER sales in November 

were up 42 percent over the 
1960 month, and topped any month 
recorded since October, 1957, said 
C. E. Briggs, general manager of 
Chrysler-Plymouth Division. 

Imperial sales jumped 55 percent 
over the previous month, Briggs 
said, and were the highest of any 
month in two years. 

Plymouth and Valiant deliveries 
totalled 25,885 in November, down 
from the previous month’s total of 
28,120. 

Dodge retail sales in the final 
10-day period were 10 percent high- 
er than in the second 10 days of 
November, said Byron J. Nichols, 
general manager. The month’s total 
of 20,666 compared with a count of 
21,899 in October. 





Auto Industry Must Change 
With Times, Duffy Warns 


ST. LOUIS.—Those in the auto 
industry must change with the 
times if they wish to remain in the 
industry which has more than its 
share of changes, 
Irving A. Duffy, 
Ford vice-presi- 
dent in charge of 
the general prod- 
ucts group, told 
the International 
Tire, Battery and 
Accessories Con- 
vention. 

After noting 
Ford’s difficulties 
in moving from 
production of 





Irving A. Duffy 
Model Ts to improved models, 
Duffy warned: 


“As soon as a company or an 
industry becomes unable or un- 
willing to provide the values and 
the features the market wants, 
that company or industry is on 
the way down. 

“To survive, it must reexamine 
its position critically to see how it 
can adjust to developments and 
how it can improve its position by 
improving its services to its cus- 
tomers. In fact, it has to be con- 
stantly alert to take the lead in 
offering continually better products 
and services.” 

Duffy took a look at the recent 
past to show that the industries 
related to the automobile are par- 
ticularly subject to change. 

He said that 6,000 to 10,000 
miles was the usual life of a set 
of tires “not so many years ago.” 
Now, the figures have gone up 
to 35,000 to 40,000 miles. Piston 
rings on the Model T had to be 
changed every 10,000 miles. Cur- 
rent rings last from 75,000 to 100,- 
000 miles. 

Change in the automotive world 


is not limited to change in the 
product, Duffy pointed out, He 
noted the growth of auto-related 
companies until there are now 797,- 
000 in the field. Since 1950, the 
number of gas stations has grown 
from 180,000 to 210,000. 

After discussing the outlook for 
the automotive service business, 
Duffy declared: “One reason for 
Ford Motor Co.’s new approach to 
the replacement-parts business is 
the attractive prospect the business 
offers for the future.” 





Sales Reports Exceed 


Registrations by 17,878 


DETROIT. — Registrations of 
domestic new cars in October 
totalled 517,166. 

Earlier, factory retail-sales re- 
ports for the month added up to 
535,044—or 17,878 more than the 
registration report compiled by 
R. L. Polk & Co. from official 
state documents. 





Late Report... 


Each Maker's Share... 


New-Car Sales Analysis, 1961-1960 


OCT. vs, SEPT, 


Pet. of 
Regis., 
SEPT. 
22.32 
23.71 
6.37 
71.88 
5.77 
5.50 
5.88 
3.81 
4.25 


Pet. of 
Regis., 
ocT. 


Oldsmobile 
*Mercury 
Plymouth 











GEN. MOTORS 
FORD MOTOR 
CHRYS. CORP. ...... 11.53 





*—Mercury and Comet combined. 


**—Miscellaneous figures include imports. 

















10 MOS.—’61-’60 
Pet. of Pet. of 
Regis., 
10 Mos., 
1960 
25.81 
21.42 
6.04 
6.54 
5.23 
4.52 
6.94 
3.85 
5.63 
2.20 
1.18 
1.66 
31 
24 
38 


Pct. Pt. 
Change 
During 
Month 
+3.73 
—1.59 
+ .22 
—1.53 
+ 45 
— 13 
— 52 
+1.46 
— 13 
+ .08 
+ 52 
+ 33 
+ .12 


Pet. Pt, 
Change 
"61 vs. 60 
+ 92 
+1.63 


Regis., 
10 Mos., 
1961 
26.73 
23.05 
6.19 
6.40 
5.40 


43.13 
26.25 
14.37 
6.54 
1.66 
8.05 


No Boom Except in ‘Hot’? Models .. . 


L. A. Market Runs Gamut 





By William Carroll 
West Coast Editor 


LOS ANGELES. — “Stupendous.” 
“Colossal.” “Excellent.” “Above Av- 
erage.” “Good.” “Fair.” “Poor.” 

This was the wide range of ad- 
jectives used by Los Angeles auto 
dealers discussing 1962 model ac- 
tion with Automotive News. And it 
is even more confusing in light of 
the almost universal statements of 
sales successes from factory 
spokesmen. 

Eliminating exceptional dealers 
and “hot” models, the overall Los 
Angeles picture is moderately 
good. “Nothing’s storming,” as 
one observer put it, except previ- 
ously mentioned unique models. 

Wholesalers have a good supply 
of “used” 1962 Cadillacs and Thun- 
derbirds. Fords can be bought for 
$100 over, with slow makes being 
moved into wholesale channels only 
as demand appears. 

The used-car market has been 
excellent for this time of year, 
with clean stock still hard to find. 
Dealers finding new-car customers 
scarce are moving used units to 
keep active. Used-car prices have 
been sliding for the past month 
and are expected to drop even 
further. 

In dealer showrooms, there is the 
usual early-year, poor balance of 
inventory. Some men report plenty 
of orders on hand for special mod- 
els while their inventory of wagons 
and plain sedans is at a good level. 

Rambler dealers say the Classic 
Six Custom, and “400” series are 
popular, with Americans and 
Ambassadors slow. One dealer 
said: “I believe Rambler will hold 
third place for the balance of 
1962.” 

Rambler sales in California in 
1959 and 1960, remained about the 
same, though factory production 
dropped about 30 percent in 1961. 

Chrysler Corp. cars range from 
“hot” to “cold.” Plymouth is run- 
ning hard, but most dealers report 
slow sales. E. M. Braden, Chrysler- 
Plymouth division sales manager, 
held a meeting in Los Angeles 
which he devoted almost entirely to 
encouraging dealers to greater ef- 
forts to move Plymouth. 

Fury is good, with balance of the 
line causing little attention. Though 


Used-Car Market 


A late revision in the price of ’60s, plus addition of ’62 models 
for the first time and exclusion of ’54s, resulted in an overall aver- 
age price of $1,161 for used cars sold at wholesale auction last 
week, according to Automotive News’ index. 

The revised average price for ’60s was $1,564, a reduction of 
$113 from the previous week. Other losses amounted to $78 on 58s, 
$46 on ’61s, $26 on ’59s, $21 on ’5%7s and $2 on ’56s. Only model to 
move upward was ’55s, which advanced $17. 

In their initial appearance on the index, ’62s averaged $2,350. 

At a group of representative auctions last week, the sales ratio 
was 62.9 percent, lowest recorded since the final week of December, 
1960. Last week, the ratio was 69.2 percent. 

Auction reports begin on Page 64. 





Plymouth sales are reported up 
nationally 12 percent over like pe- 
riods of 1960, they still fall short 


of the 1959: rate. One dealer said: 


“Plymouth has been slow to start, 
but it may end up strong.” 
Valiant’s Signet is the compact’s 
drawing card, with few dealers 
able to deliver to order. Balance 


of the Valiant line is cooling its 
heels, as buyers spend for top-of- 


the-line, with options and power 


kits. 


Shining light of the corporation 
is Chrysler, which even competi- 
tion admits is selling well. One 
dealer reports 22 unfilled orders 
and says, “It’s hotter than a fire- 
cracker.” Imperial is doing little 
and, if the present rate continues, 
will end up selling about as many 
cars as in 1960. 

Dodge dealers are concerned with 
lack of interest in their restyled 
and re-engineered ’62. One dealer 
pointed out the 1960 Dart was a 
compact. In 1961 it was a big car. 
For 1962, he says, it is billed as 
a big car that’s not a big car. “I'm 
confused, and so is the public,” he 
concluded. 

Lancer’s G-T is pulling eyeballs, 
but sales are less than heartening. 
One outlet reports November sales 
were running at half the Septem- 
ber and October rate, with big cars 
and compacts holding even. 

A check of Ford dealers shows 
unit sales up about 10 percent over 
previous years, though ’59 was 
about 50 percent better than 1960 
in California, Profits are said to be 
good. Most dealers are paying more 
attention to used cars than ever 
before. 

Thunderbirds are still a good 
item. Fairlanes are looked upon 
with favor as dealers group them 
with Galaxies in conversation, 
but expect them to take part of 
the Falcon business. Ford stocks 
are better balanced. Dealers re- 
port selling some of everything. 

Comet’s still carrying the ball for 
Lincoln-Mercury, with Continental 
sedans moving faster than expect- 
ed. In Beverly Hills, where owner- 
ship of a Cadillac was almost nec- 
essary to have your car parked 
by a restaurant doorman, Lincoln 
is almost selling one for one with 
GM’s luxury sedan. Dealers report 
sales are slightly better than dur- 
ing the same period of 1960. 

Mercury is dragging its heels as 
it has done during 1961. Fleets have 
been paying attention to the Comet: 
Continental combination, which ac 
counts for many additional Lim 
coln-Mercury registrations. 

Chevrolet dealers are the bright 
spot. The specials (Monza, Im- 
pala and Nova) are in short sup- 
ply and one dealer commented: 
“The Chevy II is going so well, I 
expect it to outsell Corvair.” 

Business and grosses are report 
ed higher by Pontiac dealers, most 
of whom are out of hardtops ii 
every series. One dealer report 

(Continued on Page 100, Col. 2) 
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Ernest. 


Saleswise, the importance of being Ernie 
has been amply documented by his success 


ed affection for people. A selling talent, in 
total, that makes him pea-pickin’ perfect for 
daytime viewing. 


with his one sponsor over the past four years. 
What’s special about Ernie is, of course, 
his warm, natural naturalness, his unaffect- 


Now that he’s bringing all this special- 
ness to ABC-TV Daytime, come April 2nd, 
we re being pretty special about the selling 
company he’ll keep... keeping it confined to 
a limited number of sponsors. Three (Lever, 
Bristol-Myers, J & J) have already signed. 

The remaining availabilities should not 
long remain available. 


| The Tennessee Ernie Ford Show 





on ABC Television-Daytime 





REPORT TO FORD DEALERS 


HOTTEST NOVEMBER 
IN FORD HISTORY! 








Last month you Ford Dealers sold more new 
cars than in any November in Ford history. 
This is a record you can be proud of—just as 
you can be proud of the cars you’re offering 
this year—because these are the finest Fords 
of our lives—total quality in every shining 
inch of glass and steel and chrome and leather 
and fabric. But handsome is as handsome 
goes ... and these Fords GO! They go in 
sheer hot power, they go in rock-bottom 
Scotch-type economy, they go in tight, firm, 
beautifully-put-together solidity, they go in 
luxurious and roomy elegance. And they go 
in silence... the wonderful, hushed quiet that 
is the final product of quality. HJ The blazing 


success of the long Ford line was end-to- 
end, all across the country and up and down 
it, too: from the northern farmland counties 
where all the leaves have fallen, down to the 
sun-happy southern counties where the water 
is warm. Everywhere the people flocked into 
your showrooms and bought smart new Falcons 
and the new Falcon Squire, the glittering swift 
Galaxies, the famous Ford Station Wagons 
and the hot Thunderbirds. And they poured in 
to see and buy up the brand-new Fairlanes 
just introduced. MH Every one of the cars 
you’re selling is a hot car in every sense of 
hot—hot-moving, hot-looking, hot-selling. 


PRODUCTS OF MOTOR COMPANY 


NOW THERE ARE FOUR CLASSES OF CARS 


COMPACT CLASS: FAIRLANE CLASS: 





FORD FALCON 


This class includes cars with 106 to 114-inch wheelbase. 
Most popular by far (a million happy owners!) is the 
Ford Falcon. Falcon is America’s lowest-priced{ 6-passen- 
ger car, set a 25-year record for Sixes or Eights in last 
spring’s Mobilgas Economy Run, gives you a choice of 13 
models, including the Futura and new Falcon Squire. 


tBased on a comparison of manufacturers’ suggested 
retail delivered prices, including heater 





FORD FAIRLANE 


The Ford Fairlane is the first member of a new class 
which combines the advantages of both compacts and big 
cars ... you get big car room, ride and performance... 
compact savings and maneuverability. Priced below many 
compacts, Fairlane even rivals some in gas economy. 
Has twice-a-year maintenance introduced by the Galaxie. 























There are five reasons for the smashing 
success of the long Ford line for 1962. First of 
all is utterly modern styling, the fresh, crisp 
lines now being so widely copied by other car 
makers, the smart look that dominates the 
industry. Second is absolute power in eleven 
kinds of engines, giving your customers any- 
thing they could want in engine options. Third 
is total ecoonomy—every Ford model is priced 
right, and every Ford gives gasoline mileage 
outstanding in its class. Fourth is the service- 
saving concept—every Ford car is built to cut 
down maintenance worries and problems, with 
service-saving features other cars may have 
some day. And behind every Ford stands the 


AND HERE’S WHAT STARTED 
THE HEAT WAVE! 


revolutionary new twelve-month or twelve- 
thousand-mile warranty* that Ford pioneered. 
@ Fifth, of course, is the tremendous selling 
effort which you have been putting behind 
these new Fords. The hot ideas come from 
Ford—and the hot dealers are you Ford 
Dealers. Mi And this is only the beginning 
of what can be a record-smashing year for all 
of us. The time is right—buyers are in the 
mood—and the cars we’re selling are the 
hottest Fords we’ve ever had. The word is 
out: for the hot trends in the hot cars, for 
the best buys on the American Road—you 
are the man to see! 


*Ford Motor Company warrants to its dealers, and its dealers, in turn, warrant to their customers as follows: 
That for 12 months or for 12,000 miles, whichever comes first, free replacement, including related labor, will 


be made by dealers, of any part with a defect in workmanship or materials. Tires are not covered by the warranty, 
appropriate adjustments will continue to be made by the tire companies. Owners will remain responsible for normal 
maintenance service and routine replacement of maintenance items such as filters, spark plugs, and ignition points. 
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.. AND ONLY FORD HAS ALL FOUR! 


FULL-SIZE CLASS: 


LUXURY CLASS: 





GALAXIE BY FORD 


The class for families who want big car comfort, perform- 
ance and prestige. Value leader is the Ford Galaxie— 
which has every essential feature of far costlier fine cars. 
With the optional Thunderbird 390 V-8 engine, a Galaxie 
will outperform America’s most expensive luxury cars. 
Requires servicing only twice a year, or every 6,000 miles. 


FORD THUNDERBIRD 


The top class—cars for people who want the very finest. 
First of the trim-size luxury cars, the 4-passenger Thunder- 
bird is the most distinctive car in this class. Its styling 
set the trend for an entire generation of cars and now 
finds a new elegance in the Landau. And Thunderbird’s 
performance is just this side of flight. 


Ford Division backs you best! 
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(Price classes: 1—Up to $2,- 
700; 2—$2,701 to $3,200; 3— 
3,201 to $4,000; 4—$4,001 
and up.) 


Dodge Polara Wag. V-8 
*(6 Cylinder) 


Plymouth Valiant 
Valiant Station Wagon .... 1 


NL: | iebsvastnicsinceninisccvabsevsevervese 1 
Plymouth Belvedere .......... 1 
Plymouth Fury ..................... 1 


Plymouth Station Wagon. 1 
*(6 Cylinder) 





Total 








Total Chrysler Corp. ............ 





Lincoln Continental V-8 














Mercury Comet 


Comet Station Wagon ....... 1 
A  : ) ER oer 1 
EY MOMMIES. scsiyctesasstncibansutévus 1 

aN eilKcasletnats eckavionve 2 


Monterey 
Comm, Station Wagon...... 2 
Colony Park Stat. Wag..... 2 


*(6 Cylinder) 


Total Ford Motor Co. .......... 


Buick Special 


Special Stat. Wag. .............. 1 
BN HOD sc pccccssscockescossssso050 2 
NUD cincsvscscvseebecdsccconcess 3 
IN FF I ccsnsssctancrassecsonavoere 3 
Electra 225 V-8 (’61) .......... 4 
Electra 225 V-8 (’62).......... 3 





Chevrolet Corvair 





Corvair Stat. Wag. .............. 1 
I oso 0.5 caakosavesAastaysieveacs 1 
Chevy II Sta. Wag. ............ 1 
IIS 5555. cssesihiusssinssstartbinsss 1 
II biets itniaketewversiaweastoinss 1 
RN sl 5 ec) ina vaavida sa scanvaeoooaes 1 
Chevrolet Stat. Wag. .......... 1 
No cccsSe5 siicecissascaiciadisessans 3 

Total 


MOM PRRRCIGE) 6 0555.;0.s:0sccesvesesveess 
*(6 Cylinder) 


Oldsmobile F-85 








Total 








Buick Stat. Wag. V-8 ........ 3 
Total 

*(6 Cylinder) ..................ssscssee 
Cadillac 62 V-8 ................006 4 
60S V-8 4 
I sc 2 a sasies sgecnessuasndbinios 4 
(Special chassis) V-8 68.... 4 
Total 





1961 
Month Year 
57 1,626 
22,624 189,846 
12,181 106,218 


Note: * Indicates included in series totals. 


Price 
Class 


1960 
Month Year 
384 6,233 
30,385 309,005 
15,745 =: 123,241 














11,236 
1,417 
4,487 
4,377 
4,617 
3,318 

29,452 

18,328 


63,379 


16,111 
1,903 
2,057 


786 
29,542 
18,421 





6,725 
1,154 
9,934 
3,775 
703 
472 
5,294 
882 
28,939 
438 


11,619 
1,556 
171 
178 
13,524 


25,859 
2,221 
3,744 
244 
13,063 
32,922 
51,975 
12,327 
849 
143,204 
687 

69,673 





5,096 

















88,209 
13,281 
45,083 
37,900 
39,192 

30,416 
254,081 
156,329 


527,164 





135,179 
21,364 
36,721 
5 
47,755 
7,038 
6,348 
254,910 

164,601 





57,180 
13,339 
88,413 
24,310 
19,346 
14,772 

5,294 

6,422 
229,076 
438 


99,849 
11,423 
1,194 
1,700 
114,166 


230,024 
34,225 
3,744 
244 
164,825 
279,548 
410,246 
143,009 
9,333 
1,275,198 
687 
689,866 


44,424 





























14,237 
2,454 
6,369 
5,038 
5,961 
4,348 

38,407 

24,667 


78,958 





BO TOO oc ceciiveesicscions s sosesse 32,250 297,079 33,584 300,011 
Falcon Station Wagon .... 1 11,764 114,437 =11,110 78,270 
SEE ETUDE) «Ses csnysnvessictessssees a 6,614 121,421 18,182 172,421 
Fairlane 500 (’61) ............... 1 6,134 101,796 20,281 189,091 
WMNEEND CDR) sn nreesccscsssrcsseasens 1 120 120 
Fairlane 500 (’62) ................ 1 113 113 
SS Ahiit adiivtia sides ecsveerss 1 9,204 9,204 
SEE? hhakcysiccbaiensvngebviee 1 37,068 279,241 33,589 229,956 
Ford Station Wagon .......... 1 10,447 108,055 13,930 139,586 
EINE EIIUD © Sostxcccsnesescsnsessneess 4 7,844 68,103 5,213 66,646 

F Total 121,558 1,099,569 135,889 1,175,981 

UD CIPOOE) cicssccscsesssessoserséees 57,356 566,139 70,669 621,146 

3,347 24,099 914 16,753 


18,041 
3,087 
2,517 


6,821 
305 
841 

31,612 
21,729 


154,447 1,378,578 168,415 1,440,768 


1,912 
686 
11,588 
3,589 
2,981 
1,919 


623 
23,298 


11,675 
1,336 
116 
114 
13,241 


17,545 
378 


21,754 
31,374 
38,133 
11,955 
826 
121,965 


62,246 
2,878 





















135,266 













245,612 








788,676 























100,651 
23,407 
2,517 







104,081 
305 
17,073 
248,034 
124,659 





















1,912 
686 
120,347 
33,344 
27,898 
17,287 









9,740 
211,164 






108,883 
9,418 
1,202 
1,589 

121,092 















182,910 
378 







248,615 
331,719 
457,057 
187,225 
9,099 
1,417,003 









726,711 








2,878 











































































*Total Station Wagons 














*—Included in series totals. 


May not be reprinted, copied or sold. 


F-85 Stat. Wag. .................... 1 1,016 12,292 787 187 
Dynamic 88 V-8 .................. 2 11,630 108,470 15,128 151,040 
Super 88 V-8 0.00.0. 2 6,922 44,888 8,158 71,571 
Starfire V-38 4 2,433 2,433 
MS oo cox, scapseswansosavescabiacaier 3 5,926 33,430 5,258 44,062 
Olds Stat. Wag. V-8 ........... 3 1,156 11,503 1,048 16,653 
Total 34,179 257,440 33,257 286,991 
Pontiac Tempest ...................... 1 8,574 70,516 16 16 
Tempest Stat. Wag. ............ 1 1,828 18,050 9 9 
Crt VHB avec ccsics cciscesdssnss 2 10,180 83,097 13,402 151,784 
Werntern VeB «nn ni.cccccsccsscsiesss, 2 730 20,549 4,606 45,909 
Star Chief V-8 2 3,178 26,000 4,080 35,805 
Bonneville V-38 see Tae 1,729 56,442 7,858 67,013 
Grand Prix V-8 3 1,729 1,729 
Pontiac Stat. Wag. V-3...... 2 2,226 18,892 2,427 30,941 
Total 36,224 295,275 32,458 331,537 
Total GM Corp. ...............0006 256,070 2,171,155 224,219 2,367,787 
Studebaker Lark & Hawk.... 1 7,770 57,219 6,972 91,374 
*(Station Wagon) ................ 1 883 8,530 1,062 15,325 
*(G Cylimder) ........cc.c.ssssesseee 4,574 32,392 3,619 47,043 
Misc. Domestic ...................005 1-4 
NN 7 1. caisacensseshvansvvine nine 580 4,497 530 5,569 
King Midget ..................e008 10 129 12 208 
ONC ooo s x vaactincsaknesansckandedins 27 1,626 23 1,927 
Total 617 6,252 565 7,704 
oe csecs eScacorenu annie : 32,458 325,545 36,704 433,972 
Bags iis 68,255 698,325 70,886 776,337 








549,624 4,771,163 547,461 





Compiled from official state records by R. L. Polk & Co. for Automotive News. 





5,489,330 







Kick Off °62 Boom... 





Here’s Model Breakdown of Sales} October Registrations 


Ist to Beat 60 Month 


(Continued from Page 1) 


pared with 3.22 percent; Group 2 
($2,701 to $3,200) took 10.96 percent, 
compared with 10.54, and Group 1 
(under $2,700) took 77.89 percent, 
compared with 81.46. : 

September, of course, was basic- 
ally a cleanup month while October 
was essentially a new-model month. 

Six-cylinder units accounted for 
38.96 percent of October registra- 
tions, compared with 43.11 percent 
a month earlier. Four-cylinder reg- 
istrations amounted to 7.92 percent 
of the October total, compared with 
11.01 the previous month. 

* * * 
Bye dames changes appear in the 
accompanying table of model- 
by-mode]l registrations, Most reflect 
’62 model changes. 

Chrysler, Dodge and Mercury 
model names have been revised, 
and Comet models are counted as 
Mercurys for the first time. 

Ford Galaxie and Galaxie 500 
totals are separated. Ford Fair- 
lane and Fairlane 500 totals are 
divided as to ’61 and ’62 models 
because they are different types 
of cars. The same holds true for 
Mercury Meteor. Fairlane and 
Meteor 1962 - model registrations 
reflect cars that were titled prior 
to official introduction, 


Buick Electra 225 models are also 


N. J. Dodge Dealers 
Give Chrysler 
Confidence Vote 


By Maynard M,. Gordon 
News Editor 
HRYSLER CORP.’S new man- 
agement team last week got a 
vote of confidence and a pledge of 
proxy support from the North Jer- 
sey-Dodge Dealer Group, Inc. 

“The one thing we need least 
in the coming months is more 
unfavorable publicity and dis- 

traction of our management’s at- 
tention from the daily operation 
and improvement of our great 

corporation,” said William C. 
Kieran, East Orange, N. J., pres- 
ident of the association. 

The North Jersey Dodge dealers 
warned in their resolution that a 
proxy contest “will result in fur- 
ther financial loss and share of 
market to both Chrysler Corp. and 
its dealers.” 

“In the event of a proxy fight,” 
the resolution continued, “we will 
align ourselves to the man with 
Chrysler management, and will 
work diligently to get friends and 
business associates to vote their 
stock in support of present man- 


agement. 
ere a 


7 IS our fervent prayer that 
God will bless and guide our 
present management and we the 
dealers towards an improved cor- 
porate image, fast decisive in- 
creased sales and profits.” 

Kieran, whose East Orange 
Dodge dealership is at 490 Main 
St. wrote that “it’s high time 
that we the customers of Chrys- 
ler Corp. got solidly behind our 
new team, with some team spirit 
and confidence.” 

Other officers of the North Jer- 
sey Dodge Dealer Group are Herb- 
ert Swartz, Dover, vice-president; 
Henry Gassner, Montclair, treasur- 
er, and James R. Boyle, Bloomfield, 


secretary. 
& + 


EANTIME, anti-management 

forces served notice a new 
slate of directors and a brace of 
reform resolutions will be proposed 
to Chrysler shareholders for the 
annual meeting next April 17. 

J. Bacaloff, Portland (Ore.) con- 
tractor who is leading the formal 
proxy campaign for new directors, 
said his slate “will be dedicated to 
the complete rebuilding of Chrys- 
ler Corp.” 

Sol A. Dann, Detroit attorney 
who has fought Chrysler manage- 
ment since 1958, said he would ask 
Securities and Exchange Commis- 
sion approval to place three resolu- 
tions on the proxy ballots, which 
will be mailed in March. 


divided by model year. The Electra 
series has been dropped for 1962 
and a sedan and hardtops in this 
series are now available as Electra 
225s. The addition of these models 
to the Electra 225 series brings the 
225 into a lower price group. 

Chevy II totals and a four- 
cylinder breakout have been added 
to Chevrolet’s listing; Starfire is 
broken out for Oldsmobile and 
Grand Prix counted separately for 
Pontiac. 

* * * 
7 TERMS of market penetration, 

October was the best month of 
the year for Chrysler and Oldsmo- 
bile. All other makes fell in be- 
tween previously recorded highs 
and lows. 

The share taken by miscellan- 
eous makes was at the year’s 
lowest level — 6.02 percent. Not 
since February, 1958—nearly four 
years ago—had the penetration 
of miscellaneous makes been so 
shallow. 

At the corporate level, market 
penetration was increased over the 
previous month by only General 
Motors and Studebaker-Packard. 
GM gained a whopping 5.94 per- 
centage points and S-P was up 0.33 
percentage points. 

Losses amounted to 1.60 percent- 
age points for Ford Motor Co.; 
1.53 for American Motors, and 0.07 
for Chrysler Corp. 

ck * * 

B* MAKES, gains over the pre- 

vious month, in order, were: 
Chevrolet, 3.73 percentage points; 
Buick, 1.46; Chrysler, 0.52; Oldsmo- 
bile, 0.45; Studebaker, 0.33; Pontiac, 
0.22; Lincoln, 0.12; Cadillac, 0.08, 
and Imperial, 0.06. 

Declines, in order were: Ford, 
1.59 percentage points; Rambler, 
1.53; Plymouth, 0.52; Dodge, 0.13, 
and Mercury and Comet (now 
combined), 0.13. Miscellaneous 
makes were off 3.07 percentage 
points. 

For the first 10 months, only GM 
and Ford Motor showed increased 
penetration at the corporate level. 
Ford Motor gained 2.64 percentage 
points and GM advanced 2.38. 

Losses were recorded at 3.32 per- 
centage points for Chrysler Corp., 


* * 











How They're Selling eats 





Price 
Group 


No. 4 


Total 


——. 


——— 


Registrations 
By Price Class 
1961 


October 


428,103 


10 Mos, 
3,810,835 
495,288 
186,321 
248,724 
4,771,168 


10 Mos, 
4,197,887 
666,122 
439,938 
185,383 
5,489,330 


Compiled by R. L. Polk & Co. for 


Automotive News. 








* * * 
* - 
Registrations 
e 
By Cylinders 
1961 
Number 
Cylinders October 10 Mos, 
Erb eesiiies 43,547 414,798 
Nt Acttsies 214,105 2,004,824 
ees 291,972 2,351,541 
UU. estes 549,624 4,771,163 
1960 
Number 
Cylinders October 10 Mos, 
_ ee 36,789 434,057 
O>) habe * 228,213 2,224,383 
°° Avrtin 282,459 2,830,890 
Total _........ 547,461 5,489,330 


Compiled by R, L. Polk & Co. for 


Automotive News. 





* 


* * 


0.46 for S-P, and 0.14 for AMC. 
Miscellaneous makes declined 1.10 


percentage points. 
* * 


* 


B* INDIVIDUAL makes, every 
entry fattened up at the ex- 
pense of Dodge, Plymouth, Impe- 
rial, Rambler and Studebaker. 


Biggest increase was a 1.63- 
percentage-point gain racked up 
by Ford. Buick was up 0.95 per- 
centage points; Chevrolet, 0.92; 
Mercury - Comet, 0.82; Chrysler, 
0.38; Cadillac, 0.19; Lincoln, 0.19; 
Oldsmobile, 0. 


0.15. 
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and Pontiac, 


Dodge declined 1.65 percentage 
points; Plymouth, 1.61; Studebaker, 
0.46; Rambler, 0.14, and Imperial, 


0.06. 





1960 


* 


Registrations by Months and 





* 


1959 


430,116 420,751 

374,877 494,178 425,095 

480,067 596,669 497,651 

1,268,507 1,520,963 1,343,497 

496,059 647,287 574,922 

543,975 647,055 583,459 

571,953 595,864 585,932 

Second Quarter .................... 1,611,834 1,890,206 1,744,313 
Jan, through June ..............2,880,341 3,411,169 3,087,810 
MN ere gs cesncepatss aastavexssaecoodiece 500,534 546,535 566,453 
oo cat esschisaivecncsoseend 470,646 525,400 533,636 
OEY 8577. 5c ciankececeacaness 370,505 458,765 458,434 
Third Quarter ...................... 1,341,685 1,530,700 1,558,439 
Jan. through Sept. .............. 4,222,026 4,941,869 4,646,249 
I oo ioaikasscctsctietesackacancct 549,624 547,461 534,847 
BOWTIE oes cesiedenczessonsceneceons 543,042 429,349 
December _ ................:ccccecceeeseees 544,278 430,830 


1,634,781 1,395,026 


6,576,650 
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Compact Cars at a Glance 


FIRST 10 MONTHS 


OCTOBER 
Pct. 
Total 
Market 
8.01 
6.35 
5.11 
3.28 
2.30 
1.89 
1.43 
1.41 
117 
Lil 

-13 


32.79 


Rambler 


Valiant 


Pet. 
Compact 
Market 


24.43 
19.36 
15.58 
10.00 
7.02 
5.77 
4.37 
4.31 
3.56 
3.39 
2.21 


100.00 


Regis. 
411,516 
305,250 
264,249 
156,543 
101,490 

88,566 

710,519 

57,219 

53,241 

56,716 

3,988 


1,569,297 


Pet. 


Years 
















1958 


383,429 
334,563 
401,944 
1,119,936 


419,460 
424,719 
411,894 
1,256,073 
2,376,009 


407,264 
376,169 
322,400 
1,105,832 
3,481,841 


325,883 
339,561 
519,019 
1,184,463 
4,666,305 



































Pet. 


Total Compact 
Market Market 


8.62 
6.40 
5.54 
3.28 
2.13 
1.86 
1.48 
1.20 
1.11 


32.89 


26.22 
19.45 


100.00 


© 1961, Automotive News 
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WHAT'S NEW? THESE TWO! 
MAKING SWAPPERS OUT OF SHOPPERS 


FROM MAINE 


All across the country, Plymouth-Valiant dealers are saying it: put a 
prospect behind the wheel and chances are you’ve got a deal! The 
reason is simple. Seldom have two cars—particularly in the low-price, 
full-size field—and the compact field—offered buyers such lasting 
beauty, combined with such built-in value—or offered dealers such 
Opportunities for profitable volume sales. Quality-engineered in the 
Chrysler Corporation tradition, each of these cars is superbly styled 


TO MALIBUT!! 


to give you a car remarkably different in individual beauty, 
remarkably high in quality. This is a year of decision! The decision 
is easy with ’62 Plymouth and Valiant. Make 1962 a banner 
year with these two outstanding cars in both styling and quality! 
Put your prospects behind the wheel for a short demonstration drive. 
That’s where you make your deal! Write Chrysler-Plymouth Division, 
Chrysler Corporation, Detroit 31, Michigan, for further information. 











10 





AUTOMOTIVE NEWS, DECEMBER 11, 1961 








The Newspaper of the Industry ye 









x * 









































































61 E. 42nd St. 
MU 7-6871 


Publisher—George M. Slocum (1889-1949). 
Chairman of Board and President—Mrs. George M. Slocum 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M, Finlay. 


Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 
Associate Editors—Robert M. Lienert, John K, Teahen jr. 
Engineering Editor—Joseph M. Callahan. 
Washington—Helen Kahn; William Ullman (consultant). 

West Coast Editor—William Carroll, 

11060 Fruitland Drive, North Hollywood, Calif. (TRiangle 7-5870). 
Editorial Associates—Francis J. Gawronski, Kenneth C. Kelley jr., 

John E. Walsh, Richard A. Wright, Agnes Stewart, Audrey Lincicome. 
Business and Advertising Manager—Richard L, Webber. 
Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.; 
Chicago—J. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 
William R. Maas and Roy Holihan; Los Angeles—Robert E, Clark; 

San Francisco—Jules E. Thompson. 

Promotion & Research Director—Anthony J. DeLisle; 

Advertising Production—Carol LeVeque, Manager; Juanita Markland, Assistant. 
Office Manager—Mary Cavanagh; Circulation Dept. Manager—Lucy Matney. 


Classified Advertising Dept, Manager—Eileen Parsons. 
Mechanical Superintendent—Samuel Pinkis. 





RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; 
Asheville, N. C.—Douglas C. Brookshire; Atlanta—Sally Pfeiffer; Atlantic City—F. W. Schwarz; 
Bangor, Me.—Samuel Lafferty; Baltimore—Kate Savage; Belleville, I!l—Eugene M. Conrad; 
Billings, Mont.—Bill Daniel; Birmingham Ala.—Stuart Riddle; Boise—Robert J. Brown Jr.; 
Boston—Guy Livingston; Boulder, Colo.—Ernest Fair; Buffal . E. Toles; Chicago—William 
V. Humphrey; Cincinnati—Allan R. Heim; Clearwater, Fla.—E. C. Bash; Cleveland—Sanford 
Markey; Columbus, O.—H. S. Perdue; Dallas—C. K. Cates; Dayton—James Moffatt; Denver— 
Ira Alexander; Des Moines—F. W. Lazell; East Waterboro, Me.—Robert C, Fay; Fort Worth— 
William Stone; Georgia—Robert H. Brown; Houston—Ruby Fenoglio, Louis Alexander; Hunt- 
ington, W. Va.—William E. Francois; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; 
Lewiston, Me.—Howard C. Jordan; Little Rock—Silas Dunn; Los Angeles—Slim Barnard, Wil- 
liam Carroll; Louisville—A. W. Williams; Manchester, N. H.—Guy Langley; Marthaville, La.— 

/ Gentry; Miami—Trescot Goode; Milwaukee—Benn Ollman; Minneapolis—Donald Lyons; 
Montgomery, Ala.—William Lynn; Nashville—Ed Goins; New Jersey—Bethune Jones; New 
Orleans—Gordon Hebert; New York City—Ed Brown; Norfolk, Va.—Ken Baldwin; Oakland, 
Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; Pawtucket, R. |.— 
T. L. Forbes; Peoria, IIl.—Gene Booth; Philadelphia—Allen Sommers; Phoenix—Sheldon 
A. Engel; fttsburgh — Robert Thomas; Portland, Ore.—E. W. Peterson; Providence — 
Ruth M. Eddy; ee rer Stillwell; Rochester, N. Y.—Ted Case, Howard M. Duffy; 
Salem, Som, K. Haskell; Salt Lake City—Dan Valentine, W. F. Smiley; H. 
Reed; San Francisco—Leon Pinkson; Santa Fe—Lewis Thompson; Scranton, y 
Coleman; Seattle—Martin Trepp; Sioux Falls—Frank Harrington; Springfield, Il1.—C. C. Hall; 
South Bend—L. E. Dunkin; Spartanburg, S. C.—L. D. Ore St. Louis—Jack Bernstein; Twin 
Falls—Freelancers; Waterville, Me.—Julian Radziewicz; ilmington, Del.—William Frank; 
Worcester, Mass.—Sidney Dorfman; Youngstown—Stephen L. Ritz. 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—-F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. 





Subscriptions: U. S$. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1961, Slocum Publishing Co., Inc. All rights reserved. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. 





AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

np my { |. Fair and equitable contracts between manufacturers and dealers in 

E A motor vehicles, parts and accessories; 

A IK { 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 

L E and U. S. governments, applied to building and maintenance of highways; 

: R { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 

NEWS else in the world. 





Capsule Comment 


November car sales were at a record pace while produc- 
tion reached a two-year high level. 
Great, so long as both keep pace with each other. 
* * at 


“TI have learned more in my one year in the States than I 
actually learned in all the years I have spent in different 
parts of the world for Renault,” declared Hubert Bechet 
De Balan, as he left his duties as executive vice-president 
of Renault subsidiaries in the U. S. 

And it’s a continuing education, too, as every U. S. auto 
maker can testify. 
* * e 

Motor vehicle deaths have dropped in seven months this 
year, producing the lowest nine-month mileage death rate 
on record. 

Turnpikes continue to lead in safety, showing 2.2 deaths 
per 100 million vehicle miles. 
* * * 

People planning to buy new and used cars in the next 12 
months have increased since last spring, Federal Reserve 
Board reports. 

Cars ran ahead of houses and household goods in the 
latest survey. 
¥* * * 

Chicago Auto Show officials expect a record attendance of 

800,000 for the annual event Feb. 17-25. 
Kickoff for a seven-million car year in 1962? 
* * * 

Chrysler Corp. has received a new $200 million contract 
for rocket boosters, adding to its previous leadership in this 
field. 

Evidence of a job well done. 


Coming 
Events 


% Envrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 3 


Dealer Conventions 


Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 25-27—Ohio Automobile Dealers 
Assn... Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn. of 
Alabama, Montgomery, Ala. 

%& April 16—Greater New York, Long Is- 
land and Westchester Automobile Beal. 


ers Assn.. Annual Dinner-Meeting, 
Grand Ballroom, Plaza Hotel, New 
York City. 


April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

May 5-8—South Carolina Automobile Deal- 
ers Assn., Ocean Forest Hotel, Myrtle 
Beach, S. C. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

May 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri ‘Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers' 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June 11-12 — Pennsylvania Automotive 
Assn., Bedford Springs Hotel, Bedford, 


‘a. 
June 14-17—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 


Mich. 
Aug. 19-2I—Colorado Automobile Deal- 
ers Assn., Gleenwood Springs, Colo. 
* Ss * 


Auto Shows 


Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 


Jan. 10-14— National Capital Area, Na- 
tional Guard Armory, Washington, D.C. 


Jan. 11-13—Greenville Auto Show, Memo- 
rial Auditorium, Greenville, S. C. 


Jan. 12-14—Greater Green Bay Auto Show, 
Brown County Veterans Memorial Arena, 
Green Bay, Wis. 


Jan. 12-14—Norfolk Auto Circus, Norfolk 
Arena, Norfolk, Va. 

Jan. 13-20—Syracuse Auto Show, Syracuse. 

Jan. 13-21 — Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

%& Jan. 19-24—Columbus Auto Show, Ohio 
State Fairgrounds, Columbus. 

Jan. 20-27—Baltimore Auto Show, Balti- 
more. 
Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 
Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. - Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 
Feb. 17-25— Chicago Automobile Show 
McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

April 21-29—éth Annual International Auto 
Show, Coliseum, New York 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Betroit. 
* = = 
General 
Dec. 9-11—8th Annual Auto Trim Show- 


Convention, Hotel Ambassador, Los An- 
geles. 


1962 

Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 

Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan. 25-26 — National Forum on Auto- 
motive Air Conditioning, Statler Hotel, 
Dallas. 

%& Jan. 28-3i—Truck Trailer Manufacturer's 
Assn., 21st Annual Convention, Riviera 
Hotel, Palm Springs, Calif. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. — 

Feb. 1-2—Private Truck Council of Amer- 
ica, Statler Hilton, Detroit, 


happy. 










The Big Stories 


36 Years Ago—1925 


Trading days of long ago were revived when an Alliance (O.) Stude- 
baker dealer announced he would take livestock and grain in part 
payment for new or used cars... “The present high rate of consump- 
tion will exhaust America’s vast oil supply in seven years,” President 
Coolidge’s Oil Conservation Commission reported. 


20 Years Ago—1941 


The Japanese attack on Pearl Harbor turned Washington into a 
turmoil of speculation, and the national address by President Roose- 
velt was a “roll-up-the-sleeves” message to all United States industry. 


10 Years Age—1951 


The success of an automobile dealership depends more than any- 
thing else on how well the service manager does his job, according to 
a dealer booklet issued by Kaiser-Frazer Corp. The corporation point- 
ed out that he is the key man in the task-of keeping the customer 


"I can't promise immediate delivery . . . it'll take 
two months fo get it out of the lot." 





Letterbox 


‘Fictitious Picture ..... 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





Where Are They Counted? 

Epitor’s Note: Following is a 
copy of a letter sent to R. L. 
Polk & Co. and to AUTOMOTIVE 
News: 

It has recently come to our at- 
tention that the handling by you 
(R. L. Polk) of certain large fleet 
and leasing company registrations 
creates a false and fictitious pic- 
ture of the size of certain market- 
ing areas. 

To be specific, in our area are 
located the home offices of Peter- 
son, Howell & Heather, Commer- 
cial Credit Leasing Co., Public 
Service Leasing Co., Yellow Truck 
Rental and a number of other 
fleet management and fleet leas- 
ing companies. 

We are told that when PH&H, 
for example, leases 500 cars to 
Lever Brothers in Chicago, they 
purchase the cars from dealers in 
Illinois for usage by Lever Brothers 
personnel in and around Illinois, 
but because the cars are titled in 
the name of PH&H, you add these 
500 cars to the Maryland registra- 
tions, creating a larger market or 
“total industry” than actually ex- 
ists. 

We are led to believe that the 
number of transactions of this 
nature which you add to the actual 
registrations reported to you, in 
the case of Maryland, add some 
8,000 to 10,000 units annually to our 
true total market figure. 

I’m sure you feel no harm is be- 
ing done. However, let me cite what 
actually does occur. 

In the case of PH&H and most 
large leasing companies, the great 
bulk of the cars leased or man- 
aged are the low-price-class cars. 
We are Chevrolet and Oldsmobile 
dealers. In Oldsmobile, they furnish 
us, monthly, your registration fig- 
ures, and Oids F-85 sales are count- 
ed in this low-price-class total. 

Referring to your new passen- 
ger-car registrations, Oldsmobile, 





















Washington Zone, District 2, Sep- 
tember, 1961, you show on Page 5 
the “Total Area, Low Price Class 
Total” to be 20,022 cars, of which 
340 were F-85s or a “percentage of 
the LPC” for Olds F-85s of “1.7 
percent.” 

If the total of 20,022 cars is 
falsely and fictitiously inflated or 
enlarged by, say, 6,000 cars in the 
nine months in question, then our 
true “LPC total” is only 14,022, 
of which 340 are F-85s, giving 
Olds F-85 a true percentage of 
the LPC of 2.4 percent rather 
than the 1.7 percent shown! 

We are naturally concerned! 
Oldsmobile attaches to your reg 
istration reports a sheet showing 
national, regional and zone aver- 
ages of both the F-85 and the full- 
size cars. This form shows that 
Olds—nationally, regionally and 
zone-wise—is getting 2.7 percent of 
its market where we, by compari- 
son, are getting only 1.7 percent, as 
shown by your reports. 

If what we are stating herewith 
is factual (and it has been verified 
by both the Chevrolet Zone Office 
in Baltimore and by our auto trade 
association, whose registration re- 
ports you purchase for your fig- 
ures) then we believe you should 
notify all manufacturers exactly 
what you have arbitrarily added 
and exactly what their true mar- 
kets are in all states affected. 

We also feel you should correct 
your handling in the future or we, 
and we hope manufacturers as well, 
will be forced to consider your re- 
ports of no value because of their 
inaccuracies. 

You see, we are also Chevrolet 
dealers and we now know we are 
also doing a better, true job for 
Chevrolet than your figures reflect! 

The unfortunate part about the 
whole situation is that factories 
have considered your figures ab- 
solutely accurate and dealer ap- 
pointments have been made be- 
cause of the shewings or per- 
formances of dealer groups based 
on your inaccurate figures! 

Right at this time an Oldsmo- 
bile dealer replacement is being 
considered by Oldsmobile, which, I 
am sure, is under the impression, 
gotten from your figures, that the 
Olds dealer in this area has only 
secured 1.7 percent Olds-F-85 busi- 
ness When the true picture, we 
believe, is considerably different— 
MaryYLAND DEALER. 


Eprror’s Note: An R. L, Polk 
spokesman told AUTOMOTIVE NEws: 
“We follow strictly the address, 
description and information we 
get from official documents fxr- 
nished by the states.” If cars 
leased for use in Illinois are tit’ed 
to a lease firm headquartered in 
Baltimore, the registrations vill 
be counted for Maryland. 
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REPORT TO FORD DEALERS 
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Ford fits four speeds under the expert’s hand 


With one quick piece of magic you can conjure up a six- 
passenger sports car for your prospects that looks just 
like a 1962 Galaxie. No spel/s or charms are needed— 
just put down on the option list, ‘‘Four-speed floor-shift 


transmission.” 


But the four-speed is just one item in Ford’s long list of 
performance specialties—the list that makes your show- 


room the natural headquarters for action-minded drivers. 


Just so no enthusiast misses the point, Ford is backing 
its performance products with action-charged campaigns 
in America’s leading sports and auto magazines. In vivid 


words and i/lustrations these tel// the story of Ford's full 
range of V-8 engines, from the 405 horsepower six barrel, 
to the jewel-like Fairlane V-8, the performance-planned 
Cruise-O-Matic automatic transmission, the inexpensive 
“special handling” options that make a Galaxie stick to 
the road like a leech—and a list of engine, transmission 


and axle combinations that is the envy of the industry. 


One thing is clear: today, more than ever before, Ford 
is the’ word for action—and everyone who thrills to the 
sound and surge of high-performance automobiles 


A PRODUCT OF Ce -- COMPANY 


/s your prospect. 


Ford Division backs you best! 
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Switch from Economy Kick .. . 





Makers Key Ads to Performance 


By Kenneth C. Kelley Jr. 
Staff Writer 
7. year may well be the year 
of the comeback of performance 
as a key advertising theme for new 
cars, a survey by AUTOMOTIVE NEWS 
shows. 

The rise of the compact car 
and the import touched off an 
economy wave. Soon, just about 
every feature of every car was 
economical, even some of the cars 
at the upper end of the medium- 
priced field were being billed as 
inexpensive to operate. 





Then the reaction set in. There 
will be plenty of ads for 1962 mod- 
els which will push economy of op- 
eration and economy of ownership. 
But there will be probably be even 
more ads which will push perform- 
ance, 

However, a performance race 
which would be like the horsepower 
race of a few years ago is not in 
the cards, at least not for this 
mode] year. 

* * * 
nn ee in the advertising 
business differ on why per- 





formance is getting increased at- 
tention. 

One said the “economy kick has 
played out.” Another said the gas- 
mileage claims made for some cars 
were too high to be believable— 
only a professional driver could get 
that kind of mileage. 

Many in the auto and adver- 
tising businesses have noted that 
a substantial block of consumers 
wants something more than aus- 
tere, economical transportation. 
They want economy but they 


Quantity 


PRODUCTION 


oj 
GREY IRON CASTINGS 
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want flashy styling or moderately 
high performance as well. 

Therefore, this year’s ads will hit 
harder at those themes. Styling, as 
usual, will get a heavy play. Per- 
formance is certainly staging a 
comeback. Still, there will be plenty 
of ads which will push the economy 
line. 

cd * * 
How much money will be spent 
on advertising to promote the 
’62s? Where will the bulk of the 
ads appear? 

It is impossible to answer either 
of these questions now. 

In the early stages of a model 
run, advertising plans are always 
high. But, advertising budgets are 
tied to sales. If a given line sells 
well this year, its present advertis- 
ing plans will materialize and may 
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grow. If a line’s sales sag, the aq- 
vertising will drop off. 

Right now, most divisions are 
planning to spend more for adver. 
tising than they did in the 1961 
model year. A good sales year wil] 
insure a year of heavy advertising, 

Media selection can also change 
during the model year but it 
looks right now as though there 
will be fewer auto ads on tele. 
vision than there were last year, 
Ads in newspapers, magazines 
and other media will remain 
heavy and, perhaps, increase aq 
bit. 

It is difficult to get an overall 
picture on how much advertising 
will appear on television. Chrysler 
divisions have reduced their tele- 
vision activities. On the other hand, 
Oldsmobile and others are going in 
more heavily for television 

A rundown of each car line’s ad- 
vertising plans for the 1962 model 
year follows. 

* * * 
Buick 

WO main themes are used in 

Buick advertising—one for the 
big car and one for the compact 
Special. 

The big car has Advanced Thrust 
since the engine has been moved 
forward. The ads point out that 
this move has cut the transmission 
hump by two-thirds and contributes 
to better handling. 

The Special is promoted as the 
only American car with a V-6 
engine. Buick says the engine de- 
livers exceptional gas economy 
with no sacrifice in power. 

The division promotes the qual- 
ity and durability built into all of 
its cars with advertising that is 
spread fairly evenly through most 
media. 

Buick now cosponsors the Sing 
Along with Mitch television show 
on a regular basis but hag no more 
special television shows featuring 
Bob Hope. 


* * 


Cadillac 


ADILLAC does not use a new 

advertising theme each year 
but continues to move along with 
an idea which has worked well 
over the years—overall quality. 

The Cadillac will continue to be 
promoted as the “Standard of the 
World.” 

At Cadillac, they don’t have all- 
new cars. Each year’s model is 
viewed as a transition from the 
last year’s car with certain refine- 
ments added. 

The advertising on the Cadillac 
reflects this point of view. They 
promote the quality of the entire 
car and seldom give great emphasis 
to any one feature. 

At introduction time, Cadillac 
stepped up its advertising and 
used the slogan Master Work of 
the Motoring Age. However, this 
slogan won’t be used through the 
year. 

Cadillac advertising will be con- 
centrated in newspapers, magazines 
and in a direct-mail campaign. 
There will be no television adver- 
tising. 

The magazine ads will appear in 
the mass-circulation publications— 
Life, Look, Post and Reader’s Di- 
gest. In addition, there will be ads 
in magazines where the audience 
is a bit more selective, including 
the news weeklies, New Yorker, 
Holiday and Vogue. 

* * 


* 


Chevrolet 


HEVROLET will advertise three 
ear lines plus the specialty 
Corvette under the slogan, New 
World of Worth, and will continue 
to promote Jet Smooth Ride. 

While it will be one big cam- 
paign, there are ads which promote 
an individual line such as the Cor- 
vair or Chevy II. Other ads will 
promote those two lines plus the 
standard Chevrolet. Corvette adver- 
tising is centered in specialty mag- 
azines that prospective Corvette 
owners are likely to read. 

The smooth ride will get a heavy 
play in the ads for the standard 
Chevrolet along with luxury and 
styling. The Corvair is being billed 
as a fun car, something different 
to drive. 

The Chevy II goes as basic 
transportation, with its roomi- 
ness and price well promoted. 
The total ad campaign will be 
flexible, with extra effort going 
where it is needed. 

Chevrolet will continue to usé 
just about every media. TV activ- 
ity will be about the same with 

(Continued on Page 14, Col. 1) 
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Why Chrysler 


hasn’t fooled around 


with “in-betweens” 
and “baby brothers” 











Our new cars are engineered with the old-fashioned notion that 
a Chrysler is a Chrysler, a Dodge is a Dodge and a Plymouth is a Plymouth 


You’ll know what you’ve got with a 1962 
car from Chrysler Corporation, and we 
think you’ll find it a good thing to have. 


Although our 1962 models are probably 
the most truly modern cars on the road, 
they are designed and engineered with the 
old-fashioned notion that a Chrysler is a 
Chrysler, a Dodge is a Dodge, and a 
Plymouth is a Plymouth. 


To begin with, there are some things our 
cars do have in common. 


There’s no fat or dead weight. Each car 
has a trim, racy look. They’re nimble in 
traffic, far easier to handle and park. And 
they do what a lot of automotive engi- 
neers thought was impossible. They give 
you a lot more action on a lot less gas. 
Acceleration is up as much as 10%; gas 
mileage, which was already outstanding, 
is up as much as 7%. 


These are the cars that we have to offer: 


IMPERIAL 


This is the most luxurious car we make, 
and nobody in the country makes one 


plushier. Leather hides, for example, are 
finished by hand. Upholstery is shrink- 
fitted to seats with live steam. It is 
truly America’s most carefully built car. 
Prices start at $4,920*. 


CHRYSLER 


This is the big car that first made 
Chrysler engineering famous. This year 
the Chrysler 300, the car our engineers 
use to show how much performance can 
be put into an automobile, is available 
in a new series priced just above the 
Chrysler Newport. Previously there was 
only an expensive limited edition. 
Chrysler Newport prices start at $2,964*. 


DODGE 


Now priced with Ford and Chevrolet, 
Dodge has always been known for de- 
pendability. This year we’ve added a 
dash of daring to give you quality with- 
out bulk. There’s still plenty of head 
and legroom, but reducing the car to 
road-hugging live weight gives you more 
zip in a car that gets more miles out of 
every gallon. Prices start at $2,241*. 


The people at 


PLYMOUTH 


Priced for the average income, sized for 
the average garage. Full size in both 
front and back seats. Powered for per- 
formance that almost reconciles a sports 
car driver to a car big enough for the 
wife, the kids, and a St. Bernard. Goes 
farther on a gallon of gas than ever. 
Prices start at $2,206*. 


LANCER 

This is the compact that can cruise along 
at turnpike speeds without pressing, but 
it uses regular gasoline sparingly, as a 
compact car should. Exclusive Torsion- 
Aire Ride, used in our most expensive 
cars, gives the Lancer an unusually com- 
fortable ride. Prices start at $1,951*. 


VALIANT 


This is the compact frequently mistaken 
for an expensive foreign make, although 
it’s priced like a compact. With its ad- 
vanced Slant-Six Engine, it combines 
the economy of a compact with passing 
power you expect to find only in larger 
engines. Prices start at $1,930*. 

Six cars, no confusion. Each designed to 

offer your customers something extra in its 

price class. 


*Manufacturer’s Suggested Retail Price, exclusive 
of destination charges. 


Chrysler Corporation 


Where Engineering puts something extra into every car 


PLYMOUTH e VALIANT e DODGE 


e DART e LANCER e CHRYSLER e 


IMPERIAL e DODGE TRUCKS 


SIMCA CARS e MOPAR e REDSTONE e JUPITER e AIRTEMP e AMPLEX e CYCLEWELD e MARINE AND INDUSTRIAL ENGINES 
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Less Emphasis on Economy .. . 


Performance Returns 


As Key Ad 


(Continued from Page 12) 


three show: 
66, and Bonanza. The latter show 
replaces the Dinah Shore Show. 

Newspaper ads are extensive, ap- 
pearing in 6,000 papers including 
weeklies. There are 60 newscasts 
on a week on 400 radio stations 
and the outdoor program will con- 
tinue to be large. 

Chevrolet has its own magazine, 
Friends, which goes to about two 
million Chevrolet owners. Minute 
movies and 30-minute spectaculars 
will continue to go to local movie 
houses. 

The division will use most major 
magazines. The heaviest advertis- 
ing is timed with new-model an- 
nouncements and the spring selling 
season. In addition, the division 


Theme 


made a big promotion out of the 


celebration of its 50th birthday. 
s—My Three Sons, Route e . $ sy 


Chrysler 


| Fert year, Chrysler made some 

headway by concentrating on 
one series. The Newport was pro- 
moted, largely on price, and the 
Series sold. 

This year, the emphasis is on 
the 300 series, a series which got 
its name from the Chrysler 300 
sports car which was introduced 
in 1955. Ads on this series will 
feature high performance to tie 
in with the sports-car past of the 
name, full size and popular price. 
Chrysler ads will continue to pro- 

mote the division as the only one 
in the medium-price field which 
makes only full-sized cars. The di- 
vision will also continue to pro- 
mote the Newport and its price. 
The division’s advertising will be 
concentrated in printed media but 


there will be a little radio and TV 


advertising. 
* 


* * 
Dodge 
1 year, Dodge is promoting 

Dodge, rather than any one 
model or feature. Dodge as the 
people to buy your car from, the 
division with a car for every pock- 
etbook. 

The cars are billed as The New, 
Lean Breed of Dodge. Heavy em- 
phasis is placed on the cars’ light 
weight and economy of operation 
but their performance is also pro- 
moted. 

The Dart, the middle Dodge, 
gets the heaviest play. Among 
the Darts, the 440, the most ex- 
pensive series, is promoted most 
heavily. The Polara is billed as 
the plush car. 

In the Lancer line, the Gran Tur- 
ismo gets heavy play on a sports- 
car theme. 

Dodge will stress on newspaper 
advertising with dealer tieins. 
Radio, television spots and other 
media will be used. Dodge has 
dropped its sponsorship of the 


Lawrence Welk TV show. 
* * * 


Ford 


ORD will carry on one giant 
advertising campaign under the 


themes: Whatever You’re Looking 
for in a Car, Look to the Long 
Ford Line and Features of the 
Future Now. 

Within this campaign, four drives 
will be under way, seeking to pro- 
mote sales of the Falcon, Fairlane, 
Galaxie and Thunderbird. 

The total campaign will use just 
about all media. 

The division is using a bit more 
television than it did last year. It 
sponsors Hazel and participates in 
the sponsorship of Wagon Train 
and games of the National Profes- 
sional Football League. When the 





Borgward Creditors 
Include Former Owner 


BREMEN, West Germany.— 
Creditors of the Borgward auto 
firm have submitted claims total- 
ling $29,250,000 in bankruptcy 
proceedings against the company. 

The 151 creditors included the 
firm’s former Owner, Dr. Carl 
Borgward, who claimed $161,700, 
and his wife, who asked $67,000. 
Borgward handed over the com- 
pany to a firm set up last winter 
by Bremen city officials. The firm 
couldn’t find a buyer and later 
was liquidated. 








Binks spray booths give you a 
completely closed work area free 
of air swirls and dust for spray 
painting of vehicles or other large 
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CURRSSmECCER EE ~ Sn ne 


Stops air swirls... stops dust 


improves spray painting finishes... and profits 


for bolting. 


There’s nothing flimsy about 
Binks spray booths—wall panels 
are of 18-gauge sheet steel ready 


o 






each 


ticles. 


extra 


Low level exhaust— Ducts on 


exhaust openings. Overspray 
rapidly exhausted by down 
sweep action. 


Filtered exhaust—Two chambers 
with paint arrestor cells, one each 
side of booth, trap paint par- 


20” x 1” pads. Complete set of 


manufactured products. They im- 
prove working conditions (elimi- 
nate volatile fumes) and increase 
finish quality (no overspray, dust 
or dirt to mar finishes). 


Made in a variety of sizes (auto, 
truck and combination auto- 
truck) booths are available with 
baffled, filtered or low level ex- 
hausts. Water wash models also 
are available. Drive through fea- 
ture available on most models. 


Tightly sealed doors with 20” x 
20” x 2” replaceable filters keep 
dust and dirt out. Angle and posi- 
tion of booth windows are engi- 
neered for maximum distribution 
of shadowless illumination. 


Catalog SB-1 contains 
all the facts. Ask your 
Binks Representative 
for a copy. Or, write 

to the address below. 





Baffled exhaust—Baffles (angu- 
lar distributing plates) provide 


Ask about our spray painting school. Open fo all... NO TUITION... covers all phases. 


Binks Manufacturing Company 3136 Carroll Avenue, Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED G&S DIRECTORY 


uniform air movement throughout 
entire booth. Removable for 
cleaning. Ideal for maximum 
utilization of booth length. 


Your choice 
f 3 exhausts 





side of booth have low 














Each cell contains two 20” x 






pads furnished. 
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football season ends, Ford wii 
in sponsoring the Sunday 
Spectacular. 

The magazine program is «xten- 
sive with heavy schedules in the 
mass-circulation books, the news 
weeklies, Sports Illustrated. New 
Yorker and the mechanical }ooks, 

Newspapers will be used exten- 
sively and the division wil! have 
programs for billboards and dj- 
rect mail which are about as ex- 
tensive as last year’s. 

Radio advertising was used to 
introduce the Fairlane. 

The Galaxie is being promoted 
on four major themes: 1. Luxury 
and elegance. 2. Top quality 
throughout, particularly quict op- 
eration. 3. Top performance which 
includes comfort. 4. Twice-a-year 
maintenance. 

The Fairlane is billed as Right 
Size, Right Price, Just About Right 
for Everybody. The ads will de- 
scribe it as a balance between com- 
pacts and the old standard size 
cars. 

The compact features of the 
Fairlane that will be highlighted 
include economy of operation and 
easy handling. Big-car features 
that will be pointed out in the Fair- 
lane include roominess, big trunk 
and twice-a-year maintenance. 

Low price and economy of opera- 
tion will continue to be the big 
items on the Falcon. There will 
be heavy play on gas mileage and 
the reductions in required service. 
In addition, the car’s room for six 
people and their luggage will be 
promoted. 

Other themes for the Falcon will 
include the broadened model line- 
up and the car’s position as the 
top-selling compact. 

The Thunderbird will be sold as 
Unique in All the World. The addi- 
tion of two models to the line will 
be promoted, with heavy play on 
the new sports roadster. 

* oe * 
Imperial 
Srereoee for the Imperial 
has one Main goal—to get 
qualified prospects into the dealer- 
ship and behind the wheel of an 
Imperial for a test drive. 

The big play is on direct-mail 
advertising to those who can afford 
to buy an Imperial. The division 
hopes to reach 700,000 qualified 
prospects this year and to ask them 
to take a test drive. 

The line is promoted in print ads 
in selected newspapers and maga- 
zines such as Time, Newsweek, 
Post, and Wall Street Journal. 
Many of the ads are tied in with 
the direct-mail pieces that are 
about to be sent out. 

The campaign is built around 
dealer participation. There are 
prospect cards, leads and oppor- 
tunities to phone prospects on the 
test-drive idea. The basic theme 
is a challenge to the prospects to 
try the Imperial. 

The line will continue to promote 
its quality image and use the 
slogan America’s Most Carefully 
Built Car. 


join 
orts 


* * ok 
Lincoln 


5 Pease is using an investment 
theme this year which could 
be summed up in the slogan, Lin- 
coln Continental . . . Your Finest 
Investment in Tomorrow. 

The investment theme covers 
the good taste of the styling in 
the car when purchased, the 
pleasure of ownership backed up 
by a two-year warranty and the 
tradein value. 

Lincoln feels that it offers a car 
which has styling which speaks for 
itself. Therefore, styling is not pro- 
moted heavily in ads. 

Media used for Lincoln ads is 
selective, aiming at those who can 
buy the car. The magazine list in- 
cludes Vogue, Harper’s, Esquire 
and Fortune. There is no television 
advertising and newspapers are 
used in a limited way. The Wall 
Street Journal is one of the news- 
papers used. 

* * * 
Mercury 


yguncuss will advertise all of 
its three lines as Mercurys 
under the “banner theme’—1962 
Mercurys—Best Looking Buys ...- 
Now in Each Size. 

All three cars will appear in each 
printed ad. 

The Comet will be advertised as 
The Compact Mercury Come t— 
Smartly Ahead of the Compact 
Crowd. The features which will 
get the big play include fine-car 

(Continued on Page 16, Col. 1) 
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He had heard a great deal about this 1962 
Cadillac over the past several months. 

And he wondered if any motor car could 
live up to the compliments that have come 
the way of this new “‘car of cars’’. 

Well, he has just spent thirty minutes at 
the wheel— and the evidence is unmistakable. 

Exhibit A: the way it looks. Inside and out, 
Cadillac styling has an undeniable sense of 
“rightness” about it. And the colors and 
fabrics and appointments are all master 


CADILLAC MOTOR CAR DIVISION .- 


maller of nenules Con 








touches of elegance and luxury and majesty. 

Exhibit B: the way it rides and handles. 
Boulevard or back trail, this one takes the 
road with incredible ease. Steering is little 
more than a gesture . . . and the car’s ride is 
so level and smooth and quiet that it seems 
almost to float over the highway. 

Exhibit C: the way it’s built. The car is 
crafted to the most meticulous standards 
that can be placed over the manufacture of 
an automobile—and more than 1400 inspec- 


Comed Us 





JONIE f 





tions now guard the production of every 
model. Here is quality that can be seen, and 
felt and sensed. 

The verdict, of course, is indisputable. 
This is the zenith of sixty years of fine-car 
design and engineering. This is a Cadillac 
among Cadillacs. 

The result is that Cadillac, its authorized 
dealers and their salesmen are enjoying the 
greatest public acceptance in the illustrious 
history of the Standard of the World. 


GENERAL MOTORS CORPORATION 


FOR SIXTY YEARS THE STANDARD OF THE WORLD 
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Switch from Economy Kick .. . 


Makers Key Ads to Performance 


(Continued from Page 14) 


styling, luxury interiors and high 

resale value. 

The Meteor, which has just made 
its market debut, will go as The 
New Standard-Size Mercury Meteor 
—the Beautiful Balance Between 
Big Cars and Compacts. The car 
will be promoted as the balanced 
product—handles like a compact 

.- . roomy as a big car, saves like 
a compact . .. performs like a big 
car. 

The Monterey will be advertis- 
ed as The Big, Luxurious Mer- 
cury Monterey—The Best Look- 
ing Buy for the Big-Car Man. It 
will be sold as the top of the line, 
built for the big-car man who 
wants or needs “the room and 
power you get in a big car.” The 
range of engines from an econ- 
omy six to high-performance 
V-8s will also be promoted. 
Mercury is one of the divisions 

which is increasing television ac- 

tivities this year. The division 
sponsors Alfred Hitchcock Presents 


and participates in the sponsorship 
of 87th Precinct, The Outlaws, 
Wells Fargo and Today. In addi- 
tion, six special programs were 
scheduled from September through 
January. 

The line will be supported by 
heavy newspaper advertising, a 
magazine campaign that will in- 
clude Life, Look and Post and a 
direct-mail program, 

* * * 


Oldsmobile 


LDSMOBILE has an “umbrella” 

theme for all of its advertising 
—There’s Something Extra About 
Owning an Olds. 

This covers all of the division’s 
products. Most of the ads will be 
centered on one series—the 98, 
Super 88, Dynamic 88 or F-85. The 
Starfire is promoted separately as 
a sporty, performance car. 

The division uses nothing but 
V-8 engines and promotes them 
in most ads for all series as bet- 
ter balanced and better perform- 
ing engines. The aluminum V-8 in 


the F-85 is promoted as a com- 

pact engine which delivers good 

performance and power and is 
still economical. 

Ads for the Dynamic 88 are built 
around the idea that this is the 
value car which delivers perform- 
ance. The Dynamic 88’s deluxe in- 
terior and performance are the top 
features of that series. The 98 is 
billed as the larger, more elegant 
car with performance. 

Oldsmobile uses just about all 
advertising media with television 
carrying a heavy share of the bur- 
den. In addition to the Miss Amer- 
ica program which has been an Olds 
regular, the division has added 
the sponsorship of one-half of the 
Garry Moore show this year. 

* * * 


Plymouth 
na gper tage campaigns promote 
the Plymouth and the Valiant. 


The Plymouth ads feature the 
slogan, Look at Plymouth Now. 
The car is billed as The New Plym- 


“Helps sell cars... and creates 
good service habits in the owners” 


‘‘The satisfied service customer is the cornerstone on which our 
enterprise has been established. And our use of Pennzoil Motor Oil 
and the 36,000-Mile Warranty bears out our thinking. 

‘‘We know that the reputation of quality which Pennzoil has 
acquired guarantees added satisfaction to our car owners. 


“Our Sales Department definitely 
feels that the Pennzoil 36,000-Mile 
Warranty is a fine tool for the whole 
dealership. It helps sell autos, 

and it creates good service 

habits in the owners.”’ 


ee a 


JOHN P. MASSON, Jr., Vice President 
Masson Buick, Inc., Camden, New Jersey 
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MASSON BUICK 





outh in ads which feature its new 
look and new styling. 

Heavy play is also given to qual- 
ity engineering and construction, 
durability, the interiors and the 
line’s full unit construction. 

The big theme for the Valiant 
is Nobody Beats Valiant for 
Value, with the Signet, a bucket- 
seat sports model, being promot- 
ed heavily. For the full line, the 
key features are top ride and 
handling, individual styling and 
total economy. 

On the styling theme, Valiant is 
billed as The Style Leader of the 
Compacts. 

Newspapers carry a big share of 
the Plymouth-Valiant advertising 
campaign, The Garry Moore tele- 
vision show has been dropped but 
spot TV was used for the Plymouth 





Falcon Leads Market 


In Charlotte, N. C. 


CHARLOTTE, N. C.—Falcon 
topped new-car registrations in 
Mecklenburg County (Charlotte), 
N. C., during September. 

Falcon had 170 registrations. 
Runners-up were standard Ford, 
145, and standard Chevrolet, 128. 





You, too, can cash in on Pennzoil’s 


“BIG 3” profit plans. One, or all, of these plans, 
backed by Pennzoil performance, makes you more money. 


PLAN 1 
Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme quality 
Pennsylvania oils and lubricants; merchandising that helps brighten 
your whole profit picture—in new and used car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 
Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


Lifetime Lubrication 
Program ties customers 
to your service 

for life of their cars. 


PLAN 3 


at better prices. 





“00” , Pure Pennsyly, nj 
0 @ 








Custom-Tailored 
Warranty Program helps 
you sell more cars 
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introduction. Spot radio is bein 
used for both Plymouth and Val- 
iant. 

The Plymouth is advertised in 
the mass-circulation weeklies while 
the division seeks a more selective 
audience for Valiant’s magazine 
ads. A black-and-white campaign 
was prepared for New Yorker 
Sports Illustrated and Time. Out. 
door advertising is used heavily for 
both lines. 


* oe 
Pontiac 


ul. some of its competitors, 
Pontiac runs separate advertis- 
ing campaigns for its big car and 
its compact Tempest. 

Carrying this a step further, 
there is one supplemental campaign 
to promote the Grand Prix, the 
performance car in the big line, 
and still another supplemental cam- 
paign for the specialty in the Tem- 
pest line—the LeMans. 

The wide-track design of the 
Pontiac will be promoted on the 
big car along with handling and 
stability. The Pontiac will be bill- 
ed as a distinctively styled car, 
one that does not look like all the 
rest. 

The Tempest is promoted ag The 
Gas-Saving 4 with Pontiac Punch. 
In other words, a car that delivers 
economy with its four-cylinder en- 
gine and still offers top perform- 
ance, 

The Tempest also has a unique 
feature among American cars—it 
has a front engine with rear trans- 
mission. The division will continue 
to promote this feature. 

The division will promote the big 
car and the Tempest on a television 
program, Surfside 6, cosponsoring 
half of the one-hour show. 

* * 


Rambler 


MERICAN MOTORS continues 

to advertise its cars as The 
World Standard of Compact-Car 
Excellence and promotes 102 im- 
provements in the 1962 line. The 
ads will compare Rambler with its 
successful competitors and will 
continue to hit heavily at the econ- 
omy theme. 

The new features on all Ram- 
blers which will be featured include 
double safety brake system, two- 
year coolant and two-year batteries, 
4,000-mile oil changes and lower list 
prices. 

On the Classic and Ambassador 
lines, the lounge-tilt seat and the 
33,000-mile lubrication will be 
featured. On the American, there 
will be heavy play on the E-Stick, 
a device which permits the driver 
to shift gears without using a 
clutch, 

AMC has completed a series of 
spot television ads and plans to 
use more. Rambler is a sponsor of 
the news on National Broadcasting 
Co.’s Monitor program and of 
American Broadcasting Co. week- 
end newscasts. 

The company will continue to use 
newspapers heavily, more than 
2,500 carried ads on the introduc- 
tion of the 1962 line. A direct-mail 
program, aimed at 2% million pros- 
pects, has just been completed. 

The Rambler is also backed by 
an extensive campaign in maga- 
zines, including the mass-circula- 
tion books, news weeklies and me- 


chanical books. 
* * 


Studebaker 


TUDEBAKER promotes its cars 

as The Luxury Car at Compact 

Prices and Endurance Built by 
Studebaker. 

The Lark is promoted as a roomy 
compact with economy and per- 
formance. Luxury interiors and flat 
floors are tied in with the roomy 
theme. The Daytona is billed as 4 
sporty Lark. 

The Hawk is being sold as 4 
personalized car which combines 
sporty performance with comfort 
and luxury. 

Studebaker claims to be the 
first auto maker to have used 
hi-fi newspaper ads. The ads, pre- 
pared in a rotogravure process 
for top reproduction and brilliant 
color, were inserted in more than 
400 newspapers at announcement 
time. 

Newspapers will continue to 
carry the big share of the load at 
Studebaker along with a television 
show, Mr. Ed. The company uses 
specialty magazines to promote 
fleet business and truck sales. 

S-P also seeks a selective audi- 
ence for Hawk magazine ads by 
using such magazines as Sports Il- 
lustrated, The New Yorker and 
Time. 





























S.A.E. 


EST. 1883 


Visit our Display 
BOOTH 1407 


Automotive Engineering 


Congress & Exposition 
Cobo Hall, Detroit 
January 8 - 12, 1962 


WYMAN -GORDON_ 


of Aluminum Magnesium Steel Titanium. . 


WORCESTER MASSACHUSETTS 


HARVEY iLLINOIS 


DETROIT MICHIGAN 


FORGINGS 


LOS ANGELES CALIFORNIA 


. and Beryllium Molybdenum Columbium and other uncommon materials 


PALO ALTO CALIFORNIA 


GRAFTON MASSACHUSETTS 
FORT WORTH TEXAS 


LE RPO RE ET OTP RYE RII SITS EFS OT TET 


It’s highly significant that in the long his- 
tory of piston engines every design for 
rigorous service has relied on a forged 
crankshaft. One reason is the optimum 
improvement in metal quality achieved by 
forging’s tremendous pressures in producing 
plastic flow of hot metal into properly en- 
gineered dies. Not only is structure refined 
to the utmost, but grain flow—so essential 
to ultimate strength—is positioned for max- 
imum resistance to design stress. From the 
very beginning Wyman-Gordon has served 
automotive customers with exceptional com- 
petence, unparalleled experience and with 
specialized facilities to become the crank- 
shaft forging headquarters of the industry. 


endurance 

is born in 
the forging 
process 











Contes? Leaders— 


Robert P. Macintosh, left, owner of Mac 
Motors, Willow Grove, Pa., and his sales 
manager, Frank Mauthe, display contest 
stamps which they have accumulated in 
a national “Jeep sales stampede” com- 
petition in progress among Willys dealers. 
The stamps represent point credits good 
for a wide variety of travel and mer- 
chandise awards. Mac Motors is among 
the top contenders in the contest, which 
extends through Dec. 31. 
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Along with Opportunities .. . 


New Responsibilities for Dealers 


By DAVID J. WILKIE 


gg rovtoges will always want to go 
some place sitting down.” 

That was the simple statement of 
the late “Big Bill” Knudsen in af- 
firming his unwavering faith in the 
automobile industry’s future. The 
soundness of his thinking has been 
thoroughly established through the 
several decades since he made the 
remark, 

It is worth thinking about now 
as the auto industry enters a new 
era in mounting demand for its 
product. People in increasing 
numbers are going to “want to 
go some place sitting down.” 

For the new-car retailer as well 
as the car manufacturer, increas- 
ing opportunities for profit and new 
responsibilities to the car owner 
very definitely lie ahead. 

All indications now are that the 
year immediately ahead will see the 
beginning of an increasing annual 
demand for new cars. The total 
number of retail deliveries may not 
exceed the more than 7.2 million 
units that were sold in 1955, but 





dealer profits easily could match 
and possibly exceed those of that 
frequently called “record” year. It 
was a record year in the total out- 
put and retail delivery volume but 
for many retailers it was a year of 
heavy losses. 

Some industry experts called it a 
“period of profitless prosperity” for 
the retailers, stemming from a fac- 
tory output that was far greater 
than the market could absorb. 

ok * * 

F ANOTHER 7.2 million retail 
sales year is in the cards for 
1962 the new-car retailers are in 
good shape to handle it with profit. 
They have the greatest variety 
of the best vehicles they have 
ever had to offer the American 
motorist; there is a model for 
every purse; they have the bene- 
fit of an expanded promotion pro- 
gram by all carmakers that will 
bring more buyers than ever 

into the showrooms. 

Backgrounding the encouraging 
outlook for the year ahead is the 


fact more expendable income will| progress 


be available for investment in new 


cars. 


This matter of responsibility is 
an important thing. There is noth- 
ing the new-car buyer wants more 


—and there is nothing that cements 


owner loyalty more firmly—than 
trouble-free operation of his car 
through the initial several thousand 


miles. But, despite all the progress 


that has been made in quality con- 
trol, he doesn’t always get it, par- 
ticularly in respect to the minor 


things. 
* oa * 


HE new-car owner is much more 
interested in trouble-free opera- 
tion than he is in the extension of 


his warranty. 
Sure, the carmaker and the re- 
tailer can challenge the state- 
ment that the owner doesn’t al- 
ways get trouble-free operation 
in a newly delivered car. They 
can outline what is done in ma- 
terials testing and work inspec- 
tions and the care taken in pre- 
paring the new car for delivery. 
It cannot be denied that genuine 
in quality 
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THEY'LL SELL BIG IN '62! — what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 
62 cars. You can bet your seat belt sales 
and profits will boom, so now’s the time 
to stock up! @ Pictured here is one of 
Hickok’'s beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 
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poration, 261 Madison Avenue, Gt) POND 
New York 76, N. Y. for more 
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hag been made in recent years and 
that many of the problems that 
were chronic at one time have been 


licked. But the manufacturers and 
the retailers alike will be helping 
themselves if they exert continuing 
effort to see there is no letdown in 
the program. 

Another thing car retailers can 
do to help themselves is to selj 
product quality and service rather 
than price. Price is of great im- 
portance to many would-be car 
buyers, but if profit margin must 
be cut to nonprofit levels to satisfy 
the “price shopper,” he is hardly 
a worthwhile customer. 

Constant emphasis on quality, on 
the thoroughness of the prepara- 
tion-for-delivery operation and on 
the availability of service when it 
is needed, will also do much to 
tarnish any appeal the discount 
dealer may have for would-be new- 
car buyers. 





Eaton Envisions 
Big Expansion 


On Golden Jubilee 


CLEVELAND.—On the occasion 
of its 50th anniversary, Eaton Mfg, 
Co. announced that in the next 
three years it will grow faster than 
in any period in its history. 

“If we carry this to fruition, the 
expansion program will bring us 
into fields which are not entirely 
unfamiliar,” said John C. Virden, 
president. “That doesn’t mean we 
would turn our backs on new 
areas.” 

Expansion already undertaken by 
the company indicates there are 
major plans to move into nonauto- 
motive fields. 

The company was founded in 
November, 1911, as Torbenson Gear 
& Axle Co, on the outskirks of 
Newark, N. J. In the first year its 
truck-axle sales totalled $4,030. It 
built 150 axles in the first three 
years. 

It was difficult finding axle cus- 
tomers then, the late Joseph O. 
Eaton, the first president, often 
recalled. 

“There were so few truck manu- 
facturers to take our axles, the only 
way we could be sure of disposing 
of them was to put together the 
completed truck by buying the rest 
of the parts and selling the whole 
machine,” he said. 

Eaton moved the company to 
Cleveland in 1915 to be closer to 
truck makers of the day, and the 
firm’s name was changed to Eaton 
Mfg. Co. in 1923. Today it supplies 
both car and truck builders. 


Abuses Charged 


On Vornado Name 


BOSTON.—Automatic Radio Mfg. 
Co., Inc., and its wholly owned sub- 
sidiary, Vornado Auto Air Condi- 
tioner Corp., have filed suit against 
Vornado, Inc., Garfield, N. J., a re- 
tail organization, charging trade- 
mark infringement, unfair competi- 
tion and breach of contract. 

Automatic Radio, in a suit filed 
in Federal Court, said its subsidiary 
acquired exclusive rights in 1959 to 
manufacture, sell and distribute 
auto air-conditioner units under the 
trademark of Vornado. The New 
Jersey firm started using Vornado 
in its corporate name after Vor- 
nado Auto Air Conditioner Corp. 
was organized, The plaintiff said. 

The suit seeks a court order to 
have Vornado, Inc., change its cor- 
porate name and to stop using Vor- 
nado as a trademark on its prod- 
ucts, which are similar to those 
manufactured by Automatic Radio. 
Also sought is the cancellation of 
the trademark registrations of Vor- 
nado, Inc. 

















Firestone, Norwegian Firm 


Sign Production Agreement 


AKRON.—A technical assistance 
agreement for the manufacture of 
tires and varied rubber products 
has been signed by Firestone Tire 
& Rubber Co. and Aktieselskabet 
Askim Gummivarefabrik in Askim, 
Norway. 

The Norwegian company will 
continue to build tires under the 
Viking brand and will assume 
manufacturing Firestone tires. 
Firestone has had its own outlets 
in Norway for the distribution of 
tires and other products which will 
now be manufactured for them by 
Askim, 
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NAM Aide Raps Bills 
To Regulate Marketing 


WASHINGTON.—A strong at- 
tack on marketing bills under con- 
sideration by Congress—some of 
which have administration approv- 
al—has been made by Charles R. 
Sligh jr., executive vice-president 
of the National Assn. of Manufac- 
turers. 

Some of them, said Sligh, come 
from men well-known for their 
“antibusiness attitudes” while 
others come from “sincere men” 
hoping for a “new golden age of 
honest advertising, quality prod- 
ucts and low prices.” But many 
of the marketing laws, according 
to the NAM spokesman, see 
Americans as divided into two 
classes: “Predators and hapless - 
victims.” 

Sligh’s speech before the Sales 
and Marketing Executives Club in 
Washington was timed to appear 
to be the answer of the manufac- 
turers to President Kennedy’s cam- 
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paign to convince business that his 
administration’ is not “antibusi- 
ness.” This was a point stressed by 
cabinet officers in their swings 
around the country. 

The point has been made by 
Commerce Secretary Luther 
Hodges in almost all his press con- 
ferences. Attorney General Robert 
Kennedy and FTC Chairman Paul 
Rand Dixon have said publicly sev- 
eral times that the antitrust laws 
are probusiness, not antibusiness. 

Almost as though in answer to 
administration spokesmen, Sligh 
described the antitrust laws as ones 
which no one understands and 
which today cover “some strange 
activities.” The term antitrust to- 
day, Sligh said, “is used to prevent 
price reductions and to prevent the 
utilization of the most efficient and 
economical means of distribution 
of goods.” 

Sligh had strong words for the 





Federal Trade Commission. A bill 
to give the FTC more power to 
issue temporary cease and desist 
orders—pushed by FTC and per- 
sonally endorsed by the Presi- 
dent—was called a “shot of power 
for the FTC” by the NAM execu- 
tive vice-president, It is wanted, 
he contended, “so that your pric- 
ing, promotion, advertising and 
other sales campaigns can be 
brought to a stop on a dime. if 
the FTC wishes.” 

Sligh also cited the agency’s re- 
organization policy restricting a 
company’s right to be heard by the 
full commission, (This power was 
recently used for the first time in 
the case of group-buying auto job- 
bers.) 

Sligh attacked Dixon for his con- 
cept of “price leadership” which 
he said Dixon picked up from Sen- 
ator Estes Kefauver, Tennessee 
Democrat, and Dixon’s “disdain for 
voluntary efforts” in his desire for 
power to demand documents for 
use in civil investigations. 

Speaking of a recent FTC case 
(Sunshine Biscuits), Sligh accused 
the agency of “stretching” the law. 
As NAM sees it, FTC held that 
“you can meet your competitor’s 
discounts to keep him from steal- 
ing your customer, but you can’t 
meet his discount to get a new 


IS YOUR PRODUCT HERE? 





“He finally asked me what I 
would do if I was him!” 





customer.” That is, “the man who 
gets the customer first, keeps him.” 
Sligh also attacked FTC in the 
S. Klein case—one charging false 
advertising—where FTC is saying 
that, because ads appear in pa- 
pers crossing state lines, the com- 
pany is engaging in interstate 
commerce even though its stores 





We hope so, but pardon us if it is not—there 
are over 400 different products in all. Each could 
be a subject for this portrait; the same perfection 
is in all parts whether it is an appearance appoint- 
ment or a mechanical means. For this kind of 
customer satisfaction—turn to Ternstedt. 
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are all within one state. Slich 
said, “This conception means that 

Joe’s Delicatessen may at any 

time find its salami in Federal] 
court.” 

Sligh then proceeded to criticize 
the Kefauver subcommittee for its 
study of the drug industry and its 
rehash of price-fixing by the elec- 
trical-equipment makers. The NAM 
spokesman lit into the consumer 
bills—among them functional dis- 
counts, fair trade, packaging, the 
Truth-in-Lending Bill, and the Cel- 
ler bill to prohibit car makers from 
engaging in sales financing and 
insuring. 

Every one of these bills, Sligh 
said, “limits the freedom of the 
marketer to make his necessary 
decisions, or to sell honestly an 
honest product, or to perform a 
service for the customer.” 

Sligh went on to say: “It’s not 
the consumer that demands that 
his auto dealer refuse to finance his 
car, but other people who want to 
lend him money. The consumer 
never would have thought of that.” 

Talking of the Celler bill, Sligh 
declared: “How does it help the 
consumer to limit his sources of 
consumer credit by removing 
manufacturers from the lenders? 
Is the consumer helped when a 
company is prohibited from meet- 
ing competitors’ prices and must 
retire from the market, leaving 
the buyer fewer choices? And 
what happened to the concept of 
increasing or preserving competi- 
tion?” 

Part of the blame for this situa- 
tion, Sligh argued, falls not on the 
consumer but on the businessmen 
who run to the government “to 
protect them from chain stores, or 
discount houses, or company-owned 
or financed outlets, or Sunday open- 
ings, or anything that was bother- 

ing them.” 

And the same businessmen who 
are seeking to have their trades 
protected are “making noises like 
a free-enterprise stalwart and com- 
plaining about the size and cost of 
government and the size of his at- 
torney’s fees.” 

The NAM executive warned: 
“But if we employ government to 
set little traps for each other, we 
are in great danger of falling into 
one big trap designed to accommo- 
date us all. For the regulation that 
we ask may be all that is needed 
to satisfy us, but there will always 
be another regulation. Somebody 
else will ask for that ,.. For, by 
urging that business needs regula- 
tion, we have opened the door to 
regulation of kinds that do none 
of us any good. 

“When we seek government 
intervention to protect our posi- 
tion in the market, we endorse 
the principle of government con- 
trol over business and, to many 
government people, this means 
every single phase of it.” 

Sligh summarized NAM’s posi- 
tion in this way: “It is time that 
we in the business community 
made a choice. Do we want the 
frail shelter of government protec- 
tion, or are we willing to compete 
in the marketplace against each 
other for the favor of the con- 
sumer?” 





Chicago Dodge Dealers 
Rename Klinger Chief 
CHICAGO.—The Dodge Dealers 
Assn. of Chicago has reelected Lee 
Klinger, Klinger Motors, president; 
Jack Schutte, Schutte & Ray 
Motor Sales, vice-president, and 
W. A. Zuelke, Zelke Motors, secre- 
tary. Al Kuhlman, Kuhlman & 
Nagel, Des Plaines, was named 
treasurer, and E, C. Moticka was 
reelected executive secretary. Two 
new directors were named: Louis 
D. Arkow, Louis D. Arkow, Inc, 
and J. C. Clayton, Clayton Motors. 


20,466 Volkswagens Landed 
In Chicago and Toledo 


ENGLEWOOD CLIFFS, N. J.— 
Volkswagen of America reported 
that it landed 20,466 cars, trucks 
and station wagons in Chicago and 
Toledo during this year’s shipping 
season in the St. Lawrence Seaway. 

Volkswagen’s shipping depart- 
ment said, “Our vessels moved 
through the Seaway right on sched- 
ule this year and will be among 
the first back on the waterway 
when it reopens next spring.” 
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‘This one's rently “super” for 1962..wHth enw os 
Meshing 88) ana the. 











adi 
now | 
New World 
of Worth 


Jrom 


CHEVROLET 


1962 Chevrolet 


afar Rich New Styling with Jet-Smooth Ride! 







Ui the Feom, refinement sv riding comfort (oun 
porting det-amooth ride A pew ch 













See the following pages. Then see your Chevrolet dealer 


THE 


1962 
MODELS 

AS YOUR 
CUSTOMERS 
SAW ‘THEM 


have new names. 
this name 
EMS lest e 


ee it ay 


In @ clase by itself... in the low-price fietd 1 


Announcing mt! 
IEF F 

Fun-to-dye F-8 Ss 

featuring o . mt 


2 Convertible! 


om new Chevy HT 
Built for people who want modern basic transportation in its finest fashion! 


4 4 totally new line of cars twit with « ’ + you money in service 


=e~'62 Corvair 
Prat for budget minded prople 


PUSS A NEW PULL SIZE NEWPORT 
AGAIN THE PRIOR SURPRISE OF THE YEAR’ 








GULL 


he power to please 






Galaxie : Seinen tic kaaiginiacste 


by ford 







aD) 
17 PLYMOUTH , iS 


ee ee Bd 


ages ‘ — os CPLA ES AA PERG fn ee V7) ea 
J ps 








ara 
=a 


| 











he best looking buy for the big car 


oh 


ae 


‘Anew approach to quality car design 
Reduces weight Gives you the best 
features of both compacts and big cars 
Priced like compacts...actuslly below several 


ES ias 


ut everybody 


Pune ALL Teese one 


= | Meet the all-new Mercury METEOR... FP ay 


right between Galaxie and Falcon 
F : ae - me EUnet) 


FORD 


TURIANE 500 | 








Hastorwa of lhe motoring aye the ninetcon srly lwo 


Why youl lowe All your drtving wit be saber smaaty mare retaund ¥ 
Busch rape mghs on the cose yeu tat Even hewwy ae inde dent tase 
the rw Natees Aor mate 

en far kee, igs see! tines Bon the» 98 Wie howe cam 


. the tat swat Coan 9 meres 00 % 
lipmery pavement tom Take the 
a yom Bt Doater's 
Binet Motor Drvvinon General Motors Corparstion 





‘The white ons on the right lo the Lanoer 
‘OT America® fret Sparta Orepmct 

te Raliaa, “OP means Gran Turieme, 
4 sanallish, fast our, That's exactly what 
the Lancer OF is. It carries four or Ove 
peuple a mombrrt Corners tat Bundle eat 


erate, ap front All vinyl interior. Bill-to- 
‘etfl carpeting And of sours the sinsle 
La cer ale comm in andar nnd AMOS 


‘This luntted production. foll-size Bode 
x wot for everybody. It's got a walloptng 
81 ouble ta, VB euupine. with fomur barre! 
cartareter, sperini cam shaft, aod dual 


a 


raw eee mo 
eabaasts [h comes as 8 couvertihie (shows 
ft right) or ass P-door hardtop The inte- 


sedetady othung for you. It does Rewer: 
abr your onr vat ens upd drag ite to 
‘That's why it has bow out to a miaiane » 
im the 1982 Dodge Dart 

Vor instance, this year's antama § 


‘rat \s onadetarated lnxury Sedtio grass 
‘ws! througbeet Adjustable bucket ats 
‘With pleated lumerta. Thick rues The works 


aoa 


waneminmon (for Vis) weighs « fall © 
pounds lees thas last your's The case 





Special Announcement for 1962 x0 «ons. vim and vigor of V-design uh the economy of « ss 
prcturen, no cure hetle tune can ye you the whole great sor: 2 famous Buck Specal siumenem V-K Your chee 
You must ger behind the wheel, dre the car, then Imecs or mann oF a new tapecd “ack shift” synchromesh? 
—that’s the story. Menmwhihe, here are some tacts There new madels t charme trom —crrry oan a Hawt threagh | 
vertible for 1942, a dashing and apright!y a cara you cer reat spuremunded func 
Specil aga you's prnt are 4 eathaire-the mew Vo cope ; 





ANNOUNCING A NEW WORLD OF COMFORT 
IN CAR SEATS: RAMBLER FOR 1962! 





EW PLYMO, HH i 102 WAYS NEW AND BETTER-TAKE THE RAMBLER DISCOVERY DRIVE TODAY! 
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Why the 1962 models 


are advertised in 


| More than 20,000,000 American homes 
read an average issue of LIFE. 


9 In the course of 13 issues, LIFE reaches 
the households that account for 80% of 
total new car sales. 


3 LIFE shows your new cars as they really 
(J are—with unique true-to-LIFE color 
reproduction and perfectly printed detail. 


{ And today, more than ever, LIFE’s edi- 
“# torial content is a springboard to your 
customers’ dreams and desires. For, as LIFE 
begins its second quarter century, it has 
rededicated itself to greatness of purpose 
and performance. Each issue of LIFE prom- 
ises eloquent pictures and words which 
communicate the news of the world and of 
man as nothing else can. That’s why today, 
more than ever, LIFE is a Great Magazine 


for selling new cars. 





AUTOMOBILE DEALERS RANK LIFE FIRST 


Automobile Dealers were asked: ‘‘Which one con- 


Sumer magazine do you think would be best for 
advertising your leading make?’’ Here’s what the 
figures show: 


Reader’s Digest. . . 


Source: Audits & Surveys, Inc. 
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AUTOMOBILE MANUFACTURERS RANK LIFE FIRST 
Passenger Car Advertising—Jan.-Sept. 1961 


Magazine Pages Adv. Investment 
222.30 $9,756,850 

7,090,325 

3,526,174 

2,941,663 

2,011,500 


Source: PIB 
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4th-Quarter Surge Expected to Continue... 
Truck Industry Sees 
‘Sales Boom in 1962 


By Jack Weed 
Truck Editor 
_ segments of the truck indus- 
try seem to agree the business 
outlook for 1962 is better than it 
has been for several years, provid- 
ing, of course, that the national 
economy stays at its present level 
or improves. ; 
Dealers, truck body and equip- 
ment distributors and truckmak- 
ers are looking forward to what 
may be a boom sales year. 
Already indications point to a 


very good fourth quarter, with 


' 
} 
; 
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manufacturers holding close to a 
schedule calling for approximately 
300,000 units. The industry passed 
its million-truck production mark 
late in November. 

Industry output is now being es- 
timated at around 1,120,000 for this 

* * * 





International Diesel— 


International Model DF-405 diesel fea- 
tures a one-piece reinforced fiberglass 
hood and fender assembly that tilts for- 
ward 90 degrees. It is one model of the 
D-400 series with 48 or 28-inch bumper- 
to-axle dimensions offered with aluminum 
or steel cabs in 54, 72 or 80-inch lengths. 
Standard engine is a 180-horsepower in- 
line six. Nine optional diesels are offered 
in in-line six, V-6 and V-8 design. Tandem 
and single-axle models are available with 
GCWs ranging up to 79,000 pounds. 





year, falling short of the 1,198,112 
of 1960 due to the sales decline: dur- 
ing the first half of this year. 
* * OK 

UT more than one truckmaker 

is estimating that sales next 
year will equal or nearly equal the 
total output of this year. Sales esti- 
mates range from one million to 
1,200,000, depending to a certain 
extent on how the heavy-duty mar- 
ket comes back and if the so-called 
“compacts” continue to find favor 
with the truck-buying public. 

The tremendous acceptance of 
the under-6,000-p ound vehicles 
has surprised even those who 
have been making them. Before 
the big truck sales surge began, 
the compacts plus the Willys Jeep 
were accounting for approximate- 
ly 30 percent of the light-truck 
mariet and nearly 17.5 percent of 
total registration. 

The number of under-6,000-pound 
units as a total light class was 
slightly above normal in proportion 
to the number of trucks sold for the 
first nine months, representing ap- 
proximately 58 percent of total 
sales. This is well above the 53.5 
percent of market for 1959, which 
might be labelled the last normal 
truck sales year. 

ok ok ok 

ya entire light-truck class — 

trucks under 10,000 pounds 
gross vehicle weight — accounted 
for approximately 72 percent of the 
total market for the first nine 
months, well above the 67.7 percent 
considered par for sales in this 
class. 

The addition of the Interna- 
tional Scout to Chevrolet, Ford 
and Volkswagen offerings in the 
compact field is credited with 
bringing this new size up to its 
present healthy share of the 
market. 

This share is expected to increase 


considerably next year as more and 
more fleets which have been trying 
out the light jobs, concentrate on 
this size unit for loca] deliveries 
and for a wide range of service 
work. 

Users are finding the low load- 
ing height and the convenience of 
multiple doors save driver time. In- 
itial cost is also of paramount im- 
portance. 

ok * *K 
AKERS are also a little be- 
wildered by the strength of 
medium-truck sales in the first 
three quarters. Indications are that 
this strength will continue next 
year. 

The 14,000-to-16,000 GVW group, 
which was expected to drop in 
favor, has shown considerable re- 
newed strength and accounted for 
about 12.3 percent of the truck 
sales for the first nine months, 
compared to approximately 8.5 per- 
cent for the same period of 1959. 

The 16,000 - to - 19,500 - GVWs, 

which gained in the upgrading of 

weight designation by several 
makers a couple of years ago, 
this year represent about 27 per- 

cent of the market as against 8.5 

percent for the same period of 

1959. 

While the entire light and medi- 
um GVW classes represented ap- 
proximately 88.3 percent of total 
sales for the first nine months as 
against about 65.6 percent for the 
same period in 1959, it is expected 
that the heavies will gain in per- 
centage of registration after the 
first of the year. 

Many dealers and equipment dis- 
tributors report they are getting 
more sound buying interest in new 
heavy equipment. They feel this 
interest will result in sales right 
after the first of the year. 

* * ” 


Co of the compacts and 
W hite’s short-wheelbase city 
delivery trucks and tractors, there 
has been little “tinware” changes 
made in trucks for 1962. Most mak- 
ers have settled on a policy of run- 
ning changes to keep each model at 
highest efficiency rather than 
bringing out new models each year. 

Indications currently are that 
this trend will become almost uni- 
versal with the exception of the 
light jobs, where styling is more 
important to sales than in the me- 
diums and heavies. 

There will, however, be more 
new models produced, some soon 
after the first of the year, to meet 
the buyer demands in some voca- 
tional lines. 

Few new models were introduced 
this fall, but new engines, cabs and 
other components and modifications 
of some models to better conform 
to user demands were made. 

* ok * 
ROCKWAY MOTOR TRUCKS, 
in addition to developing a new 
* * oa 


New Brockway Power— 


Brockway's 158 Series is available with 
the new 44BD overhead-valve gasoline 
engine developed by Brockway over a 
three-year period. The engine is rated at 
200 horsepower at 3,000 revolutions per 
minute. Optional for the 158 Series is the 
Cummins C-160 diesel. There are 14 mod- 
els in the line, all with 90-inch BBC di- 
mensions, For servicing, Set-Aside fenders 
can be taken off by removal of two bolts 
from each fender. Electrical connections 
to headlamps separate at a junction box 
on the frame rail. 








six-cylinder in-line engine said to 
produce more power with greater 
economy, has introduced a com- 
plete new line of 14 medium and 
heavy-duty models designed for 
both short hauls and over-the-road 
service. 

All models have 90-inch bumper- 
to-back-of-cab dimensions to en- 
able the use of 40-foot trailers in 
those states restricting the overall 
length to 50 feet. Among the fea- 
tures are wide-track front axle, all- 
steel cabs of bolted construction 
and easily removed front fenders. 

Chevrolet’s emphasis on the 
new look for 1962 is its expansion 

into the medium and heavy-duty 
field with diesel power. They are 
offering 20 new models ranging 
from 15,000 to 25,000 pounds 
GVW, powered by 130- and 195- 
horsepower GM diesel engines. 

In addition, two new gasoline en- 
gines of 185 horsepower and 252 
horsepower have been added. Two 
extra-heavy-duty optional I-beam 
front suspensions are also being 
offered for the first time. 

A number of refinements have 
been made in the Corvair line in- 
cluding automatic choke, single 
passenger seat for easier access to 
the load compartment and improv- 
ed sealing. K-type frames, former- 
ly used on the long-wheelbase me- 
dium and heavy-duty models, have 
been replaced with ladder-type 
frames to facilitate mounting of 
back-of-cab power equipment. 

Extended-life mufflers are now 
offered on all gasoline-powered ve- 
hicles and alternating-current gen- 
erators are available as optional 
equipment with gasoline engines. 
Turn-signal lights are now stand- 
ard equipment on all trucks with 
the exception of forward-control 
models. All but tilt-cab trucks will 
also have single eight-inch sealed- 
beam headlamps. 

* * K 

[pAMonn T will shortly an- 

nounce a new 90-inch-BBC die- 
sel with V-6 engine and three-speed 
tandem axles. Improvements for 
the line include a new series of 
conventional gas-powered tractors 
and construction trucks powered 
with wet-sleeve engines up to 200 
HP, a companion series of new 
fiberglass tilt-cab models with 
sleeper cabs of advanced design, 
a new series of ultra-lightweight 
diesels with up to 380 HP, and op- 
tional “stop-and-go” diesel engines 
from 112 to 180 HP. 

Dodge, in addition to complete- 
ly revitalizing the truck depart- 
ment to provide better service to 
owners, will continue running 
changes in the low-cab-forward 
line as Well as standardization of 
both medium and heavy-duty 
models 

Styling changes will be contin- 
ued in the lighter-tonnage models 
where modern styling is demanded 


by the user. The 1962 line is com- 
(Continued on Page 92, Col. 2) 


Pontiac Suggests 
Special Options for 


Hauling Trailers 


PONTIAC.—To satisfy the grow- 
ing demand for a vehicle capable 
of hauling a trailer with maximum 
safety and comfort, Pontiac has 
available and recommends the use 
of various heavy duty options to 
fit Pontiac or Tempest, size and 
weight of trailer and the character 
of the terrain to be travelled. 

Most of the items recommended 
can be installed by Pontiac dealers, 
although the customer may indi- 
cate when ordering a new car that 
he intends to pull a trailer and 
the heavy-duty equipment will be 
installed at the factory. 

This optional equipment may in- 
clude heavier frame, springs and 
shock absorbers; oversize tires and 
heavy-gauge wheels; specia] axle 
ratio, transmission, spark plugs 
and heavy-duty engine and trans- 
mission cooling. Pontiac said its 
automatic transmissions are espe- 
cially suited for trailer hauling and 
manual transmissions are not rec- 
ommended. 

On the regular size Pontiac, 
heavy-duty options are not neces- 
sary when the total trailer weight 
is under 3,000 pounds, Pontiac said. 
Special equipment is specified for 
Tempest models if total trailer 
weight exceeds 1,000 pounds. On 
both cars special equipment is rec- 
ommended when the tongue load 
is greater than 200 pounds, regard- 
less of total trailer weight. 





27 


Truck Offerings for '62 





Kenworth Opens Up for Service— 


Kenworth's Unitglas front end, a one-piece fiberglass assembly comprising hood, 
radiator shell and fenders tilts forward to expose the engine, accessories and cooling 
system. Further accessability is provided by the five-inch-high tunnel on the cab floor, 


equipped with quick-release fasteners. 





Chevrolet Goes Diesel— 


Diesel power is now available in Chev- 
rclet heavy-duty trucks with the addition 
of five new models powered by a Gen- 
eral Motors two-cycle, V-6 diesel rated at 
195 horsepower. The diesel series is avail- 
able in tilt-cab and low-cab-forward mod- 
els with GVW ratings from 18,501 to 


25,000 pounds. Chevrolet also offers 15 
medium-duty diesels rated at 15,000 to 
19,500 pounds GVW. 


White Compact Powered by Diesel— 





Diamond T Heavy— 


Heavy-duty unit is this Diamond T 
Model D6360 with wet-sleeve engine rated 
up to 200 horsepoweg, Diamond T offers 
options in other series of ‘‘Stop-and-Go” 
diesel engines for 1962 ranging from 112 
to 180 horsepower. It ‘also is developing 
a new series of ultra-lightweight diesels 
of large capacity, with engines up to 380 
horsepower. In the Model 990, Diamond T 
offers a 90-inch bumper-to-back-of-cab 
dimension with V-6 engine and three- 
speed tandem axle. 





New White compact truck with White-Perkins 6-354-D diesel engine is functionally 
engineered for congested city and-terminal areas. The 120-horsepower engine drives 
through a five-speed transmission and single-reduction rear axle. White says records 
show the truck delivers 12.6 to 14.2 miles per gallon with starting payloads up to 


14,500 pounds. Body is 20 feet long. 





Built Like a Mack Truck— 


Really big Mack is this M-45SX 45-ton 
heavy-duty dumper for mining and quar- 
rying operations. The offset cab provides 
good vision both fore and aft. Offset and 
front slope of cab also permit body to be 
placed farther forward for optimum front- 
axle loading. 


Dodge Delivery Unit— 


The Dodge D-100 Sweptline pickup fea- 
tures an economical 225-cubic-inch, inclin- 
ed six engine and-generous payload ca- 
pacity. A 6%-foot body is available on 
the 114-inch wheelbase and an eight-foot 
body on a 122-inch wheeibase. Maximum 
GVW rating is 5,100 pounds, 








28 AUTOMOTIVE NEWS, DECEMBER 11, 1961 








Plans Geared to Incentive .. . 


How Dealers Pay Sales Force 


sion plan might be drawn up to 
give the first salesman twice ag 
much income as the $10,000-g. 
month man. 

Third, the dealer has certain 
goals in mind which are frequently 
not the goals of his salesman. He 
can use his compensation pian to 
assure him that his salesmen are 
working toward his goals. 

a * * 





ALESMEN’S compensation plans | wage. When it doesn’t, the salesman 
are like peop1]e—there are all| goes elsewhere to earn a living. 
kinds, some good and some not so If this were the only goal of com- 
good. pensation plans, a straight salary 

In setting up a compensation | would be an easy answer to the 
plan for his salesmen, the auto | compensation problem. Very few 
dealer faces a relatively simple | dealers pay their salesmen a 
problem. The plan must pay the | straight salary and nothing more. 
salesman enough so that he will | There are plans in which a sales- 
feel rewarded for his efforts and | man is paid a minimum salary 
the plan should encourage the | which barely meets the cost of liv- 
salesman to do what the dealer | ing but other features of the plan 
wants him to do. provide him with more income, as- 
It is in setting up compensation | suming he has some success. 
plans for thousands of dealerships Second, salesmen generally like 
with hundreds of thousands of| to see some added income when 
salesmen that the problem gets| they produce added results. This 
complex. An AuToMoTivE NEws sur-| is a reward for added success, 
vey of dealerships across the nation| which makes the salesman happy, 
shows that dealers have come up! and, since the success benefits the 
with scores of clever innovations to| dealership, it makes the dealer 
work out compensation plans that| happy. 
fit the individual dealership and its This is where some form of com- 
force of salesmen. mission gets into the picture. The 
Enthusiastic Sales F orce— In practice, dealers use compen-| salesman who brings in $20,000 
J. D. Ball Ford in Miami keeps this sales force happy and enthusiastic with a com- sation plans to reach four goals. worth of business a month is likely 
pensation plan which features plenty of money for the successful salesman who will me gee te to be worth about twice as much 
do things the way the dealership wants them done. Originator of many of the features ores: a compensation plan must| as the salesman who brings in 
of the compensation plan is Tom Carnohan, sales manager, extreme left, second row. provide a salesman with a living | $10,000 worth a month. A commis- 
















Boosting Gross Profit 


zz" EXAMPLE: Dealers want to 
get a good gross profit on car 
sales. Salesmen who are being paid 
$50 per new car sold don’t care 
how much gross profit comes in 
with each deal—they merely want 
to sell more cars to get more $59 
commissions. A compensation plan 
which provides added income for 
bringing in added gross profit wil] 
further the dealer’s interests. 

Another example: Dealers want 
to sell every car in their stock, 

Salesmen are reluctant to work on 
ears which have been in stock for 
a long time and are obviously diff- 
cult to sell. A special bonus for 
selling slow-moving units will get 
the salesmen moving on the deal- 
er’s road. 

Fourth, dealers have often 
found that salesmen need some 

special care, if they are to re- 
main interested and enthusiastic 
rather than get bored and start 
complaining about their jobs, 
Special features in the compensa- 
tion plan can be a partial answer 
to this problem. 

A wide range of programs have 
been worked in this area. One ex- 

ample: The dealer calls in his sales 
force from time to time to cut a 
deck of cards. The man with the 
high card gets $10. 

In reality, it is the commission or 
some variation that is the heart of 
the compensation plan. This is the 
item which rewards the salesman 
for added success and can be most 
useful to the dealer in steering the 
salesmen toward his goals. 

* * * 

OME commission plans are rela- 

tively simple while many are 

terribly complex. It might be noted 
here that some management ex- 
perts frown on overly complex com- 
pensation plans—they are difficult 
for the salesman to understand 
and get enthused about and some- 
times lead the salesman along the 
wrong road simply becauSe he 
doesn’t know where the boss wants 
him to go. 

There is probably no such 
thing as a simple commission 
plan but at Lander Motors, Inc. 
(Dodge), Atlanta, things aren’t 
too complicated. John Lander, 
president, said that his company 
pays a standard 25 percent of the 
gross profit to a salesman. This 
is calculated by inventorying the 
tradein at its current wholesale 
cash value. The salesmen have a 
drawing account of $400 a month 
against their commissions. Pay- 
ment is made on this every 10 
days. 

Monthly contests are held often 
as stimulants. “These create a little 
excitement,” says Lander. At times 
he has used a dice-throwing con- 
test. Each man who sold a car the 
day before gets a roll of the dice. 
In this game, the company puts up 
$10 per car sold. 

Currently, a dart throwing game 
is held at each morning meeting, 
according to Sales Manager Evans 
Hall. Each man who sold a car the 
day before gets a chance to throw 
a dart at a board that is covered 
with envelopes, holding $2 to $20. 

* * * 








stainless 
steel adds 
sales appeal. 
the car designed 
with stainless steel 
looks better when you 
buy it and is worth more 

when you sell it. 





A Complex Plan 
N EXAMPLE of a more com- 
plex compensation plan is used 
at Malcom Dodge, Fullerton, Calif. 
The plan works this way: 

The salesmen get a minimum 
payment or a commission, which- 
ever is higher, for each vehicle sold. 
The minimums are $15 for used 
units, $40 for trucks and Lancers 
MVIicLO LU i 4 ; "T° and $50 for Darts and Polaras. 

S Al Ni LE SS S E EC L The commission is 25 percent of 
the gross profit on the sale. The 
gross is the selling price, less the 
cost of the vehicle, any overzl- 
lowances or discounts and $50 for 
get ready and policy adjustment. 

If a salesman brings in $2,000 in 
Look for the STEELMARK gross profit in a month, he gets a 


McLouth Steel Corporation - Detroit 17, Michigan on the products you buy ee eect ence “ts 
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3 The fabulous Firebird lil demonstrates the kind of ACtion you'll 

| know in the cars of tomorrow—turbine engine, pushbutton oper- 
ation, an auxiliary engine as a power source for electric and 


hydraulic operating components. 


The Firebird lil is an AChievement in ACtion .. . aided to action 

, | by the eye-to-the-future engineering that predominates at AC. 

| AC Jet igniters and Spark Plugs make the Firebird engines go. 

. AC gauges, switches and instruments help guide its course an 
control its speed. ae 


AC does the same kind of advanced planning and thinking on the QUALITY PRODUCTS 





~ 
products it designs for today’s uses. That's why AC Quality Prod- 
| ucts are preferred by hundreds of companies and thousands of AIR FILTERS & SILENCERS « AMMETERS+ AUTOMATIC CONTROLS 
: i - FOR VEHICLE HEATERS - COMBINATION FUEL & VACUUM PUMPS 
engineers for original equipment manufacture. That's why AC +» CRANKCASE BREATHERS - CRANKCASE VENTILATION VALVES - 
CRUISE CONTROLS - DIE CASTINGS - FLEXIBLE SHAFTS - FUEL 
Quality Products will do a better job for you. PUMPS - GASOLINE STRAINERS + GAUGES - INSTRUMENT PANELS 


« JET ENGINE IGNITERS + OIL. FILTERS «- PRESSURE SWITCHES - 
: RADIATOR CAPS - SPARK PLUGS «+ SPEEDOMETERS «+ SWITCHES 
- AC SPARK PLUG 4 THE ELECTRONICS DIVISION OF GENERAL MOTORS - TACHOMETERS « TRANSISTORIZED INVERTERS 
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How Auto Dealers 
Pay Their Salesmen 


(Continued from Page 28) 


$35 bonus. On certain hard-to-sell 
items, he is credited with $250 gross 
on any deal that is accepted, even 
if the actual gross is less than $250. 
When a salesman has reached 
$2,000 in gross profit for the month, 
he gets 30 percent of the gross re- 
tained on the next deal, up from 
the previous 25 percent. On the 
next deal, it goes to 33 percent; and, 
on all other deals for the month, 
he gets 35 percent of the gross re- 
tained. 
* * * 
A commissions above the reg- 
ular 25 percent are held in es- 
crow, to be paid on Dec. 15 of each 
year. If a salesman quits or is dis- 
charged before the bonus date, he 
forfeits his bonus. There is no draw 
on the amount in escrow. 
The dealership pays $7.50 for ac- 
ceptable finance paper with a mini- 


mum reserve of $25 and only on 
paper sold to the dealership’s prime 
source of financing. An insurance 
deal brings $5. If health, accident 
and life insurance is sold along 
with the financing, the salesman 
gets up to $7.50, depending on the 
amount of the contract. 

Salesmen also receive paid va- 
cations and six paid holidays. 
They rent demonstrators for $35 
a month but the dealership main- 
tains the demonstrators. 

In short, the plan provides fringe 
benefits and a minimum income for 
those who sell some cars, no mat- 
ter what grosses they bring in. 
More sales and higher grosses pro- 
duce more income. Extra effort on 
selling the finance package brings 
more income, Outstanding results 
in terms of number of sales and 
grosses obtained results in still 


higher compensation which goes 
into a bonus fund which tends to 
bind the good salesman to the deal- 
ership. 

* + 


* 

How Ball Ford Does It 
D, BALL FORD in Miami, 
® owned jointly by J. D. Ball of 
Kansas City and Luke Bolton, ac- 
tive general manager, is a com- 
paratively new, successful opera- 
tion in highly competitive Miami. 

Locally, it is described by other 
dealers as a typical Hull-Dobbs 
outfit. This is only partially true. 
Originally the Hull-Dobbs system 
was used on a consulting basis, but 
Ball and Bolton now have develop- 
ed routines of their own. 

Most Miami dealers are reluct- 
ant to disclose details of how 
their salesmen are paid and what 
methods of sales incentives are 
employed, although basically all 
boil down to some sort of a com- 
mission arrangement. 

Tom Carnohan, 40, voluble sales 
manager for J. D. Ball from Logan 
County, W. Va., has some definite 
ideas on how to keep a sales force 
happy and on its toes. Carnohan 
apparently has an inexhaustible 
imagination of how to do this. 





For Freedom— 


George W. Walker, left, industrial de- 
signer and former director of styling of 
Ford ‘Motor Co., has been named Michigan 
chairman of the Radio Free Europe Fund 
1962 campaign. C. Rodney Smith, right, 
RFE director, said that RFE broadcasts 
daily in five languages to an estimated 
80 million persons behind the Iron Curtain. 


Automotive News conducted this in- 
terview with Carnohan: 
* * * 
CARNOHAN, what’s the best 
* incentive to keep your force 
selling cars? 
A. Money and more money. First 









HOLMES Factory Repre- 
sentative in charge of 
Sales and Service for 
MAINE, VERMONT, NEW 
HAMPSHIRE, MASSA- 
CHUSETTS and RHODE 
ISLAND. 


proven HOLMES features. 


a minimum of 22,000 G.V.W. 


HOLMES 400 WRECKER} 


A small, compact, single boom unit for light pick-up and 
towing. Rated capacity 4 tons. Handles all cars, is FAST 
and FLEXIBLE. Power operated, has own rapid reverse 


RICHARD N. McKENNEY 


he 
HOLMES 650 WRECKER 


A powerful Heavy Duty Model. Rated capacity 20 tons. 
Built with two speeds of operation — SLOW for Heavy 
Trucks and Busses — FAST for Cars and Light Trucks. Power 
operated with double swinging booms, dual rear end 
controls, outrigger legs and many other tried, tested and 


“Let this COMBINATION of 
HOLMES Units EARN 





Pe 


For installation on trucks with 


transmission for rear end control from either side. For 


installation on most any 
power take-off, 


NEW ENGLAND USER 
PROVES VALUE of 

Having Both LARGE 

and SMALL WRECKERS 


% See us at the NADA SHOW, 
BOOTHS 700-705 











Y2 to 1% ton truck with a 


EXTRA PROFIT for You!” 








MILLS SHELL SERVICE STATION, Hampton, N. H., 


shows what can be done with a combination of HOLMES 
WRECKER Units. This Station has a very lucrative business 


they attribute to the operation of 3 HOLMES Units; a 
Heavy Duty 650 Model and TWO of the lighter 400 Models. 
Use of such equipment enables the Station to render — a 
complete 100% Road Service, without regard to size or 
weight of the job. It makes no difference if there are two or 
three vehicles involved, the Station has on hand for im- 
mediate use, wrecker units of the size and capacity to handle 
any emergency that may occur in the community. The provid- 
ing of such service is a highly profitable operation. One that 
pays extra dividends from pick-up and towing service — re- 
pairs and service on jobs pulled in. If YOU are NOT provid- 
ing complete 100% Road Service in your community, then 
let us show HOW a combination of HOLMES Units CAN 
earn extra profits for YOU. 


HOLMES offers a wide choice of Wrecker 


for full details. 






ERNEST HOLMES COMPANY 
Chattanooga 7, 


Tennessee 


Models. Sizes from 3 to 40 ton capacity — rang- 
ing in price from $450.00 up. All on Easy 
TERMS — up to 6 years to pay. Send Today 
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place, unless your men are r 

a comfortable living, with 
chance of increasing their ea: 
they become a bunch of ¢ 
and believe me griping is 

tagious disease. I’ve seen m 
potentially good group ruine: 
few dissatisfied men. Fundan 
ly, the dealership must set 
liberal payment plan, plus a 
ber of interesting bonuses or 
them incentives, for extra ea 

for extra hard work, some 

competitive basis and some 
group contest. 

Now to do this the dealership 
must make a profit for one can- 
not just scatter money around 
unless the business makes a prof- 
it. We always try to instill in 
every salesman the idea that the 
more profit he makes on a deal, 
the more of this profit that will 
be shared by him, We train all 
our salesmen in our own selling 
methods, whether he has had 
long experience or not. 

Q. Well, just how do you pay 

your men and on what basis? 

A. Every month we issue a sales- 
commission schedule. It is in de- 
tail. In the first place we have no 
house deals. Every car going out of 
here, retail, fleet or wholesale car- 
ries a commission. 

For instance, on a Galaxie, the 
basic commission is $45. The sales- 
man is sure of that no matter what 
else happens. Then we come to the 
profit part. Right now, in the first 
quarter of the model year, if that 
Galaxie grosses over the minimum 
of $325, the salesman gets 25 per- 
cent of the excess. 

* o 
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* 
Minimum Declines 


Se minimum gross is reduced 
every quarter by $25. If the car 
were sold in the last quarter, the 
minimum gross would be $250, and 
the salesman would participate to 
the extent of 25 percent in all gross 
over the $250, There is a schedule 
set up for all the various models, 
with corresponding decreases dur- 
ing the four quarters. The tradein 
is arbitrarily figured at inventory 
value, both retail and wholesale, 
When sold, the Galaxie salesman 
gets 5 percent of the overage of 
inventory or $10 if wholesaled, 

In addition salesmen earn from 
$6 to $25 on a finance deal when 
the balance to be financed is $500 
or over, plus from six to 20 points 
in the monthly team contest. 

With trucks, the arrangements 
are different. The salesman earn- 
ing 30 percent to 40 percent on the 
washout. 

Q. Now is that the complete 
total of what the salesman can 
earn on a sale? 

A. Not at all. Each month we set 
up a pool (this month it is $950). 
We have 30 salesmen, both new and 
used, and, by the way, all salesmen 
sell in both categories. We divide 
the men into six teams of five men 
each and the teams compete on a 
monthly basis, earning team points 
for various kinds of sales. I men- 
tioned the points in connection with 
finance deals. There are points for 
every sale. 

Right now we have a few ’61s and 
for these the men get 60 points, 
double the points for new cars. At 
month’s end, the winning team 
splits the money proportionately 
according to the points earned by 
individuals. The teams are changed 
monthly to avoid ganging up by the 
better salesmen. 

* * * 

N ADDITION to all the above, 

any individual salesman selling 
at least eight cars in a month gets 
a $50 bonus. If he sells (and de- 
livers) 12 cars, he gets another $50 
and so on until for the 24th car he 
gets $100. All these bonuses are 
cumulative, so when a man sells 24 
cars his accumulated bonus 
amounts to $375. 

Q. Well, that bonus alone seems 
pretty sizable. Now is that all? 

A. No. In order to keep non- 
flagging interest, we are contin- 
ually offering special incentives. 
Not long ago, I noticed salesmen 
Were not paying much attention 
to a rather bedraggled man who 
was. inspecting showroom cars. I 
greeted him and found out he 
was ready to buy for cash and 
did so. 

I called a sales meeting at once, 
told them about the deal, and said 
that every once in a while I’d have 
a stranger in with a $20 bill in his 
pocket which would be theirs if 
they wrote a deal. Now everyone 
gets attention. 

Another day, I handed every 


(Continued on Page 32, Col. 1) 
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HIKES PAYLOAD! 


HYDROVAC® vacuum power brakes by Bendix are specified more often than all other makes 
combined. They weigh less, permit up to several hundred pounds more payload—increase your 
profits. DOUBLY SAFE Hydrovac power braking systems provide maximum dependability with 
the built-in safety of manual braking in case of power failure. CUT COSTS—less to buy, operate 


and maintain. 


MORE HYDROVAC VACUUM POWER BRAKES ARE IN USE THAN ALL OTHER MAKES 


See the Bendix exhibit 
at the SAE Show, Bendix Products Automotive Division Py 


Detroit, January 8-12 CORPORATION 
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salesman a $5 note at the meeting. 
They were told to pin it on their 
neckties. For the first deal they 
wrote, regardless of whether it was 
consummated, the $5 was theirs. 
Boy, we were swamped with deals 
and, surprisingly enough, quite a 
few panned out OK. 


* a * 


Short Meetings 


WE HAVE morning sales meet- 
ings to start the men off with 
some pep. Not long, dragged-out 
affairs, but we try to give them 
helpful ideas. For another thing, 
We award points always for every 
deal that is written and submitted. 
This gives us a chance to help the 
men to close, always remembering 
that we are trying for a profit. 

We are a volume dealer and, as 
such, we take many a deal with a 
skimpy profit, but the salesman 
makes his initial profit, we make a 
little, and everyone keeps happy. 

At these morning meetings we 


often give the men a whirl at a 
wheel of luck. For every car de- 
livered the day before, a man gets 
a twirl of the wheel. Sometimes he 
gets a number which says “not 
today,” but on the other hand he 
might get a 10 or 20-dollar bill, 
paid to him on the spot, It’s amaz- 
ing how these little cash-in-hand 
awards arouse enthusiasm. 

Q. How much does the average 
salesman make? 

A. There is no such thing as an 
average salesman in the auto busi- 
ness. Here, look for yourself what 
some of our men have made. 

(Carnohan pulled out a number 
of the individual files which he 
keeps on all his men, including 
earnings by the month and totalled 
for the year. First one we looked 
at showed a man had received a 
little over $17,000 in 1960, Several 
were over $10,000. The lowest was 
a little over $5,000. Included in the 
file were letters received from cus- 
tomers regarding treatment from 


salesmen, both good and not so 
good.) 

Q. It must take a lot of time to 
keep all these records? 

* * * 

A OH, not so much, my secretary 

* helps a lot, but I spend some 
time going over them. But what’s 
a sales manager for if not to know 
about his men and help them. The. 
only way our men will be content- 
ed, like their jobs and work hard 
is to be making more money here 
than he could elsewhere. 

If a man isn’t making at least 
$150 a week, we try to find out why 
and help him. We give them plenty 
of opportunities. If, after all, one 
cannot make a minimum of $100, 
maybe he’s in the wrong business 
and we look for a replacement. Of 
course, there are always some 
salesmen better than others, but 
I’ve learned that, if a man is 
plagued with financial difficulties 
at home and we can’t seem to help 
him, maybe he’s in the wrong line. 


Q. How many cars do you sell a 
year? 

A. You know we’re a volume 
dealer. Usually volume dealers 
work on a smaller profit per car. 
I won’t kid you, we do take a few 
deals in this highly competitive 
market with a small profit, but 
there’s always some profit. No use 
of making a sale simply to get 
volume. 

Last year, we delivered around 
2,000 new cars and about half again 
as many used units. Since we open- 
ed we have never shown a loss in 
a single month, and that must be 
some kind of record, We have now 
reached the point where we do a 
considerable repeat business. 

This year we expected to do bet- 
ter, but you know the car business 
in Miami hasn’t been too hot. But, 
at the worst, we’ll show an increase 
over 1960, not much but some. On 
top of it all, we’re having excep- 
tionally good customer relations, 
which adds up to everybody—our 
dealership, our employes and our 
customers—being happy. And from 
the way we're going right now, 
1962 should be a whopper. 

* * a 


The Union Problem 


N THE Oakland (Calif.) area 
and a number of other cities, 





New symbol for protection—and profit ! 
It’s the Quaker State engine life pre- 
server, sign of the best motor oil you 
can sell. Years-ahead Quaker State, 
refined from 100% pure Pennsylvania 


Pour it for profit— 
the world’s best engine life preserver 








count on. So 


Quaker State Oil Refining Corporation, Oil City, Pennsylvania 


Grade Crude Oil, gives your customers 
protection and performance they can 
sell the complete Quaker 
State quality line to gain satisfied cus- 
tomers and profits you can bank on. 
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Record Fourth Quarter 


Is Seen for S-P Sales 


SOUTH BEND. — Recorg 
fourth-quarter sales will make it 
the third best three-month pe- 
riod for Studebaker-Packard 
Corp. since the company was 
formed in 1954, Sherwood H. Eg- 
bert, president, said here. 

Sales in the final three months 
should top $132 million, about 60 
percent higher than the $81 mil- 
lion reported a year ago, Egbert 
said. The current fourth-quarter 
record of $118.7 million was set in 
1955. 





dealers have a special problem in 
preparing their compensation plans. 
A report on how Oakland dealers 
are meeting this problem follows: 

Most dealers report cash bonuses 
have lost their power to spark their 
sales crews toward higher unit 
sales. 

Now that union conditions, ad- 
hered to for the most part by 
dealers even in neighboring coun- 
ties not yet organized by the 
salesmen’s unions, guarantee the 

capable salesmen a “pretty good” 
income, dealers report, noncash 
incentives must be developed. 

Dealers generally, however, feel 
unionization has given them a more 
stable group of generally higher- 
caliber salesmen, capable of mov- 
ing more units per salesman than 
in the past. 

One dealer reported his contract 
calls for him to pay a commission 
of 4% percent of the actual de- 
livery price or to pay a 4%-percent 
commission plus 25 percent of all 
above the dealer’s list price ob- 
tained on individual deals. His list 
price is set at cost, plus a prede- 
termined service cost plus 8% per- 


cent. 
* * * 


EALERS find “pay off parties” 

to which they invite winning 
sales crews and their wives have 
proved a valuable incentive under 
unionized conditions. 

Most dealers favor incentives 
which include rewards for the en- 
tire sales crew which meets a 
weekly, 10-day or monthly sales 
quota. 

All said they felt $25 bonuses 
held little meaning for salesmen 
already earning a good income 
on straight commission. However, 
some reported they offered cash 
bonuses of, for example, $50 for 
the first five or 10 cars each sales- 
man sells each month and a re- 
peat bonus for the next three or 
five sold. 

Some set cash bonuses for sale 
of special units or older used cars 

while others pay salesmen for total 
units with “no strings attached.” 

Many dealers reward their entire 
crew for meeting a monthly sales 
quota with an all-expense “night 
on the town,” kicked off by a pro- 
fessional baseball or football game. 

* * * 


Sales Teams Used 


THER dealers divide their sales 
crews in two or four teams and 
provide similar group prizes for the 
winning team. With a stable sales 
crew, individual quota contests are 
usually won by the same few sales- 
men, some dealers said, leading to 
declining morale and dissention on 
the part of the less-gifted salesmen. 
Including the wives of sales- 
men as recipients of the incentive 
payoff has proved advantageous, 
several dealers reported. 

One went to the extreme and re- 
ported excellent results with a 
“skin-out” sales contest in which 
the top salesman’s wife won a com- 
plete wardrobe selected from the 
area’s leading ladies-wear store. 

* * * 


HANGING the compensation 

plan is always ticklish. Sales- 
men are generally suspicious of the 
new plan until they find out that it 
works for them. 

At Martin Motor Co. (Chrysler- 
Imperial-P ly mouth), Springfield, 
Mo., they went from a plan which 
based commissions on a flat per- 
centage of the selling price to 4 
more widely used system—commis- 
sions based on a percent of the 
gross profit. 

Sam E. Logan, sales manager, 
pronounced the change a success 
when it boosted sales and stimu- 
lated the interest of salesmen. 

“My biggest problem as sales 
manager is to keep salesmen oper- 
ating at top enthusiasm for the 

(Continued on Page 68, Col, 1) 
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| (More than half of all car owners replace them with nylon cord tires) 
a | 
: | Most new car buyers have no choice—the tires and impact damage. Lab tests and road tests 
mn | that come on the car are usually made with rayon prove that, grade for grade, nylon cord tires hold 
oe cord. But it’s a different story when they buy up under conditions that could rupture rayon 
ei replacement tires. Each year more ofthem prefer cord tires, sometimes called Tyrex rayon. At 
a nylon cord tires, even though, grade for turnpike speeds, nylon is almost twice as 
; | grade, it costs them a little more. Why ? strong as rayon cord. 
: Because they want the extra protection People buying new cars would probably 
n | nylon cord gives them. also prefer nylon cord tires if they had 
t | Nylon is the surest protection against the their choice. Why not make the offer? 
= main causes of tire failure—heat build-up It could help close the sale. 


| Chemstrand makes only the yarn; America’s finest tire manufacturers do the rest. 
| tHe CHEMSTRAND corporation + GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N.Y. * DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 314 Overwood Road, Akron, Ohio: 
129 West Trade Street, Charlotte, N. C. ¢ Canadian Agency: Fawcett & Co., 34 High Park Blvd., Toronto, Canada * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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U. C. Dealers to Fight 
Jockey’ Operators 


By Allen Sommers 
Staff Correspondent 


ndependents Meet in Philly .. . 





delphia Independent Automobile 
Dealers Assn. has started action to 
combat “jockey” operators who sell 
used cars from their homes. 

This has been a long-standing 
complaint of organized used-car 
dealers throughout the state. The 
decision to combat the jockeys 
was made at the association’s 
annual meeting. 

Dealers from Eastern Pennsyl- 
vania, representatives of the Penn- 
sylvania Automotive Assn. and the 
Philadelphia Automobile Trade 
Assn., plus state officials agreed 
that the alarming increase of non- 
dealer used-car sales has cut into 
the volume of the legitimate used- 
car dealers. 

The PIADA also reported it was 
receiving many complaints from 
persons who were victimized by 
these so-called jockeys. This 
prompted a study of state and city 
laws, plus laws in other states de- 
signed to halt this practice. 

A meeting of Philadelphia-area 
used-car dealers heard a proposed 
draft of a law for the licensing of 

- used-car dealers. The proposed law, 
which will be introduced at the 
next session of the Legislature, 
clearly defines what a legitimate 
dealer is. 

Charles N. Mardigan, of Bright 
Auto Sales, president of the in- 
dependent association here, said 
his group does not want to stifle 
free enterprise, Instead, he said, 
the association wants to take 
steps that would insure that per- 
sons selling more than three cars 
a year would be required to have 
a place of business and fulfill all 
legal requirements. 

Edward Kirn, general manager of 
Gulf Leasing Corp. who succeeds 
Mardigan as president and is chair- 
man of the Legislative Committee, 
defined the loopholes in the present 
Motor Vehicle Code which render 
dealers helpless in efforts to stop 
unfair trade practices. 

Charles M. Dougherty, secretary 
of revenue of Pennsylvania, in his 
address suggested that the jockey 
operators be sought out by the 






























were affected. 

Edwin M, Parkinson, general 
manager of the Pennsylvania Au- 
tomotive Assn., assured the deal- 
ers that he would recommend to 
his board a statewide study. Only 
through prompt reporting of 
these jockeys to a central com- 
mittee could an adequate file be 
prepared to prove the need for 
legislation, he declared. 


sale of used cars in his area. 


urer. 


gan and Ben J. Franks. 


Brucker Named Director 
Of Fruehauf Trailer 


(1955-61), has been elected a direc- 
tor of Fruehauf Trailer Co. 
Since the end of his term as Sec- 





Car registrations as 
compiled by R. L, Polk 
& Co. 


Assn., admitted there was an emer- 
gency and reported that his group 
PHILADELPHIA. — The Phila-| had made a study of the situation 
and that the problem had grown to 
“an alarming rate” in the city to 
the detriment of the industry and 
to the public interest as well. He 
pledged the support of his associa- 
tion, since many of its members 


John Dunmoyer, vice-president of 
the Lehigh Valley Automobile Deal- 
ers Assn., Allentown, Pa., reported 
that tavern operators, barbers and 
gas station operators were enjoying 
a flourishing side business in the 


Jack Wexler, Oakdale Motors, 
was elected vice-president of the 
local independents; Joseph Cicci- 
maro, Midtown Motors, was named 
secretary, and Milton Berr, treas- 


Named to the board were: Wil- 
liam Rush, Charles Burdumy, Har- 
old Ratcliffe, Joseph McQue, Mardi- 


former governor of Michigan (1931- 
33) and former Secretary of the 
Army in the Eisenhower cabinet 


retary of the Army, Brucker has 
been practicing law in Detroit in 
partnership with his son, Wilber jr. 


New Passenger-Car Registrations, 42 States for October, 1961-1960 


Truck r¢ 
released 


by R. L. Polk 
state capitals. 
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New Commercial-Car Registrations, 
42 States for October, 1961-1960 


istrations by states are 
e weekly, as compiled 
representatives in 






















































































































DETROIT.—Wilber M. Brucker, 
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NEW YORK 21, NEW YORK* PHONE PLAZA 1-6969 


36 


AUTOMOTIVE NEWS, DECEMBER 11, 1961 


Reports from the Visitors .. . 





Confidence High at Auto Shows 


By John E. Walsh 
Staff Writer 


HEN the ’62 models were intro- 

duced early in the fall, manu- 
facturers painted a bright sales pic- 
ture for the next year, and some 
saw a good chance for the first 
seven-million year since record- 
breaking ’55. 


Their confidence and enthusi- 
asm apparently has been con- 
tagious, for the same sentiments 
have been prevalent among deal- 
ers and visitors to auto shows 
held thus far, 


In most cases, sponsors have re- 
ported an increase in attendance. 
But in every instance they have 
noted a sharp upturn in interest, 
which they are confident will be 
reflected in rising sales. 

A spokesman for the Milwaukee 
County Automobile Dealers Assn. 
said show visitors appeared to be 
more willing to listen to salesmen 
this year, and they weren’t as re- 
luctant to give their names as was 


Remember when... 


Sid Abel was a 
four time winner 


He scored 28 goals to lead the 
league in scoring. He captained 
Detroit to the National Hockey 
League championship. And then 
just to cap it, he was declared the 
most valuable player and awarded 
the Hart Trophy. That’s how Sid 
Abel played the game in 1948-1949 
—his biggest of a lot of big years. 

It’s tough to pick out the biggest 
moment in a pro’s career; he’s so 
apt to have played it big for a long, 


long time. 


Take the pros of the bearing busi- 


the case in shows the last couple 
of years. 

Even salesmen are showing a 
spirit which has been lacking at 
most recent exhibits, several spon- 
soring groups reported. 

ok * * 
HEN visitors are indifferent 
and reluctant to talk product 
with a salesman, he’s not eager to 
spend his time on the show floor. 

An indication of the change in 
attitudes of both the salesman and 
the showgoer was noted by an ex- 
hibitor at the Philadelphia show. 

“Our salesmen were so pleased 
with the reception they received 
from visitors that they couldn’t 
wait for their next assignment 
at our exhibit,” he said. 

Similar reactions were reported 
by dealers who had exhibits at 
other shows. 

Generally speaking, there has 
been nothing revolutionary in the 
promotion of auto shows this sea- 
son. 

In addition to the cars, most pro- 


ness. Would building the world’s 
most modern bearing plant be the 
high point of their automotive 
career? Or holding bearing prices 
down against inflation? Or packing 
more and more capacity into 
smaller and smaller bearings? That's 
how engineers, technicians, and 
craftsmen of the Timken Company 
have played the game for 62 years— 
to help you cut assembly costs and 
build greater and greater reliability 
into your cars, trucks and busses. 

Rely on the pros of the bearing 
business. When you have a bear- 
ing problem, call in your Timken 
bearing representative. The Timken 
Roller Bearing Company, Canton 
6, Ohio. Makers of Tapered Roller 
Bearings, Fine Alloy Steel and 
Removable Rock Bits. 


moters are featuring the usual dis- 
plays by allied industries and vari- 


ety shows which in many cases|— 


star big-name entertainers. 

Several imported-car events, par- 
ticularly the fourth annual show 
staged by the San Francisco Im- 
ported Car Dealers Assn., have fea- 
tured rallies and driving tests of 
skill against time over obstacle 
courses. 

* co * 
rt a number of years the Pitts- 
burgh show has featured a 
promotion that continues to gain 
in popularity. It’s a photo contest 
for children six and under. 

A committee selects the 14 most 
attractive, has big enlargements 
made and displays them at the 
show. Show visitors pick the top 
three, who are awarded United 
States Savings Bonds. 

Also continuing to grow in popu- 
larity is the outdoor show, in which 
dealers participate as sponsors or 
merely as exhibitors. 

In the past these shows have 








RA, 





yas 
“Nice going Smith, 
Ill take it from here.” 





been concentrated in smaller com- 
munities where dealer organiza- 
tions have limited funds or where 
adequate display facilities are lack- 
ing. 

This season there has been a 
growing number of these shows 
in communities which also have 
dealer-sponsored indoor exhibitions. 
Most of them are held in shopping 








Bearing Pro BOB DUSHAW says: “We 
can show you why Timken bearings rate 
your most valuable bearing award.” 


TIMKEN 


Tapered Roller Bearings 
Made by the pros of the bearing business 








centers, the others in downtown 
business districts. 
* 


HESE shows are designec to 

serve a dual purpose—to jro- 
vide the shopping center with an 
extra attraction to lure people from 
rival enterprises, and to give the 
dealer a ready-made audience of 
people who can combine shopping 
and auto inspection in one stop 

Since there will be no industry- 
sponsored national auto show this 
year, the 54th Chicago exposition 
will be the largest event of the 
season, both from ‘the standpoint 
of attendance and the number 
and size of displays. 

The attendance goal for the Feb, 
17-25 exposition is 800,000, which 
would be a gain of 1.3 percent over 
last year’s 789,734, an alltime high 
for the largest dealer-sponsored 
show in the nation. 

It will be the 19th event spon- 
sored by the Chicago Automobile 
Trade Assn., which took over full 
responsibility in 1935. The show 
was discontinued in 1941 because 
of World War II and was not re- 
sumed until 1950. 

The total attendance for the 12 
shows since 1950 is 6,136,180, an 
average of slightly more than 500,- 
000 a year. The ’57 show drew the 
smallest turnout of the period— 
404,411. 


* * 


* * * 


—— PLACE, Chicago’s 
$35 million lakefront show cen- 
ter which opened last year, again 
will be the site of the show. The 
move from the International Am- 
phitheater to McCormick Place last 
year was credited for the boost in 
turnout from 512,156 in 1960 to the 
1961 record. 

The only industry or dealer 
show to top Chicago’s record at- 
tendance was the first National 
Automobile Show ever held in 
Detroit. The event, sponsored for 
the makers by the Automobile 
Manufacturers Assn., drew 1,403,- 
873 visitors to Detroit’s new Cobo 
Hall a year ago. 

The only other automotive ex- 
hibit to draw more than the in- 
dustry’s ’61-model show is that held 
in connection with the annual 
Texas State Fair. 

However, the admission fee to 
the fair entitles the buyer to visit 
all exhibits and all those who enter 
the fairgrounds are presumed to be 
auto-display visitors, too. 

Presented by the Authorized New 
Car Dealers of Dallas in conjunc- 
tion with fair officials, this year’s 
show drew mere than 2.5 million 
visitors. Last year’s display, which 
was called the most successful ever, 
was attended by 2,762,213 persons, 
the dealer group said. 

eg aE * 

ECORD turnouts have been re- 

ported for shows in Los An- 
geles, Boston and Philadelphia, Los 
Angeles drew 216,776, compared 
with 212,776 in 1959, its best previ- 
ous postwar year; Philadelphia re- 
ported 110,860, up 2 percent over 
the 1957 high of 108,720, and Boston 
drew 126,297. 

Better-t han-average turnouts 
also were reported for shows in 
Denver, Pittsburgh, Milwaukee, 
San Francisco, Kansas City, St. 
Louis, Charlotte, N. C., Long 
Beach and Pasadena, Calif. 

Despite the boycott by the Cleve- 
land Automobile Dealers Assn., the 
first auto show in that city in five 
years attracted more than 58,000 
persons. Called Autoworld, the show 
was staged by Allan Fox, a Cleve- 
land jeweler whose hobby is autos. 

There will be no more major 
shows until after the Christmas 
holidays. 

The first exhibit of the new year 
will be staged in Fort Worth Jan. 
7-9. Other shows on the schedule 
include: 

Washington (Jan. 10-14), Green 
Bay, Wis., and Norfolk, Va. (Jan. 
12-14), Syracuse (Jan. 13-20), Toledo 
(Jan. 13-21), Baltimore (Jan. 20- 
27), Birmingham, Aala. (Jan. 26- 
28), Rochester, N, Y. (Jan, 27-Feb 
3). 

Miami (Feb. 2-7), Hartford, Conn. 
(Feb. 21-25), and New York, sixth 
annual International Auto Show 
(April 21-29). 


Beggs Promoted 


WALTHAM, Mass. — William H. 
Mitchell jr., president of West End 
Chevrolet, Inc., announced John M. 
Beggs was named vice-president 
and customer relations manager. 
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of Leather 


Cited by Trade Group 


a dealers and owners profit 
from leather-upholstered cars 
because tradeins are clean and sel- 
dom need reupholstering, according 
to Upholstery Leather Group, Inc., 
New York. 

The driver of a leather-uphol- 
stered car enjoys freedom of 
movement, the utmost of body 
comfort and complete physical 
support, ULG said. These factors 
add up to a very important fact 
—less driving fatigue, according 
to ULG. 

‘Tt is nice for automobile dealers 
to know that leather interiors ex- 
ceed all other materials in value 
of ownership,” ULG said. 

“The advances in _ technical 
leather research has started a qual- 
ity evolution in car interiors,” ULG 
said. “It is an ideal interior finish 
for a car and one that has been 
away from the overall auto field 
for too long.” 

Genuine leather has borne the 
brunt of a continual attack by 


* * * 





Testing Leather— 


Testing devices developed at labora- 
tories in the leather industry keep a con- 
stant check on the quality of leather pro- 
duced for automobile manufacturers. The 
same testing devices are approved and 
used at auto assembly plants, Tests are 
conducted for stitch strength (above), ten- 
sile strength, cold cracking and abrasions 
and scuffing resistance. 


Many and varied substitutes, ULG 
said. Yet, according to ULG, the 
two most important attributes of 
leather keep this natural product 
in a class by itself. 

of * * 

THESE include the shiny ap- 

pearance of the natural grain 

of an animal skin and the appeal 
it makes because of its beauty, and, 
secondly, its point of strength, both 
strength of fiber and strength of 
grain. 

“Before these factors were pos- 
sible, many years of technical and 
scientific research had to take 
place,” ULG said. “It is still con- 
tinuing to take place at the De- 





‘Inadequate Profits’ Ripped 


By Inland Steel’s Block 


CHICAGO. — Joseph L. Block, 
chairman of Inland Steel Co., said 
that he felt grave concern about 
the “continuing profit squeeze 
which is clearly evident not only 
in the steel industry, but in the 
economy as a whole.” 

In a speech before the Controllers 
Institute of America at its annual 
conference, Block said, ‘Inadequate 
profits are surely a serious deter- 
rent to the modernization and 
growth of the steel industry and 
that is something the United States 
can ill afford at this very crucial 
time in our nation’s history.” 


Pontiac-GMC for Evans 


GARLAND, Tex. — R. O. Evans, 
formerly an auto dealer in Kauf- 
man, Tex., has opened R. O. Evans 
Pontiac-GMC Co. here at 2153 S. 
Garland Rd. 





partment of Basic Science in 

Tanning Research at the Univer- 

sity of Cincinnati.” 

Leather automobile upholstery 
starts with a full top-grain drum- 
dyed cow hide. Top grain, the first 
cut taken from the hair side of 
the hide, is said to be the best cut 
that can be taken from the skin. 

Drum dyeing is a process that 
eliminates color variations for the 
life of the hide. It is not just a 
tinge, but complete impregnating, 
ULG said. 

“As a result of the process, any 
scratch or nick in the leather will 
still show the base color and will 
not be noticeable,” ULG said. “The 
process also makes the hide supple, 
mellow and durable.” 

* * * 
Ws said the blending of an old 
art with modern science makes 
it possible for automobile manufac- 





One of 
these 


men has 
good 


news 
for you! 


turers and their styling depart- 
ments “to count on endless non- 
fading color possibilities with gen- 
uine leather.” 

These colors, the result of new 
developments in the chemical in- 
dustry, range from delicate and 
subtle pastels to vivid, vibrant ac- 
cent tones. 

Leather, according to ULG, has 
the strength of millions of tightly 
knit fibers created by nature to 
make it tougher than anything man 
can put together. 

Scientific apparatus developed at 
the industry’s laboratories keep 
constant check on the quality of 
the leather produced for today’s 


automobiles, These same units are | 


approved and used at auto assem- 
bly plants to meet the “rigid speci- 
fications set up by the manufac- 
turers for leather upholstery,” ac- 
cording to ULG. 

Another point of interest and 
aid to leather dealers is the ease 
of care and cleaning. Genuine 
leather upholstery is washed like 
a baby—with mild soap and water, 
ULG said. 

Once the soap-water treatment 
has been given, the only day-to-day 
care an interior of genuine leather 
needs is constant use and good 
care, ULG said. 


AUTO 


(MARK Iz ) 


AIR CONDITIONING 


The 55 manufacturers representatives in this 
one of the reasons why Mark IV Auto Air Conditioners are 
America’s favorite custom installed unit. 
They’re smiling because they’ve just seen the new 
1962 models and can hardly wait to get back to their 
territories to tell their customers about them. 
Do you want to see them too? If so, just fill out the coupon 
and one of these men or our nearest distributor will call 
on you within a few days. 


i 





A Variety of Colors— 


New developments in the leather industry have made if possible for automobile 
manufacturers and styling departments to count on nonfading color possibilities with 
genuine .leather. These colors may range from delicate pastels to vivid accent tones, 
according to Upholstery Leather Group, Inc., New York. 


picture are 


Add-on air conditioning is one of your greatest extra 
profit opportunities ... and Mark IV is — year after 
year — America’s top selling add-on unit. Why not get 
aboard? - 
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The Facts of Leadership: 


ANNOUNCING: 

A NEW APPROACH 
TO THE 

NEW YORK MARKET 


Starting with the issue of March 2,1962 TIME, 
TheWeekly Newsmagazine will publish a New 
York Metropolitan Edition—a new, highly 
selective and dramatically efficient means of 
reaching and selling the important, best-cus- 
tomer families in the New York Market. 

The area covered by this special Edition 
will reach from Fairfield County to Mon- 
mouth, from Westchester to Suffolk. 300,000 
TIME families—and to reach them costs only 
$2,300 a black and white page. Here is mar- 
keting selectivity, media selectivity, in the 
richest marketplace in the U.S.—a circulation 
big enough to count, a page rate low enough 
to give any advertiser an extra opportunity 
for selling. 

TIME’s New York Metropolitan Edition 
will run every fourth week starting with the 
March 2nd issue. It will cover the 22-county 
New York metropolitan area, the greatest 
urban-suburban market in America. It will 
be available in one, two and four-color pages. 
This new Edition is one more in the growing 
list of special services to TIME’s advertisers 
—one more way advertisers can profit from 
TIME’s prestige and sales power. 

As with TIME’s regional editions (Eastern, 
Central, Southern and Western) the editorial 
product will be the same; only the advertis- 
ing will differ. TIME families, wherever they 
are, expect and get the complete TIME. 

Reservations for TIME’s New York Metro- 
politan Edition can beentered now.For further 
information about this selective marketing 
opportunity, please contact your TIME rep- 
resentative. TIME, The Weekly Newsmagazine. 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 


ye. frequently good lawyers 
win lawsuits by taking time to 
make special investigations. 

For illustration, in Caster Motor 
Sales v. Francis 
Woodside, 171 N. 
E, (2d) 425, the 
testimony showed 
facts, as follows: 
A man named 
Dempsey went to 
Caster Motor 
Sales for the pur- 
pose of negotiat- 
ing for the pur- 
chase of an auto- 
mobile. He took a 

Leo T. Parker Chrysler automo- 
bile valued at $2,995 from the deal- 
er, Caster Motor Sales, for demon- 
stration purposes with the permis- 
sion of a salesman of the dealer. 

Later Dempsey pointed out things 
which were wrong with the automo- 
bile and these defects were cor- 








rected, Thereafter, he discussed 
terms of purchase of the automo- 
bile and was given permission to 
use the car either until Saturday, 
or the following. Monday morning, 
for the purpose of driving to Chi- 
cago over the weekend in an effort 
to determine whether he would buy 
the automobile. 

Dempsey changed his mind 
about going to a suburb of Chi- 
cago, and instead drove 340 miles 
to Du Quoin, Ill..-He exchanged 
cars with a friend, Francis Wood- 
side, and while the latter drove 
the automobile, Dempsey had ob- 
tained from Caster Motor Sales, 
he lost control of the car and 
collided with various objects, 
causing total destruction of the 
automobile. 

Caster Motor Sales was in a sense 
“left holding the bag.” However, the 
lawyer representing Caster Motor 
Sales discovered that Woodside had 
a policy of collision insurance in 
force with Motors Insurance Corp., 





which policy provided that the in- 
sured was covered by the insurance 
coverage in the policy “with re- 
spect to any other private passen- 
ger automobile while being operat- 
ed or used by such insured.” 

Then, Caster Motor Sales sued 
Motors Insurance Corp., which had 
issued the insurance policy to 
Woodside. In holding that Motors 
Insurance Corp. must pay the full 
value of the wrecked automobile 
to Caster Motor Sales, the higher 
court said: 

“Insurance policies are construed 
liberally in favor of the insured 
and strictly as against the insurer.” 

* oe ok 


Law of Guarantees 


AMES K. WINTERS, Brooklyn, 

asked this interesting legal ques- 
tion: “Is a dealer in used automo- 
biles liable on a guarantee if he 
states to a customer that the auto- 
mobile has been running satisfac- 
torily ?” 

A few weeks ago a higher court 
laid down this law: The fact that 
an automobile dealer tells a pros- 
pective purchaser that a used 
automobile has been operating 
satisfactorily is not a guarantee. 
Hence, unless a dissatisfied pur- 
chaser proves that the seller gave 
a definite guarantee, the pur- 





Abernethy Honored— 
W. P. Williams, left, Williams & Baker 


(Rambler), Washington, presented this 
hand-painted portrait to Roy Abernethy, 
American Motors executive vice-president 
and general manager, on behalf of the 
AMC Dealer Advisory Board. Williams is 
chairman of the dealer group. 


chaser takes the used car “as is.” 

For illustration, in Carbon v. 
American, 358 Pac. (2d) 128, the 
testimony showed facts, as follows: 
A dealer sold certain used equip- 
ment to the Vail Co. for $6,500. Soon 
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for you... 


You can sell the 


FALCON BUS 


The only travel unit in 


the U.S. that’s legal in 
50 states as a station 
wagon...that never 


FORD 


asa 


in displaying — 
and selling 


loses its identity as a 
station wagon. 


FORD 
HOME CRUISER 


oc 


by CALTHORPE 


Fast!...Easy!...The 
Ford Home Cruiser 
Calthorpe Travel Top 
2 up and down in 

seconds! When 
raised, it gives over 6’ 


of standing space. 


CALTHORPE 
HOME CRUISER 


and 


CASH IN 


ona 


NEW EXPANDING 


EXPLOSIVE 
MARKET 


All you do is take the order. We 
handle the entire conversion of 
the Ford Falcon Bus into a fully 
equipped Home Cruiser that 
sleeps six (3 adults and 3 chil- 
dren) and contains kitchen, din- 
ing and toilet facilities. 


Executive Office: 60 West 46th St. 
New York 36, N. Y. 212 JU 6-6211 


TO ORDER... 
or to get full details 
WRITE, WIRE or PHONE 


TRAVEL 
EQUIPMENT 
CORP. 


YOU'LL BE AMAZED AT THE 


LOW PRICE YOU CAN DE- 
LIVER THIS UNIT FOR! 
YOU'LL BE DELIGHTED AT 
THE SUBSTANTIAL PROFITS 
FOR YOU. 





Plant: Elkhart, Indiana 
219 JA 2-6167 








—. 


afterward it ceased to operate, 
Later it was ascertained that the 
driveshaft was cracked and bent. 
In subsequent litigation, the 
dealer proved that the equipment 


was operating satisfactorily right 
up until the time Vail Co. took 
delivery, and also that the dealer 


made no absolute guarantee except 
to say that the equipment had been 
operating satisfactorily. 

In view of this testimony, the 
lower court held the dealer not ]i- 
able on a warranty and ordered 
Vail Co. to pay the full balance 


‘due. The higher court approved this 


verdict, saying: 

“The lower court specifically re- 
fused to make a finding that there 
was an express warranty. All that 
Mr. Pete Carbon (dealer) said was 
re it had ‘operated satisfactori- 
* * * 

Liable for Damaged Engine 
A HIGHER court held an auto- 
mobile dealer liable for dam- 
ages to a customer’s automobile 
while in the dealer’s repair shop, 
For instance, in Alis v. Jack 

Co., 359 Pac. (2d) 160, the testi- 
mony showed that one Alis 
bought a used 1957 Ford equipped 
with a Thunderbird engine. Its 
speedometer showed 14,603 miles. 
Six months later the speedometer 
had registered approximately 20,- 
000 miles. 

He then planned an extensive 
motor trip. In preparation for it, he 
bought a new set of tires from 
Jack Co, When he left his car to 
have them mounted, he requested 
Jack Co. to “adjust the valves and 
check it over generally to see if 
something was amiss” because “the 
valves or tappets . . . seemed to be 
noisy and the car was idling a little 
rough.” 

In subsequent litigation, the 
higher court held that Alis was en- 
titled to recover $513.14 from Jack 
Co., because a valve broke and 
damaged the motor during the re- 


pair work. 
* * 


Customer Awarded $653 


In Suit Over Repair Job 


LISBON, O.—Joseph Hruby, Sa- 
lineville, won a $653 jury verdict 
in his suit against Eugene Davis, 
Jack Davis Motor Sales. 

Hruby claimed the motor of his 
car burned out after it was repair- 
ed by Davis mechanics. 


City Picks Fords 
Despite Objections 
Of Chevy Dealer 


SPRINGFIELD, Ill.—Over the 
objections of a rival bidder, the 
Springfield City Council awarded a 
contract for six cars to Henderson 
Ford, Inc., in the amount of $10,- 
312.92. 

Bates Chevrolet Co., Inc., which 
protested that the Henderson bid 
did not meet all of the city’s speci- 
fication, submitted a figure of $10,- 
530 and called for a rebidding. 

Utilities Commissioner John 
Hunter, whose department will use 
the three standard cars and three 
compacts, recommended Hender- 
son’s bid, claiming that the specifi- 
cation variations were insignificant. 

In a letter to the council, Bates 
said it could have been low bidder 
if it had figured on a type of gen- 
erator specified in the Henderson 
bid. 

Bates also said the Henderson 
bid listed a piston displacement of 
223 cubic inches whereas the city 
specified a minimum of 225. 

The two dealerships were in- 
volved in an earlier hassle over the 
purchase of two cars for the police 
department. 

Bates claimed they were being 
bought from Henderson without 
bids. Purchasing Agent Clark 
Atkins said he bought one Ford 
for $1,492.49, including tradein, be- 
cause it was the best deal he could 
find. In addition, he added, he can 
make purchases of less than than 
$1,500 without asking bids. 


Dealer Marks 50 Years 
NAPERVILLE, Ill. — Crommer 
Motor Co., Inc. (Ford), is celebrat- 
ing its 50th anniversary in the same 
location. 
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INDY STOCK CAR 
RECORDS SMASHED 


. ANOTHER PERFORMANCE FIRST FOR PRESTOLITE PRODUCTS 


— 


=a Fm & 





Indianapolis, Indiana, November 22. Six of the 
nation’s top ranking race drivers, taking turns in 
i two Pontiac sedans for the Nichels Engineering 
- Company, smash all existing stock car records at the 
Indianapolis Motor Speedway during a continuous 





is 
r 24-hour run completed today at 3 p.m. 
BOTH PONTIACS WERE EQUIPPED WITH PRESTOLITE 
. BATTERIES - ALTERNATORS - REGULATORS - WIRE 
PREVIOUS NEW 

: 
y 1 lap Pontiac Police Enforcer 117.832 mph 122.432 mph 
. 500 miles Pontiac Catalina 111.916 mph 113.292 mph 
| 24 hour Pontiac Police Enforcer 89.89 mph 107.787 mph 
: 2,157.5 miles 2,586.878 miles 

Although a steady drizzling rain forced the drivers to 
: reduce speed during the last 11 hours of the run, both 
° cars completed the assignment without mechanical 
; trouble of any kind. The longest pit stop was 4 minutes 
Ese and 47 seconds for minor repairs after the police en- 
; forcer, driven by Paul Goldsmith, brushed the wall on 


No. 4 turn. 


The veteran drivers, Goldsmith, Rodger Ward and Len 
Sutton, are USAC drivers. Fireball Roberts, Marvin 

£ Panch and Joe Weatherly represent the National Associ- 
ation of Stock Car Auto Racing. 


The Electric Autolite Company salutes the drivers and 
mechanics who established new records and is proud 
of the performance of the Prestolite products ... 
batteries . . . alternators . . . regulators . . . and wire 

. that helped carry these Pontiacs to a successful 
record-breaking finish. 


+ Prestolite 


THE ELECTRIC AUTOLITE COMPANY e TOLEDO 1, OHIO 
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How They're Pushing Sales... 


Dealer Ad Ideas 





Dealer Capitalizes on Strike 
INCHER MOTORS, INC., Ro- 
chester, N. Y., came up with 

a timely public-service offer during 

the city’s recent bus strike. 

The dealer offered free parking 
to drivers bringing in their cars for 
service. Motorists were invited to 
park free while they shopped or 
attended to business in the down- 
town area. 

Along with the free parking, 
Fincher offered free taxi service to 
the motorist’s destination. 

The promotion was timely be- 


cause of the shortage of parking 
space brought on by the bus strike. 
* * * 


Shopping Center Show 


 Pygew rt FORD in Atlanta partici- 
pated in a weekend sales pro- 
motion at a big suburban shopping 
sector two miles from the dealer- 
ship. Norman Pittman, manager, 
stated, “We consider this advertis- 
ing idea was good institutional 
work at an amazingly small cost of 
less than $50. 

“The merchants in the center had 
distributed 10,000 circulars to near- 
by residents,” Pittman explained. 


“We took space in these mailings. 
We also participated in 25 joint 
radio spot announcements with 
these same firms. 

“At the showing we had two 
salesmen who lived in the immedi- 
ate area and thus knew many of 
the shoppers. Although no direct 
sales were made of which we were 
aware, our men at the shopping 
center became reacquainted with 
many people and lined up prospects 
in that region. Altogether, we con- 
sider it was good and yet inex- 
pensive institutional promotion.” 

* * ad 


Turkey with Each Car 
CARRITT AUTOVILLE, used- 
car department of the Scarritt 
(Lincoln-M er c u r y-Comet-Rolls- 
Royce) dealership in St. Peters- 
burg, Fla., held a “turkey shoot” in 
which a free turkey was given with 


the purchase of every used car. 

The newspaper ad announcing 
the sale used photos of live turkeys 
= called every car a “turkey spe- 
cial.” 

The ad stated “No bull—just a 
turkey in every Scarritt used-car 
purchaser’s pot. Let’s talk turkey.” 


* * Bd 


Dealers Promote 
‘Local’ Autos 


IGHT Lincoln-Mercury dealers 
in the St. Louis-area have 
launched an extensive sales cam- 
paign, centered around the theme— 


‘| “Buy Mercury—Built in St. Louis.” 


Dealers are handing out balloons, 
beanies and other souvenirs to 
showroom visitors, Robert E. Dud- 
ley, St. Louis district sales manager 
for the L-M Division, said. Also 
available at dealerships will be in- 





2 EXPRESS 





Air Express delivers parts overnight, helps cut costly inventory 


This auto dealer had thousands of dollars tied up in inventory. Then he found out how quickly and easily 
he could get parts direct from the manufacturer by AIR EXPRESS. So now he /ets the factory carry most 
of his inventory, and he banks the savings. AlR EXPRESS service enables you to streamline your in- 
ventory. Why stock a warehouse when AIR EXPRESS will deliver the goods at jet speed — very often 


the same day? Throughout the U. S. and Canada, 35 
scheduled airlines and 13,000 trucks give your shipments 
first on—first off—first there priority, with kid-glove han- 


dling all the way. Just mark your orders ‘‘AIR EXPRESS” ; 


AIR EXPRESS 


CALL YOUR LOCAL REA EXPRESS OFFICE FOR AIR EXPRESS SERVICE 





formation concerning weei day 
tours at the St. Louis assembly 
plant, which is now making Mer. 
curys. 

The following dealerships are 
participating: Bender-Best Lincoln- 
Mercury, 3345 S. Kingshighway; 


Murray Motors, Inc., 4870 Netura] 
Bridge; E. M. Stivers, Inc., 9709 
Manchester; Carter Lincoln - Mer. 
cury Sales, Inc., Alton, IIl.; St. Clair 
Motors, Inc., Belleville, Ill.; Molitor 
Motor Co., Collinsville, Ill.; Fraw- 
ley Motor Co., East St. Louis, Ill, 
and Walter Aff, Inc., St. Charles, 
Mo. 


* * * 


Laibe Gridders Win 


_ champion football team in 
the local Pop Warner Little 
Scholarship League was sponsored 
by Laibe Lincoln-Mercury, 510 W. 
High St., Lima, O. 

The league, sponsored by the 
Lima Jaycees, is open to boys be- 
tween 10 and 13. The program’s 
aim is to develop the boys’ sports- 
manship, scholarship and religious 
interest as well as to teach them 
football fundamentals. 

+ * ok 


Happy Hunting Ground 


| ppbtheorpeeny MOTORS, Buffalo, 
promoted Jeep business with 
an unusual ad on the sports page 
of a Buffalo newspaper. It featured 
a photo of two mounted deer heads 
propped up in the seat of a Jeep. 

The ad was captioned “Special 
for Jeep Hunters.” Copy added: 
“Stop hunting around for the best 
Jeep deal. It’s always open season 
at Howbill Motors.” 


Two Dealers Find 
Fussin’ ’n’ Feudin’ 


Pays in Cleveland 


WO Cleveland Chevrolet dealers 

—like Jack Benny and Fred 
Allen, Hope and Crosby, the Hat- 
field and the Coys—have discovered 
that folks love a feud. 

Friendly competition, promoted 
on a personal basis with a light 
touch, has proved an outstanding 
sales tool for the two auto retail- 
ers, Jim Connell and Ed Stinn, 
owners of dealerships which bear 
their names. 

The duel between “Big Hearted” 
Jim, whose dealership is on Cleve- 
land’s East Side, and his West Side 
rival, “Straight Shootin’” Ed, has 
been beneficial to both. They rank 
No. 1 and 2 among Cleveland Chev- 
rolet dealers. 

They started trading jibes in a 
series of radio spots prior to the 
1960 presidential election in a cam- 
paign to determine “the most popu- 
lar Chevrolet dealer in town.” The 
“candidates” took turns in the 
commercials selling their service, 
products and deals. 

Later, a series of pseudo-docu- 
mentary broadcasts was aired to 
decide “which is best, East or 
West.” In one spot, Stinn reckons 
he’s sure to outsell “that maver- 
ick, Ivy League tenderfoot, Jim 
Connell.” His foe answers, “There 
are lots of wide open spaces in 
west Cleveland, the airport and 
Ed Stinn’s mouth.” 

Publicized by extensive use of the 
radio spots and newspaper ads, the 
rivalry has attracted wide interest 
among car buyers. Connell and 
Stinn have found there is little 


shopping between the two dealer- 
ships since they are located on op- 


posite sides of the city. 
* ok cS 


Love That Enemy— 


The friendly feud between Cleveiand 
Chevrolet dealers Jim Connell, left, and 
Ed Stinn, publicized through radio spots 





and newspaper ads, has proved a potent 
sales tool for the two auto retailer: 








For information, write: Mr. James Beattie, Jr., Vice President & General Sales Mgr., Willys Motors, Inc., Toledo 1, Ohio. In Canada, write: Guy Campbell, Willys of Canada, Ltd., Windsor, Ontario, Canada. 





AUTOMOTIVE NEWS, DECEMBER 11, 1961 


ENGINEERING REPORT... 
“Tailoring” Carburetor 


To Fit Car Is an Art 


By Joseph M. Callahan 


Engineering Editor 


CARBURETOR must be tailor- 
ed to a car just like a set of 
false teeth is fitted to a person. 

This is the message from Marion 
F. Smitley, assist- 
ant chief engi- 
neer of Holley 
Carburetor 
Co., which has 
supplied carbure- 
tors to the auto 
industry for more 
than half a cen- 
tury. 

Despite the 
trend for the auto 
companies to in- 
tegrate the pro- 
duction of more and more compo- 
nents, Holley still supplies about 90 


J. M. Callahan 


percent of Ford Motor Co.’s single- 
barrel carburetors, some of Chrys- 
ler Corp.’s single-barrel units and 
a considerable portion of all the 
carburetors used by American Mo- 
tors, International Harvester and 
White Motor Co. 

Even though carburetor design 
has not changed much in the past 
decade or so, Holley maintains a 
staff of 125 engineers and tech- 
nicians to handle the tailoring of 
these carburetors, as well as the 
engineering of other products. 

Of this staff, 19 Holley employes 
work full-time in customers’ plants. 
These people—including 10 at Ford, 
four at AMC, two at Chrysler, two 
at International Harvester and one 


Harrison Automotive Radiators—designed 
and built to General Motors exacting 
standards of quality and value. 


at White—are kept busy develop- 
ing carburetors for future cars and, 
to a lesser extent, adjusting car- 
buretors to current models. 

o* ok * 


SKED about how a carburetor is 

“tailored,” Smitley said: “Like 
many things in this business, it’s 
an art, not a science. You go by the 
seat of your pants and keep trying 
things until all your problems are 
solved.” 

Before any development begins, 
there must be a basic policy de- 
cision as to the type of engine and 
carburetor desired, A four- or six- 
cylinder engine requires a one-bar- 
rel carburetor; an ordinary V-8 
calls for a two-throated carburetor, 
while a high-performance V-8 nec- 
essitates a four-barrel unit. 

Incidentally, Holley’s carbure- 
tor business has been on the up- 
grade recently because of the 
surge in popularity of the six- 
cylinder engine. 

Some of the auto companies 
began producing the two- and four- 
barrel models during the horse- 
power race, leaving the one-barrel 
earbs for outside suppliers. How- 
ever, Ford is expected to begin pro- 
ducing at least a part of its single- 


Holley’s Carburetor Lab— 


Marion F. Smitley, left, assistant chief engineer of Holley Carburetor Co., checks 
over test data with an engineer at Holley's laboratory in Warren, Mich, 
* * 


barrel carburetors in the near fu- 
ture. 
* * * 

How It’s Done 

MITLEY used the new carbure- 

tor, the “1909,” on the 1962 Fal- 

con and Comet to show how a car- 
buretor is developed. 

He explained: “It was decided 
that we needed a new, smaller car- 


buretor, that would be less costly 
to make, less complicated and 
slightly lower in height. 

“After our engineers came up 
with a design, we had to get the 
power out of it. Then, we had to 
get the driving characteristics to 
Satisfy the engine maker.” 

He said there is often some dis- 
pute at this time as to whether 
certain poor characteristics are 
caused by the carburetor or the 
manifolding. The problems are all 
part of the induction system, al- 
though it becomes a little confus- 
ing as to which part is causing the 
trouble, the carburetor people are 
expected generally to make the car- 
buretion system function correctly. 

OK * * 

soe driving characteristics 

needed are economy, accelera- 
tion ability (both on the straight- 
away and in a turn), angularity 
(ability to climb a steep hill with- 
out flooding), good cold and hot 
starting and the ability to transfer 
smoothly from idle to cruising 
speed. 


of the most troublesome for car- 
buretor and engine builders. This 
is the situation in which a thor- 
oughly warmed-up engine is 
stopped and an attempt is made 

to start it a few minutes later. 
There is no standard procedure 
for checking cold-starting ability, 
although it’s generally believed that 
the most critical times are eight, 
10 and 20 minutes after a hot en- 
gine has stopped. 
* * 


* 
The Ice Cream Stall 


CLASSIC tale in this business 
concerns the woman whose car 
always refused to start when she 
stopped for butterpecan ice cream 
at a certain drug store, but per- 
formed perfectly whenever she pur- 
chased any other type of ice cream. 

An investigation revealed that 
this was the only ice cream that 
was not pre-packaged. It took 
the store attendant about 10 min- 
utes to pack the butterpecan ice 
cream and her car was allergic 
to 10-minute hot starts. 

To test a curburetor’s angularity, 
it is installed on a vehicle and driv- 
en up a 30-degree slope in the case 
of a passenger car and a 60-degree 
slope for a military vehicle. This 
test is often done at Holley’s “back- 
yard” proving ground in Warren, 
Mich. 

If a carburetor’s economy is in- 
adequate, the engineers first make 
sure it’s producing the proper gas- 
air mixture, then they check for 
leaks. The next move is to check 
for rolling friction in the car’s 
chassis or oil. Sometimes poor econ- 
omy is caused by a too-stiff trans- 
mission, particularly in cold 
weather. 

* * * 

A SKED about the long-range 

™ chances of improving fuel econ- 
omy, Smitley said, “The only way 
of achieving this is to reduce roll- 
ing friction, go to lighter-weight 
automobiles or get perfect distribu- 
tion of the air-oi] mixture in the 
manifold. We haven’t succeeded in 
getting this perfect distribution, 
yet.” 

Another problem for the car- 
buretor developer is the “clutch 
hole”—the lag that occurs on @ 
manual-shift car when the clutch 
is abruptly let out and gas is ap- 
plied. The severity of this “hole” 
is determined by how well the 
fuel and air begin to flow. 

Holley has 10 experimental cars 
driven constantly by executives and 
engineers to check carburetor per- 
formance. 


The hot-starting problem is one 


s 
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Progress in Corrosion Resistance, Weight Reduction 
I a  ptreereneste anneal ea Sy ONeS SSS 


Steel Widens Its Auto Appeal 


annealed steel to increase greatly ~ 


ECENT steel industry progress 

in improving corrosion resist- 
ance and reducing weight of high- 
strength metal has attracted a 
good deal of attention from auto- 
makers. 

Steel industry market research- 
ers expect 1962 shipments to the 
auto industry to reach 15 to 15.5 
million tons, a total second only 
to the record 1955 mark. In 1960, 
steel plants shipped 14.6 million 
tons to automakers and this year’s 
shipments are expected to total be- 
tween 12.5 and 13 million tons. 

An open-coil process for giv- 
ing low-cost sheet metal the heat 
and corrosion-resisting properties 
of stainless steel promises to 
open new automotive markets. 

Ford Motor Co. is using stainless 

steel mufflers on most of its 1962 
dual-exhaust models, the first time 
such equipment has been used on 
a major portion of an American 
car production line. 

Steel industry sources say the 
muffler steel is many times more 
corrosion-resistant than metals 
previously used in auto exhaust 
systems. 

* cs * 
- yemgged say the new muffler steel 
is unusually ductile, easy to 
weld and resists temperatures up 
to 1,500 degrees. High-speed turn- 
pike driving produces muffler tem- 
peratures of around 1,100 degrees. 

The open-coil process, developed 
for rapid and uniform annealing 
of coiled steel and to remove Car- 
bon and nitrogen from coiled stock, 
has been teamed with a new proc- 
ess called ‘“Alphatizing” to produce 
the stainless steel. 

Alphatizing, a process for dif- 
fusing chromium in the coiled 
steel, derives its name from the 
fact that chromium in iron stabil- 
izes the “alpha,” or room temper- 
ature crystalline form of iron. 

In the new process, a nylon 

spacer is used to keep the proper 
amount of space between individual 
wraps of the steel coil. High-speed 
fans circulate chromium-containing 
gases up the outside of the coil 
and down through the opened 
wraps. The deposited chromium 
diffuses into the steel base to cre- 
ate an alloy, not a coating. 

The metal has been used for 
truck mufflers and reportedly has 
held up over 500,000 miles. 

ok ok * 
ITH the increased use of unit- 
ized bodies by automakers, 
which demands greater protection 
for critical structural members, the 
use of galvanized sheet steel has 
greatly increased. 

The auto industry has studied 
several methods of protecting the 
underside of car bodies, an area 
highly susceptible to corrosion, 
particularly with the increased use 
of salt and chemicals on roads to 
control ice and snow. 

Studies showed that galvanized 
Steel had many advantages, in- 
cluding superior corrosion resist- 
ance, relatively low cost, high 
durability, and ease of fabrica- 
tion. 

The steel industry’s shipments of 
2,455,841 tons of galvanized sheet 





Stainless Steel Muffler— 


Nancy Bargelt inspects a corrosion- 
resistant stainless steel muffler of the type 
Ford Motor Co. is using on most of its 
1962 cars having dual-exhaust systems. 





in the first three quarters of this 
year were second only to last year’s 
2,483,713 tons for the first nine 
months. 

Some auto producers are using 
Sheets which are coated only on 
the side to be exposed. One com- 
pany is studying the use of gal- 
vanized sheets for rocker panels. 

* * * 
Qtam, companies expect the auto 
industry’s demand for bright 


Race Elected to Head 


Dealers in Marion, O. 


MARION, O.—Theodore H. Race, 
president of Race Motor Sales, Inc., 
has been elected president of the 
Marion Automobile Dealers Assn. 
Other officers are: 

Gene Martin, East Side Motor 
Sales, vice-president; Russell I. 
Key, Key’s Auto Sales, director, and 
Kichard Haines, assistant secretary 
of the Chamber of Commerce, sec- 
retary-treasurer. 


in 1962. New alloy developments ~ 


using molybdenum and copper have 
increased the corrosion resistance 
of bright annealed. 

Now used for hubcaps, side panel 
trim, rocker panels and grille, win- 
dow and headlight trim, Chrysler 
Corp. will specify bright annealed 
on all stainless applications start- 
ing April 1. General Motors Corp. 
reportedly will do the same shortly 
thereafter. 

To meet the increasing compe- 
tition from aluminum as auto- 
makers strive to cut weight, ex- 
periments in which colombium 
has been added to steel have re- 
sulted in a lower-cost, lower- 
weight, higher-strength metal. 

The colombium-treated steel is 
easily welded and has good forma- 
bility and toughness. 

The conventional use of carbon 
and manganese to impart strength 
reaches a limit at which the steel 


45 





Steel Goes to the Auto Show— 


Automobile parts made of steel produced by Bethlehem Steel Co. were exhibited 
in one of the firm's displays at the Eastpoint Auto Show in Baltimore. The show, geared 


becomes brittle and difficult to to the theme “We Sell Steel” and emphasizing the use of the metal in autos, drew an 


weld. 


estimated 185,000 people to the Eastpoint Shopping Center. 








Sell NASHUA’ Mobilehomes and 
Watch Your Profits Grow! 


Here’s an easy route to extra sales and extra 
profit. Add Nashua mobilehomes to your line 
and cash in on one of the fastest growing mar- 
kets in America today. Hundreds of automobile 
dealers in all parts of the country have found 
that mobilehomes fit ideally into their operation. 





Many, in fact, now sell mobilehomes exclusively. 
We urge you to fill out and mail the coupon 
below today. No obligation, of course, and it 
could result in many, many extra dollars profit 
for you in 62... and the years that follow. 


Many persons are completely unaware of the spa- 
ciousness and graciousness to be found in the modern 
mobilehome of today. You’ll find a Nashua mobile- 
home on your sales lot will attract an unusual 
amount of public attention, help build traffic on 
your lot. 


Please send me complete details on Nashua 
mobilehomes. 


Name........ 
Company......... 


Street.......... 








610 EAST 76 STREET, 
KANSAS CITY, 


NORTH, 
MISSOURI 














Se 





PONTIAC MOTOR DIVISION » GENERAL MOTORS CORPORATION 
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By Reynolds Executive... 
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Peak Aluminum Use 
Seen for 1962 Autos 


ETROIT.—An alltime record of 

440 million pounds of alumi- 
num, a gain of 29.4 percent, will go 
into 1962 cars, an aluminum execu- 
tive predicted. 

John E. Blomquist, vice-presi- 
dent of Reynolds Aluminum Sales 
Co., said preliminary reports of 
an industrywide survey indicate 
that every day of new model pro- 
duction will require an addition- 
al half-million pounds for a total 
of 100 million pounds more than 
used last year. The aluminum 
used in cars in 1960 was reported 
at 327 million pounds. 

“Though this represents the 14th 
consecutive annual increase for 
aluminum in autos and is based 
on the auto industry’s consensus 
of a 6.8-million-car year, excluding 
400,000 imports,” he said, “more im- 
portant is the pattern of penetra- 


A great advancement in automotive wheel and brake design is the integral 
cast aluminum hub and drum by Kelsey-Hayes. Braking surface is provided 
by a special iron liner metallurgically bonded in place. Hub and drum, cast 
as an integral unit, provides for rapid dissipation of heat. Exposed to the 
air-stream through the specially designed steel wheel, its ribbed aluminum 





tion and permanence of progress 
revealed. 

“The gain is a composite of new 
applications of aluminum in trim, 
an overall increase in aluminum 
engine production and a continuing 
conversion of functional compo- 
nents from grey iron to aluminum. 

* * + 
eae processes of improve- 
ment can only be expected to 
multiply as the auto makers bear 
down harder every year to rid their 
products of costly weight and ex- 
pensive rust.” 

Revealing a drop in average do- 
mestic passenger car curb weight 
from 4,300 pounds in 1959 to last 
year’s average of 3,850 pounds, he 
added, “almost every manufacturer 
is realizing weight savings in 1962 
models along with subsequent im- 
provements in performance. 

“These achievements are delib- 





erate and result in part from au- 
tomotive engineering and design 
utilizing the weight analysis 
groups which every producer now 
has examining key stages in the 
manufacturing process. 

“This perfect climate for the con- 
tinued growth of aluminum is en- 
hanced by three major and immi- 
nent technological advances.” 

ok * * 


HESE he listed as: 

1, Casting machines which 
dwarf today’s capacities and are 
now being evaluated by automotive 
manufacturers. 

2. New aluminum fabricating 
techniques two to three times more 
efficient, which are now being in- 
stituted in the auto industry. 

3. Development programs near- 
ing completion for aluminum 
wheels, radiators and intake 
manifolds. 

Of the latter, he said, at least two 
makes of cars will have aluminum 
wheels as optional equipment in 
1963, with four and possibly five 
having such wheels in production 
in 1964. 

Adding up these major factors, 
he said, “provides the basis for our 
conviction that aluminum for auto- 
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structure affords maximum cooling for uniform, fade-free brake performance 
and greatly extended lining life. Kelsey-Hayes Company, Romulus, Michigan. 








motive requirements will exceed a 
billion pounds per year in 1965.” 
+ * * 

ECALLING that less than seven 

years ago body trim was virtu- 
ally a monopoly of stainless steel 
and zinc, Blomquist said aluminum 
is rapidly replacing them in some 
major volume lines now in produc- 
tion. 

“Currently three of the largest 
selling cars in America, Chevrolet, 
Ford, and Pontiac are making the 
most dramatic use of aluminum 
body moldings in automobile his- 
tory,” he said. 

“For the first time, Pontiac is 
featuring aluminum body side 
molding in most of its production. 
The Ford Galaxie carries a belt 





Chicago Ford Dealers 


Elect Wright President 


CHICAGO —tThe Metropolitan 
Chicago Ford Dealers Assn. elected 
J. A. Wright, J. J. Wright Motor 
Co., as president for 1962. 

Other officers include: Vice-presi- 
dent, R. E. Schumacker, Schu- 
macker Ford, Evanston; secretary; 
J. J. Murphy jr.. Murphy Motors, 
Inc., Cicero, and treasurer, W, D. 
Fergus, Fergus Ford, Inc., Skokie. 
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line molding 15 feet long, three 
inches wide and weighing 22 
pounds per side or 4.4 pounds 
per car which formerly would 
have required 7% pounds of 
stainless steel. 

“Chevrolet’s Impala is com; letely 
aluminum in its front, side and rear 
decorative trim, with the ex< Ption 
of window molding and some orna- 
mentation.” 

* * a 
H® DESCRIBED the Impala as 
the most complete demonstrg- 
tion of aluminum’s design freedom 
and versatility in manufacturing 
methods. 

He listed more than seven alloys 
and five different manufacturing 
techniques as well as different fin- 
ishes in Impala trim items, 

“Chevrolet’s aluminum rocker 

panel trim which runs the full 
length of the body is a precedent 
for rust-critical areas,” he said, 

Citing grilles as another example 
of aluminum progress, Blomquist 
said, “with one exception, stainless 
steel has disappeared for this use 
on 1962 models.” Of the 33 different 
grilles, 24 are aluminum, eight are 
zinc, and one is stainless steel. 

In addition, he said, “extensive 
use of body appliques throughout 
the industry is highlighted in the 
Oldsmobile Starfire with its distinc- 
tive eight-inch wide band of brush- 
textured anodized aluminum ex- 
tending nearly 18 feet from front 
to rear.” 

* * * 
E POINTED out that automo- 
tive ads and sales promotion 
for this year’s models, with few 
exceptions, are emphasizing the 
dropping of useless weight. 

“Some of the weight savings,” he 
said, “came from reduced overall 
dimensions, better design, and im- 
portantly from aluminum applica- 
tion. In some instances the weight 
savings achieved in previous years 
by the conversion from ferrous 
metals to aluminum have been en- 
hanced by further redesign of alu- 
minum parts made possible by the 
ease of fabricating the light metal.” 

Among these, he cited new 

transmissions for Chrysler which 
emerged 60 pounds lighter than 
last year and similar achieve- 
ments at Ford, General Motors 
and American Motors. 

Other components he noted were 
aluminum housings for alternators, 
carburetors, starters, and manual 
steering, all incorporated with ap- 
preciable weight savings in new 
Chrysler models. 

“Of significance,” he said, “is the 
increasing acceptance of the six 
aluminum engines produced last 
year and the overall production 
hike projected for these engines 
this year. Indicative is Chrysler’s 
announced 50,000 unit increase in 
production of aluminum engines for 
its compact cars.” 

* * ok 

MPHASIZING that more than 

750,000 aluminum engines have 
been in successful operation in cus- 
tomer’s hands across the country 
during the last two years with a 
trouble-free record second to no 
other new engine regardless of its 
composition, he said, “the next few 
years will see an even more exten- 
sive spread of aluminum engines 
throughout the industry.” 

Recognizing that it is difficult to 
measure an aluminum engine’s in- 
creased value to a new-car buyer, 
he called it remarkable that today 
a Valiant customer can have his 
choice of a 101-horsepower iron en- 
gine or a 145-horsepower aluminum 
engine for a difference of $38.67. 

“To be able to save 45 pounds 

in front-end weight and to buy 
44 additional horsepower at less 
than $1 per horsepower is a bar- 
gain unique in automotive his- 
tory,” he said, 

He called the high compression 
ratios of Buick’s aluminum en- 


| gines and the performance report- 


|ed by Oldsmobile for its Turbo- 
Rocket aluminum V-8 engine bench 
marks for the future of higher per- 


formance aluminum engines in 
varying numbers of cylinders and 


design. 

“These underline,” he said, “the 
most intensive interest in engine 
development programs We have 
witnessed including that preceding 
the introduction of the first pas- 
senger-car aluminum engines 

Bugs in Denver 

DENVER.—Central Cushman 
Sales, 1919 Federal Blvd., has been 
named authorized dealer for the 


Crofton Bug. 
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Dimensions Engine Capaci Drive Unit Chassis 
Make 3 ilgy a 2 = é5 = - = 2 s g § g z ~ 
and p | afta ¢ | 2] 2 gee 2] i | as. |f2 | e838 | G18 4l ee a) oe 
Model ia | ef |abe 283] #2 | 22 | 23 Gi 3| 3] eg) isk [22 | 58es ii #38 ai a |ége| + | of es 
gé | Be /E5 We" es | BF | ce em) Ee | HF) ge) ge* [28 | ge" 192/328] 38 g |ch<| & | 58 is 
BUICK | | | | | | | = | | bio | | coe as | | | | . | 
Special V-6 | 112.1 | 2789 | 33.8 | 44.4 |188.4 | 71.3 | 52.8 | 6.4 | 56.0 | 56.0 |90° V-6 | 8.8 |135 @ 4600| 198 |205 @ 2400| 16 |10.5 | 3.36 |6.50 x 13|123.77| l (38.1 
~ Special V-8* | 112.1 | 2754 | 33.8 | 44.1 |188.4.| 71.3 | 52.8 | 6.4 | 56.0 | 56.0 |90° V-8 | 9.0 |155 @ 4600| 215 |220 @ 2400| 16 |12 | 3.36 |6.50 x 13|123.77| | |38.1 
Skylark 112.1 | 2791 | 33.5 | 44.3 |1884 | 71.3 | 52.1 | 6.4 | 56.0 | 56.0 |90° V-8 11.0 |190 @ 4800| 215 |235 @ 3000| 16 |12 | 3.36 |6.50x 13|123.77| l 38.1 
—TeSabre* | 123.0 | 4247 | 34.5 | 44.5 [214.1 | 78.0 | 56.3 | 7.45| 62.0 | 61.0 |90° V-8 |10.25|280 @ 4400| 401 |424 @ 2400| 20 |17 | 2.78 |7.60x15|156.9| O | O (45.9 
Invicta 123.0 | 4271 | 34.5 | 44.5 |214.1 | 78.0 | 56.3 | 7.45| 62.0 | 61.0 |90° V-8 |10.25|325 @ 4400| 401 |445 @ 2800| 20 |17 | 3.23 |7.60x15|1569| O | O {45.9 
~ Electra 225 126.0 | 4506 | 34.4 | 44.5 |220.1 | 78.0 | 57.0 | 7.72 62.0 | 61.0 |90° V-8 |10.25|325 @ 4400| 401 |445 @ 2800| 20 |17 | 3.23 |8.00x15/1569| S | S [47.6 
CADILLAC | | | | | | | | | es | | i eae | | | | | 
62 Sedan 129.5 | 4789 | 34.3 | 45.6 |222 | 79.9 | 563 |5.3| 61 | 61 (90° V-8 10.5 |325 @ 4800| 390 |430 @ 3100| 26 |19.25| 2.94 |8.00x15/2218| S | 43.0 
$0 Fleetwood | 129.5 | 4909 | 34.5 | 45.6 [222 | 79.9 | 566|5.3| 61 | 61 (90° V-8 [10.5 |325 @ 4800| 390 |430 @ 3100| 26 |19.25| 2.94 |8.00x15/2218| S | S [43.0 
75 Fleetwood | 149.8 | 5527 | 35.9 | 44.3 [242.3 | 80.6 | 59.1 |62]| 61 | 61 |90° V-8 10.5 |325 @ 4800| 390 |430 @ 3100| 26 |20.75| 3.36 |8.20x15|233.72} S| |48.0 
CHEVROLET | | | | | | | | | | | | | | | | | | | | | | 
Corvair 500, 700, 900 6* 108 | 2495 | 33.5 | 44.0 |180,0 | 67.0 | 51.5 | 6.0 | 54.5 | 54.5 |Horz.6ohv | 8.0 | 80 @ 4400| 145 |128 @ 2300| 14 | ** | 3.27 |6.50x13)126.1 | N.A. | N.A. |40.0 
Chevy II 100, 300 4 110 | 2570 | 35.0 | 43.5 |183.0 | 70.8 | 55.0 | 6.0 | 56.8 | 56.3 |4 ohv | 85 | 90 @ 4000| 153 |152 @ 2400| 16.0| 8.5 | 3.08 |6.00x 13|144.96| O | 39.5 
Chevy II 100, 300, 400 6 110 | 2665 | 35.0 | 43.5 [183.0 | 70.8 | 55.0 | 6.0 | 56.8 | 56.3 |6 ohv | 8.5 |120 @ 4400| 194 |177 @ 2400| 16.0]11.5 | 3.08 |6.00x13/144.96) O | O (395 
Bis., B-A, Imp. 6 119 | 3630 | 34.5 | 45 |209.6 | 79.0 | 55.5 | 7.5 | 60.3 | 59.3 |6ohv | 8.25|135 @ 4000| 235 |217 @ 2400| 20 |17.0 | 3.36 |7.50x14|185.6 | O | (44.1 
Bis., B-A, Imp. V-8* | 119 | 3635 | 34.5 | 45 (209.6 | 79.0 | 55.5 | 7.5 | 60.3 | 59.3 [90° V-8ohv | 8.5 |170 @ 4200| 283 |275 @ 2200| 20 17.5 j 3.36 |7.50x 14/1856 | O | O (44.1 
Corvette V-8* | 102 | 3060 | 35.8 | 46.5 |176.7 | 70.4 | 52.9 | 7.7 | 57.0 | 59.0 [90° V-8ohv [10.5 |250 @ 4400| 327 |350 @ 2800| 16.4|17.5 | 3.36 |6.70x 15|157.0 | N.A. | N.A. |38.5 
CHRYSLER | | | | | | | | | ct | | be ad | | | | | 
Newport | 122 | 3930 | 33.3 | 45.8 [214.9 | 79.4 | 55.2 | 7.1 | 60.9 | 59.7 |V-8ohv | 9.0 |265 @ 4400, 361 |380 @ 2400| 23 |16 | 323 |8.00x14\230 | O | (44.0 
300* | 122 | 4020 | 33.3 | 45.8 [214.9 | 79.4 | 55.2 | 7.1 | 60.9 | 59.7 |V-8ohv [10.0 [305 @ 4600| 383 |410 @ 2400| 23 [16 | 323 |800x14\251 | O | O (44.0 
New Yorker | 126 | 4165 | 33.3 | 45.8 |219.3 | 79.4 | 55.4 | 7.4 | 60.9 | 59.7 |V-8ohv [10.1 [340 @ 4600| 413 |470 @ 2800| 23 |16 | 2.93 |850x14\251 | S | 46.6 
DODGE | | | | | | cea | | = | | hea oa | | | | 
Lancer, 170, 770 6* | 106.5 | 2535 | 33.6 | 42.8 [188.8 | 72.3 | 53.4 | 6.8 | 55.9 | 55.6 (30° Incl. 6 ohv | 8.2 |101 @ 4400| 170 |155 @ 2400] 14 |11 | 3.55 |650x13|1535| O | |36.4 
Lancer GT 6* | 106.5 | 2595 | 34.3 | 42.2 |188.8 | 72.3 | 53.4 | 6.8 | 55.9 | 55.6 |30° Incl. 6 ohv | 8.2 |101 @ 4400| 170 [155 @ 2400| 14 |11 | 3.55 |6.50x13|1535| O | 36.4 
Dart, 330, 440 6 | 116 | 3010 | 33.6 | 46.0 |202 | 76.5 | 53.7 | 6.6 | 59.4 | 57.5 |30° Incl. 6 ohv | 8.2 |145 @ 4000| 225 |215 @ 2800| 20 [12 | 3.31 |6.50x14|/195.2| O | 40.3 
Dart, 330, 440 V-8* | 116 | 3155 | 33.6 | 46.0 |202 | 76.5 | 54.0 | 6.4 | 59.4 | 57.5 [90° V-8ohv _| 9.0 |230 @ 4400| 318 |340 @ 2800| 20 |20 | 3.23 |7.00x14/1952| O | O (403 
Polara 500 V-8 | 116 | 3300 | 34.6 | 45.9 |202 | 76.5 | 54.0 | 6.4 | 59.4 | 57.5 [90° V-8ohv __| 9.0 |305 @ 4800| 361 |395 @ 3000| 20 |16 | 3.23 |7.50x14/1952| O | O {403 
FORD | | | | | | | eS | | ca | | Be i ae | | | | | 
Falcon 6* | 109.5 | 2405 | 34.2 | 43.4 {181.1 | 70.6 | 54.5 | 6.9 | 55.0 | 54.5 |Incl.6ohv _| 8.7 | 85 @ 4200| 144 |138 @ 2000| 14 | 8.7 | 3.10 |6.00x 13|114.3 | N.A. | N.A. [38.3 
Fairlane & 500 6 | 115.5 | 2904 | 34.3 | 45.2 |197.0 | 71.3 | 55.5 | 6.5 | 57.0 | 56.0 6 Inl. ohv | 8.7 |101 @ 4400] 170 |156 @ 2400| 16 | 8.5 | 3.50 |6.50x13/1205| O | O (39.5 
Fairlane & 500 8 | 115.5 | 2921 | 34.3 | 45.2 (197.0 | 71.3 | 55.5 | 6.5 | 57.0 | 56.0 [90° V-8ohv _| 8.7 |145 @ 4400| 221 (216 @ 2200| 16 [13.5 | 3.50 |7.00x13|1205| O | O (395 
Galaxie 6 | 119.0 | 3851 | 33.6 | 44.3 |209.3 | 79.2 | 54.8 | 6.9 | 61.0 | 60.0 [Incl.6ohv _| 8.4 |138 @ 4200| 223 |203 @ 2200| 20 |15 | 3.56 |7.50x14/1800| O | O (436 
Galaxie 8* | 119.0 | 3851 | 33.6 | 44.3 |209.3 | 79.2 | 54.8 | 6.9 | 61.0 | 60.0 |90° V-8 | 8.8 |170 @ 4200| 292 |279 @ 2200| 20 |19 | 3.56 |7.50x14/180.0| O | O |436 
Thunderbird | 113.0 | 4292 | 34.8 | 44.9 |205.0 | 76.0 | 52.5 | 7.3 | 61.0 | 60.0 |90° V-8 | 9.6 |300 @ 4600| 390 |427 @ 2800] 20 |19.5 | 3.00 |8.00x14/198 | S | S |402 
IMPERIAL | | | | | | | | Poon | | pes oe | | | | | 
Custom | 129 | 4805 | 34.4 | 47.0 [227.1 | 81.7 | 56.8 | 8.2 | 61.7 | 62.2 |V-8 ohv 10.1 |340 @ 4600| 413 |470 @ 2800| 23 |16 | 2.93 |820x15\251 | S | S (482 
Crown | 129 | 4910 | 34.4 | 46.9 [227.1 | 81.7 | 56.8 | 8.2 | 61.7 | 62.2 |V-8 ohv 10.1 |340 @ 4600| 413 |470 @ 2800| 23 |16 | 2.93 |820x15\251 | S | S |482. 
LeBaron | 129 | 4910 | 34.4 | 46.9 |227.1 | 81.7 | 56.8 | 8.2 | 61.7 | 62.2 |V-8ohv 10.1 |340 @ 4600] 413 |470 @ 2800| 23 |16 | 2.93 |820x15\251 | S | S |482 
LINCOLN-CONTINENTAL | 123 | 5132 | 33.8 | 44.8 [213 | 78.6 | 53.7 | 7.5 | 62.1 | 61.0 [90° V-8ohv [10.0 |300 @ 4100| 430 |465 @ 2000| 21 |22 | 2.87 |9.00x14/227 | S | S {45.7 
MERCURY | | ee | | | | see oe | | | | | 
Comet, Custom 6* 114 | 2577 | 34.2 | 43.4 [194.8 | 70.4 | 54.5 | 6.9 | 55.0 | 54.5 [6 cyl. ohv 8.7 | 85 @ 4200| 144 [134 @ 2000| 14 | 8.7 | 3.50 |6.00x 13/114.3 | N.A. | N.A. (39.9 
Meteor, Custom 6 | 116.5 | 3023 | 34.3 | 45.2 |203.8 | 71.3 | 55.8 | 6.8 | 57.0 | 56.0. 8.7 |101 @ 4400| 170 |156 @ 2400| 16 | 85 | 3.50 |650x141165 | O | O (39.5 
Meteor, Custom 8 116.5 | 3181 | 34.3 | 45.2 [203.8 | 71.3 | 55.8 | 6.8 | 57.0 | 56.0 |90° V-8ohv | 8.7 [145 @ 4400| 221 |216 @ 2200) 16 | 8.5 | 3.25 |6.50x14/165 | O | O (395 
Monterey 6 120 | 3408 | 33.6 | 44.3 |215.5 | 79.5 | 54.9 | 6.9 | 61.0 | 60.0 |6cyl. ohv | 8.4 |138 @ 4200| 223 |203 @ 2200] 20 |15 | 3.56 |7.50x14\1890 | O | O (416 
Monterey 8* 120 | 4010 | 33.6 | 44.3 |215.5 | 79.5 | 54.9 | 6.9 | 61.0 | 60.0 |90° V-8ohv | 88 |170 @ 4200| 292 |279 @ 2200| 20 |19 | 3.56 |7.50x14/180 | O | O (41.6 
OLDSMOBILE | | | | | | | | Pe | | Pe ee | | | | | 
F-85* 112 | 2727 | 34.0 | 43.9 |188.2 | 71.6 | 52.7|65|56 | 56 |V-8o0hv 8.75|155 @ 4800| 215 |210 @ 3200| 16 |12.5 | 3.08 |6.50x13|127 | N.A.| O [37.0 
Dynamic &8* 123 | 4195 | 34.6 | 44.4 |213.9 | 77.9 | 55.8 | 6.5 | 61 | 61 |V-8ohv 10.25|280 @ 4400| 394 |430 @ 2400) 20 |20.25| 3.23 |8.00x14|1568| O | O (45.7 
Super 88 123 | 4221 | 33.9 | 44.1 |213.9 | 77.9 | 558|65|61 | 61 |V-8o0hv 10.25|335 @ 4600| 394 |440 @ 2800| 20 |20.25| 3.23 |8.00x14/156.8| O | O |466 
98 126 | 4425 | 34.3 | 44.2 |220 | 77.9 | 566|68| 61 | 61 |V-8o0hv 10.25|335 @ 4600| 394 |440 @ 2800| 20 |20.25| 3.08 |8.50x14|1568| S | S (468 
Starfire 123 | 4350 | 38.0 | 44.4 [213.9 | 77.9 | 54.7| 65 | 61 | 61 |V-8o0hv |10.5 |345 @ 4600| 394 |440 @ 2800| 20 |20.25| 3.42 |8.00x14/1568| S | S |466 
PLYMOUTH | | | | | | Bee | | | | | | | 
Valiant V100 & V200 6* 106.5 |N.A.| 33.6 | 42.8 |189.2 | 70.4 | 53.4 | 6.4 | 55.9 | 55.6 |30° Incl. 6 ohv | 8.2 |101 @ 4400| 170 |155 @ 2400| 14 |11 | 3.55 |6.50x13|1535| O | O (364 
Savoy, Bel., Fury 6 116 |N.A.| 33.6 | 46.0 |202.0 | 75.4 | 53.7 | 6.6 | 59.4 | 57.5 [30° Incl. 6 ohv | 8.2 |145 @ 4000| 225 |215 @ 2800| 20 |12 | 3.31 |6.50x14|1952| O | O (403 
Savoy, Bel., Fury 8* 116 |N.A.| 33.6 | 46.0 [202.0 | 75.4 | 54.0 | 6.4 | 59.4 | 57.5 |V-8ohv | 9.0 |230 @ 4400| 318 [340 @ 2400| 20 (20 | 3.23 |7.00x14|195.2| O | O (403 
PONTIAC | | | | | | , he Pres | | | | 
Tempest* 112 | 2930 | 34.0 | 44.1 [189.3 | 72.2 | 53.6 | 6.0 | 56.8 | 56.8 |45° Incl. 4 ohv | 8.6 [110 @ 3800| 194.5/190 @ 2000| 16 {12.6 | 3.31 |6.00x 15/1089 | N.A.| O (37.7 
Catalina* | 120 | 3950 | 34.5 | 45.3 |211.6 | 78.6 | 55.9 | 6.2 | 62.5 | 62.5 |90° V-8 | 8.6 |215 @ 3600| 389 [390 @ 2000| 25 |19.5 | 3.23 |8.00x14|173.7| O | O (428 
~ Star Chief* | 128 | 4060 | 34.5 | 45.3 |218.6 | 78.6 | 55.9 | 6.2 | 62.5 | 62.5 |90° V-8 | 8.6 |215 @ 3600| 389 |390 @ 2000| 25 |19.5 | 3.23 |8.00x14/173.7| O | O (437 
_ Bonneville* | 123 | 4190 | 34.5 | 45.3 |218.6 | 78.6 | 55.9 | 6.2 | 62.5 | 62.5 |90° V-8 | 8.6 |235 @ 3600| 389 |402 @ 2000| 25 |19.5 | 3.23 |8.00x 14/1737 | O | O [43.7 
~ Grand Prix* 120 | 4020 | 33.8 | 44.5 [211.6 | 78.6 | 54.5 | 6.2 | 62.5 | 62.5 |90° V-8 |10.25|303 @ 4600| 389 |425 @ 2800| 25 |19.5 | 3.42 |8.00x14|1737| O | O (428 
cco deere esdenaneriinccmntethapttitncs hada euemana inte agd oeaelgmnde cha; iein- acon auiheapest dipeicasth diated <aniastiaies adie a ace chads cieae tick aaa emanemeaataidiaieeiniassiacenmsttaiaaiaiag na neato sk 
RAMBLER | | | | | | | ae | | | | | | | | 
American Del. & Custom 6* | 100 | 2588|35 | 44 [1731 | 70 | 561 | 7.4 | 546|55 (|Incl.6L | 8.0 | 90 @ 3800| 195.6|160 @ 1600| 20 |11 | 3.31 |6.00x15|1395| O | O (36 
_ American “400” 6 100 | 2666 | 35 | 44 (1731 | 70 | 561 | 7.4 | 54.6 | 55 |Incl6ohv | 87 |125 @ 4200| 195.6180 @ 1600| 20 |10 | 2.87 |6.00x15|/1395| O | O (36 
_Classic 6* 108 | 2993 | 36 | 43.6 [190 | 72.4 | 57.5 | 7.9| 581 | 58 |Incl.6ohv | 8.7 |127 @ 4200| 195.6180 @ 1600| 20 |10 | 3.78 |6.50x15|1537| O | O {37.5 
‘Ambassador V-8* 108 | 3361 | 36 | 43.6 |190 | 72.4 | 57.6 | 7.3 | 58.6 | 59.1 [90° V-8ohv | 8.7 |250 @ 4700| 327 |340 @ 2600| 20 |18 | 3.54 |7.50x14/1674| O | O (37.6 
STUDEBAKER | | | | | | | | hed | | | 
_ Lark Deluxe & Reg. 6 109 | 2795 | 36.0 | 44.25|184 | 71.3 | 55.75] 7.7 | 57.4 | 56.6 [Incl.6ohv _| 8.0 112 @ 4500| 169.6|154 @ 2000 18 |11 | 3.73 |6.00x15|1464| O | O [87.6 
_ Lark Deluxe & Reg. V-8* 109 | 3065 | 36.0 | 44.25|184 | 71.3 | 55.75| 8.0 | 57.4 | 56.6 |V-8ohv | 8.25|180 @ 4500| 259.2|260 @ 2800| 18 |17 | 3.07 |6.50x15/1728| O | O (37.6 
_ Lark Cruiser V-8* 113 | 3170 | 36.0 | 44.25|188 | 71.3 | 55.75| 8.0 | 57.4 | 56.6 |V-8 ohv | 8.25|180 @ 4500| 259.2|260 @ 2800| 18 |17 | 3.31 |6.50x15/1728| O | O (39 
_ Hawk V-8* 120.5 | 3370 | 34.5 | 44.25|204 | 71.3 | 55.5 | 8.0 | 57.4 | 56.6 |V-8ohv | 8.25|210 @ 4500| 289 |300 @ 2800| 18 |17 | 3.31 |6.70x15|1728| O | O (41 





























NOTE: Under power brakes and power steering, ‘‘O” refers to optional and “‘S’” to standard equipment. NA means Not Available. *Other engine options available. **Corvair engine is air-cooled. 
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New Lines Add Excitement to Auto Year 


Model Sensei Opens 
With Strong Sales 


By John K. Teaben Jr. 
Associate Editor 


ya basic transportation to the ultimate in luxury, the 279 

models offered by domestic auto makers for 62 are designed to 
serve both the needs and the wants of every person who has a yen 
for a new car. 

No class of buyers has been neglected, There are more compact 
models and nameplates than ever before, plus a tempting selection 
of standard-sized autos and some cars aimed in between. 

They are powered by four-, six- and eight-cylinder engines, 
and the optional-equipment list stretches from air conditioners 
to windshield washers. The buyer can practically custom-build 
his car, if he so desires. 

Sales reports indicate that the manufacturers are in step with the 
public this year. There are plenty of buyers—more buyers than cars 
in the case of General Motors and Ford Motor, which were throt- 
tled by labor troubles early in the model run. But the supply lines 
are filling, and an excellent year appears to lie ahead. 

There are new nameplates and new sizes for ’62, giving the mo- 
torist a greater variety than he has known in the past. Chevy II has 

‘ joined Corvair to give Chevrolet two shots at the compact buyer, 
while Ford Fairlane, Mercury Meteor, Plymouth and Dodge ap- 
pear to be exploring an nate Set. 

OMPACT, intermediate or standard, the buyer can have as 

much or as little luxury as he desires. In the compact field, lux- 

ury starts with bucket seats. Buckets were popular last year, and 
their appeal shows no sign of abating. Valiant, Lancer and Lark 
have joined the parade, and Falcon even offers bucket seats in its 
new Squire station wagon. 

Compact convertibles have multiplied for ’62. Last year, only 
Lark and Rambler American had them, Now, Special, Tempest, 
F-85 and Chevy Il are also featuring softtops, and a Corvair con- 
vertible is due in the spring. 

Some of the larger lines are training their sights on the personal- 
ized-car field that Thunderbird has had pretty much to itself up to 
now. Buick, Oldsmobile, Pontiac, Dodge, Chrysler and Studebaker 
Hawk have hardtops and/or convertibles with bucket seats and 
special trim. To meet the increased competition, Thunderbird has 
added a pair of models. 

* * * 
— from Plymouth, Dodge and Studebaker Hawk, ’62 is a 
facelift year for auto stylists. Changes have been limited to 
grilles, rooflines, quarter panels and taillights on most makes, but 
the new models can be readily identified as ’62s. All except Lincoln 
Continental. The all-new ’61 Lincoln was well received, and L-M 
Division declined to tamper with it. 

GM’s standard-sized two-door hardtops have a new roof, while 
Chrysler and Ford Galaxie have shed their tail fins. Rambler Classic 
and Ambassador have fresh rear-end styling, and Imperial’s tail- 
lights are located atop the fenders. 

For the first time, Rambler offers two-door sedans in its Classic 
series. Falcon has added three van-type wagons and a Squire 
wagon with simulated-wood side panels. Chrysler has a new 300 
Series, which replaces last year’s Windsor. 

* * 

HRYSLER CORP. and Chevrolet have new automatic trans- 

missions for their V-8s, and the Oldsmobile-Pontiac Hydra- 

Matic unit has been improved. Rambler has a new automatic for 
sixes and an E-Stick automatic clutch transmission for the American 
line. 

New dual-braking systems are standard equipment on all Cadillac 
and Rambler models. They feature separate braking setups for front 
and rear. 

Ease of maintenance is being promoted by several makes. The 
recommended oil-change interval is 6,000 miles for Ford Motor 

lines and 4,000 miles for most 
others, A number of manufac- 
turers have increased the chas- 
sis-lubrication cycle to 30,000 
miles or more. 

For ’62, U. S. auto makers 
have announced 279 models, 
compared with 260 at the close 
of the ’’61 season. The total con- 
sists of 113 compacts, 41 inter- 
mediates and 125 standards. 
GM has 113 models this year, 
followed by Chrysler Corp., 68; 


* * Ey 








Single-Leaf Springs— 

The industry’s first single-leaf 
Spring for a car was introduced this 
year on the Chevy Il. Besides cutting 
the weight, assembly time and costs 
of spring assembly, this suspension 
eliminates inter-leaf friction. 


Ford Motor, 60; AMC, 27, and 
Studebaker, 11. 

The industry held the line on 
prices for the third consecutive 
year. 


| Newest of the New | 











Mercury Meteor Two-Door Hardtop 





Engineering-W ise per 


Changes by Makes 


oe auto company took a 
slightly different approach 
to engineering changes for 1962. 
Here is a rundown of each car 
and its principal changes: 

* * 


Buick 


NE of the simplest, yet most 
meaningful, changes on the 
62 cars was accomplished by 
Buick in widening the front sec- 
tion of the frame and moving 
the engine forward about four 
inches, thereby lowering the 
transmission hump considerably 
and increasing legroom for the 
middle passenger in the front 
seat. 
Buick also reported that the 


* * 2 





Rambler's E-Stick— 


The new E-Stick transmission, of- 
fered as a Rambler American option, 
is essentially a manual transmission 
in which the clutch is automatically 
operated by changes in the engine’s 
oil pressure. 


forward location of the engine 
places more weight on the front 
wheels, causing the wheels to 
further resist being turned from 
their path by crosswinds. 

* * & 


Buick Special 


NTRODUCING its second 
new engine for the Special 
in two years, Buick brought out 
a somewhat revolutionary iron 
V-6 power plant, capable of 
producing 135 horsepower with 
a displacement of 198 inches 
and a compression ratio of 8.8 
to 1. 

Other new Special engineer- 
ing features include a four- 
speed transmission, positive- 
traction differential and a manu- 
ally-operated convertible top. 

oe ee 


Cadillac 

"Page cena Wied improve- 

ments on the ’62 Cadillac 
included a dual braking system, 
front cornering lights, a four- 
way taillight, shatterproof rear 
view mirror and a considerably 
improved ride. 

Normally, the brake system 
operates as a single unit. But, 
if the hydraulic line fails at 
(Continued on Page 60, Col. 1) 
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* * * 


Extra Values 
For ’62 Goal 
Of Engineers 


Innovations Include 
Dual Brakes, V-6, 
E-Stick, New Spring 


By Joseph M. Callahan 


Engineering Editor 


NGINEERING changes on 
’°62 cars were aimed at re- 
ducing maintenance, improving 
safety, adding to a cat’s sporti- 
ness, lowering the cost of exist- 
ing components or improving 
some part so that it would run 
more smoothly or quietly. 

Noticeably lacking this year 
are any major engineering in- 
novations, such as appeared 
in the last two years on the 
Corvair and the Tempest. 
Needled by the Europeans 
and auto enthusiasts for many 
years about their failure to 
pioneer, the United States 
makers tried it and found that 
the “missionary” work wasn't 
particularly profitable. 

The general feeling now, es- 
pecially at Ford Motor Co,, 
Chrysler Corp. and Studebaker- 
Packard, appears to be that un- 
less an engineering innovation 
does something big for the cus- 
tomer, it’s not too desirable. 

2 

EVERTHELESS, there are 

some important exceptions 
to this conservative approach. 
Among these are Buick’s V-6 
engine, Rambler’s E-Stick trans- 
mission, Chevy II’s single-leaf 
spring, Cadillac’s lighting inno- 
vations and the dual! braking 
system of Cadillac and Rambler. 

The drive for more mainte- 
nance-free features continued, as 
other manufacturers followed 
Ford’s lead, with varying de- 
grees of enthusiasm. Included in 
the reduced-maintenance cat e- 
gory were extended lubrication 
intervals, 30,000-mile antifreeze, 
30,000-mile wheel bearings, 
30,000-mile fuel filter, a 24,000- 
mile battery and self-adjusting 
brakes. A notable ’62 advance 
was Oldsmobile’s lubricated-for- 
life suspension system. 

New safety features consist- 
ed of front seat-belt anchors 
in all cars, dual braking sys- 
tems, Cadillac’s shatterproof 
rear-view mirror and improv- 
ed brakes on Lincoln, Thun- 
derbird and several Chrysler 


(Continued on Page 62, Col. 4) 
* *« * 





Chrysler Blower— 


An axial-type blower that is the 
heart of the new heater and air-con- 
ditioning systems in Chrysler Corp. 
cars. The blower, a_ precision-cast 
magnesium unit, is an outgrowth of 
Chrysler's gas-turbine research. 
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e Modern, distinctive—all the radiant new colors that enhance the 
beauty of 1962 motorcars are now at DiITZLER jobbers everywhere. 


e Dirzier’s high repute is without equal as a supplier of finest 
original equipment paints since 1902. This long record for dependable 
performance is the best ‘reason why you can confidently expect these 
colors to match new car finishes in richness, luster and durability. 


e With these new colors your DITzLER jobber offers uniformly 
balanced materials that will help you do refinishing work more effi- 
ciently, economically and with greater satisfaction to your customers. 


e DuracryL® Acrylics and Drrz_erR® Super-Enamels . . . used as 
original finishes on today’s leading cars... are supplied by PPG’s 
DITZLER, FoRBEs and Pittsburgh Paints divisions. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY, DETROIT 4, MICH. . . . TORRANCE, CALIF. 


DITZLER 


PAINTS + GLASS ¢ CHEMICALS + BRUSHES « PLASTICS + FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





AMC-— Dual Brakes, 
E-Stick Drive 


erga first of the domestic compacts, is looking forward to 
the best year in its history. Sales of 500,000 units have been pre- 
dicted for ’62 by Executive Vice-President Roy Abernethy, while 
President George Romney is convinced that compacts (he includes 
Ford Fairlane in this class) will capture 50 percent of the ’62 market. 
An American Motors sales target of 500,000 units would have 
brought sympathetic smiles a few years ago, but nobody's laugh- 
ing today. As recently as 1957, AMC registered only 117,000 new 
cars. The total climbed to 422,000 in 1960 and the current half- 
million goal, while optimistic, is not necessarily out of reach. 
Rambler dealers entered the ’62 model year with lower sticker 
prices and a lower dealer discount. AMC also has adopted the 2 per- 
cent holdback and is. providing floor-planning assistance and a 
gteater allowance on parts used in warranty work. 


AMC dropped the price of every model, with the slashes ranging 


from $27.70 to $218.50, after adjusting for 
equipment changes. Contributing to the reduc- 
tions was a cut in the dealer discount. On some 
models, four percentage points were lopped off 
the discount. 

ae 


AMBLER’S current discount structure (in- 

cluding the holdback) is 21 percent on 
Americans and Classics and 23 percent on Am- 
bassadors. Last year’s rates were 21 and 23 per- 
cent on Americans, 23 percent on the Classic 
Deluxe and 25 percent on other Classics and on 
Ambassadors. 

For the first time, Rambler dealers have two- 
door sedans in their bread-and-butter line, the 
108-inch-wheelbase Classic Six series. However, 
this has not increased the inventory problem. By 
discontinuing various other models, AMC has 
trimmed its ’62 lineup to 27 units, compared 
with 31 last year (not including engine options). 


There are no Classic V-8s this year, and the 
Super series is gone from the American, Classic 
and Ambassador lines. The only V-8 for ’62 is 
the Ambassador, and these models now have 
the Classic’s 108-inch wheelbase and 190-inch 
overall length. Last year, the Ambassador had 
a 117-inch wheelbase and was 199 inches from 
end to end, 

Rambler styling is little changed from last 
year. The American has a new grille, and the 
Classic and Ambassador have a new rear-end 
treatment. The tailfins are gone, and the back 
of the car has a boxy appearance. Highlighting 
the mechanical improvements are an “E-Stick” 
transmission and a Double-Safety Braking Sys- 


tem. 
* 6 Eo 


Ts E-Stick, available only on American mod- 
els, is a manual transmission with an auto- 
matic clutch. It is priced at $59.50, compared 


1962 
Rambler 
Models 


with $164.85 for a fully automatic trans- 
mission on these models. 

The E-Stick makes use of a clutch 
that is activated by oil pressure from the 
running engine. A valve controlling the 
oil flow—and, therefore, the clutch—is 
actuated by manifold vacuum. 

To start the engine, the gearshift 
lever is placed in neutral. To move 
away, the driver shifts to low and ap- 
plies slight accelerator pressure. At 
the normal shift points, he simply 
eases up on the gas and shifts to sec- 
ond; then lifts his throttle foot again 
and shifts to third. 

All 62 Ramblers have self-adjusting 
brakes and the new Double-Safety brak- 
ing system. A tandem master cylinder 
has separate hydraulic systems for front 
and rear brakes. Should there be a hy- 
draulic failure in either the front or rear 
brakes, the other set still would operate. 
Cadillac is the only other domestic car 
with a dual braking setup. 

Cooling systems of the ’62 Americans, 
Classics and Ambassadors are filled at 
the factory with Dowgard coolant, 
which carries a 24-month or 24,000-mile 
guarantee. 

i 
NOTHER standard item across the 
board is a Powr-Gard battery that 
also is guaranteed for 24 months. All 
models are equipped with oil filters 
and ceramic-coated mufflers and _tail- 
pipes. The exhaust system is guaranteed 
for as long.as the original owner keeps 
the car. 

The oil-change interval has been ex- 
tended to 4,000 miles on all models, and Classics 
and Ambassadors have a 33,000-mile chassis 
lubrication cycle. Americans and Classics will 
use new two-ply tires. 

For the first time, every Rambler is sub- 
jected to a water-spray test while in produc- 
tion. While the body is being conveyed 
through the test chamber, water is sprayed 
under high pressure from every angle. An in- 
spector rides inside each body to check for 
water seepage. 

A new option on all models is a Lounge-Tilt 
seat. A handle on the right side of the front pas- 
senger seat raises and tilts the cushion to any 
desired degree. Rambler owners also may order 
headrests, reclining seats or bucket seats. 

ee 

IHE automatic transmission for Classics and 

Americans is more compact than last year’s 
unit. AMC says it is better suited to the power 
and torque output of Rambler’s six-cylinder 
engines. 

American Deluxe and Custom models have 
an L-Head six-cylinder engine rated at 90 
horsepower, while the 400 Series uses a 125- 
horsepower overhead-valve six. Displacement 
of each engine is 195.6 cubic inches. 

The overhead-valve six also is used in Classic 
models. Horsepower is 127, with 138 optional. 
The die-cast aluminum cylinder block is standard 
on Classic 400 units and optional on Customs 
and Deluxes. The Ambassador engine is a 250- 
horsepower V-8 that displaces 327 cubic inches. 
An optional four-barrel carburetor boosts horse- 
power to 270. 

Rambler prices start at $1,846 for the Ameti- 
can Deluxe two-door sedan, the lowest-priced 
model offered by a domestic manufacturer. At 
the top of the line is the Ambassador 400 five- 
door three-seat station wagon with a sticker price 
of $3,023. 
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Chrysler Corp’s Offerings for 1962 


* *k 


*K 


New Size Plymouth, Dodge; 
All Lines Cut Prices 


NEW size for Plymouth and Dodge, bucket-seat 

hardtops for Valiant and Lancer and several engi- 
neering and mechanical improvements on all models 
are features of the 1962 Chrysler Corp. offerings. 

Prices have been trimmed on all makes. Valiant and 
Lancer are down $25 to $66, while the new, inter- 
mediate-sized Plymouths and Darts are $13 to $75 
less than comparably equipped ’61 models. 

Although Plymouth and Dart are smaller, the 
manufacturers note that interior space has not been 
SS aek Wheelbase has been cut two inches, and 
the cars are 7.5 inches shorter than last year. The 
new dimensions are: Wheelbase, 116 inches; over- 
all length, 202 inches. 

The new offerings have fully unitized construction, 
instead of the unitized body and stub frame that was 
used in ’61. 

The cars have aluminum grilles with widely spaced 
dual headlights. The low-beam lamps are in the fend- 
ers, while the high-beam units are set in the grille. 
Rear quarter panels of both cars have a Lancer-Valiant 
look, and Dodge has circular taillights, as on the ’57- 


58-59 models. 
* * * 


ART series designations are new. The Dart, the 

Dart 330 and the Dart 440 replace last year’s 
Seneca, Pioneer and Phoenix. There are 14 Dart mod- 
els, plus three in the top-of-the-line Polara 500 series. 
The Polara is the same size as the Dart, but has a 
larger engine and more luxurious appointments. Bucket 
seats are standard on the convertible and two-door- 
hardtop. 

Plymouth also has 14 selections in its Savoy, Bel- 
vedere and Fury series. Still to appear is a Sports Fury 
series, which is expected to be comparable to the Dodge 
Polara. 

For ’62, Plymouth and Dodge have a new heating- 
ventilating system which utilizes an axial blower, It 
operates whether the car is moving or standing still 
and can deliver two complete changes of fresh air 
through the car every minute. 

Parking brakes are operative on the rear wheels 


of the ’62 Plymouth and Dodge, and these 
lines also have a new power braking sys- 
tem that is available as an option. 

The power unit, tandem mounted be- 
tween the brake pedal and the master 
cylinder, eliminates the separate vacuum 
tank and its complicated plumbing. Chrys- 
ler and Imperial also have the new power 
brakes. 

ay oe 
DDITIONAL new features which 
Plymouth and Dodge share with 
other Chrysler Corp. makes include 32,- 
000-mile lubrication cycle, 4,000-mile oil- 
change interval, electrical improvements, a new starter 
and a new automatic transmission for V-8s. 

The new starting system is smaller and lighter than 
the one previously used and has 15 percent fewer parts. 
Chrysler calls it a reduction-gear starter and says it is 
similar in principle to those used on jet airliners. 

The redesigned V-8 automatic transmission is 
smaller and 59 pounds lighter than last year's 

TorqueFlite, and it allows a reduction in the size 

of the front-floor tunnel. The case is a one-piece 

die casting containing both torque converter and 
transmission. 

Lancer, Valiant and Plymouth have printed elec- 
trical circuits this year, and all makes have a fuse 
box that is similar to a household fuse box. Each fuse 
socket is marked with the amperage rating for the 
appliance it serves. ; 

Another across-the-board feature is a centralized 
wiring connector. All instrument-panel wires termi- 
nate in a plug on the passenger side of the firewall 
and connect to a plug on the engine side. 

* e's 
hae THE compact field, Chrysler Corp. is proud of 
its new bucket-seat’ hardtops, the Valiant Signet 
200 and the Lancer Gran Turismo. They are. distin- 
guished from other Valiants and Lancers by changes 
in the grille, exterior trim and interior appointments. 

Lancer has a new grille and both compacts have 


CHRYSLER CORP. ’62 CARS IDENTIFIED—Number I in the four-color 
photo on this page is the Chrysler 300-H hardtop; No. 2 is the Plymouth four- 
door station wagon; No. 3—Dodge Dart four-door hardtop; No. 4—Imperial 
LeBaron sedan; No. 5—Plymouth four-door hardtop; No. 6—Valiant V-200 
four-door sedan; No. 7—Lancer four-door sedan. 


* * * * % % 


new instrument panels and new taillight treatments. 
Valiant’s chief styling change is the removal of the 
spare-wheel ornamentation from the deck lid. Front- 
seat room has been increased by moving the manual- 
transmission gearshift lever to the steering column. 


Valiant-Lancer brake linings are bonded instead 
of riveted; body-sill members are made of galvanized 
steel, and aluminized steel is used in muffler parts. 
Tailpipes are 25 percent thicker than last year. 

Chrysler continues to be the only medium-priced 
make that does not offer a compact. Clare E. Briggs, 
Chrysler-Plymouth general manager, likes it that way. 
“There will be no junior editions of Chrysler,” he says. 

Tail fins, a Chrysler standby since ’57, are gone this 
year. The shape of the grille is unchanged, but adop- 
tion of the 300-G crossbar gives some models a new 
appearance. The headlights again are slanted. A 300 
Series replaces last year’s Windsor. 

* * &* 
PS and exterior luxury again is the Imperial 
theme. The front end has been restyled, and new 
paints and fabrics add to the air of elegance. 

The car has a two-piece grille. Each section is 
framed on three sides by wide chrome moldings and 
flanked by Imperial’s pedestal-type headlights. The 
taillight arrangement also is new. The lamps are 
perched atop the rear fenders, a styling touch that 
Imperial last used in ’56. 
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IDENTIFYING FORD MOTOR’S ’62 PRODUCTS—In No. 1 position in 
the four-color photo on this page is the Mercury Meteor two-door sedan; 
No. 2—Mercury Monterey convertible; No. 3—Mercury Comet two-door 
sedan; No. 4—Ford Falcon Squire station wagon; No. 5—Lincoln Continental 
sedan; No. 6—Ford Thunderbird hardtop; No. 7—Ford Galaxie Sunliner con- 
vertible; No. 8—Ford Falcon Futura. The Ford Fairlane, introduced in Novem- 


ber, was not available at time color photo was taken. 
* ok 


Add F sitoue Meteor 


Meteor is nine inches longer than Comet 
and 11.7 inches shorter than Monterey. 


Both cars employ unitized construc- 
tion, and both have the familiar T hun- 
derbird roof line and rear-window 
treatment. Two-door and four-door se- 
dans are offered in standard and de- 
luxe versions. 


The regular engine on all Fairlanes 
and Meteors is a six-cylinder unit that 
displaces 170 cubic inches and is. rated 
at 101 horsepower. 


Also available. is a new “thin-wall” 
cast-iron V-8. Horsepower is 145 and 
piston displacement is 221 cubic inches. 
The new engine has the same displace- 
ment as Ford’s first V-8, which was in- 
troduced in 1932, but it is almost 100 
pounds lighter and produces twice as 
much horsepower. A 260-cubic-inch V-8 
will be along later. 

Falcon and Comet, Ford’s highly suc- 
cessful compacts,. have minor styling 
changes for ’62. Both have new grilles, 
and the Falcon hood is crowned by a 
simulated air scoop (a la Thunderbird). 
Comet has new side trim and lower fins, 
and the taillights are set in a metal band 
between deck lid and bumper. 


As In-Between Cars (COMET on a“ niles nameplate 


ORD MOTOR CO. has touched all the bases for 

’62. It has cars in every price class and every size 
—compact, intermediate, regular, sports and luxury. 

The biggest news from Dearborn this season is 
Fairlane and Meteor, the in-between cars that are test- 
ing the market for the first time. Fairlane belongs to 
Ford Division, and Meteor is handled by Mercury 
dealers. 

The company contends that many American mo- 
torists feel that a compact is too small and a stand- 
ard-sized model is too large. Fairlane and Meteor 
are made to order for these folks, Ford says. 

Here’s how the newcomers compare with their big 
and little brothers: Fairlane wheelbase is 115.5 inches 
vs, 109.5 for Falcon and 119 for Galaxie. Overall 
length is 197.6 inches, which is 16 inches more than 
Falcon and 11.7 less than Galaxie. 

a ee 


ETEOR wheelbase is 116.5 inches. Comet’s is 114, 
and Monterey’s is 120. At 203.8 inches overall, 


this year. It was merchandised as a 
separate make in 1960 and 1961. 

Joining the Falcon lineup are the Squire four-door 
wagon and a trio of van-type wagons, The Squire has 
the same type of simulated wood exterior panelling 
as the Country Squire in Ford’s full-sized line. 

Falcon and Comet retain their 85-horsepower, 
144-cubic-inch six-cylinder engine. A 101-borsepow- 
er, 170-cubic-inch unit is optional. The latter power 
plant is the standard engine for Fairlane and 
Meteor. 

Galaxie, Monterey and station wagons are the only 
full-sized cars under the Ford and Mercury banner for 
’62. They have been restyled, and the series setup has 
been altered. 


Ford’s Galaxie has a new grille, redesigned quarter 
panels and a new deck treatment. The tail fins are 
gone, but the bulls-eye taillights have been retained. 
Above the beltline, the Galaxie again has the Thunder- 
bird roof and rear window—a feature that more than 
one other manufacturer has adopted for ’62. 


|. gantarenel viewers find a new grille and side 
trim and reshaped rear fenders that house cone- 
shaped taillights. The rear has been restyled, and 
there is a grille-like panel between the trunk lid and 
bumper. 

There are two-door and four-door sedans in the 
Galaxie series, while the plushier Galaxie 500 has 
sedans, hardtops and a convertible. Monterey offers 
Standard and Custom models. Standards may be 
ordered with a six-cylinder or V-8 engine; the Custom 
series is V-8 only. 

The Ford-Mercury six is a 138-horsepower, 223- 
cubic-inch unit. V-8 buyers may select a 170-horse- 
power, 292-cubic-inch engine or a 220-horsepower, 
352-cubic-inch model. Also available is the Thunder- 
bird engine which develops 300 horsepower and dis- 
places 390 cubic inches. 

Thunderbird has four models to battle the in- 
creased competition in the personalized-car field. 
The new entries are a wire-wheel sports roadster 
and a Landau hardtop, which has a vinyl-covered roof. 

The roadster has a molded fiberglass tonneau cover 
with padded head rests, which transforms the four- 
passenger convertible into a two-seater. The cover is 
placed over the rear portion of the passenger com- 
partment. The convertible top can be raised or low- 
ered without removing the tonneau cover. 

Se 


oe CONTINENTAL is standing pat on the 
styling of the well-received 61 model. “Change 
for the sake of change will not be characteristic of this 
automobile,” says Ben D. Mills, Lincoln-Mercury gen- 
eral manager. Two models are offered—a four-door 
sedan and the only four-door convertible built by a 
domestic manufacturer. 

The standard equipment list is the longest in the 
industry. It includes automatic transmission, power 
steering, power brakes, power windows, white side- 
wall tires and radio. Lincoln is the only domestic make 
that does not charge extra for a radio. 

Ford Motor is emphasizing maintenance-free fea- 
tures this year. All cars have a 6,000-mile otl-change 
interval and a 30,000-mile fuel filter. Ford says its 
new coolant protects the engine to 35 degrees 
below zero and needs changing only after two years 
or 30,000 miles. 

The chassis lubrication cycle is 30,000 miles for 
Fairlane, Galaxie, Meteor and Monterey and also for 
Lincoln’s front suspension and steering. 

Ford says the ’62 models are quieter because of the 
use of additional sound-deadening material. Heater 
and defroster are standard equipment across the board, 
and self-adjusting brakes are standard on all lines 
except Falcon and Comet. 








Customers see what they like 
and like what they see in the 


NEW WORLD OF WORTH 
FROM CHEVROLET 


Refreshing beauty with a restful ride! 


Now Chevrolet dealers have more to please than ever before from 
America’s No. 1 people pleaser. Here in this ’62 Chevrolet is every- 
thing just about anybody could reasonably want, including a reasonable 
price. Rich new interiors tastefully topped by a striking slim-roof 
silhouette. A new choice of road-relishing V8 power. A ride so smooth 
we call it Jet-smooth (Full Coil suspension and over 700 chassis 
cushioners are responsible). Beauty that stays beautiful because it’s 


more than skin-deep—new steel front fender underskirts, for instance, 
fend off rust. This all adds up to just one thing: another BIG YEAR 
for all Chevrolet dealers from coast to coast! 


Jet-smooth 
62 CHEVROLET “i= 





Impala Sport Coupe... couldn’t look more like a convertible unless it were one. 


_ the new Che UY HW Luxury and low price—beautifully blended! 





Chevy II 300 4-Door Sedan 


Here’s a totally new line of cars that’s opening up new sales oppor- 
tunities for Chevrolet dealers. It’s available in nine models . . . sedans, 
a hardtop, station wagons, even a convertible. And, for all its sensible 
new size, this Chevy II is roomy enough inside to make many more 
pretentious cars wonder how it’s done. There’s a choice of a frugal 
4- or a spunky 6-cylinder engine (in most models). And the ride’s 


big-car smooth—thanks to new Mono-Plate rear springs that eliminate — 


the friction and squeaking of multi-leaf springs. No wonder Chevy II 
is winning new friends and new sales for Chevrolet dealers by the 
minute! . . . Chevrolet Division of General Motors, Detroit 2, Mich. 


Chevrolet « Chevy II + Corvair « Corvette - Bringing You a New World of Worth <iijmr 
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More Sport Models, 
Chevy II Added 


ENERAL MOTORS dealers have plenty to talk about for ’62. 
G Chevrolet has a completely new line of cars; Buick Special 
offers America’s only V-6 engine, while Pontiac, Oldsmobile and 
Cadillac can point to pleasant styling and additional models de- 
signed to attract an even greater share of new-car buyers. 

Perhaps the best news, for both dealers and prospects, is that 

GM held the line on prices. 

There are no major styling changes this year, but new grilles, 
taillights, rooflines and rear ends clearly stamp the cars as ’62 
models. Among the full-sized makes, two-door hardtops have 
adopted the square look above the beltline. Slight ribs in the roof 
give them the appearance of a convertible. 

Bucket seats got a big play in the compact field last year, and 
GM is applying that treatment to some of its swankier larger cars 
for ’62. Buckets are standard on the Pontiac Grand Prix, Oldsmo- 
bile Starfire and Buick Custom Invicta hardtop coupe. They are 


optional on various other models. 
* * #* 


C= ERTIBLES are important news among the GM compacts 
this year. Chevy II, Special, F-85 and Tempest have them, and 
Corvair is slated to bring out a soft-top next spring. 

Heater and defroster are standard equipment on all 62 GM 
models except the Corvair Greenbrier. 

The newest item in the GM stable is the Chevy II, a car that 
is aimed directly at the high-selling Falcon. With a 110-inch 
wheelbase and 183-inch overall length, it’s about the same size 
as the Ford compact. Nine Chevy II models are offered, includ- 
ing a hardtop and a convertible in the six-cylinder Nova series. 

Other Chevy II units have a four-cylinder engine with a six 
optional. This is Chevrolet's first four-cylinder engine since 1928. 
It displaces 153 cubic inches and develops 90 horsepower. The six 
also is new. It is a 120-horsepower, 194-cubic-inch engine. A Chevy 
Il engineering innovation is tapered-plate rear springs. 

With Chevy II filling the basic-transportation niche for Chev- 
rolet, the rear-engine Corvair becomes the “fun car”—the auto for 
the buyer who is looking for something different. That means 
increased emphasis on the Monza, the first of the bucket-seat 
compacts. 


FINDING GM’S OFFERINGS FOR 1962—In four-color photo on this 
page, No. 1 car is the Chevy II Nova 400 sport coupe; No. 2 is Chevrolet Im- 
pala sport coupe; No. 3—Chevrolet Corvair Monza coupe; No. 4—Cadillac 
62 sedan; No. 5—Pontiac Bonneville sports coupe; No. 6—Oldsmobile 98 
Holiday sport sedan; No. 7—Buick Electra 225 two-door hardtop; No. 8— 
Pontiac Tempest convertible; No. 9—Oldsmobile F-85 convertible; No. 10— 
Buick Special convertible. 

* * * 


7 new V-6 for the Buick Special is a 135-horsepower engine 
that displaces 198 cubic inches and has a compression ratio of 
8.8 to 1. Buick says it is 140 to 179 pounds lighter than in-line 
sixes of comparable power output. 

The V-6 is used in the five models in the Special standard 
series. It will not be available in deluxe models or in the Skylark. 
Those models have a 215-cubic-inch aluminum V-8. A four-speed 
transmission is offered for the first time on Special and Tempest. 

Tempest has a new full-width grille that makes the car look 
wider. Pontiac says the Tempest ride has been softened by changes 
in the suspension system and by revising the valving of the shock 
absorbers. The Tempest four-cylinder engine is the right bank of 
the Pontiac V-8. Horsepower ranges from 110 to 166. 

The F-85 has a new grille, hood and headlight housings. Twin 
tail lamps are mounted on each side of the car, and there is a new 
stainless-steel rocker panel molding. Interior trim is richer. 

oe 'e-"6 
UICK says its ’62 cars have more passenger room in the front 
seat. The engine has been moved forward four inches, thus 
lowering the transmission tunnel. The LeSabre series has a 401- 
cubic-inch engine this year, the same power plant that is used in 
the Invicta and Electra 225. 

Cadillac’s grille is new, and the fins are two inches lower. 

There are two short-deck four-door hardtops, compared with 


F 


one in ’61. At 215 inches, they 
are seven inches shorter than 
their companions. 


A dual braking system and a 
new lighting setup are features 
of the ’62 Cadillac. A dual-ty 
master cylinder has a separate pis- 
ton and master cylinder for front 
and rear-wheel brakes, If one hy- 
draulic line fails, the other set 
of brakes still will operate. 


A front “cornering” light 
throws a beam toward the curb 
to light the driver’s way into a 
turn at night. It is actuated by 
the turn-signal lever. 

* * & 


(reset says its full-sized 
cats have a crisp, tailored 
look. The basic lines are un- 
changed from ’61, but sheet metal 
work is new, and so are the grille, 
bumpers and ornamentation. 


A new option is a 250-horse- 
power, 327-cubic-inch V-8 that 
replaces last year’s 348-incher. 

A new Powerglide transmission 
is used with the 327. It is 85 
pounds lighter than previously. 


Oldsmobile’s Hydra-Matic 
transmission has been improv- 
ed to provide smoother transi- 
tion between the four speed 
ranges. Horsepower and com- 
pression ratios are up; power 
brakes are self-adjusting. 

Another innovation is “life- 
time” lubrication. Under normal 
operating conditions, the chassis 
will not need lubrication. 

Pontiac has a two-section V- 

type grille and boomerang-shaped 
taillights. Interiors are new; in- 
strument panels are padded, and 
all models have door-to-door car- 
peting. The Hydra-Matic trans- 
mission is smoother, and the 
chassis-lubrication cycle has been 
increased to 35,000 miles. 





* * 
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Ten Larks, New Hawk Offered: 
All Models Are Longer 


OOKING bravely to the future, Studebaker has 

10 Larks and a brand new Hawk to tempt buyers 
this year. Two of the Larks have bucket seats, a fea- 
ture that proved extremely popular with compact-car 
buyers last season. 

Although 1961 has been a rough year for Stude- 
baker, there’s no trace of defeatism in South Bend, 
Lewis E. Minkel, marketing vice-president, looks 
for a 40 percent sales increase this year, while Sher- 
wood H. Egbert, the company’s new president, has 
an even loftier objective. 

Egbert is shooting for 3 percent of the market. 
“That’s our immediate goal, and we'll get it,” declares 
the 41-year-old ex-Marine. It will take a bit of doing. 
Studebaker’s penetration for the first nine months of 
this year was 1.17 percent. 

The new Daytona hardtop and convertible promise 
to be hot items for Lark dealers this year. The cars 
have bucket seats and a front console. A four-speed 
transmission with floor-mounted gearshift lever is 
available as an option, and Daytona hardtop buyers 
may choose a sliding roof panel. 

oe 


HE ’62 Lark ensemble also includes .wo-door and 
four-door sedans and a four-door wagon in the 
Deluxe series, and a four-door sedan, two-door hard- 
top convertible and four-door wagon in the Regal line. 
Completing the list is the Lark Cruiser, a four-door 
sedan with a V-8 engine as standard equipment. Other 
Larks may be ordered with six-cylinder or V-8 power 
plants. 

The new models are longer than last year’s. Four- 
door sedans are 188 inches from bumper to bumper, 
an increase of 13 inches for the Deluxe and Regal 
and nine inches for the Cruiser. 

The two-door ....an, two-door hardtop and con- 
vertible have grown nine inches to 184, and station 
wagons are 187, up 21/4. 

Wheelbases also have been lengthened. Deluxe and 


Regal four-door sedan wheelbase is up 
41/, inches to 113 and is now the same 
as the Cruiser and the wagons. Other 
models have a 109-inch wheelbase, com- 
pared with 108.5 for ’61. 

To accommodate the longer bodies, a 
new frame assembly has been adopted. 
Three inches have been added to all 
frames except station wagons. 

ie 

} ies basic styling of the Lark has not 

been changed, but the appearance 
of the grille, hood and rear has been 
altered. Metal bars divide the grille into 
12 sections, and the hood line seems 
softer. The restyled rear end has circular 
taillights, and the trunk lid is longer and lower. 


The ’62s have new mufflers and muffler outlet pipes. 
The mufflers and pipes are constructed of aluminized 
steel for longer life. 


Standard on all Larks except the Cruiser is the Sky- 
bolt Six engine, which displaces 170 cubic inches and 
develops 112 horsepower. The Lark V-8 is a 259-cubic- 
inch, 180-horsepower engine. Also available is a 289- 
cubic-inch V-8 that is rated at 210 horsepower. 


Studebaker is especially proud of its ’62 Gran 
Turismo Hawk, which has been given a completely 
new styling treatment. It is the most sweeping de- 
sign change since the company began building its 
low-slung sport jobs in 1953. The new model is a 
hardtop—there is no center pillar. 

The roof is flat; the hood is long and tapering, and 
the grille has been redesigned. Below the trunk lid is 
a chrome grille-like panel that is flanked by vertical 
taillights. The single headlights have been retained. 

The boxy superstructure and wide, recessed rear 
window give the Hawk a Thunderbird look. But 
Studebaker, with considerable justification, traces the 
cear’s lineage to one of its own dream cars, That would 


CN 
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STUDEBAKER-PACKARD’S LINEUP FOR ’62—-In four-color photo, No. 1 
is Lark station wagon; No. 2—Lark two-door sedan; No. 3—Lark two-door 
hardtop; No. 4—Lark four-door cruiser; No. 5—Lark convertible; No. 6— 
Gran Turismo Hawk. 


* * * 


be the Packard Predictor, an “idea car” that was dis- 
played at auto shows early in 1956. It embodied many 


of the features of the new Hawk. 
* * & 


7 Hawk interior has front bucket seats separated 
by a padded, vinyl-covered console which contains 
an ash tray and a lift-lid storage box. The instruments 
are set in a wood-grain panel. At the right of the 
cluster, the recessed radio and glove compartment are 
decorated with chrome-plated facings. Padded instru- 
ment panel is standard equipment. ' 
Other standard items include acoustical vinyl 
headliners, wheel disks, a folding center arm rest in 
the rear, backup lights, dual exhausts and two-speed 
electrical windshield wipers. 

Under the hood is a 289-cubic-inch V-8 that devel- 
ops 210 horsepower and has a compression ratio of 
8.5 to 1. Horsepower jumps to 225 with an optional 
four-barrel carburetor. Four-speed transmission with 
floor-mounted shift lever is available. 

Although the body is new, Hawk dimensions have 
not been changed. Wheelbase is 120.5 inches, and the 
car is 204 inches long and 55.5 inches high. 
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Comparison: Advertised-Delivered Prices 
Of 1962 U.S. Automobiles 


(Copyright, 1961, by Automotive News) 


(This table is based on prices in effect Dec. 1, 1961, and rounded off to the nearest dollar. Each price includes the retail list price 
suggested by the factory, provision for Federal excise tax and suggested dealer-preparation charges. These prices do not include 
transportation costs, state and local taxes, optional equipment or any other charges that may be passed on to the retail buyer.) 


4-Door 2-Door 4-Door 2-Door 4-Door Automatic Power Power Pushbutton Fresh-Air ais 
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BUICK 
a ees $2,358 $2,304 eee <os0- Sane. | See $189 $ 86 $ 43 $ 66 . Special V-6—4-dr, 3-seat stat. wag., $2,736. 
Special Deluxe V-8 ...... 2,593 Eve ‘arr wheg |? Syaee 2,890 189 86 43 66 : Invicta—4-dr. 3-seat stat. wag., $3,917. 
Special Skylark V-8 ...... eee medics cca Sara? vias ats 189 86 43 66 ° Electra 225—4-dr. hardtop (6-window), $4,448. 
NS CSc a vet bet keoe 3,227 3,091 $3,369 3,293 ee Firs . 108 43 90 " 
NOTE Pees ie vctaaweees ry ik é 3,667 3,733 3,617 3,836 7 108 43 90 z 
tik lie J Ore 4,051 ‘bs 4,186 4,062 4,366 Ped * . . 90 . 
CADILLAC 
DONG OE Soci viverceses Ka aed ever 5,213 5,025 5,588 * * * 165 * Series 62—4-dr. hardtop (6-window or short deck), $5,213. Series 62 de 
Series 62 (de Ville) ...... wee y+ a 5,631 5,385 ° . . 165 ° Ville—4-dr. hardtop (6-window or short deck), $5,631. Eldorado Biarritz 
a, Ee a =n 6,366 get * ° ¢ 165 » conv., $6,610. 
EID B05 6 hos dae ota 9,722 Deis * . * 247 ° Series 75—Limousine, $9,937. 
CHEVROLET 
Chevy TOO 4 sac cea 2,041 2,003 at ets oe ate 2,339 167 75 43 57 ’ (Chevy 11 100 and Chevy II 300 prices are for 4-cylinder models. For 6- 
Ghevy 1 9004: dscccweas 2,122 2,084 wren valle ee ie 167 75 43 57 . cylinder models, add $60.) 
Chevy Il Nova 6 ....... wees fyo% 2,264 2,475 2,497 167 75 43 57 - Chevy Il 300—4-dr. 3-seat stat. wag., $2,517. 
OPV OOO Soi csct sees éson 1,992 Ke ee Gia s vats 157 ain nS 57 » Corvair—Greenbrier Sport Wagon, $2,655. (Heater is $74 extra on Green- 
OIWG FOO 0b vce ese’ 2,111 2,057 poe oe ine 2,407 157 = ti 57 , brier.) 
Corvair Monza .......... 2,273 2,273 oer wees + ks 2,569 157 “” i 57 ° (Biscayne, Bel Air and Impala prices are for 6-cylinder models. For V-8s, 
RON UN Said inselaeiccaiw ase 2,378 2,324 el sels Sess sete 2,725 188 75 43 57 ? add $107.) 
NE Is aa ink eo hole ke 2,510 2,456 ee 2,561 5 tae 2,819 188 75 43 57 of Bel Air—4-dr. 3-seat stat, wag., $2,922. 
on ne SE ee 2,662 <p ihe 2,734 2,669 2,919 2,961 188 75 43 57 - Impala—4-dr. 3-seat stat. wag., $3,064. 
se de EERE eee + ean beak 4,038 ohare 199 we a 138 ° Powerglide transmission for V-8s is $199. 
CHRYSLER 
PEE 5c trold ies eas isle’ 2,964 aad 3,106 3,027 3,399 3,478 227 108 48 93 102 Newport—4-dr. 3-seat stat. wag., $3,586. 
MS eae OLR SF a 6 Sodas 00S oie oe 3,400 3,323 3,883 eda s 227 108 48 93 102 New Yorker—4-dr. 3-seat stat. wag., $4,873. 
Fee, TOON Ske ae ees ese 4,125 or 4,263 bs gas 4,766 * ’ - 93 102 : 
SE LAS h Soc sss Sweetest eee eet I ; ‘i 93 102 
DODGE 
NUN UME 6:6 acre us s'sy eh arw.o% 2,011 1,951 bape hele eee 2,306 172 73 41 59 74 (Dart prices are for 6-cylinder models, unless otherwise noted. For V-8s, 
WINE PD Soke ajay. tana viewer 2,114 2,052 Pierce Sein 2,408 172 73 41 59 74 add $107.) 
Lancer Gran Turismo ..... ee ooes pan 2,257 cmos eens 172 73 41 59 74 Dart 330 V-8—4-dr. 3-seat stat. wag., $2,949. 
TE te inthe soa Sse 2,297 2,241 wae bee Piet iae 2,644 192 77 43 59 74 Dart 440 V-8—4-dr. hardtop, $2,763; conv., $2,945; 4-dr. 2-seat stat. wag., 
NE SP AE. 56 5575 wile se aS 2,432 2,375 ats 2,463 Waka 2,739 192 77 43 59 74 $2,989; 4-dr. 3-seat stat. wag., $3,092. 
OD ae ee ae 2,584 re 2,606 ares irate 192 77 43 59 74 TorqueFlite transmission for Dart V-8 is $211. 
TEU b ce'o's date + h.. 40 re 2,960 3,019 3,268 ese 211 77 43 59 74 
FORD Falcon—2-dr. 2-seat stat. wag., $2,298. Falcon Deluxe—2-dr. 2-seat stat. 
Sarre es ee 2,047 1,985 aware oe tc ioe 2,341 163 =e oF 59 ° wag., $2,384. Falcon Squire—4-dr. 2-seat stat. wag., $2,603. Station Bus, 
Falcon Deluxe .......... 2,133 2,071 or ee atic 2,427 163 oe < 59 . $2,287. Club Wagon, $2,436. Deluxe Club Wagon, $2,673. 
ee ee 2,232 Ss fev aT Kees 163 - oe 59 . (Fairlane prices are for 6-cylinder models. For V-8s, add $103.) 
NEE hain cle oe 4hhy oly ie 2,216 2,154 eels ae meats aes 180 82 43 59 bs (For V-8 Galaxie, Galaxie 500 and standard-sized wagons, add $109.) 
Pemrene SOO Gon ccases 2,304 2,242 ots ote sacked petal Fikteia 180 82 43 59 * 4-dr. 2-seat Ranch Wagon, $2,733; 4-dr. 3-seat Country Sedan, $2,933; 
IN SE C550. dixn'b oe 8, wee 2,507 2,453 ho alesis sees 2,829 180 82 43 59 ° 4-dr. 3-seat Country Squire, $3,088. 
ee 2,667 2,613 2,739 2,674 2,924 3,018 180 82 43 59 ° Thunderbird V-8—Landau 2-dr. hardtop, $4,398; roadster, $5,439. 
Thunderbird V-8 ........ pice vee eo 4,321 4,788 Hs . ° 113 , Fordomatic for V-8 is $190. Cruise-O-Matic for V-8 is $212. 
IMPERIAL 
I Los 5s oo 206s Wie eves tere oe 5,106 4,920 aes ss oh : - " 169 136 
I Be aura stasis tne ses -ara ow seat Shes 5,644 5,400 5,770 nti . . * 169 136 
IME. A. 8 cc ae, ose carling’ b's, aisles edahe 6,422 etalon ares Pai . : . 169 136 
LINCOLN CONTINENTAL ... 6,074 te nee pit 6,720 ahah . * . - 7 
(4-door) 
MERCURY Comet—2-dr. 2-seat stat, wag., $2,396. Comet Custom—2-dr. 2-seat stat. 
ei ainats res aly.u 044 6 2,139 2,084 Sein er ne 2,439 172 = hd 59 . wag., $2,483. 
et CUMIOM. os .006 esis 2,226 2,171 Br ated oak 2,526 172 om "e 59 ° (Meteor prices are for 6-cylinder models. For V-8s, add $103.) 
ES) ee eaarert ote 2,368 ees Paha savers caer 172 we se 59 * (Monterey Standard prices are for 6-cylinder models. For V-8s, add $109.) 
NE ix Grea 359-0400 8-6 6 2,340 2,278 oe Hens neta aie 180 82 43 59 ° Monterey Standard 6—4-dr. 3-seat stat. wag., $2,990. 
Meteor Custom 6 ....... 2,428 2,366 ines ras i Dain eres 180 82 43 59 ® Monterey Custom V-8—4-dr. 3-seat stat. wag., $3,289. 
Monterey Standard 6 .... 2,726 2,672 2,798 2,733 es 2,920 180 82 43 59 * Merc-O-Matic for V-8 is $190. Dual-Range transmission for V-8 is $221. 
Monterey Custom V-8 .... 2,965 asks 3,037 2,972 3,222 3,219 190 82 43 59 . 
OLDSMOBILE 
Pe ers sede b sie SD bine 2,457 2,403 src a ee 2,760 2,754 189 86 is 66 ° F-85—4-dr. 3-seat stat. wag., $2,835. 
eee PBIONO we yo. oa 0 50 2,592 Pars econ WIE Raitt 2,889 189 86 = 66 ’ Dynamic 88—4-dr. 3-seat stat. wag., $3,568. 
PRS CilaeS. 5 6 oko ccc vs Bey 2,694 Sh gas 2,971 bed 189 86 nid 66 . Series 98—4-dr. hardtop (6-window), $4,118. 
IIE EE oats b. 0 5ib dye e 2,997 Cees 3,131 3,054 3,381 3,460 231 108 48 89 , 
NE ata sa ea wees cd 3,273 ae 3,499 3,422 ile 3,762 231 108 48 89 . 
POE {So's stern 5.6 0 s'0'e 3,984 carats 4,256 4,180 4,459 ara . * . 89 . 
MME? orci2 vatnre-oerG 018" Sr0S-0 Saas ee ee 4,131 4,744 teu * e ° 89 . 
PLYMOUTH 
WEEE VelGO ac3% acd ss 1,991 1,930 eae grain aaa 2,285 172 73 41 59 74 (Savoy, Belvedere and Fury prices are for 6-cylinder models, unless otherwise 
Wena Ve200) si0s-< 00's 0 2,087 2,026 Saat Baldi 2,381 172 73 41 59 74 noted. For V-8s, add $107.) 
Valiant Signet 200 ...... ins nae aietoe 2,230 ete arate 172 73 41 59 74 Belvedere V-8—4-dr. 3-seat stat. wag., $2,917. 
Mee elena ole bidsolae 2,262 2,206 fee erence tad 2,609 192 77 43 59 74 Fury V-8—4-dr. hardtop, $2,742; conv., $2,924; 4-dr. 2-seat stat. wag., 
BeIVORSE GS 6 oi cc ces vie ole 2,399 2,342 Bios 2,431 ee 2,708 192 77 43 59 74 $2,968; 4-dr. 3-seat stat. wag., $3,071. 
SUTRA a ck. hahha) 6d aoe’ 2,563 Sete 2,585 ait 192 77 43 59 74 TorqueFlite transmission for V-8 is $211. 
PONTIAC 
IRE a's c)d co wid a & pS oie" 2,240 2,186 Behe aad 2,564 2,511 173 75 = 62 ° Tempest—Sport coupe, $2,294. 
RS oat cob brn gi diele 2,796 2,728 2,936 2,860 3,172 3,193 . Ral 108 43 89 . Catalina—4-dr. 3-seat stat. wag., $3,301. 
OM IGE shee saw aceees 3,097 ate: Be 3,230 a pee oe 231 108 43 89 ; 
INR san nite 3s <4 ee Braet pad 3,425 3,349 3,570 3,624 231 108 43 89 ” 
COPGR UIE. 56h cdc ss vexe ee ee nee 3,490 a5 ae 231 108 43 89 ° 
RAMBLER 
American Deluxe ........ 1,895 1,846 A aawta ee 2,130 165 72 40 59 74 American Deluxe—2-dr, 2-seat stat. wag., $2,081. American Custom—2-dr. 
American Custom ....... 1,958 1,909 Pee ores sie dd 2,190 165 72 40 59 74 2-seat stat. wag., $2,141. 
American 400 .......... 2,089 2,040 sities sates 2,344 2,320 165 72 40 59 74 Classic Custom 6—5-dr. 3-seat stat. wag., $2,614. 
Classic Deluxe 6 ........ 2,050 2,000 are ees Ae 2,380 187 74 42 65 76 Ambassador 400 V-8—5-dr. 3-seat stat. wag., $3,023. 
Classic Céstom 6 ....6%.. 2,200 2,150 Ess tak aera 2,492 187 74 42 65 76 E-Stick transmission (American only) is $60. 
Classis 400 €2%. in. asics 2,349 2,299 cee Pree thee 2,640 187 74 42 65 76 
Ambassador Custom V-8 . 2464+ cic ers he eae 2,760 220 81 44 77 76 
Ambassador 400 V-8 ..... 2,605 eee ae Seats seat 2,901 220 81 44 77 76 
STUDEBAKER 
lark Deluxe 6 ......... 2,040 1,935 a 0% oat Sates 2,405 172 77 42 64 78 (Lark Deluxe, Lark Regal and Lark Daytona prices are for 6-cylinder models. 
Lark Regal’ 6>. 0656 seas 2,190 vie. Save 2,218 2,589 2,555 172 77 42 64 78 For V-8s, add $135.) 
Lark Daytona 6 ........- eves oan asia? 2,308 2,679 ae 172 77 42 64 78 Automatic transmission for V-8 is $200. 
lark Cruiser V-8 ........ 2,493 cee ee aie gel afonats oe 200 77 42 64 78 
Hae Men fica: cs ob alee ace abe what igi k 3,095 Pee sesiead 200 77 42 67 78 


*—Standard Equipment. "Not Available. 
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Engineering Changes 


In Each Model 


(Continued from Page 50) 


either end of the car, the failure 
is isolated and only one pair of 
brakes becomes inoperative. 
* * * 
Chevrolet 
M*0r engineering emphasis 
for the 1962 Chevrolet was 
placed on the development of a 
new V-8 engine, a new Power- 
lide automatic transmission that 
is 85 pounds lighter than the pre- 
vious Powerglide and two-ply 
tires. 

Although the new V-8 has a 
displacement of 327 cubic inches, 
compared with 348 inches for 
its predecessor, this engine has 
equivalent power—250 horse- 
power. In addition, Chevrolet 
says the new engine has greater 
fuel economy and operating effi- 
ciency. 

* * * 
Chevy Il 

HIS all-new car is unique in 
, that two new engines have 
been developed for it—a 90- 
horsepower, 153-cubic-inch four- 
cylinder unit and a 120-horse- 
power, 194-cubic-inch engine. 

This car also features the 
revolutionary single-leaf rear 
Spring, unitized construction 
with bolt-on front end and 
two-ply tires. 

The company reported that the 

a * * 





Chevy II's Four— 


The four-cylinder 153-cubic-inch 
iron engine that was developed for the 
Chevy Il. This is the first four-cylinder 
engine used by Chevrolet Division 
since 1928. It develops 90 horsepower 
with a compression ratio of 8.5 to 1. 

ee oe 


single-leaf spring climaxed years 
of research for rear-axle cushion- 
ing that would remove the weight 
and assembly time of multi-leaf 
and coil suspensions and provide 
a friction-free suspension. 
* * °K 
Corvair 
| tyes ptincipal engineering 
change on the ’62 Corvair is 
the new high-performance pack- 
age on the six-cylinder aluminum 
engine. This engine develops 102 
horsepower with a 9 to 1 com-| 
pression ratio, compared to 98) 
horsepower last year. 
* * + 
Corvette 
EW features on the Corvette 
include a 327-cubic-inch V-8 | 
engine and the lighter weight} 
Powerglide automatic transmis- 
sion with an aluminum case. 





Chrysler 
yfrok 1962, the Chrysler will 
have a lightweight automatic | 
transmission, simplified instru- 
ment panel wiring, new starter 
and extended lubrication and oil- 


been extended to. 32,000 miles by 
the use of prelubricated and seal- 
ed fittings. Also, the transmission 
oil need not be changed for 
32,000 miles and the oil-change 


interval is now 4,000 miles. 
* *” * 


Dart-Polara 
ao Dart-Polara has a fully 
unitized body for 1962, in- 
stead of the partially unitized 
body and stub frame for carrying 
the engine that was used in the 
previous two years. 

Other engineering improve- 
ments are the 32,000-mile lubri- 
cation interval, a new heating 
and ventilating system which 


features theindustry’s first 
axial blower, the aircraft-type 
starter and self-adjusting 
brakes. 

Several measures were taken to 
provide as much room in the pas- 
senger compartment of this car 
as possible. Among these are the 
new instrument panel that pro- 
vides more knee room, thinner 
doors with flush sides to permit 
maximum use of the car’s width 
and a transmission that makes 
possible a lower floor hump. Pas- 
senger space was also increased 
by moving the engine forward. 

* * ca 
Dodge Lancer 

‘' major improvements in 

the 1962 Lancer consist of the 
printed electrical circuit, bonded 
brake linings, new steering gear, 
an aluminized muffler and a 
gearshift lever located on the 
steering wheel. 

By switching to the printed cir- 
cuits on its cars, Chrysler Corp. 
reduces the chance of wiring de- 





Lincoln's New Choke— 


A cutaway drawing shows how the 
new water-heated automatic choke on 
the 1962 Lincoln operates. 


fects and makes possible easier 
maintenance, if defects do appear. 
* * * 
Ford Galaxie 
RD MOTOR CO. continues 
to emphasize ease of mainte- 
nance in its engineering. Among 
the 1962 features that emphasize 
this characteristic are the 30,000- 
mile or two-year coolant, the 
30,000-mile wheel bearings and 


—. 


the 30,000-mile fuel filter. In ad- 
dition, the oil-change interval has 

been boosted to 6,000 miles. 

* * * 
Ford Fairlane 

RD’S new “intermediate” car 
(with the old name) has the 
6,000-mile oil-chan ge interval, 
30,000-mile lubrication pe r i od, 
two-year coolant and self-acjust- 
ing brakes. The car also em ploys 
full unitized construction and 
bolt-on fenders to reduce repairs, 
Although far from being 
unique, torque boxes are used. 
Four of these boxes are part of 
the underbody, insulating the 
passenger compartment from di- 
rect contact with the suspension 
system. They help dissipate road 
noises that get past the suspension 


system. 
* * * 


Ford Falcon 


te eee changes in the 
’°62 Falcon consist of a rede- 
signed carburetor, two-year cool- 


(Continued on Page 61, Col. 1) 





ANNOUNCING A NEW, RELIABLE WAY TO END CHRONIC RUN-DOWN BATTERY DUE 


Motorola introduces 
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change intervals. 
The lubrication period has 





OT alee) eee 


ALTERNATOR (with standard-size pul- 
ley). ALL-TRANSISTOR VOLTAGE REGU- 
LATOR (with all connecting wires). 
UNIVERSAL MOUNTING BRACKET. 
COMPLETE INSTALLATION INSTRUC- 
sale), ie 

Heavy-duty Model A45 (45 amp) slightly higher. 


UNIVERSAL MOUNTING BRACKET FITS MOST 12-VOLT (NEGATIVE GROUND) 
DOMESTIC-MAKE CARS AND TRUCKS—COMPLETE SYSTEM INSTALLS IN LESS THAN 1 HOUR 


New all-electronic alternator available in 2 sizes: 7-diode Model 
A30 for automobiles and light trucks; 8-diode Model A45 for 
police cars, taxis and similar heavy-duty use. Both models 
equipped with exclusive isolation diode switch that supplies cur- 
rent to electrical field of alternator and also operates battery 
discharge indicator light on dash. All-transistor voltage regulator 


features solid-state electronic construction with no moving parts; 
provides perfectly smooth flow of current eliminating all light 
flicker. Stake-locked, completely moisture- and dust-proof. Uni- 
versal mounting bracket fits most all domestic-make cars and 
trucks; places alternator in same position occupied by D.C. gen- 
erator, requires no change in size of fan belt. 





A 
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Engineering Changes by Makes 
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ant, 6,000-mile oil change inter- 
val and 30,000-mile fuel filter. 
* ¥ 26 


Ford Thunderbird 

N ADDITION to all the ease- 

of-maintenance items on other 

Ford cars, the 1962 Thunderbird 

has a quieter ride, improved 

brakes and muffler in which all 

critical parts are made of stainless 
steel. 

A larger master cylinder is em- 
ployed to reduce pedal effort 
while increasing braking power. 
Another new brake feature is an 
improved type of lining that re- 


covers faster. 
ca * oe 


Lincoln 


NGINEERING features on 


water-heated choke that improves 
economy, smoother brakes and 
newly designed pistons that pro- 
vide quieter engine operation. 
* * * 
Mercury 
IHE ’62 Mercury Monterey has 
Cushion- Link suspension 
which permits the wheels to move 
backward as well as upward 
under road shock conditions. 
More quietness and smoothness 
ate achieved with new engine 
mounts. The Mercury also in- 
cludes all of Ford Motor Co.’s 
maintenance-reducing features. 
* * * 
Mercury Meteor 
FRATERNAL twin of the 
-& Ford Fairlane, the Mer 
Meteor also has the full unitized 


the new Lincoln include a body and the maintenance-reduc- 


ing package. Other engineering 
features include self-adjusting 
brakes, suspension using the 
Cushion-Link principle and tan- 
dem electric windshield wipers. 
* * * 
Mercury Comet 

For 1962, Comet’s engineering 

innovations include an addi- 
tional 45 pounds of sound-dead- 
ener, two-ply tires, the 6,000-mile 
oil change interval and the 
30,000-mile antifreeze and fuel 
filter. 


* * * 
Oldsmobile 
LDSMOBILE’S outstanding 
new feature is its chassis that 
is lubricated for life under nor- 
mal usage. Other improvements 
are self-adjusting brakes and a 


(< 





Printed Circuit— 


The 1962 Dodge Lancer uses this 
printed circuit for instrument cluster 
wiring. The circuits consist of copper 
foil strips embedded in non-conductive 
sheets of phenolic resin. The advan- 
tages are a neater and more compact 
installation, plus the elimination of 
assembly errors. 


interesting change is the substi- 
tution of tapered roller wheel 
bearings for the ball-type wheel 
bearing for greater durability. 

* * * 


Olds F-85 
‘a gd engineering features of 
the F-85 include a nonslip 
differential, an improved auto- 
matic transmission that provides 


smoother Hydra-Matic. Another’ smoother transition between the 





TO GENERATOR AND VOLTAGE REGULATOR FAILURES! 








the worlds first 
system. 





All-transistor voltage regulator and advanced new 7-diode alternator 
—a complete all-electronic system! So trouble-free 
it can be guaranteed* for 3 years (or 30,000 miles)! 





Replaces trouble-prone electro-mechanical relays and contacts with 
dependable transistors and diodes that virtually never wear out. 


Motorola, a world leader in electronics, intro- 
duces the first all-electronic alternator system. It’s 
virtually trouble-free, costs less than any other 
kind on the market, and is far easier to install. 
You'll find a ready and profitable market for it 
among car owners plagued by chronic battery 


trouble. 


Unlike D.C. generators, Motorola’s new alter- 
nator system supplies a charge at idle speeds to off- 
set much of the heavy drain that lights, heater and 
power accessories would otherwise put on the bat- 
tery. The system thus keeps the battery at a uni- 
form high level of charge, providing far more de- 


pendable starting and better all-around car opera- 
tion plus longer battery life. 


Unlike other alternator systems, Motorola’s all- 
transistor voltage regulator has no contact points 
to stick or burn. . . nothing but trouble-free tran- 
sistors and diodes that virtually never wear out! 


In addition, this new system features an exclusive 


SELLING DEALERS. 


isolation diode switch that operates the discharge 
indicator light on the dash, eliminates the need of a 
separate ammeter. It’s the most significant advance 
in alternator systems. Write today for complete facts. 


* MANUFACTURER’S GUARANTEE COVERS REPAIR OR REPLACEMENT OF PARTS WITHIN 3 YEARS OR 30,000 MILES 
(WHICHEVER OCCURS FIRST). LABOR PLUS REMOVAL AND RE-INSTALLATION NOT INCLUDED. ARRANGED THROUGH 


TManuracturer’s SUGGESTED REFAIL PRICE. PRICE AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE, 


Be ready to profit on this all-new, all-electronic alternator system. 


" 2. * 


Contact your Automotive Supply Jobber for complete 
information or write today to Motorola Consumer Products, Inc., 
Dept. G-63, 9401 W. Grand Ave., Franklin Park, Ill. 


© MOTOROLA 


hew (aden in the Gvely art of, elechonics 
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four speed ranges and a better 


B) | ride, achieved by new shock-ab- 


sorber valvings and revisions in 
the front suspension mountings. 
The new convertible also has a 
manually operated top. 

* * * 


Plymouth 
LE para chat the engi- 
neering of the 62 Plymouth 
are the improved heating-venti- 
lating system, printed electrical 
circuits, self-adjusting brakes and 
a more powerful starter. 

A smoother, quieter ride is 
achieved through improve- 
ments in the steering and sus- 
pension systems. 

Also, the new Plymouth has 
fully unitized construction as well 
as the 32,000-mile lubrication in- 
terval and 4,000-mile oil-change 
period. 

* * * 
Plymouth Valiant 

HE new Valiant features two- 

ply tires, bonded brake lin- 

ings, and aluminized mu f f ler, 
plus the printed circuit, new 
starting motor and 32,000-mile 
lubrication interval. 

The suspension has also been 
improved by using softer rubber 
bushings on the front shock ab- 


sorbers. 
* + * 


Pontiac 
NGINEERING advancements 
for the 1962 Pontiac consist 
principally of a 35,000-mile lubri- 
cation interval, a smoother auto- 
matic transmission, improvements 
in the steering gear that reduced 
the turning radius, new intake 
manifolds that expedite the en- 
gine warmup and a transistorized 
radio. 
* * * 
Pontiac Tempest 
EW features of the ’62 Tem- 
pest include a refinement of 
the flexible driveshaft that pro- 
vides quieter, smoother operation, 
changes in the valving of all 
shock absorbers, new intake man- 
ifolds that increase efficiency and 
the manually operated convertible 


top. 


* on a 
Rambler 


Yeas 1962 Rambler has as many 
or more engineering changes 
as any car. Among these are the 
dual safety brake system, self-ad- 
justing brakes, 33,000-mile lubri- 
cation interval, two-year battery, 
two-year coolant, 4,000-mile oil- 
change interval and a new auto- 
matic transmission that is more 
compact and better suited to the 
power and torque of the six-cyl- 
inder engine. 
* * * 
Rambler American 
pS top engineering innova- 
tion of the new Rambler 
American is the E-Stick, a manual 
transmission with a clutch that 
operates automatically as the 
driver shifts from gear to gear. 
This car also offers a new auto- 
matic transmission, two-ply tires, 


(Continued on Page 62, Col. 5) 
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Ford's 221 V-8— 


A view of Ford’s 221-cubic-inch V-8 
engine that is being offered in the new 
Fairlane and Meteor. Of thin-wall 
iron construction, this engine was de- 
veloped in 13 months. 
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Hanging Boxes 


The popular ‘“Handee Andee” bin 
boxes, in 2 sizes. They have large 
label holders, curved bottoms for 
speedy removal of parts, and can 
easily be removed or replaced. 









These Borroughs warehouse distributors are at your service.... 


Universal Equipment Co. 
2420 Oakville St. 


Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 


East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., Inc 
51 Isabelle 


Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 
Automotive Bin Service Co., Inc. 
1220 Richmond St. 

Automotive Bin Service Co., Inc 
8905 Lake Ave. 

W. W. Cannon Co. 

9739 Denton Dr. 

Felix F. Loeb, Inc. 

612 Kahl Bldg. 


Barker Co. 
421 Santo Fe Dr. 


ALEXANDRIA, VA.: 
ATLANTA: 
BROOMALL, PA.: 
BUFFALO: 
CHICAGO: 
CINCINNATI: 
CLEVELAND: 
DALLAS: 
DAVENPORT: 
DENVER: 
DETROIT: 


10040 Freeland Ave. 


Adams, Inc. 
6 North 13th St. 


W. W. Cannon Co. 
P. O. Box 464 


FARGO: 


FORT WORTH: 





Automotive Bin Service Co., Inc: 


‘Twin 


BORROUGHS 
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Hide-Away Shelf 


A sturdy, waist-high resting place 
for boxes while parts are being 
removed or replaced. Shelf swings 
on 2 pivoted channel arms, and 
swings snugly into bin after use. 


HONOLULU, Hawaii: Hunters’ Office & Industrial 
Equipment Co. 
538 Reed Lane 
HOUSTON: W. W. Cannon Co. 
1901 Winter St. 


INDIANAPOLIS: Automotive Bin Service Co., Inc. PITTSBURGH: 


4508 Alisonville Road 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 

Siggins Co. 

706 Broadway 


Green-Penny Co. 
4180 E. Noakes St. 


JACKSONVILLE: 
KANSAS CITY, MO.: 
LOS ANGELES: 


LOUISVILLE: 
204 Builders Bldg. 


Metal Products Co. 
1620 Channel Ave. 
Felix F. Loeb, Inc. 

312 E. Wisconsin Ave. 
Edco Metals, Inc. 
3030 Josephine St. 
Borroughs Mfg. Corp. 
121 Varick St. 
William A. Gore Co. 
1834 Adeline St. 


W. W. Cannon Co. 
P. O. Box 7317 


MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 


OKLAHOMA CITY: 


ludin 
locations 


gives 


used... 


PHILADELPHIA: 


Automotive Bin Service Co., Inc. 


WATERTOWN, Mass: 


PUERTO RICO: 


~ Bin 


“Partselector’’ 
HARDWARE BIN 


does “double” duty! 





eParts easy to find in half the 
space and half the time — holds 
up to 1053 part numbers in- 
20% surplus hardware 

















Here’s the custom-designed bin that 
selection 
more accuracy — more simplicity — 
more speed. Borroughs “Partselector” 
comprises 2 Borroughs “Flex 
fastened side by side — hinged-lid 
compartment storage boxes—2 sizes of 
hanging bin boxes—2 surplus shelves 
for bulky parts—a waist-high, swing- 
out shelf to hold boxes while being 
and the entire system takes 
only 6 square feet of floor space! 
Phone, write, wire or visit your nearest 
Borroughs distributor for more data! 


parts storage and 





Shelf Boxes 


Well built, heavy gage, hinged-lid 
boxes with plastic insert moulded 
into 28 compartments. Each com- 
partment identified by illustration, 
size, part number and pack. 


OMAHA: Siggins Co. 


1236 S. 13th St. 


780 S. 52nd St. 


1302 Highland Bldg. 


SALT LAKE CITY: Business Equipment Co. 


949 E. 21st, South 


ST. LOUIS: Siggins Equipment Co. 
1410 Pierce Ave. 


ST. PAUL: Borroughs Mfg. Co. 


Factory Branch and Warehouse 


809 Hubbard Ave. 


William A. Gore Co, 
214 3rd Ave., S. 


SEATTLE: 


TOLEDO: 
518 Jefferson Ave. 


264 N. Beacon St. 


CANADA: Wickware-Stackbin, Ltd. 


P.O. Box 740, Perth, Ontario 


oS @ ® om oO U & et te MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 





3026 NORTH BURDICK ST. alli. KALAMAZOO, MICHIGAN 





East Coast Distributing Co, 


Automotive Bin Service Co., Inc, 


Automotive Bin Service Co., Inc. 


Alexander Steel Products, Inc. 


Automotive Specialties, Inc. 
1100 Corchado St., Senturce 
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Extra Values for 62. 
Engineers’ Goal 


(Continued from Page 50) 


Corp. cars. The new Chrysler 
300-H became the first U. S. 
car to have safety belts as fac- 
tory-installed standard equip- 
ment, 

Although there was nothing 
spectacular, this year’s engineer- 
ing advances included many ap- 
pealing to the sports-car crowd. 

Among these features are four- 
speed transmissions, manually op- 
erated convertible tops, automatic 
transmissions with floor-mounted 
control levers, tachometers, 150- 
mile-per-hour speedometers. Ram- 
bler’s manual seat adjuster and 
Oldsmobile’s soon-to-be-announc- 
ed turbocharger. 

ae a 


N THE area of reduced cost 
are two-ply tires, wider use 
of urethane foam rubber in up- 
holstery, tempered glass, the sin- 
gle-leaf spring and the V-6 en- 
gine. Some of these components 
were introduced partially during 
the ’61 model run and all have 
engineering characteristics other 
than low cost on their side. 


Probably the strongest engi- 
neering trend to be found in the 
62 cars is toward the improve- 
ment of existing components. 
Chrysler Corp., particularly, has 


Bigger Equities 
Seen Pointing to 


Sound ’62 Deals 


NEW YORK. — “Among the 
bright spots on the 1962 sales hori- 
zon are the sizable equities that 
many motorists have built up in 
their present cars,” according to 
Charles R. O’Donnell, sales vice- 
president of Universal CIT Credit 
Corp. 

“This can be a vital consideration 
when deals involving tradeing are 
being negotiated,” he added. 

The current preponderance of 
larger-than-usual equities reflects 
the sales trend during the 1961 
model year when many people 
bought new compacts without trad- 
ing in their other cars “or just de- 
cided not to buy at all,” he said. 

“And, as any experienced sales- 
man knows, the prospect with a 
large equity in his tradein car can 
usually be offered a financially 
sound deal on terms that should be 
most attractive to him.” 

One important result should be a 
“lessening of the downward pres- 
sure on dealer-profits,” he said, 
while salesmen may find it less 
difficult to avoid “crazy terms” and 
unsound credit practices. 

Dealers in 1962 will encounter a 
“new breed of consumer.” 





put great emphasis on this, pro- 
ducing better ignition wiring, 
better power brakes, a new and 
improved ventilating system, ad- 
vanced automatic transmissions, 
printed electrical circuits, alumi- 
nized mufflers and a better starter, 


This drive at Ford Motor 
Co. resulted in a redesigned 
carburetor for the Falcon, a 
water-cooled automatic choke 
for the Lincoln, more sound 
deadening in the Comet and 
Galaxie, an improved Mercury 
ride and the adoption of the 
swing-aside steering wheel as 
standard equipment in the 
Thunderbird. 

“Self-improvement”’ drives also 
resulted in more durable mufflers 
for the Lark, a refined driveshaft 
and ride in the Tempest, an im- 
proved automatic transmission in 
the F-85, a reduced turning circle 
in the Pontiac, transistorized ra- 
dios in the Buick and Pontiac 
and a reduced transmission hump 
in the Buick. 





Changes 


(Continued from Page 61) 


self-adjusting brakes and the re- 
duced-maintenance features of the 


larger Ramblers. 
ok * ed 


Studebaker 
HE ’62 Studebaker’s engineer- 
ing features include a three- 
inch longer frame, aluminized 
steel mufflers and muffler outlet 
pipes, slightly reduced compres- 
sion ratios and a four-speed gear 


box as an option on the Daytona 
V-8. 





aes 


Special's V-6— 

The new cast-iron V-6 engine that’s 
being offered on certain models of the 
Buick Special. Company officials say 
that it’s smoother than an in-line six- 
cylinder engine, occupies less space. 





Automatic Transmissions 


Automatic transmission prices for 1962 U. S. cars: 








COMPACTS 

Chevy II 
Comet 
Corvair ... 
a cee ee a 
Falcon 
Lancer 
Lark 6 x 
Lark V-8 s 
Rambler Ambassador .... 219.50 
Rambler American ........ 164.85 
Rambler Classic .............. 186.50 
RINE cc sccascccstnoeinsscene 189.00 
PE 5 <5 ss catdasinatecanece 172.80 
Pr 171.55 

LARGER CARS 
WR is sashes hae rainwveceedin’ * 
Nee on ca cdivcca pce skpvanbiese * 


Chevrolet 6 ............ 
Chevrolet V-8 
Chrysler Newport & 300 





226.90 





Chrysler New Yorker 





SPIE Fcckcovsocssdedecess cous * 
Dodge 6 191.80 
Dodge V-8 o..........cccccccesceeee 210.70 
Ford Galaxie 66 ................ 179.80 
Ford Galaxie V-8 ............ 189.60 

212.30 
Ford Thunderbird .......... * 
BETOWUME fesicaysckccctvesescesesese cowie 
Lincoln Continental ........ * 
Mercury Monterey 66 ...... 179.80 
Mercury Monterey V-8.. 189.60 

220.99 
Oldsmobile Dynamic 

& Super 88 .................000 231.34 
Oldsmobile 98 & Starfire * 
PMO EEA G ian... nccesccssccsoess 191.80 
Plymouth V-8 .................. 210.70 
MONI isc daashaeasniceseics Si 231.34 
Studebaker Hawk 199.50 





*—Standard equipment. 














RAYON TIRES 
AGAIN CHOSEN 
BY ALL CAR MAKERS— 
FOR 4" STRAIGHT YEAR! 


One year could be a fluke. Two? Maybe. But, four 
straight years—~never! In the extremely competitive 
car field, there must be solid reasons when every 
U.S. car maker picks TYREX® rayon tires for his new 
cars year after year. The answer is simple. Car 
makers have found that TYREX rayon tires are their 
best all-around choice for ride, safety and mileage. 





TYREX rayon tires ride smoother—give less road hum, less vibra- 
tion with no “‘nylon thump.” Cool-running, they insure your safety 
at turnpike speeds... . withstand bruising high speed impacts better. 
And, TYREX rayon tires give you more money-saving mileage— 
proved in tests on both car and truck tires. So, to get all the advan- 
tages that make driving safe, sure and smooth, choose TYREX rayon 
tires—same as the car makers do. 


TYREX INC., Empire State Building, New York 1, N. ¥. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Ince. for rayon tire yarn and cord. TYREX rayon tire yarn and cord is also produced and available in Canada. 
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pest (4) station wagon, $1,800* ps). 

’60 Bonneville conv., $1,995* (ps) $7. 
885* (ps); Ventura 4-dr, Vista $j’. 
900* (ps), $1,750* (ps); sport Coupe 
$1,800* (ps); Star Chief 4-dr. Vista’ 
$1,800* (ps); sport coupe, $1 ,790* 
(ps); Catalina 4-dr. Vista, i,800* 
(ps); 2-dr., $1,700* (ps). 

’59 Catalina 4-dr., $1,000. 

RAMBLER—’61 Classic (6) Deluxe 4-dr 
$1,300. 3 

’60 Custom (6) 4-dr., $1,050, $1,015, 

’59 Super (6) Cross Country, $935 
$900*; Custom (6) 4-dr., $900: Amer. 
ican (6) Deluxe 2-dr., $525. 

’58 Ambassador (8) Super 4-dr $750; 
Super (8) 4-dr., $835; Super (6) 4- -dr., 
$550*; American (6) 2-dr., $310*, 

STUDEBAKER—’60 Lark (6) 2-dr $690. 

’59 Lark (6) 2-dr., $400. 

MISCELLANEOUS—’60 Willys Jeep, $1,- 


630. 
LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
sale of Nov. 28. 

BUICK—’60 LeSabre 2-dr. hardtop, $2,100 
(ps). 

’59 Electra 4-dr. hardtop, $1,615* (ps); 
LeSabre 4-dr., $1,500* (ps), 

’58 Special 2-dr. Riviera, $1,000* (ps). 

’57 RM 4-dr. Riviera, $825* (ps); Cen- 
tury 2-dr. Riviera, $745* (ps). 

’56 Special Estate Wagon, $485*; RM 4. 
dr. Riviera, $440* (ps); Century 4-dr, 
Riviera, $425* (ps). 

’55 Super 2-dr, Riviera, $275* (ps). 

’54 Special 2-dr. Riviera, $200* (ps); 4- 
r., $200* (ps). 

’53 Super 4-dr., $135. 

CADILLAC—’61 (62) 2-dr. hardtop, $4,- 
250* (ps). 

’60 de Ville 2-dr. hardtop, $4,050* (ps); 

4-dr. hardtop, $3,805* (ps); (60) Spe- 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 









oe 












59 «°60 "60 61 "60 ’61 60 61 "60 = ’61 "60 +’61 "60 =(’61 "60 +61 "60 +61 "60 =+’61 "60 +’61 "60 + ’61 "60 (61 
Dec. Jan. Feb. March April May June duly Aug. Sept. Oct. Nov. Dec. 
Prices of ’62s added and ’54s dropped in December, 1961. Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 


Figures alongside bars represent dollars, @© 1961, by Automotive News 

































; i 070*; Fairlane (6) 2-dr., $925; Ranch ’58 Premiere 4-dr, hardtop, $1,285* (ps). 620* (ps); 4-dr. Holiday, $1,545* (ps), cial 4-dr. hardtop, $4, 000+" ( 8); El- 

Prices marked with ae ee ee Wagon (8) 2-dr., $1,050". MERCURY—’61 Monterey conv., $2,010* $1,500* (ps); 4-dr., $1,480" (ps), $1,- dorado conv., $3,860* (ps). 
indicate a unit equipy? wt a ’59 Thunderbird (8) 2-dr, hardtop, 2 at (ps). 405* (ps), 2 at $1,380* (ps). ’59 de Ville 4- dr. hardtop, $3,150* (ps), 
automatic transmission or over- $1,900" (ps) i a ot oo - Monterey oe oH. iad = i. of. Holiday, $1,170* (ps); $3,100* (ps), $2,350* (ps); 2-dr. hard- 
; axie (8) 2-dr. ctoria, ¥ ps), P onterey 2-dr, hardtop, $465; 4-dr. -dr, Holiday, $785* (ps); (88) 2-dr. top, $2,985* (ps); (62) 2-dr. hardto; 
drive, and (ps) indicates power $1,220* (ps), $900*; Galaxie (6) 2-dr. hardtop, $450* (ps). Holiday, $850* (ps). $2,775* (ps); conv., $2,625* (ps) so 
steering. Victoria, $1,090* (ps), $1,060*; Coun- | OLDSMOBILE — ’61 (98) 4-dr. Holiday, ’57 (98) 4-dr. Holiday, $400* (ps). 615* (ps). oe 
* * * try Sedan (8) 4-dr., $1,105* (ps); $2,490* (ps); (88) 2-dr. hardtop, $2,- ’56 (98) 4-dr. Holiday, $475* (ps). ’57 (60) Special 4-dr, hardtop, $1,535* 

CHICAGO Country Sedan (6) 4-dr., $1,015"; 430* (ps). ’55 (88) Super 4-dr. Holiday, $370* (ps). (ps), $1,400* (ps). 

Fairlane (6) 4-dr., $810; 2-dr., $700*; ’60 (98) 4-dr. Holiday, $2,045* (ps), | PLYMOUTH—’60 Fury (8) 2-dr. hardtop, ’56 Eldorado Seville, $1,085* (ps); (62) 

Greater Chicago Auto Auction. Sale every Fairlane (8) 4-dr., $795, $785*; Cus- $1,890* (ps); (88) Super 2-dr. Holiday, $1,430* (ps); 4-dr, hardtop, $1,310* Coupe de Ville, $1,050* (ps), $1,000* 

Thursday. Prices are for sale of Nov. 30. tom (8) 4-dr., $735; Custom (6) 2-dr., $1,890* (ps), $1,690* (ps); 4-dr. Holi- (ps), $1,250* (ps); Savoy (8) 4-dr., (ps); Sedan de Ville, $985* (ps), $825* 
Largest consignment yet. Despite touch and $525. day, $1,870* (ps), $1,825* (ps), $1,- $1,230*, $1,125*, $1,100*; Savoy (6) (ps); conv., $890* (ps); 2-dr. hardtop, 
go market, they sold. Sold 462 cars from ’58 Fairlane 500 (8) conv., $580*. 750* (ps); (88) 2-dr. Holiday, $1,850* 4-dr., $1,025* (ps), $955*, $950*; Val- $880* (ps); 4-dr., $835* (ps), $685* 
” 823 consignments. ’57 Fairlane 500 (8) Skyliner, 5710*, (ps), 2 at $1,700* (ps); 4-dr. Holiday, jant (6) 4-dr., $1,205* (ps), $1,145* (ps). 

BUICK—’61 Invicta 4-dr., $2,435* (ps). $640*; Ranch Wagon (8) 2-dr., $640*. e311 605*. (ps), $1,095* (ps), $1,000*; Belvedere ’55 (62) Coupe de Ville, $885* (ps). 

*60 Electra 2-dr. hardtop, $1,910* (ps); IMPERIAL—’59 Imperial 4-dr., '$1,860* 59 (98) 2-dr, Holiday, $1,700* (ps), (6) 4-dr., $1,050*. 54 (60) Special 4-dr., $635* (ps); (62) 
Pamahie 2-d¢. hardtop, $1,895* (ps): (ps). $1,630* (ps), $1,565* (ps); 4-dr. Holi- ’59 Belvedere (6) 2-dr. hardtop, $865* 4-dr., $615* (ps); conv., $325* (ps), 
Estate Wagon, $1,890* (ps). , LINCOLN—'61 Continental 4-dr, hardtop, day, $1,650* (ps), $1,575* (ps), $1,- (ps); Fury (8) 2-dr. hardtop, $850* ’53 (62) 2-dr., $175. 

59 LeSabre conv. $1,505* (ps), $1,490° $4.250* (ps), $3,850* (ps). 550* (ps); conv., $1,345* (ps); (88) (ps). CHEVROLET—’61 Corvette (8) conv., $3,- 
( . Blectra 4-dr. hardtop, $1,450* ’60 Premiere 4-dr. hardtop, $2,690* (ps). Super 4-dr. Holiday, $1,680* (ps), $1,- ’57 Belvedere (6) 4-dr., $505, $500. 100; Parkwood (8) 4-dr., $2,350* (ps), 
PS); 1,445* ( ): Qedr ” hardtop ’59 Continental Mark IV 4-dr, hardtop, 580* (ps); 2-dr. Holiday, $1,350* (ps), | PONTIAC—’61 Catalina 4-dr. Vista, $2,- $2,285*; Impala (8) sport coupe, §2,- 
rads * toa) PS); : F $2,145* (ps), $2,075* (ps). $1,345* (ps); (88) 2-dr, Holiday, $1,- 075; sport coupe, $2,055* (ps); Tem- 260* (ps), 2 at $2,250* (ps), $2,135; 

, ps). conv., $2,050*; Corvair 700 (6) 2-dr., 





$1,600*. 

’60 Impala (8) sport coupe, $2,135* (ps), 
$1,950* (ps), $1,940* (ps), 2 at §$1,- 
900* (ps), $1,835* (ps), $1,815* (ps); 
4-dr., $1,750* (ps); conv., $1,750*; 
Biscayne (8) 4-dr., $1,510; Corvair 700 
(6) 2-dr., $1,400; Corvair 500 (6) 4- 
dr., $1,185, $1,105*. 

’59 Corvette (8) conv., $2,360, $2,240*; 
Impala (8) sport coupe, $1,650* (ps), 
$1,595* (ps), $1,590* (ps), $1,585* 
(ps), $1,575* (ps), $1,535* (ps), $1,- 
530, $1,445; sport sedan, 2 at $1,500* 
(ps); conv., $1,495* (ps), $1,350; Bel 
Air (8) 2-dr., $1,255*, $1,250* (ps); 
4-dr., $1,100*; Bel Air (6) 4-dr., $1,- 
100*; Brookwood (6) 4-dr., $1,200; 2- 
r., $1,005*. 


’58 Super conv., $1,095* (ps); 4-dr. Rivi- 
era, $720* (ps). 

’57 RM 4-dr. Riviera, $650* (ps); Super 
4-dr. Riviera, $630* (ps), $595* (ps); 
Century conv., $500* (ps). 

’55 Super 4-dr. Riviera, $350* (ps); 2-dr. 
Riviera, $345* (ps); Special 4-dr. Rivi- 
era, $330* (ps). 

CADILLAC—’62 de Ville 4-dr. hardtop, 
$5,825* (ps). 

’61 de Ville 4-dr, hardtop, $4,300* (ps), 
$3,760* (ps); 2-dr. hardtop, $4,000* 
(ps); (62) conv., $4,225* (ps), $4,160* 
(ps), $3,990* (ps); 4-dr. hardtop, $4,- 
100* (ps), $3,840* (ps). bs 

60 de Ville 4-dr. hardtop, $3,575* (ps), ALABAMA MARYLAND 

4 ; = . . i. 
ater ct cn Sebdiee GE UNBT ioe) BEL AIR—Bel Air Auto Auction. Ti- 








NEW JERSEY 




















(ps); (62) 4-dr. hardtop, $3,075* (ps). 
59 de Ville 2-dr. hardtop, $2,825* (ps); tles, checks guaranteed. Cars ‘noe ’58 Brookwood (8) 4-dr., $695*; Bel Air 
a reaies*” tn) aketee cd d ° H N S ° N A u T co ed. Thur., 12 noon. Establish 1947 Minutes from New York City (8) sport sedan, $935* (ps); Yeoman 
eee ore rss ; (8) 4-dr., $885*; 2-dr., $785; Yeoman 
$2,550* (ps); 4-dr. hardtop, $2,750* AUCTIONS ym Ce) Sar, $650, Baschyne 46) Son 
ee oes Seely So cant hneninl MICHIGAN ar A $850*; 4-dr., $565; Biscayne (8) 4-dr., 

(Ds), oo pe); eee H _ +! -D (8) 4-dr., $585*. 
untsville, Ala.—Frida $785*; Delray (8) ; 

nore, meneteD, B2,T8e" (Be), F5,en0° ; y ’57 Corvette (8) conv., $1,510; Bel Air 
(8) sport coupe, $885*; station wagon, 


100% Insured—No Registration Fee $875° (ps): 4-dr.. $785*: ‘Two-ten (8) 
station wagon, $840*. 

*56 Corvette (8) conv., $1,175*; Two-ten 
(8) Delray, $575*; Bel Air (8) 4-dr., 
$465*, $390*; One-fifty (6) 4-dr., $305. 

’55 Nomad (8) 2-dr., $610*; Two- ten (8) 
2-dr., $475; station wagon, $335; Bel 
Air (8) 4-dr., $360*; conv., $310*, 


(ps). 

"58 (62) 4-dr. hardtop, $1,575* (ps); 
2-dr. hardtop, $1,350* (ps); Sedan de 
Ville, $1,280* (ps). 

"57 (60) Special 4-dr. hardtop, $1,150* 
(ps). 

"56 (62) Coupe de Ville, $700* (ps); COLORADO 
Sedan de Ville, $695* (ps). 

55 Eldorado conv., $325* (ps). 





AUTO sr ucton 





ptco etroir 


now 











CHEVROLET—’ 62 Impala (8) sport sedan, Colorado Auto Auction t DUAL $225*. ig 
2,560* (ps). ’54 Two-ten Delray, $370*; Bel Air 2- 
al Tiemets 46> apart neden, 61,000" (00); FS ee an ree p co LANE EXCLUSIVELY FOR AUTO DEALERS dr., $235. agers 
: ’53 Bel Air 4-dr., $325*. 





Biscayne (6) 4-dr., $1,750* (ps), $1,- 


: ir M 6) 2-dr., $1,700*; 
eeee cat can ek beet Geek. SALE EVERY TUESDAY 


Bel Air (6) 4-dr., 


CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,535* (ps). 
DODGE—’60 Polara (8) 2-dr. hardtop, $1,- 






INSURED PICKUP AND 
DELIVERY SERVICE 






























"60 Impala (8) conv., $1,725* (ps), $1,- : 
700* (ps), $1,610*; sport coupe, $1,- 1188 AM 880* (ps). se 
* ’ - 
Howe tG) sport coupe, $Ls30"; Aur, [George A. Lamb = Norman Early p> CO TUESDAY MINIMUM RATES 138 Sierra (8) 4-dr., $935 (ps). 
$1,520*; Brookwood (6) 4-dr., $1, 495; ners Parerers We issue auction checks— | $365°. ie : 
aD 31.245: $1,400, | $1.370°, —- oe " . Guarantee titles. FORD~ 01 Thanderbird iy aie: hardtop, 
dr., $1,365* (ps), $1,355*, $1,260, $1,- Dealers Only Dual Lane Sale—4 Auctioneers 2 at $3,500* (ps), $3,395* (ps); Gal- 
nel meeerne, <> ih aes ost: Write for FREE Market Reports. Insured By a s ei . oe 
orvair ) 2-dr., ’ i ’ , AUCTI underbir -dr, ardtop, ” 
4-dr., $900*. Flint Auto Auction, Inc. dan dae 800* (ps), $2,750* (ps); Galaxie (8) 
°59 Corvette (8) conv., $1,990; Impala | —————@@@— J  ——______.. FLINT, MICHIGAN starliner, $1,660* (ps); Country Sedan 
(8) conv., $1,350* (ps), $1,235* (ps); CONNECTICUT z EVERY TUESDAY AT NOON! (8) 4-dr., $1,590* (ps); (9 pass.), $1,- 
er ee ae ee Exclusively for Dealers 300*; Falcon (6) station wagon, §1,- 





sport sedan, $1,050*; Impala (6) conv., 


$1,175*; Bel Air (8) 4-dr., $1,150*, 425*, $1,335, $1,235; 2-dr., $1,350*, 


$1,235*; 4-dr., $1,200*; Fairlane 500 





@ "DUAL RING" 2 lines running simultane- ON ROUTE 46 















































$1,140*, $1,135, $1,135* (ps),_$1,110*; NEW ENGLAND'S OLDEST ously. CALDWELL TOWNSHIP, N. J. 3 i a ; 
Biscayne (6) 4-dr., $950, $845*. AND BEST * Comvaitantivt ; (8) 4-dr., $1,355* (ps); 2-dr., $1,355. 
y located in the heart of the , : * 
"58 Impala (8) conv., $945*; Bel Air (8) : + bil Id CApito! 8-0100 f R . 59 Country. Squire (8) 4-dr., $1,400 
sport sedan, $885*, $835*; Biscayne Dealers Auto Exchange in our [5th Year of Se ee P ” or Reservations (ps), $1,390* (ps); Galaxie (8) 4-dr. 
(6) 2-dr., $625*. 7 Continuous Operation. @ Ten acres of completely fenced parking Victoria, $1,385* (ps), $1,360* (ps), 
’57 Two-ten (8) station wagon, $640*; area, FROST 2a AES RO ETE LE LEE POI PORE SE PC Prato $1,305* (ps); 4-dr., $1,260* (ps); 
Two-ten (6) 4-dr., qore, .. 7 st Ge soe ra M © Always a fine selection of sharp cars, lara mre fe) ee ue “a 
’56 Two-ten (8) 4-dr., $385*; Two-ten ent M. e Fri ; 258 ps) )*; Ranc agon ( 
(6) 2-dr., $375*; Bel Air (6) conv., Southern Auto Sales, Inc. ‘ oo ip prevail at all times, NEW YORK 4-dr., $1,140*; Ranch Wagon (6) 4-dr., 
$350. Warehouse Point, Conn. eae cna os ea $1,055¢;. 2-dr., $980; warteme (8) * 
CHRYSLER — ’61 (300G) conv., $3,550* * Fair management, r., ps); Fairlane ( -dr., 
F NEW YORK STATE'S OLDEST $985* (ps); Custom 300 (8) 4-dr., 
ae 4-dr., $1.725* (ps); Windsor | >>> MICHIGAN'S FINEST SALE NATIONALLY KNOWN $960*; 2-dr., $950*, $785*. 
4-dr.. $1,575* (ps) : FLORIDA 12:00 SALE EVERY WEDNESDAY 12:00 TIM ANSPACH INC '58 Country Sedan (8) 4-dr., $835* (ps), 
59 Windsor 4-dr., $975* (ps). DAYTONA BEACH Florida A M. D. McCollum, Vice-President and Manager . a,’ bag IO apar 500 (8) erase 
57 NY 4-dr., $675* (ps); Windsor 2-dr., : : a — Florida “Auto! 37]; Western Road Phone CEdar 2-318! Dealer Aute Auction Ter, ei cece a” dogs 
$580* (ps). Auction. City Airport. Tues., 10 Albany 5, N. Y. rans Gaston an tas 4éee $685": a 
DeSOTO — '60 Adventurer 4-dr., $1,485*| A.M. Dealer-owned. Dealers only. Every Monday — I1 O'Clock dr., $685*: Custom 300 (6) 4-dr,, $625. 
nee? = ii ee ee NORTH CAROLINA 08 car sale average ’57 Fairlane 500 (8) 2-dr. Victoria, $785* 
’59 Fireflite 2-dr. hardtop, $1,050* (ps). All Titles and Checks Guaranteed (ps), $710*; Fairlane (8) 2-dr, Vic- 
DODGE—’60 Phoenix (6) 2-dr. hardtop, i ee) po , * toria, $710* (ps), $535* (ps); Custom 
$1,270*, $1,235* (ps); Pioneer 2-dr., aa se BEACH ni in RALEIGH Mann’s Auto Auction 300 (8) 2-dr.. $340", 
$1,090. ig, quality auction. ursdays.| Sale, Rt. 5. Ph. 3-1564, Titles &/)4 PAYETTE—Syracuse Auto Auc-| "56 Thunderbird (8) conv., $1,350*; Fair- 
58 Coronet (8) 2-dr. hardtop, $665* W. Palm Beach Fairgrounds. checks guaranteed. Mon. 10 A. M. ; ae : lane (8) 2-dr. Victoria, $460* (ps), 
tion. Insured checks and titles. Noon $405*; conv., $380*; Ranch, Wagon 
















(ps); 4-dr. hardtop, $650* (ps). 
’57 Coronet (8) 2-dr. hardtop, $285*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,350* (ps); Country Sedan (8) 4- 
dr., $2,000* (ps); Galaxie (8) 2-dr. 
Victoria, $1,905* (ps); 4-dr., $1,800* 
(ps); conv., $1,700* (ps); 4-dr, Vic- 
toria, $1,600* (ps); Galaxie (6) 2-dr., 
$1,625*; Fairlane (6) 4-dr., $1,625*; 
2-dr., $1,415; Falcon (6) 4-dr., $1,- 
490*, $1,475*, $1,350*. 

60 Thunderbird (8) 2-dr, hardtop, $2,- 
325* (ps), $1,975* (ps); Galaxie (8) 
conv., $1,505*, $1,275* (ps); Starliner, 
$1,465* (ps); 4-dr, Victoria, $1,450* 
(ps); Fairlane 500 (8) 4-dr., $1,110*; 
Falcon (6) 4-dr., $1,085*, $1,075*, 
$1,060*, $980, $950*, $925*; 2-dr., 
$1,000, $970*; Fairlane (8) 4-dr., $1,- 


(8) 2-dr., $385, $320*, $305* (ps); 
Parklane (8) 2-dr., $365*. 

’55 Ranch Wagon (8) 2-dr., $390*, $340; 
Custom (8) 2-dr., $285*; Country 
Squire (8) 4-dr., $285*. 

’54 Crest (8) 2-dr. Victoria, $355"; 
Ranch Wagon (8) 2-dr., $220*; Custom 
(8) 2-dr., $100*. 

’53 Custom (8) 2-dr., $135*. 

HUDSON—’55 Hornet 2-dr. hardtop, $365* 
(ps). 

IMPERIAL—’60 Imperial 2-dr. hardtop, 
$3,200* (ps). 

’59 Crown 4-dr,. hardtop, $2,550* (ps). 

LINCOLN—’60 Continental Mark V 4-dr 
hardtop, $3,550* (ps). 

’57 Continental Mark II 2-dr, hardtop, 


(Continued on Page 66, Col. 1) 


Wednesdays. 








OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 









PENNSYLVANIA 


ALLENTOWN (in Kuhnsville) — 
“Metro,” near Turnpike. Insured 
checks & titles. Every Mon. at noon. 






Dealer auto auctions listed here hold the answer to your used-car problems. 





Consult this page each week for the nation's top auto auctions. 






— 


Ogg OTT ET ee, 
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ee 


How to 


sell instant Sound... 


(and, naturally, the Chevrolets that go with it! ) 


iu Have all-transistor Delco Radios installed in your 
Chevrolets right at the factory. (That’s the easy way!) 


@ Begin your sales pitch with a demonstration and some 
instant background music. Just turn the radio knob and 
get some music to sell new Chevrolets by. 


© Teli your customers about Delco’s new “instant sound’— 
explain that there’s never any wait, never any warm-up with 


the new all-transistor Delco Radio. 


@ Mention—casually—that you wouldn’t be caught dead put- 
ting any other radio in their car, because Delco is the only 
Genuine Chevrolet Radio. (Designed and acoustically engi- 
neered for the interior of the 1962 Chevrolet.) 


@ when you've finished your [)ELCO 


sales pitch, give the good people 


some music to sign orders by. FRADIO 


They’ve never heard it so good! 


Division of Generai Motors e Kokomo, Indiana 
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Used-Car Auction Prices 





(Continued from Page 64) 


$3,000* (ps); Premiere 2-dr. hardtop, 
$1,150* (ps). 
56 Premiere 2-dr. hardtop, $635* (ps). 
55 Capri 2-dr. hardtop, $435* (ps); 4- 
dr., $375* (ps). 
’54 Capri 2-dr, hardtop, $285* (ps). 
on* 


MERCURY—’61 Monterey conv., 2,225 


(ps). 
60 Monterey 2-dr., $1,645* (ps), $1,435; 
Comet (6) 2-dr., $1,525*. 


59 Montclair 2-dr. hardtop, $1,450* (ps). 

’58 Monterey 2-dr, hardtop, $550*. 

’57 Montclair 2-dr. hardtop, $885* (ps), 
$735* (ps), $660* (ps); Commuter 4- 
dr., $605* (ps). 

’56 Montclair 2-dr. hardtop, $425*; Mon- 
terey 2-dr. hardtop, $400* (ps). 


OLDSMOBILE — '60 (88) 4-dr. Holiday, 
$2,335* (ps). 
’59 (88) 4-dr., $1,385* (ps). 
’58 (88) 2-dr, Holiday, $1,095* (ps). 


’57 (88) Super Fiesta 4-dr., $1,030* (ps); 
2-dr. Holiday, $850* (ps); (88) Fiesta 
4-dr., $710* (ps); 4-dr., $565. 

’56 (88) Super 2-dr. Holiday, $625* (ps); 


conv., $350* (ps); (88) 2-dr. Holiday, 
$440* (ps), $435* (ps), $285*; 4-dr., 
$285* (ps); (98) 4-dr. Holiday, $435* 
(ps). 

’55 (98) 4-dr., $365* (ps); (88) Super 
4-dr., $220*. 


54 (88) Super 2-dr. Holiday, $285*. 
PACKARD—’55 Clipper 4-dr., $175*. 
PLYMOUTH—’61 Valiant 200 (6) 4-dr., 

$1,535". 

*60 Suburban (8) 

Valiant 200 (6) 


$1,550* 
$1,275*; 


Custom 4-dr., 
4-dr., 


Savoy (8) 2-dr., $985. 

’59 Suburban (8) Sport 4-dr. (9 pass.), 
$1,485* (ps); Custom 4-dr., $1,000* 
(ps); Belvedere (8) 4-dr. hardtop, $1,- 
090* (ps). 

’58 Suburban (8) Custom 4-dr., $1,010* 
(ps), $840*; Savoy (8) «-dr., $540. 

’57 Suburban (8) Sport 4-dr, (9 pass.), 
$785* (ps); Belvedere (8) 2-dr. hard- 
top, $735* (ps). 

’56 Belvedere (8) 2-dr, hardtop, $410* 
(ps); Plaza (8) 2-dr., $235*. 

’55 Savoy (6) 4-dr., $320*; Plaza (8) 4- 
dr., $130*. 

’53 Cranbrook 2-dr., $155. 

PONTIAC—’61 Bonneville conv., $2,950* 
(ps); sport coupe, $2,835* (ps), 

’60 Catalina Safari 4-dr., $2,000* (ps); 
4-dr., $1,625* (ps); Ventura sport 
coupe, $1,985*. 

’59 Bonneville sport coupe, $2,085* (ps), 
$1,835* (ps); Catalina Safari 4-dr., 
$1,690* (ps). 

’58 Chieftain Safari 4-dr., $1,325* 
(9 pass.), $1,060*. 

’57 Star Chief 4-dr. Catalina, $860* (ps). 

’56 Star Chief 2-dr. Catalina, $360* (ps); 
Chieftain 2-dr, Catalina, $310* (ps), 
$210*. 

’55 Chieftain 2-dr., $240*. 

RAMBLER—’60 Custom (6) 


(ps); 


station wag- 


on, $1,715* (ps); Custom (8) station 
wagon, $1,755* (ps); Super (6) 4-dr., 
$1,255. 


’59 Super (6) Cross Country, $1,185*. 
’58 Ambassador (8) Custom Cross Coun- 
try, $1,035* (ps); Super (6) 4-dr., 





$875*. 
’55 Super (6) 2-dr., $250. 
’53 Custom Cross Country, $100. 
MISCELLANEOUS—’ 61 Chevrolet (6) Cor- 
vair pickup, $1,580, $1,575; Ford (6) 
Falcon Ranchero, $1,350*. 

*60 GMC (6) %-ton pickup, $1,200. 

59 Chevrolet (8) El Camino, $1,435*; 
Ford (6) %-ton pickup, $770. 

’58 Ford (6) Ranchero, $610. 

’57 GMC (8) %-ton LWB pickup, $775*; 
(8) cab & chassis, $735* (ps); Ford 
(8) %-ton pickup, $635. 

’56 Dodge (6) %-ton pickup, $495. 

’55 Ford (6) %-ton pickup, $835, $360; 
International %-ton pickup, $355*. . 
’53 Chevrolet %-ton utility truck, $350. 

’51 Chevrolet %-ton pickup, $275. 

’48 Chevrolet %-ton stake, $240. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 28, Good 
array of sellers and buyers. Diversified con- 
signment. Clean cars selling for good 
money. Average cars finding takers at their 


worth. Sold 205 cars from 279 consign- 

ments. 

BUICK—’61 LeSabre 2-dr. hardtop, $2,020* 
(ps). 


’59 Electra 4-dr. hardtop, $1,350* (ps). 


’58 Special 2-dr. Riviera, $675. 


’57 RM 4-dr., $455* (ps); Special 2-dr., 
$370* (ps), $305*. 
’56 Special 2-dr. Riviera, $560* (ps). 


’55 Super 2-dr. Riviera, $140* (ps); RM 


4-dr., $110*. 
CADILLAC—’60 (62) conv., $3,150* (ps); 
4-dr. hardtop, $3,150* (ps). 


’59 (62) 4-dr. hardtop, $2,220* (ps). 

’58 (62) 4-dr. hardtop, $1,800* (ps). 

’56 (62) Sedan de Ville, $440* (ps); (60) 
Special 4-dr., $160* (ps). 

’54 (75) 4-dr., $440* (ps). 

’51 (75) 4-dr., $105*, $100* (ps). 

CHEVROLET—’62 Chevy II (4) 2-dr., $1,- 

925. 





Model Breakdown 
Of Auction Averages 


Dec., 1961 Nov., Oct., 


Model To Date 1961 1961 








Overall ——— 
Average $1,224 








’61 Impala (8) sport sedan, $1,950* (ps), 
$1,925* (ps). 

60 Impala (8) sport coupe, $1,550* (ps); 
sport sedan, $1,550* (ps); Parkwood 
(8) 4-dr., $1,500* (ps), §1,375* (ps); 
Bel Air (8) 4-dr., $1,350* (ps), $1,340* 
(ps), $2,280* (ps); Bel Air (6) 4-dr., 


$1,280* (ps), $1,260*, $1,250*, $1,- 
230*, $1,205, $1,205*, $1,140; 2-dr., 
$1,105; Biscayne (6) 4-dr., $1,225*, 
$1,145*; Brookwood (6) 4-dr., $1,200, 
$1,160. 


59 Impala (8) sport sedan, $1,160* (ps); 
Bel Air (8) 4-dr., $1,100* (ps), $960* 
(ps), $940* (ps); 2-dr., $785; Bel Air 
(6) 4-dr., $955* (ps), $925*, $900*; 
Parkwood (6) 4-dr., $1,070*, $920* 
(ps); Parkwood (8) 4-dr., $975; Bis- 
cayne (6) 4-dr., $700. 

’58 Impala (8) sport coupe, $800*; conv., 
$800* (ps); Brookwood (6) 4-dr., 
$770*; Delray (6) 2-dr., $355. 

57 Bel Air (8) sport sedan, $725*; sport 


(ps); 
cei ncn niente ED 
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For years, Perfect Circle has brought mechanics 





valuable training in the latest engine service pro- > 
cedures through the Doctor of Motors program. 


These informative clinics have been attended by 
over three-quarters of a million men, many of 
them repeating year after year. The mechanics 
keep coming back because each time they acquire 
new knowledge and skills that help them earn 


more money on the job. 


And, the more they learn about piston rings, 
the more they appreciate the superior quality and 
performance built into every Perfect Circle set. 
It’s another reason why so many leading mechan- 
ics the world over recommend and install PCrings. 

For information on how you can participate in 
the Doctor of Motors Clinics, contact your Perfect 


Circle supplier soon. 
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DOCTOR OF MOTORS 
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is awarded to all who pass a 
written test, for display in their 
place of business as evidence 


of their training and ability 
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coupe, $635*; Bel Air (6) 4-dr., s629+. 

Two-ten (8) 2-dr., $350*. : 

’56 Two-ten (8) 4-dr., $575*, g3g5« 

$255. ; 

"55 Two-ten (6) station wag 4-dr 

$250; Two-ten (8) 2-dr., $200 ¥ 

’54 Two-ten station wagon 4-dr $145*- 

2-dr., $100*; 4-dr., $100. : 

CHRYSLER — ’59 Windsor 4-dr. g$ggo+ 
(ps). 

’57 Windsor 2-dr. hardtop, $520 ps) 
’55 Windsor 4-dr., $150* (ps). a 
DeSOTO—’58 Firesweep 4-dr., $6 (ps) 

’57 Fireflite 4-dr., $280*. ; 
DODGE—’60 Polara (8) 2-dr, ardtop 
$1,500* (ps); Dart (8) Seneca 4-dr’ 
$955, $740. 7 

’57 Coronet (8) 4-dr., $370*; 2-c be 
top, $290*. mane 

’55 Coronet (8) 2-dr. hardtop, $155+. 
Coronet (6) -4-dr., $125*; Royal (8) 4. 


dr., $110*. 

FORD—’61 Galaxie (8) 4-dr. Victoria, $1,- 
700* (ps), $1,625* (ps); 2-dr. Victoria 
$1,660* (ps). ; 

’60 Fairlane 500 (8) 4-dr., $1,160*, $1,- 


130*, $1,040* (ps); Falcon (6) 4-dr. 
$1,130; 2-dr., $780*; Fairlane (8) 2. 
dr., $1,110*; 4-dr., $1,060*, $945. 


’59 Thunderbird (8) 2-dr, hardtop, §1,- 
750* (ps); Galaxie (8) 4-dr, Victoria, 


$1,125* (ps); 2-dr. Victoria, g§g95+ 
(ps); Fairlane (8) 4-dr., $875*, $855: 
2-dr., $780*; Ranch Wagon (6) 2-dr. 
$870*, $800; Custom 300 (6) 2-ar. 
$640*. ; 


’58 Ranch Wagon (8) 2-dr., $460* (ps) 
$395; Fairlane (8) 2-dr., $460*; Cus. 
tom 300 (8) 2-dr., $400. 

’57 Country Sedan (8) 4-dr., $350* (ps) 
$335* (ps); Fairlane 500 (8) 4-adr.. 
$290* (ps); Custom (6) 4-dr., $200*: 
Custom 300 (8) 2-dr., $200* (ps), ° 

’56 Fairlane (8) conv., $570* (ps); 2-dr. 


Victoria, $135*; Ranch Wagon (8) 2- 
dr., $245*; Country Squire (8) 4-dr., 
$240, $235*. 

’55 Fairlane (8) conv., $160* (ps): Cus- 
tom (8) 4-dr., $100*. 

’54 Crest (8) conv., $100*, $100. 
IMPERIAL—’58 Imperial 2-dr. hardtop, 
$1,335* (ps); conv., $825* (ps). 
LINCOLN —’56 Premiere 2-dr. hardtop, 

$300* (ps); 4-dr., $150* (ps). 
MERCURY—’60 Montclair 2-dr. hardtop, 
$1,550* (ps); Comet (6) 2-dr., $1,- 


120*; 4-dr., $1,070*. 
’56 Medalist 2-dr. hardtop, $275*. 
’55 Monterey 4-dr., $175*. 
’54 Monterey 2-dr, hardtop, $110*; 4-dr., 





$100; Montclair 2-dr., $100* (ps). 
OLDSMOBILE "60 (88) 4-dr. Holiday, 

$1,740* (ps); (98) 4-dr. Holiday, $1,- 
475* (ps). 

"59 (98) 4-dr. Holiday, $1,410* (ps); 
(88) Fiesta 4-dr., $1,160* (ps). 

’58 (88) 4-dr., $800* (ps); 2-dr., $640* 
(ps); (88) Super 4-dr., $665* (ps). 

’57 (98) conv., $310* (ps). 

"56 (88) Super conv., $600*; (88) 4-dr., 


$520* (ps); (98) 4-dr, Holiday, $360* 
(ps), 2 at $190*, $175*. 
"55 (98) 4-dr., $240* (ps); (88) 4-dr., 


$200*, $130*. 
PLYMOUTH—’61 Suburban (8) Custom 4- 

dr., $1,835* (ps). 

’60 Valiant (6) 4-dr., $1,020*, $950, $875; 
Savoy (6) 4-dr., $865, $785, $740*. 

’59 Suburban (8) Custom 4-dr., $650*; 
Fury (8) conv., $620* (ps). 

’58 Savoy (6) 2-dr. hardtop, $495*; Bel- 
vedere (8) 2-dr. hardtop, $430*; conv., 


$200". 

"57 Savoy (8) 4-dr., $535* (ps), $280* 
(ps), $175*; 2-dr., $240*, $200* (ps); 
Suburban (6) 2-dr., $360*; Belvedere 
(8) 4-dr. hardtop, $340* (ps). 

’55 Savoy (8) 2-dr., $150; Plaza (8) 2- 
dr., $100*. 

°54 Savoy 2-dr., $100*. 

PONTIAC— 61 Catalina Safari 4-dr., §2,- 
060* (ps); Tempest (4) 4-dr., $1,475. 

’59 Bonneville conv., $1,390* (ps). 

’58 Chieftain 2-dr, Catalina, $650*. 

’57 Chieftain 4-dr., $555*; 2-dr., $250*. 

56 Chieftain 4-dr., $450* (ps); 2-dr., 
$200*, $135*. 

’55 Star Chief conv., $255* (ps); Chief- 
tain Safari 2-dr., $165*. 

RAMBLER—’61 American (6) Deluxe 4- 


dr., $1,575* (ps). 
’60 American (6) Deluxe 2-dr., $740. 
’59 Super (8) 4-dr., $715*, $610. 
’5S8 Super (6) 4-dr., $680*. 
’55 Deluxe (6) 2-dr., $130. 
STUDEBAKER—’58 Scotsman (6) 
$450. 
MISCELLANEOUS — 
pickup, $915. 
’56 Chevrolet (6) 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Nov. 29, Sold 
253 cars from 448 consignments. 
BUICK—’61 Electra conv., $2,615*; In- 


4-dr., 
’60 Chevrolet (6) 


¥%-ton pickup, $190. 


victa conv., $2,515*; LeSabre 4-dr. 
hardtop, $2,500* (ps), $2,440* (ps), 
$2,365*; 2-dr. hardtop, $2,355* (ps). 

*60 Invicta 4-dr, hardtop, $2,050* (ps); 
4-dr., $1,905* (ps); LeSabre conv., 
$1,900* (ps), $1,850* (ps); 4-dr., $1,- 
865*; 2-dr., $1,505*. 

’59 Electra 225 conv., $1,555* (ps); 4- 
dr., $1,365* (ps); Invicta 4-dr, hard- 
top, $1,450* (ps); conv., $1,225* (ps); 


LeSabre 4-dr, hardtop, $1,405* (ps), 


(Continued on Page 70, Col. 1) 
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up 33.4% 
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10-1-61 through 11-20-61 
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PROGRESS REPORT 


Full-size Success? ciser rts 


sales since announcement of the 1962 models have rocketed to a 
lusty 33.4% over the comparable period last year. 

Success like this seems to have become a Chrysler habit. The 
annual sales of Chrysler cars have shown spectacular improvement 
in contrast to the price class trend. 

We expected a substantial spurt in sales when we unveiled our 
new Chrysler 300 and teamed it with our surprising $2964 Newport.* 

But that very healthy 33.4% improvement is real progress, 
we think, when you consider that the industry registered only a 
3.4% increase for the same period. 

Obviously, we’ve been asking ourselves the reasons why. 





*This is the Newport with the manufacturer's suggested retail price of $2964, exclusive of destination charges. White wall tires extra. 


First, people still are intrigued by our low suggested retail price 
I ; . 

of $2964 for our Newport 4-door sedan. It’s surprising news, and 

they like it . . . just as much as our dealers. 

Second, our new “300” has proved a strong contender in the 
sports-type market. And the price (starting just above the Newport) 
isn’t hurting ‘its sales for a minute. 

Most of all, we can report that thousands of buyers are 
encouraged about our intention to make ’em full-size only. There'll 
be no “jr. editions’ around with a Chrysler nameplate to com- 
promise a new owner’s investment. 

Newport, “300,” and their luxurious running mate, the New 
Yorker—they’re all writing the full-size success story of the year. 


Chrysler: the car that decided to stay big in everything 
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Plans Geared to Incentive . . . 





How Auto Dealers 
Pay Their Salesmen 


(Continued from Page 32) 


product,” Logan told AUTOMOTIVE 
News, “and this. problem has been 
by no means solved, since we. all 
soon become accustomed to the 
new models and our enthusiasm 
tapers down throughout the year, 
unless we do something about it. 

“Our theory is that most sales- 
men should earn a great deal more 
money and that, if sufficient income 
or income possibility is present, this 
will in a measure keep a salesman 
interested. The ideal situation in 
selling is to have a means of pep- 
ping up salesmen periodically like 
athletes are pepped up before the 
game. 

“This can be done to some extent 
in daily sales meetings where we 
always have the spirit of contest 


and rivalry among salesmen.” 
ad co * 


No Washout Tiein 


a MOTOR pays 30 per- 
cent of the gross to the sales- 
man for new-car sales, 20 percent 
for used-car sales, and the sales- 
man of a new car is not tied in to 
the washout of the tradein. 

This compensation plan was 
started about a year ago and has 
improved the quality of each deal, 
so that the net result has been 
greater grosses for the company, 
more commissions for salesmen, 
and fewer deals where a salesman 
has been able to get his company 
to buy a tradein for more than it 
was worth. 

For purposes of computing the 
gross, each used car is taken in 

at its wholesale value, and the 
appraisal is endorsed by Logan. 
If the salesman is dissatisfied 
with this price and is unable to 
close at that or if he thinks it 
affects his gross profit percent- 
age, he has 24 hours in which to 
get a higher bid. 

The dealer reserves the right to 
wholesale each trade. Since there 
‘are some variations in the worth of 
a used car, these are taken into 
consideration. 

Each salesman has his own book 
by which he can ascertain the pos- 
sible gross profit at a glance, often 
mentally, and thus know what he 
can do when he starts see-sawing 
with a prospect. This eliminates the 
common practice of salesmen run- 

ning to the sales manager and ask- 
ing how much they want to make 
on a deal. It leaves most of the de- 
tails up to the individual salesmen 
who can handle it from beginning 
to close and car delivery. 
of ok Ke 

INCE each salesman’s interest in 

the trade is washed out when 
the deal is closed, he has the same 
chance to sell used cars as any of 
the other salesmen. When a pros- 
pect goes all through the stock, the 
salesman is not concerned about 
selling any particular car except 
to keep his gross up on which he 
collects a 20-percent commission. 

Used cars go on the lot at acqui- 
sition cost, plus reconditioning and 
overhead. Cars remaining on the 
lot more than 30 days are dropped 
$50 to $100, Logan said. This creates 
no penalty for the salesman as it 
would if the salesman has an inter- 
est in the used car until complete 
washout. 

“We have our profits tied in 
with the profits of each individ- 
ual salesman,” Logan said. “This 
not only gives us an opportunity 
to help ourselves but it also gives 
us an incentive to keep each 
salesman earning as much as he 
can. 

“In almost a year that we have 
used this system, we have found 
it much better than our previous 
methods. Possibly, as we go on, we 





REASON FOR SUCCESS 


of newspaper column | 
provide for one dealer 
only in each area: |. It 
gets read. 2. It ‘'sells’ 
YOU. 3. It's consistent. 
4. It's inexpensive. Per- 
haps YOU can get ex- 
clusive rights for your 
area. Write 


2 DEPOT PLAZA, 
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Ed Fiske 








can refine it a little for the benefit 
of all concerned.” 
ok ok * 


The Basic Pattern 


Tss is the pattern at many suc- 
cessful dealerships: Something 
in the way of minimum compensa- 
tion plus added income for produc- 
ing more sales, higher grosses and 
pushing the things the dealer wants 
pushed. In addition, special pro- 
grams which pay off in money are 
used in some dealerships to ward 
off boredom. 

Of course, each dealer fills in 
each of these variables in the com- 
pensation plan in a way that is in 
line with his dealership and his 
sales force. This is where compen- 
sation plans begin to run all over 
the map. 

Here is a rundown of some 
features of compensation plans 












which are in use. The examples 
are neither typical nor the most 
unusual. Examples are merely 
plans which some dealers have 
found workable. 

At Nalley Chevrolet in Atlanta, a 
volume dealership, salesmen get 30 
percent of the gross profit plus $10 
for selling the full finance-insur- 
ance package. 

Another Atlanta deal, Taber Pon- 
tiac, has a code price on each new 
car in stock—the minimum price 
for which the unit will normally be 
sold. The salesman gets 5 percent 
of the cash difference between the 
selling price of the new car and the 
value of the tradein, plus 20 percent 
of any amount by which the selling 
price exceeds the code price. 

eS * K 


ON SALES at full code price with 
no tradein, the salesman gets 5 
percent. of the gross profit. There 
are some sales below code prices 
but these bring a reduced commis- 
sion. There are bonuses for the 
ninth, twelfth and fifteenth sale 
each month. 

At Pattison Pontiac in New 
Orleans, they offer “mad money” 
each weekend which the sales- 
man doesn’t have to report to his 
wife. 

Every Saturday morning, George 
Pattison takes $300 in denomina- 
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Closed System— 


Schematic drawing shows type of smog- 
control device adopted for installation on 
3,500 vehicles owned by Los Angeles 
County. The completely closed system was 
adopted after two million miles of testing. 


tions of $10, $20, $50 and $100 and 
hangs the bills up in the sales man- 
ager’s office. 

The salesmen selling the first two 
cars take a $20 bill apiece; on the 
third and fourth sale, each sales- 
man takes down $10; on the fifth, 
$20; the sixth through the ninth, 
$10; the tenth, $50; the eleventh 
through the fourteenth, $10, and 
the fifteenth, $100. 

A number of New Orleans dealers 


ee 


UNITED DELCO? WHAT'S IN IT FOR ME? 





have a Christmas bonus ; lan 
whereby the dealer credits the 
salesman with $5 or $10 on cach 
deal and distributes the money 
about the middle of December. The 
house puts up the money. 

* * * 


Special Rewards 


A* MENDENHALL FORD ji), St. 
Louis, Bill McClure, assistant 
sales manager, has worked out 
these special rewards: $100 for the 
deal with the highest gross of the 
month, the salesman with the six 
deals which show the highest aver- 
age gross for the month gets $100, 
those who sell more than nine cars 
a month get $5 for each deal, $75 to 
the salesman who sold the most 
finance deals in the month. 

George Maty, retail sales 7 
ager at Lindburg Cadillac, 
Louis, finds it best to pay Semeom 
with silver dollars, “They get a 
big pocketful and it has a won- 
derful psychological effect,” he 
said. 

Goddard Motors in St. Louis has 
found it worthwhile to pay for 
each demonstration, providing that 
the test drives can be verified. 

ok * * 


ir LOS ANGELES, Dick Steele, of 
Dick Steele Rambler, told Aurto- 
(Continued on Page 69, Col 1) 


Delco 


AND TAKE THE GUESSWORK OUT OF THE TUNE-UP 
AND LIGHT-REPAIR BUSINESS! 


. shelves and drawers are 





Simply say Delco for training that serves you three 
ways: (1) Free Service Training for you and your 
employees, through your United Delco supplier. Study 
in a nearby GM Training Center with fully equipped 
classrooms ... the kind of training you need to per- 
form top-notch service. (2) Special courses in Tune-Up 
are available to you from an entire fleet of United 
Delco Traveling Training Units. These units and a 
factory instructor roll right into your home area. 
(3) Periodically you get the free United Delco booklet 
“Service Information for Engineered Performance” 
with valuable service tips . . . specification changes 
. . » detailed information on how to perform service 
operations. And training is only one way you benefit 
when you simply say Delco! There’s much more! 


@ EASY STOCKING OF PARTS in United Delco cabinets 


that exactly fit your needs . 
organized and clearly marked for efficient storage. 

™@ DELCO INVENTORY CONTROL CARDS for your 
cabinet are checked periodically by your United Delco 
supplier to help cut inventory problems. 

m@ DELCO CATALOG INFORMATION ... all the latest 
application information to help you do a better job. 

@ UNITED DELCO ADVERTISING .. . hard-hitting sales 
boosters that back you up with network TV, radio, maga- 
zines, outdoor boards... all reminding car owners in your 
area of the quality service you offer and the broad coverage 
lines you handle. 

@ UNITED DELCO LINES ... famous products of many 
General Motors Divisions, distributed through United 
Delco: Delco Remy Electrical System Parts « Delco Bat- 
teries ¢ Delco Rochester Carburetors, Repair Kits and 


2- 
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How Dealers Pay Sales Force 


(Continued from Page 68) 


MoTIVE News, “We have an incentive 
contest every month, Right now, 
we started off the month by giving 
every salesman ten $2 bills. Every 
other day, the men who’ve sold cars 
draw one $2 bill from all the other 
salesmen for each car sold. A lot 
of bills change hands this way, with 
the end result that aggressive men 
end up with most of the money, 

“If a salesman goes broke, we’ll 
give him a stake of three $2 bills, if 
he writes three deals. It makes no 
difference whether the house ac- 
cepts them or not.” 

Steele believes that the more 
you pay salesmen, the harder 
they'll work and the more the 
house will benefit. 

Steele Rambler sales crews are 
often split into groups, with “steak 
and beans” for all on conclusion of 
the month’s sales program. Win- 
ners drink champagne. Losers and 
their wives must appear in their 
poorest clothes. 

When asked what he thought 


Chemicals e 
Products Shock Absorbers e 
stats e Delco Hyatt Bearings 
Bearings 





Delco Packard Wire and. Cable e 


Delco Guide Automotive Lamps and Lamp 
Parts ¢ Delco Moraine Brake Fluid and Brake Parts e Delco 
Appliance Windshield Wiper Systems, Heater, Defroster 


about programs which limit a sales- 
man’s earnings, Steele exploded: 
“The thinking that salesmen should 
not make too much money is ridic- 
ulous. If they make it, I’m going to 
make it for sure.” 

* * * 


Low Turnover Deal 
ORT FOX, Ford dealer in Holly- 
wood, Calif.. who has one of 
the city’s lowest salesmen turn- 
over rates said, “One of the things 
that makes them stick is our 
Christmas bonus. Every time they 
sell a unit, we put $3 in the Christ- 
mas kitty. Just before the holidays, 
we split it up in proportion to their 
total sales. Men get two-thirds of 
their share, their wives get the 
other third. 

“We have a little different com- 
mission setup than most dealers,” 
continued Fox, “Because we think 
most dealers start their commission 
scale too high, we have a rather 
modest base for the simple sale of 


Delco 
Delco Harrison Thermo- 
e Delco New Departure 








a unit. Then we begin to add for 
everything the man does. 

“Our men get $2.50 for a unit 
sold out of stock. They get $10 
when a trade they’ve brought in 
on a new car is retailed off the 
used-car lot. 

“There are spiffs for contracts 
and insurance, plus a 10-percent 
override paid monthly on the total 
of their commissions. For example, 
a salesman who earned $800 in 
commissions, automatically gets a 
10-percent override, or $80, in ad- 
dition for his month’s work.” 

* * * 

— SOPP, general manager of 

one of Los Angeles’ oldest 
Chevrolet dealers, Maurice J. Sopp 
& Son in Huntington Park, said, 
“As seems norma] in Southern 
California, we pay a straight com- 
mission based on roughly 25 per- 
cent of the retained gross. The men 
are paid on the fifth of the follow- 
ing month, but allowed to draw 


every Friday, up to 70 percent of 
earned commissions. 

“When it comes to incentives, I 
believe money is the most effective. 
Many of us have been taken in by 
pictured prizes that were not quite 
what they appeared to be in the 
catalogs. Vacation trips are rough, 
too. If it’s more than a weekend, 
usually the winner can’t afford to 
take enough time off to enjoy it. 

“We have a dollars and cents 
program every month. For ex- 
ample, right now our crew is 
split into three five-man teams, 
with the possibility that the win- 
ning team can earn up to $1,000. 
This is based on unit sales, in- 
cluding new, used and trucks; 
plus a bonus stimulant for high 
gross. We post the high gross 
daily, so each man knows what 
he has to beat.” 

“I’ve just followed the old pre- 
cepts,” says long-time Studebaker 
dealer Frank Afton in Inglewood, 
Calif. “If your men make so many 
presentations and demonstrations, 
you'll sell so many cars. Some deal- 
ers think this is old fashioned, but 
it still works today. If you sell the 
product, price becomes secondary.” 

Afton’s salesmen have a commis- 
sion chart which indicates pay- 
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and Electro-Mechanical Devices 
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Call your United Delco supplier today, simply say Delco 
...and get a// the details of what's in it for you from 


United Delco. 
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ments ranging from $50 to $100, de- 
pending on the unit moved, plus 5 
percent for all accessory sales, The 
bonus on financing and insurance 
is explained by Afton who says, 
“The finance bonus is just my way 
of making sure the salesman asks 
the buyer.” 


* * * 


Many Contests Used 


ALES contests are used con- 

stantly at Afton’s, most of 
which are simple programs to en- 
courage prospecting. Salesmen are 
given a monthly quota of demon- 
strations and previous-owner calls 
(“This doesn’t mean telephone 
calls,” says Afton. ‘They have to go 
out and ring the doorbell’). They 
also have a quota of call-backs on 
new buyers to be sure everything 
is satisfactory. Presentations and 
demonstrations are also listed on 
the daily work sheet each salesman 
must turn in. 

The man with the most satis- 
factory work sheet wins a first 
prize each month, with second 
and third best. sheets also qual- 
ifying for lesser prizes. 

“We set it up so they can all 
make it, with the one doing best 
getting the best prize,” says Afton. 
“We find salesmen work harder for 
a suit of clothes, or shirts, than 
they will for money. “ 

“One thing I try to be careful of 
is not set the prize so high my men 
will push customers too hard. One 
thing’s sure, you can’t buy the peo- 
ple in, even with sales incentives.” 


Checker Car Line 
Unchanged in ’62; 


Promotion Pushed 


CHICAGO.—Checker Motors an- 
nounced its 1962 line of passenger 
cars is virtually unchanged, but 
said that engineering improvements 
will made throughout the year. 

It has been Checker’s policy to 
make “running” changes rather 
than to introduce new models each 
year. 

The company also reported that 
more and more of its dealers are 
promoting the auto and pointed to 
the recent organization of the Chi- 
cagoland Checker Dealers Assn., 
which was formed for this purpose. 


Checker said it has now more 


; than 150 passenger car dealerships, 


most of them in the East and Mid- 
west. 


Rudolph Chevrolet Buys 


San Diego Dealership 


PHOENIX. — Rudolph Chevrolet 
has purchased City Chevrolet in 
San Diego, Calif., according to Clif- 
ford W. Waddoups jr., Rudolph 
president. 

Jim McFarland, former new-car 
sales manager for Rudolph in 
Phoenix, has been named president 
of the San Diego dealership. Last 
year Rudolph acquired a dealership 
in El Paso, Tex. 





TO KEEP THAT 


SOLED 


/ 
On Your Customers’ Cars 





Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use. In hand- 
some metal container. 


Sold with success by car dealers 
everywhere. 


Also in the complete Las-stik line of 
car care products: leather cleaner e 
wash mitts © tar remover ¢ windshield 
washer solvent ¢ white tire cleaner 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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$1,230* (ps); 4-dr., $1,300* (ps); Es- 


tate Wagon 4-dr., $800*. 


’58 Special 2-dr., $770*, S8700*; Century 


2-dr. Riviera, $765* (ps); RM 4-dr., 
$500* (ps), $450* (ps). 


’57 Special 4-dr. Riviera, $680*; Super 


2-dr., $675* (ps); 4-dr., $650* (ps); 
RM 4-dr, Riviera, $565* (ps). 

’56 Special 2-dr. Riviera, $370*. 

CADILLAC—’61 de Ville 2-dr. hardtop, 
$3,690*. 

60 (60) Special 4-dr., $3,320* (ps). 

*59 de Ville 2-dr. hardtop, $2,855* (ps) ; 
(62) 4-dr. hardtop, $2,555* (ps), 

"56 (62) 4-dr., $730*; 2-dr. hardtop, 
$670* (ps); Coupe de Ville, $600* (ps). 

CHEVROLET—’62 Impala (8) sport coupe, 
$2,635*. 

61 Corvette (8) conv., $2,800, $2,700*; 
Impala (8) 4-dr., $2,150* (ps), $1,- 
950*, $1,855* (ps); sport sedan, §$2,- 
015* (ps), $1,950*; sport coupe, §$2,- 
055* (ps); conv., $1,965* (ps); Impala 
(6) sport coupe, $1,875*; Parkwood 
(8) 4-dr., $2,065* (ps), $1,890* (ps); 
Brookwood (8) 4-dr., $2,020*, $1,955*; 
Bel Air (8) sport sedan, $2,015* (ps); 
4-dr., $2,000*, $1,780*, $1,715"; Bel 
Air (6) sport coupe, $1,850*; 4-dr., 
$1,765; Corvair (6) Monza 2-dr., $1,- 
775*, $1,685*; Biscayne (6) 2-dr., $1,- 
700*, 2 at $1,550, $1,300; Corvair (6) 
700 2-dr., $1,425. 

’60 Parkwood (8) 4-dr., $1,775*, $1,- 
610* (ps), $1,460; Impala (8) sport 
sedan, $1,700*, $1,500* (ps); conv., 
$1,665* (ps), $1,575*; Bel Air (6) 
4-dr., $1,465*, $1,375, $1,300*; sport 
coupe, $1,335; 2-dr., $1,305, ‘$1, 085; 
Biscayne (6) 2-dr., $1,325, $1,290*; 
Biscayne (8) 2-dr., $1,290; ‘4-dr., $1,- 
260, $1,250; Corvair (6) 500 4-dr., 
$1,260*; Corvair (6) 500 2-dr., $1,030. 

’59 Kingswood (8) 4-dr., $1,340*; Im- 
pala (8) 2-dr., $1,330*; cogv., $1,160* 
(ps); sport coupe, $1,115* (ps); Park- 
wood (8) 4-dr., $1,270* (ps); Bel Air 
(8) 4-dr., $1,150*; sport coupe, $1,- 
120*; Brookwood (8) 4-dr., $1,115* 
(ps), $930; Biscayne (6) 2-dr., $1,- 
050; 4-dr., $965. 

*58 Nomad (8) 4-dr., $815* (ps); Brook- 
wood (8) 4-dr., $810*; Brookwood (6) 
4-dr., $765* (ps); Biscayne (8) 2-dr., 
$750*; Biscayne (6) 2-dr., $720; 4-dr., 
$550*; Bel Air (6) 2-dr., $725; Delray 
(6) 2-dr., $680*; 4-dr., $66 0. 

’57 Bel Air (6) sport coupe, 2 at $765*; 
2-dr., $530; Bel Air (8) 4-dr., $605*; 
Two-ten (8) Delray, $680*, $525; 4- 
dr., $625*; Two-ten (6) 4-dr., $610; 
station wagon 4-dr., $575. 

*56 Bel Air (8) station wagon 4-dr., 
$580*; Two-ten (8) 4-dr., $425*; sta- 
tion wagon 4-dr., $350*; Two-ten (6) 
Delray, $385; 2-ar., $320. 

'55 Bel Air (6) 4-dr., $325*. 

*51 Deluxe 2-dr., $380. 

waa doe 60 Fireflite 4-dr. hardtop, $1,- 
525* (p: 

DODGE—’ 80 “Dart (6) Seneca 2-dr., $1,- 
180*; 4-dr., $1,000*; Dart (8) Seneca 
4-dr., $1,145* (ps). 

"59 Coronet (8) 4-dr., $960* (ps). 

FORD—’61 Thunderbird (8) conv., $3,020* 
(ps), $2,870* (ps); Galaxie (8) 4-dr., 
$2,065* (ps); Falcon (6) 4-dr., $1,- 
615*; 2-dr., $1,350; Fairlane 500 (6) 
4-dr., $1,525. 

60 Galaxie (8) Starliner, $1,425* (ps); 
Ranch Wagon (8) 4-dr., $1,325*, $1,- 
310; Ranch Wagon (6) 4-dr., $1,175; 
Falcon (6) station wagon 4-dr., $1,- 
275*, $1,220*; 4-dr., $1,105; 2-dr., 
$1,065, $1,000*; Fairlane (8) 4-dr., 
$1,240*, $1,150, $1,080* (ps); Fairlane 
(6) 2-dr., $1,030, $1,000; Fairlane 500 
(8) 4-dr., $1,100*; Custom 300 (6) 
4-dr., $1,070. 

’59 Thunderbird (8) conv., $1,885* (ps); 
Ranch Wagon (6) 2-dr., $1,015; Ranch 
Wagon (8) 2-dr., $735; Country Sedan 
(8) 4-dr., $900*; Country Sedan (6) 
4-dr., $875* (ps); Custom 300 (6) 
2-dr., $835*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
610* (ps); Fairlane 500 (8) conv., 
$900*; 2-dr., $755* (ps), $600* (ps); 
Custom 300 (6) 2-dr., $510, $490; Cus- 
tom 300 (6) 2-dr., $380. 

’57 Country Sedan (8) 4-dr., $590* (ps), 
$500*; Ranch Wagon (8) 2-dr., $520; 
Ranch Wagon (6) 2-dr., $360; Fair- 
lane 500 (8) 4-dr. Victoria, $480, 
$475* (ps); $400; Custom 300 (8) 2- 
r., $255*. 

56 Custom (8) 4-dr., $175*; 2-dr., $150. 

’54 Custom (8) 2-dr., $155*. 

IMPERIAL — ’60 Custom 4-dr., $2,460* 
(ps), $2,110* (ps). 

MERCURY—’61 Comet (6) 2-dr., $1,600; 
4-dr., $1,575. 

'60 Monterey 2-dr., $1,400* (ps). 

58 Monterey 2-dr., $565* (ps). 

57 Monterey 2-dr. hardtop, $520* (ps); 
2-dr., $280*. 

OLDSMOBILE—’61 (88) Super Fiesta 4- 
dr., $2,515* (ps); 4-dr. Holiday, $2,- 
465* (ps); (88) conv., $2,390* (ps), 
$2,300* (ps); F-85 4-dr., $1,910*, 


e e $275*, $240*. $1,025*; Fairlane (8) 2-dr., $1,020*, ’57 Star Chief conv., $750*; 4-dr. Cata- 
se a or uc ion rices CADILLAC—’58 (62) 4-dr. hardtop, $1,- $830*; Fairlane (6) 2-dr., $1, 000*, lina, $475*; Chieftain 4-dr., $: 70+, 
560* (ps). ’59 Ranch Wagon (8) 4-dr., $1,025, $1,- ’55 Chieftain 4-dr., $320*; Star Chief 
’57 (62) Sedan de Ville, $1,045* (ps). 000; Galaxie (8) 4-dr., $1, 000* (ps); station wagon, $295*. 
"56 (60) Special 4-dr., $760* (ps); (62) 2-dr. Victoria, $985* (ps); 2-dr., $915* | RAMBLER—’60 Super (8) station »/agon 
conv., $730* (ps). (ps); Fairlane (8) 4-dr., $835*; Del $1,365"; Super (6) station wagon, 
’55 (62) 2-dr, hardtop, $610* (ps). Rio (6) 2-dr., $820; Custom 300 (6) $1,235. y 
’53 (62) 4-dr., $270*. . = yee Clistom 300 (8) 2-dr., * Sires *59 Custom (6) 4-dr., $785. 
, vie . ’ ‘airlane 00 (8) yliner, 770* ’58 Custom (6) Cross Country, $ 5+, 
PONTIAC—'61 Tempest (4) 2-dr., $1,810, CHEVROLET—’61 Nomad (6) 4-dr., $2,- (ps), $715* (ps); Fairlane (8) 4-dr.,| °57 Custom (6) 4-dr., $425; Sup-r (6 
$1,775; Safari 4-dr., $1,785. 370* (ps); Impala (8) sport coupe, *; : . (6) 
4 , ’ . z . . pon Ranch Wagon (8) 2-dr., $540* 4-dr., $405*. 
60 Catalina Safari 4-dr., $1,950* (ps); $2,215", $1,075* (ps); conv., $2,210*; , 
af : ; 5 " (ps) STUDEBAKER—’60 Lark (6) 2-dr. $650. 
2-dr., $1,285*; Ventura 4-dr., $1,900* sport sedan, $1,950* (ps); Parkwood , : ’ 
(ps), $1,675" ’ , (8) 4-dr., $2,150": Corvair Monza (6) 57 Fairlane (8) 4-dr. Victoria, $420*; 59 Lark (6) station wagon, £°70*, 
56 Bonneyill sacs 1,756° i @-48 $1.780* , 4-dr., $410; 2-dr., $380; Country Se- ’57 Champion (6) 4-dr., $520. 
le a $ ’ (ps); sport . ” , . ‘os , dan (6) 4-dr., $370; Ranch Wagon (8) | MISCELLANEOUS— 61 Chevrolet 6) i 
coupe, $1,675* (ps); 4-dr, Vista, $1,- 60 Parkwood (8) 4-dr., $1,670* (ps); ° % 
ae cas, oe Oh » es fuipata (a) epost. cote, 04,000". Bel 2-dr., $350; Custom (6) 4-dr., $310. ton, $1,230, $1,220, 
oa PS); na 4-dr., $1,020 Air (6) aport coupe, 61,080° (pe): ’56 Fairlane (8) 4-dr, Victoria, $410* ’57 Chevrolet (8) 1-ton, $675; Ford (6) 
58 Chieftain 4-dr., $800° 2-dr., $1,470*: Bel Air (6) 2-dr $1,- (ps); 4-dr., $390*; Ranch Wagon (8) %-ton, $500. 
BY Chieftain 2-Gs, Catait sane: 2 280°: Brookwood (6) 4-dr $1,400; 2-dr., $320*; Custom (8) 2-dr. Vic- '56 International (6) ¥%-ton, $350. 
ont eo, Gene alina, $ ; Star Biscayne (6) 2-dr.’ $1,165*” $1,140°.' toria, $295*; Custom (6) 2-dr., $235*. ’54 Dodge (6) panel, $215. 
r., 50* (ps); 4-dr. Catalina, > *? ’ , , ee °55 Custom (6) 4-dr., $255*; 2- dr.’ $255°*; 
$470*, $430*. 59 Impala (8) sport coupe, $1,345*> Country Sedan (8) 4-dr., $220* ; 
KAMBLER—'60 American (6) Super 4-dr., far "si Code, Parkegoa (8) 42de. | MERCURY—'57 Monterey 4-dr. hardto MASON CITY, IA. 
$1,250*; station wagon 2-dr., $1,105; $1,270": Somiveee tay ate 5 sone $535*; 2-dr. hardtop, $475* (ps). » Central States Auto Auction, Sale every 
‘eb kumaetenn, (6) Wapt Brookwood (6) 4-dr., $1,120; Biscayne | 56 Monterey 4-dr. hardtop, $260* (ps). | Wednesday. Prices are for sale of Nov. 29, 
merican (6) Super 4-dr., $910; Am- (8) 4-dr., $1,020* (ps); Biscayne (6)| 55 Monterey 4-dr., $250* (ps). 60s and ’61s slipping fastest. Good sharp 
comes <8) Siaer aon een ee 4-dr., $875, $845* (ps). OLDSMOBILE — 60 (88) 4-dr., $1,755* | gideF cars still in strove demand and prices 
e 7 , ’58 Impala (8) sport coupe, $955* (ps); (ps). * ‘ a oo oo OF Oey 
~~ 59 Lark (6) Deluxe 4- Nomad (8) 4-dr., $930* (ps); Brook-| 59 (88) conv., $1,510* (ps); (88) 4-dr, | COms!snments. 
, . wood (6) 4-dr., $915*; Bel Air (8) Holiday, 2 at $1,460* (ps). BUICK—’60 LeSabre 4-dr., $1,690° (ps), 
FONTANA. WIS sport sedan, $825*; 4-dr., $730* (ps);| °58 (98) 2-dr. Holiday, $1,030* (ps),| '59 Invicta 4-dr., $1,450* (ps). 
‘ . Biscayne (6) 2-dr., $650. $1,025* (ps); 4-dr., $775* (ps); (88) 58 RM 4-dr., $715* (ps). 
Fontana Auto Auction, Sale every Th ’57 Bel Air (8) sport coupe, $810*, $740*. 4-dr., $750* (ps). '57 Super 2-dr. Riviera, $580* (ps). 
én. Cea a ee le overy, Thurs-| ’56 Bel Air (6) 2-dr., $590*; Two-ten| ‘57 (88) Super 2-dr. Holiday, $670* (ps); ’56 RM 2-dr. Riviera, $330* (ps). 
activity on all ‘models through ’59. "60 and (8) station wagon, $480*. (88) 4-dr., $500* (ps). CADILLAC—'61 (62) 4-dr. -hardtop, $1,- 
Ne cntéoes “ade er eee ‘send 55 Two-ten (6) 4-dr., $390*. PLYMOUTH—’60 Savoy (6) 2-dr., $980*. 430* (ps), $3,780* (ps); de Ville 4-dr, 
cars from 287 consign —_ ” : ‘54 Bel Air 4-dr., $300. ’59 Fury (8) 4-dr., $900* (ps). hardtop, $4,100* (ps). 
. ents, CHRYSLER—’56 NY 4-dr., $410* (ps). 58 Belvedere (8) 2-dr, hardtop, $530*;| '59 (62) 4-dr., $2,550* (ps). 
BUICK—’60 LeSabre 4-dr., $1,780* (ps); ’54 Windsor 2-dr, hardtop, $210*. 4-dr. hardtop, $530*; Savoy (6) 4-dr.,| 757 (62) 4-dr., $1,050* (ps). 
| 2-dr., $1,395* (ps). DODGE—’60 Pioneer (6) station wagon, $425*. "55 (62) 2-dr., $700* (ps). 
’59 Invicta 4-dr. hardtop, $1,355* (ps). $1,655* (ps); Pioneer (8) 2-dr, hard- '57 Savoy (8) 4-dr., $410; Suburban (6) | CHEVROLET—’61 Impala (8) conv., $2,- 
58 Special 4-dr. Riviera, $885* (ps); top, $1,300* (ps); Seneca (6) 2-dr., Custom 4-dr., $400. 160* (ps); Bel Air (8) 4-dr., $1,875*, 
4dr. $715*. $910*. PONTIAC—’60 Bonneville conv., $2,210* $1,795* (ps); sport coupe, $1,950*, 
57 RM 2-dr. Riviera, $550* (ps); Super | *56 Coronet (8) 2-dr., $340; Royal (8) (ps); 4-dr, Vista, $1,675* (ps); Cata-| "60 Impala (8) sport coupe, $1,760, $1,- 
4-dr., $550* (ps). conv., $320*. lina conv., $1,775*; 4-dr., $1,730* (Continued on Page 71, Col. 1) 


60 (88) Fiesta 4- dr., $1,940* (ps); 4-dr. 
Holiday, $1,910* (ps); 4-dr., $1,885* 
(ps); conv., $1,890* (ps); 2-dr. Holi- 
day, $1,745* (ps); (98) 4-dr. Holiday, 
$1,900*. 

’59 (88) Super 4-dr., $1,465* (ps); (88) 
2-dr. Holiday, $1,450* (ps), $1,090*; 
conv., $1,365* (ps). 

’58 (88) 2-dr., $1,080*%; 2-dr. Holiday, 
$825*; 4-dr. Holiday, $975*, $975* 
(ps) (98) 2- dr., $770* (ps). 

’57 (88) Fiesta 4-dr., $530* (ps). 

’56 (88) 2-dr., $130*. 

’55 (88) 4-dr., $325* (ps); 4-dr. Holiday, 
$250*, $155*. 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
015". 

"59 Fury (8) 2-dr. hardtop, $1,040*; 
Savoy (8) 4-dr., $750. 

’58 Suburban (6) Deluxe 4-dr., $435. 

’57 Suburban (8) Custom 4-dr., $465; 
Belvedere (8) 4-dr., $355*. 


MOTOR a 
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DEFIANCE: OHIO 
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56 Super 4-dr, Riviera, $380* (ps); | FORD—’60 Galaxie (8) Starliner, $1,280* (ps), $1,695* (ps). 
conv., $340* (ps); Special 4-dr., $340*, (ps), $1,230* (ps); Falcon (6) 4-dr., 59 Catalina conv., $1,315* (ps). 







































































































sim ply say Delco 


It's the quick, easy way to get the condenser that best meets your customer’s needs—there’s a Delco Remy 
condenser made for every popular American car and light truck. Precision balanced to match the rest of the 
ignition system, Delco Remy condensers assure correct electrical capacity, provide maximum contact point 
life and resist voltage breakdown. A hermetic seal keeps out harmful moisture, oil and vapors. Spring-loaded 
internal electrical connections to winding are vibration-proof. Your customers get more dependable operation— 
you get more repeat business plus maximum protection against ‘‘comebacks.” 
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Used-Car Auction Prices 


(Continued from Page 70) 


600* 
4-dr., 
Brookwood 
(6) 4-dr., 


(ps); sport sedan, $1,750* (ps); 
$1,600*; econv., $1,600* (ps); 
(6) 4-dr,, $1,400; Bel Air 

$1,350*, $1,260; 2-dr., $1,- 
285*. 


59 Impala (8) sport coupe, $1,375* 
(ps); 4-dr., $1,110*; Bel Air (8) 4-dr., 
$1,100; Biscayne (6) 2-dr., $945. 

’58 Impala (8) sport coupe, $1,030* (ps); 
Bel Air (8) 4-dr., $1,015*, $960*; 
Brookwood (8) 4-dr. (9 pass.), $1,005; 
Biscayne (8) 4-dr., $750; Biscayne (6) 
4-dr., $735. 

’57 Bel Air (8) sport coupe, $985*; Two- 
ten (6) station wagon 4-dr., $875*; 
4-dr., $750*, $700. 

’56 Two-ten (6) 2-dr., $550; Two-ten (8) 
2-dr., $495. 

'55: Two-ten (6) station wagon 4-dr., 
$515; Two-ten (8) 4-dr., $450*. 

CHRYSLER—’59 NY 4-dr., $1,480* 

'55 NY 4-dr. hardtop, $270* (ps). 


DeSOTO—’ 57 Firedome 4-dr., $645* (ps). 

DODGE—’61 Dart (6) Pioneer 2-dr., $1,- 
425°. 

’60 Dart (8) Phoenix 2-dr. hardtop, $1,- 
440* (ps); Pioneer 4-dr., $1,290*, $1,- 
225*; Seneca 4-dr., $1,230*. 

'57 Sierra (8) 4-dr., $525*. 

FORD—'61 Thunderbird (8) conv., $3,325* 
(ps); 2-dr. hardtop, $2,830* (ps); 
Ranch Wagon (8) 4-dr., $1,730* (ps); 
Fairlane (8) 4-dr., $1,570*; Falcon (6) 
4-dr., $1,500*. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
325*; Galaxie (8) 4-dr., $1,410* (ps); 


(ps). 


Fairlane 500 (8) 4-dr., $1,300* (ps), 
$1,100*; Fairlane 500 (6) 2-dr., §$1,- 
200; Falcon (6) station wagon 4-dr., 
$1,275*; Ranch Wagon (8) 4-dr., $1,- 


200*. 
’59 Fairlane 500 (8) 2-dr. Victoria, $1,- 
200* (ps); 4-dr., $1,020* (ps); Gal- 


axie (8) conv., $1,175; 2-dr., $1,130*; 
Country Sedan (8) 4-dr., $1,140* (ps); 
Fairlane (8) 4-dr,, $950*. 

’58 Fairlane 500 (8) 4-dr., $755* (ps); 
Custom 300 (8) 4-dr., $650*; Custom 
(6) 2-dr., $550. 

’57 Fairlane’ (8) 4-dr., 
300 (6) 2-dr., $420. 
’56 Fairlane (6) 4-dr., $340; Fairlane (8) 

2-dr, Victoria, $295*. 

’55 Fairlane (8) 4-dr., $305. 


MERCURY—’60 Monterey 4-dr., 
Comet (6) 4-dr., $1,225. 
’59 Monterey 4-dr., $1,025*. 
’57 Monterey 4-dr, hardtop, $375* 
’56 Monterey 2-dr. hardtop, $250. 
OLDSMOBILE — '61 (98) 4-dr., 
(ps). 
"60 (88) 4-dr., $1,860* (ps). 
’59 (88) Super Fiesta 4-dr., $1,490; (88) 


$450*; Custom 


$1,335*; 


(ps). 


$2,550* 


4-dr., $1,075. 

"57 (88) Super 4-dr., $600* (ps); (88) 
4-dr., $565* (ps). 

’56 (88) 4-dr. Holiday, $385*. 

"55 (88) 2-dr. Holiday, $330*; 4-dr., 
$310*. 

aia melita Suburban (8) 4-dr., $1,- 

55*. 


’60 Fury (8) 4-dr. hardtop, $1,325* (ps); 





Suburban (8) Custom: 4-dr., $1,250* 
(ps); Belvedere (8) 4-dr., $1,215* (ps), 


$1,090*; Savoy (6) 4-dr., $970*. 

‘57 Suburban (8) Custom 4-dr., $700* 
(ps), $610* (ps); Savoy (8) 4-dr., 
$550". 

"55 Belvedere (8) 4-dr., $285. 

PONTIAC—’60 Bonneville conv., $2,140* 


(ps), $1,935*; Catalina Safari 4-dr., 
$2,050* (ps). 

"59 Star Chief 4-dr., $1,575* 

’58 Super Chief 4-dr., $700* (ps). 

’57 Chieftain 4-dr, Catalina, $425. 

’55 Star Chief 4-dr. Catalina, $290* (ps). 


(ps). 


’54 Chieftain Safari 4-dr. (9 pass.), 
$300. 
RAMBLER—’61 American (6) Custom 4- 
dr., $1,620*. 
’60 American (6) Custom Cross Country 
4-dr., $1,425. 
’59 American (6) Super 4-dr., $825*, 
$750. 
STUDEBAKER—’59 Lark (6) Deluxe 4- 


dr., $720. 

MISCELLANEOUS—’60 Willys Jeep, $1,- 
385; Chevrolet (6) %-ton pickup, $1,- 
100. 

’55 GMC %-ton, $500. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Inc. 
Sale every Monday. Prices are for sale of 
Nov, 27. The market here today was a 
shade better than last week’s quotations 
on clean ready-to-sell cars. Sold 77 cars 
from 114 consignments. 


BUICK—’58 Special 4-dr. Riviera, $750*. 
’57 Special 4-dr, Riviera, $550. 


CADILLAC—’61 (62) 4-dr. hardtop, $3,- 
865* (ps). 
"56 (62) conv., $550* (ps). 


’54 (60) Special 4-dr., $400*. 

’53 (60) Special 4-dr., $135*. 
CHEVROLET—’61 Corvair (6) Monza 4- 
dr., $1,625*, $1,380, $1,200; Brook- 
wood (6) 4-dr., $1,500; Bel Air (6) 





“*Course if I bought it, I’d cut 
an inch off the roof, get rid of the 
corny grille, put in good uphol- 
stery and soup up the engine.” 





4-dr., $1,300. 

60 Impala (8) conv., $1,640* (ps); Bel 
Air (8) 4-dr., $1,430; Corvair (6) 
500 2-dr., $1,125*. 


59 Bel Air (6) 2-dr., $1,200%; Bel Air 
(8) 2-dr., $1,000; Parkwood (8) 4-dr., 
$1,200*; Impala (6) 4-dr., $1,040 (ps). 

’58 Impala (8) sport coupe, $1,040*; 
Bel Air (8) sport coupe, $900* (ps); 
Nomad (8) 4-dr., $750* (ps); Bis- 
cayne (8) 4-dr., $700. 








Delco Remy condensers, like all Delco Remy quality-built electrical system components, are 
available at leading car and truck dealers and through Wmited Delco 





DELCO-REMY « Division of General Motors « Anderson, Indiana 


57 Two-ten (6) 4-dr., $675*; station 
wagon 4-dr., $570*; Two-ten (8) sta- 
tion wagon 4-dr,, $590*; One-fifty (6) 
2-dr., $430. 

'56 Bel Air (8) sport coupe, $580*; 2-dr., 
$400*; Two-ten (6) 4-dr., $525*, $500, 


$460; Two-ten (8) 2-dr., $400; One- 
fifty (6) 4-dr., $240. 
’55 Bel Air (6) 2-dr., $250*. 
DeSOTO—’56 Fireflite 4-dr., $420* (ps). 


’55 Fireflite 4-dr., $140* (ps). 
DODGE—’57 Coronet (8) 4-dr., $420*. 
FORD—’61 Thunderbird (8) conv., 2 at 

$3,050* (ps). 

‘60 Fairlane 500 (6) 2-dr., $990. 

59 Country Sedan (8) 4-dr., $1,230* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,000*; Custom 300 (6) 4-dr., $900*; 
2-dr., $900*, $725; Custom (6) 2-dr., 
$660. 

'58 Fairlane 500 (8) 2-dr. Victoria, $780* 


(ps). 

’57 Fairlane 500 (8) cohv., $570* (ps); 
2-dr., $530*, $520*; Custom 300 (8) 
2-dr., $290. 

’56 Thunderbird (8) conv., $1,025*; Cus- 
tom (8) 2-dr., $235* (ps). 

’55 Country Sedan (8) 4-dr., $210; Fair- 
lane (6) 4-dr., $130. 

MERCURY—’60. Comet (6) 
$1,100. 
’58 Montclair 4-dr., $630*. 
OLDSMOBILE—’57 (88) Super 4-dr., $700* 
(ps), $580* (ps). 
’55 (88) 4-dr., $120* (ps). ‘ 
PLYMOUTH—’60 Valiant (6) V-100 4-dr., 
$1,175*, $1,120. 


‘4-dr., 2 at 


’59 Fury (8) 2-dr., $990* (ps); Belve- 
dere (8) 4-dr., $720*. 
’57 Belvedere (8) 2-dr., $400*. 
'56 Savoy (8) 4-dr., $150. 
PONTIAC—’55 Star Chief 4-dr., $135*. 


MISCELLANEOUS—’60 International 
ton pickup, $900. 
’54 Ford %-ton pickup, $200. 
’52 Studebaker %-ton pickup, $120. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of Nov. 
30. Action packed sale today even at lower 
prices. Extra nice consignment and in spite 
of all day rain, 81 percent changed hands. 
’56 through ’59 were in demand. 


BUICK—’61 LeSabre 4-dr., $2,475* (ps). 

’59 Electra 4-dr. hardtop, 2 at $1,540* 
(ps), $1,390* (ps). 

’58 Special conv., $800* (ps); 4-dr. Rivi- 
era, $730* (ps). 

’57 Century 4-dr. Riviera, $650 (ps), 
$560* (ps); Special 2-dr. Riviera, $550* 
(ps); Estate Wagon, $525* (ps); 4-dr. 
Riviera, $460*. 

56 RM 4-dr. Riviera, $330* (ps). 

’55 Super 4-dr., $350* (ps). 

’54 Super 2-dr. Riviera, $305* (ps); Cen- 


%- 


tury 2-dr. Riviera, $270* (ps), $175* 
(ps), 3 at $155* (ps). 
’53 Century 4-dr., $195*. 
'52 RM 4-dr., $145*. 
CADILLAC—’62 de Ville 2-dr. hardtop, 


$5,625* (ps). 

61 de Ville 4-dr. hardtop, $4,375* (ps). 

60 de Ville 4-dr. hardtop, 2 at $3,500* 
(ps), $3,425* (ps), $3,200* (ps); (62) 
conv., 2 at $3,325* (ps), $3,280* (ps). 

’59 de Ville 4-dr. hardtop, 2 at $2,450* 
(ps), $2,300* (ps). 

’58 (62) 4-dr. hardtop, 4 at $1,720* (ps), 
$1,710* (ps), $1,665* (ps), $1,595* 
(ps); conv., $1,600* (ps); 2-dr. hard- 
top, $1,475* (ps). 

’57 (62) Coupe de Ville, $1,350. 

'56 (62) Sedan de Ville, $775* (ps); 2- 
dr. hardtop, $750* (ps), $600* (ps), 
$580* (ps), 4 at $550* (ps); 4-dr., 
$720; Coupe de Ville, $650* (ps). 

55 (62) 4-dr., $615* (ps), $535; 2-dr. 
hardtop, $510* (ps), 2 at $365 *(ps); 
conv., $445* (ps). 

’54 (62) conv., $350* (ps). 

’53 (60) Special 4-dr., $370* (ps); (62) 
4-dr., $245*; 2-dr. hardtop, $170* (ps). 

CHEVROLET—’61 Nomad (8) 4-dr., $2,- 
450* (ps); Impala (8) 4-dr., $2,390* 
(ps); conv., $2,250*; sport coupe, §$2,- 
025* (ps); Parkwood (8) 4-dr., $2,- 
315* (ps), $1,950* (ps). 

"60 Impala (8) sport sedan, $1,800* (ps). 

"59 Impala (8) conv., $1,370* (ps), 2 at 
$1,280*; 4-dr., $1,260*; Biscayne (6) 
2-dr., $1,020*. 

58 Impala (8) conv., $850* (ps); sport 
coupe, $425; Brookwood (8) 4-dr., 
$735, 2 at $580; Delray (6) 4-dr., 2 at 
$720*, $620*; 2-dr., 2 at $620, $610, 
$570; Biscayne (8) 2-dr., $675*; Bis- 
cayne (6) 4-dr., 2 at $600, $580. 

"57 Two-ten (8) station wagon, $765*; 


2-dr., $665, 2 at $625*; sport sedan, 
$660*; 4-dr., $660*%; Two-ten (6) 2- 
dr., $700. 


56 Bel Air (8) sport sedan, $725* (ps), 
2 at $440*; 4-dr., $480, $420*; sport 
coupe, $330*; Bel Air (6) 2-dr., $500; 
Two-ten (8) station wagon, $250*. 

"55 Bel Air (8) conv., $410*; 2-dr., 
$280*; Two-ten (8) 4-dr., $395*, $385*; 
Two-ten (6) 2-dr., $380; station wag- 
on, $370*; One-fifty (6) 4-dr., $235. 

’54 Bel Air 2-dr., $235. 

53 Bel Air 4-dr., $155. 

CHRYSLER—’61 Windsor 4-dr., $2,215* 
(ps). 

'59 (300E) conv., $1,775* (ps), 2 at $1,- 
525* (ps). 

’57 Saratoga 4-dr. hardtop, $535*. 

*55 Windsor 4-dr., $170*. 

DeSOTO—'58 Firesweep conv., $645* (ps); 
Firedome 4-dr., $595* (ps). 
’57 Firedome 4-dr., $430* (ps). 


DODGE—’61 Phoenix (8) conv., $1,650*; 
Lancer (6) 2-dr., $1,450*. 
'S7 Sierra (8) 4-dr,, $510* (ps); Royal 


(8) 2-dr. hardtop, $435*. 
’54 Royal (8) 4-dr., $190*. 

EDSEL—’58 Citation 4-dr. hardtop, $500* 
(ps). 

FORD—’61 Thunderbird (8) conv., $3,675* 
(ps); 2-dr. hardtop, $3,425*, $3,150* 
(ps); Galaxie (8) conv., $2,000* (ps); 
Country Sedan (8) 4-dr., $1,975*; 
Country Sedan (€) 4-dr., $1,850*; Cus- 
tom 300 (6) 2-dr., 2 at $1,430, $1,390, 

*60 Thunderbird (8) 2-dr. hardtop, 2 at 
$2,650* (ps), $2,325*; Galaxie (6) 
conv., $1,460*; Falcon (6) 2-dr., $1,- 


050. 

59 Thunderbird (8) 2-dr. hardtop, $1,- 
875* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,260* (ps); 4-dr., $1,050*; 


(Continued on Page 72, Col. 3) 


AUTO-TURNTABLE 
Assembled in 30 Minutes ’ 







Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 





CHRYSLER MOT 


Two Years, Two Awards— 


For the second straight year, Century Motor Sales Corp. (Chrysler-Plymouth), Brook- 
lyn, has received the Quality Dealership Award from Chrysler Corp. Philip Certilman, 
center, president of Century Motors, accepts the award and congratulations from J. A. 


‘ORS CORPORATION 








Used-Car Auction Prices 
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(Continued from Page 71) 


Galaxie (8) 4-dr, Victoria, $1,210* 
(ps), $1,200* (ps); Ranch Wagon (8) 
4-dr., $1,010, $850*; Fairlane (6) 4-dr., 
$935; Custom 300 (6) 4-dr., $775*, 
$710*; 2-dr., $630. . 

’58 Thunderbird (8) conv., $1,430* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
025*, 2 at $600; conv., $675*; 4-dr., 
$525* (ps); Country Sedan (8) 4-dr., 
$575* (ps); Ranch Wagon (8) 2-dr., 
$575; Fairlane (8) 4-dr. Victoria, 
$575*; Fairlane (6) 2-dr., $550; Cus- 
tom 300 (6) 2-dr., $380. : 

’57 Fairlane 500 (8) conv., 2 at $560*, 
$545*; 2-dr., $465* (ps); Fairlane 500 
(6) 2-dr. Victoria, $525* (ps); Country 
Sedan (8) 4-dr., $455* (ps), 2 at 
$200*; Fairlane (8) 2-dr. Victoria, 
$325* (ps); Custom (8) 2-dr., $275; 
Country Squire (8) 4-dr., $260* (ps); 
Ranch Wagon (6) 2-dr., $175. 


’56 Parklane (8) 2-dr., $370*, $340*; 


Country Sedan (8) 4-dr., $365*, 2 at 
$350*; Fairlane (8) 4-dr., $325* (ps), 
2 at $220* (ps); Main (6) 2-dr., $280*; 
Main (8) 2-dr., $230*. 


’55 Thunderbird (8) conv., $865; Fairlane 


(8) 4-dr., $315*, $310*; Ranch Wagon 
(6) 2-dr., $265; Custom (6) 2-dr., 2 at 
$240, $220. 


54 Ranch Wagon (8) 2-dr., $200; Cus- 


tom (6) 2-dr., $120. 


’53 Main (6) 2-dr., $175. 
HUDSON—’54 Jet 4-dr., $190*. 


Brogan, left, Chrysler district manager, and T. J. Ferguson, Chrysler-Plymouth regional | p;apERIAL—’58 Crown 2-dr, hardtop, $1,- 


sales manager. 


445* (ps). 


LINCOLN—’55 Capri conv., $350*; 4-dr., 
$240* (ps), 2 at $235* (ps). 

MERCURY—’60 Montclair 2-dr, hardtop, 
$1,425* (ps), 2 at $1,260. 

58 Monterey 4-dr. hardtop, $735* (ps), 
2 at $585* (ps). 

’57 Turnpike Cruiser 4-dr. hardtop, $575* 
(ps); Monterey 4-dr., $460* (ps); 
Montclair 2-dr. hardtop, $410. 

’56 Custom station wagon, $465*. 

’55 Monterey 2-dr. hardtop, $240*. 

’54 Monterey 4-dr., $180*. 

’53 Monterey 2-dr. hardtop, $125*. 
NASH—’55 Statesman (6) 4-dr., $195*. 
OLDSMOBILE—’61 (88) 4-dr., $2,650. 

60 (88) Fiesta 4-dr., $1,550* (ps). 

’59 (88) 4-dr. Holiday, $1,425* (ps). 

’58 (98) 2-dr. Holiday, $860* (ps). 

’57 (88) Super 4-dr. Holiday, $600* (ps); 
(88) 2-dr. Holiday, $550*, $505* (ps). 

’56 (98) 4-dr. Holiday, $600* (ps); 4- 
dr., $550* (ps); (88) 2-dr., $255*. 

’55 (88) 4-dr., 2 at $400* (ps), $300*; 
conv., $360* (ps); 2-dr. Holiday, $285* 


(ps). 

*54 (98) 4-dr., 2 at $300* (ps), $250* 
(ps); (88) 4-dr., $260*; 2-dr. Holiday, 
$210*. 

"53 (98) 4-dr., $165* (ps). 

PACKARD—’56 Clipper 2-dr. hardtop, 
$225* (ps). 

PLYMOUTH—’ 60 Belvedere (8) 4-dr., $1,- 
275* (ps). 

59 Fury (8) 4-dr., $1,125* (ps); Sub- 
urban (6) Deluxe 2-dr., $700. 

’58 Suburban (8) Custom 4-dr., $585; 








WANT INSTALL-AND-FORGET-IT RELIABILITY IN A REPLACEMENT CARBURETOR ? 











- Delco 


The Delco-Rochester replacement carburetor is designed to satisfy hard-to-please 
customers. It matches the original equipment carburetor for reliability because both come 
off the same assembly line. And reliability is just the beginning. m Every Delco-Rochester 
carburetor is calibrated for peak economy and performance before it leaves the factory. 
Each sale gives a triple payoff: a low price to offer owners, more profit, plus repeat busi- 
ness from satisfied customers. m A reliable replacement carburetor is only one of the 
high-volume items available when you simply say Delco. For extra profits, stock the 
complete line of Delco-Rochester service and replacement parts. They're 
distributed nationally through Umited Delco. 


ROCHESTER PRODUCTS, Division of General Motors 











Savoy (8) 4-dr., $500* (ps), 
’57 Fury (8) 2-dr. hardtop, $585 (ps); 


Plaza (6) 2-dr., $450; Savoy (S) 2-ar. 
hardtop, $430* (ps); Belvedere (g) 
conv., $310. 


’55 Belvedere (6) 4-dr., $250. 
’53 2-dr. hardtop, $100. 
PONTIAC—’60 Star Chief conv., $2,000 
’59 Bonneville conv., $1,475* (ps): Cata. 
lina 4-dr., $1,360* (ps). 
’58 Chieftain Safari 4-dr., $875" (pg): 
Super Chief 2-dr. Catalina, $775* (ps)! 
’57 Chieftain 2-dr. Catalina, $530"; Super 
Chief 2-dr. Catalina, $490*. 
’56 Chieftain Safari 4-dr., $355* 
’55 Star Chief 2-dr. Catalina, $325* (pg), 
’53 Chieftain 4-dr., $140*. 
RAMBLER—’59 Super (6) 4-dr., $g09: 
American (6) station wagon, 2 at $660. 
MISCELLANEOUS—’60 Chevrolet (6) & 
Camino, $1,215. 
’57 Chevrolet (6) 3100 %-ton pickup 
$620. F 
56 GMC (8) 1028 pickup, $490. 
’55 Ford (8) F-100 pickup, $425. 
’37 Ford (8) 77 pickup, $150. 


COLUMBUS, O. 


Capital Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Noy. 30, 


BUICK—’60 Invicta 4-dr., $2,100* (ps); 
Electra 4-dr, hardtop, $2,050* (ps), ’ 
’59 Electra 4-dr. hardtop, $1,550* (ps); 
Invicta conv., $1,430* (ps); Electra 
225 4-dr. hardtop, $1,410* (ps): conv., 
$1,400* (ps); LeSabre 4-dr., $1,245 
(ps). 

"57 Super 4-dr. Riviera, $705* (ps); Cen- 
tury 4-dr. Riviera, $555* (ps); RM 4- 
dr. Riviera, $500* (ps). 

’56 Century 4-dr. Riviera, $400* (ps). 

’55 Special 4-dr. Riviera, $315* (ps); 2- 
dr., $230*. 

CADITLLAC—’62 (62) conv., $5,215* (ps). 
"61 de Ville 4-dr. hardtop, $3,950* (ps). 
’60 de Ville 4-dr. hardtop, $3,350* (ps), 

$3,050* (ps), $2,925* (ps). 

’59 de Ville 4-dr, hardtop, $2,540* (ps). 

CHEVROLET—’62 Impala (8) sport coupe, 

$2,590* (ps); Chevy II (6) 2-dr., $2,- 
035; 4-dr., $1,855. 

’61 Parkwood (8) 4-dr. (9 pass.), $2,- 
350* (ps), $2,345* (ps); Impala (8) 
sport sedan, $2,200* (ps), $2,190* (ps), 
$2,160* (ps), $2,150* (ps), $2,040* 
(ps), $1,975* (ps); sport coupe, $1,- 
805*; Impala (6) sport coupe, $1,795*; 
Bel Air (8) 4-dr., $1,675; Biscayne 
(8) 2-dr., $1,500. 

’60 Kingswood (8) 4-dr. (9 pass.), $1,- 
815* (ps); Impala (8) sport sedan, $1,- 
760* (ps), $1,700* (ps), $1,675*, $1,- 
640* (ps), $1,615* (ps); sport coupe, 
$1,585; conv., $1,550* (ps), $1,550; 
Parkwood (8) 4-dr., $1,610, $1,585* 
(ps); Bel Air (8) 4-dr., $1,505* (ps), 
$1,240; Bel Air (6) sport coupe, $1,- 
450; 2-dr., $1,330; 4-dr., $1,450, $1,- 
245; Biscayne (6) 2-dr., $1,100. 

’59 Impala (8) sport sedan, $1,490* (ps), 
$1,380*, $1,375* (ps), $1,260* (ps), 
$1,250; conv., $1,250*, $1,250* (ps), 
$1,225* (ps); Parkwood (8) 4-dr., $1,- 
300*; Parkwood (6) 4-dr., $1,125; Bis- 
cayne (6) 4-dr., $1,035, £1,005; Bis- 
cayne (8) 2-dr., $900*; 4-dr., $890*; 
Bel Air (8) 4-dr., $1,030*; 2-dr., $1,- 
000; Bel Air (6) 2-dr., $890; Brook- 
wood (6) 2-dr., $860. 

58 Brookwood (8) 4-dr. ( 9 pass.), $1,- 
000*; Biscayne (8) 2-dr., $880; 4-dr., 
pe Impala (8) sport coupe, $875* 
Pps). 

’57 Two-ten (8) 2-dr., $810*; Two-ten 
(6) 4-dr., $585*; Bel Air (8) conv., 
$710* (ps); One-fifty (6) 4-dr., $565; 
2-dr., $500. 

’56 Bel Air (8) station wagon 2-dr., 
$480* (ps); 4-dr., $360*; One-fifty (6) 
4-dr., $380; Two-ten (8) 2-dr. hardtop, 
$275*. 

’55 Corvette (8) conv., $1,000; Two-ten 
(8) station wagon 4-dr., $375*; 2-dr., 
$290; Bel Air (6) 2-dr., $300*. 

CHRYSLER—’60 Windsor 4-dr., $1,700* 

(ps). 

’58 NY 2-dr. hardtop, $970* (ps); Wind- 
sor 4-dr. hardtop, $780* (ps). 

’56 NY 4-dr., $375* (ps). 

DeSOTO—’60 Firedome 4-dr., $1,485* (ps). 
’58 Firesweep 2-dr. hardtop, $700* (ps). 
’57 Firedome 4-dr. hardtop, $610* (ps). 

DODGE—’59 Coronet (8) 2-dr. hardtop, 

$925* (ps); 2-dr., $675. 

’57 Coronet (8) 4-dr., $525* (ps). 

"56 Coronet (6) 2-dr., $260*. 

FORD—’62 Thunderbird (8) 2-dr. hardtop, 

$3,550* (ps); Falcon (6) 2-dr., $1,910. 

61 Thunderbird (8) 2-dr. hardtop, $3,- 
010* (ps); Galaxie (8) 4-dr. Victoria, 
$1,810* (ps), $1,700* (ps); 4-dr., $1,- 
750* (ps); 2-dr., $1,545*; Falcon (6) 
Futura 2-dr., $1,775; Standard 4-dr., 
$1,565*; Fairlane 500 (8) 4-dr., $1,600* 
(ps); Falcon (6) 2-dr., $1,275*. 

’60 Galaxie (8) conv., $1,600* (ps); 4- 
dr. Victoria, $1,595* (ps), $1,335*; 4- 
dr., $1,395*; Fairlane 500 (8). 2-dr., 
$1,330*, $1,125*, $930*; Fairlane (8) 
2-dr., $1,050, $1,040*, $1,040. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
000* (ps); Galaxie (8) 2-dr. Victoria, 
$1,335* (ps), $1,325* (ps); 4-dr. Vic- 
toria, $1,160* (ps), $1,150*; Fairlane 
500 (8) 2-dr, Victoria, $1,075; conv., 
$1,035; Custom 300 (8) 2-dr., $980, 
$805; Custom 300 (6) 4-dr., $760; 
Ranch Wagon (6) 4-dr., $900, $805; 
Fairlane (8) 4-dr., $960*, $800*. 

"58 Fairlane 500 (8) skyliner, $865*; 
conv., $655* (ps); 2-dr. Victoria, $645* 
(ps); Country Sedan (8) 4-dr., $685* 
(ps); Fairlane (8) 4-dr., $505* (ps). 

’57 Fairlane 500 (8) 4-dr. Victoria, $700* 
(ps), $500* (ps); Country Sedan (8) 
4-dr. (9 pass.), $500*; Custom 300 (8) 
2-dr., $415*, $385. 

’55 Thunderbird (8) conv., $1,060*. 

LINCOLN—’59 Continental Mark IV 4-dr. 

hardtop, $2,160* (ps). 

’58 Capri 4-dr. hardtop, $1,210* (ps). 

MERCURY—’60 Comet (6) station wagon 

4-dr., $1,480; 2-dr., $1,380*; 4-dr., $1,- 
375*; Monterey 2-dr. hardtop, $1,320* 
(ps). 

’59 Monterey conv., $1,000* (ps). 

’57 Turnpike Cruiser 2-dr. hardtop, $685* 
(ps); Monterey 4-dr. hardtop, $545*. 

OLDSMOBILE — ’61 (88) 4-dr., $2,140* 

(ps); F-85 4-dr., $1,950*. 

"60 (98) 4-dr. Holiday, $2,225* (ps); 
conv., $1,915* (ps); (88) Super 4-dr., 
$1,850* (ps). 

’59 (98) 4-dr., $1,700* (ps); (88) 2-dr. 
Holiday, $1,545* (ps). 

’58 (98) 4-dr., $1,100* (ps); (88) Super 
4-dr. Holiday, $1,025* (ps), $1,010* 
(ps), $1,000* (ps); (88) 2-dr. Holiday, 
$950* (ps). 

’57 (98) 4-dr. Holiday, $550* (ps); (88) 
2-dr., $515*. 

’55 (88) Super 4-dr., $385* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 

200*. 
’59 Fury (8) 2-dr. hardtop, $985*. 
’58 Suburban (8) Custom 4-dr., $500* 


(Continued on Page 74, Col. 1) 
















THE FIAT 1100 EXPORT 
Swank lines and superb styling in- 
side and out. Unibody construction. 
Over 80 mph. A world favorite. 


THE FIAT 1100 SPECIAL 
Newest, luxurious version of the 
famous 1100. Washable leatherette 
upholstery. Ample front and rear 
seats. Padded dash. Recessed knobs. 


Look at the price. Look at the car. 
Look at the quality. 

The Fiat dealer in any town, anywhere, who has 
the 1100 on his floor can meet and beat any 
import competition. 
Beautiful, flowing lines. Complete full-light 
windows all around. Easy 4-door entry and exit. 
Rugged smooth engine, a Fiat pride. Time- 
tested and famous. Over 80 mph. 
The 1100 Special, with reclining front seats and 
subtle glamour touches, gives the Fiat dealer 
even wider appeal to his customers. Only $200 
more, its zip-and-zing is truly coveted by 
people who like a bit of strut in their travels. *SUGGESTED PRICE, P.O.E., NEW YORK 


WHY NOT BE A FIAT DEALER? WRITE FIAT, 500 FIFTH AVE., NEW YORK 36, N. Y. OR PHONE LO 5-7034 TODAY. ORDER YOUR 1100'S NOW... 

























(Continued from Page 72) 


"BT — (8) 4-dr., $545*; 2-dr., 
385*. 
’56 Suburban (8) Sport 4-dr, (9 pass.), 


$520* (ps). 


PONTIAC—’62 Grand Prix sport coupe, 


$3,600* (ps). 


°61 Bonneville conv., $2,745* (ps); Ven- 


tura 4-dr. Vista, $2,260* (ps). 


60 Bonneville conv., $4,890* (ps); Cata- 

lina 4-dr., $1,860* (ps); conv., $1,750* 
(ps). 
’59 Bonneville 4-dr. Vista, $1,440* (ps); 


(ps); Star Chief 4-dr., $1,775* 
Catalina conv., $1,280* (ps), 

’58 Chieftain 4-dr., $610*. 

°57 Chieftain Safari 2-dr., $560*. 


’56 Star Chief 4-dr. Catalina, $380* (ps). 


RAMBLER—’59 American (6) Super sta- 


tion wagon 2-dr., $1,138; 2-dr., $560. 
’55 Super 2-dr., $300. 


DETROIT 


Aptco Auto Auction, Sale every Tuesday. 
Prices are for sale of Nov. 28. 
BUICK—’60 Electra 225 4-dr. hardtop, $2,- 

060* (ps); Invicta 4-dr., $1,895* (ps); 


4-dr. hardtop, $1,825* (ps); Electra 
4-dr, hardtop, $1,860* (ps); LeSabre 
4-dr., $1,300 


*59 Invicta conv., $1,350* (ps), 


’58 Special 2-dr., $740*; 2-dr, Riviera, 
$700* (ps). 

’57 Special 2-dr. Riviera, $700* (ps), 
$570* (ps). 

OADILLAC—’57 (62) 2-dr, hardtop, $1,- 
250* (ps). 

"56 (62) 2-dr. hardtop, $600* (ps); 


Coupe de Ville, $595* (ps), $550* (ps). 

CHEVROLET—’ 61 Corvette (8) conv., $3,- 
000; Kingswood (8) 4-dr., $1,900*; 
Impala (8) sport sedan, $1,900* (ps); 
Corvair Monza (6) 2-dr., $1,800; Cor- 
vair 700 (6) 2-dr., $1,475*; Biscayne 
(6) 2-dr., $1,450; 4-dr., $1,420. 

"60 Impala (8) sport sedan, $1,600*; 
sport coupe, $1,600; conv., $1,515*, 
$1,450* (ps); Parkwood (8) 4-dr., $1,- 
330*, $1,085* (ps); Brookwood (6) 4- 
dr., $1,230; Bel Air (6) 2-dr., $1,225; 
Biscayne (6) 2-dr., $1,175; Corvair 700 
(6) 4-dr., $1,135*, $1,095; Corvair 500 
(6) 4-dr., $990. 

’*59 Parkwood (8) 4-dr., 
wood (6) 4-dr., $1,085* (ps), $910*; 
Impala (8) 4-dr., $1,210* (ps); sport 
sedan, $1,190* (ps); Impala (6) conv., 
$1,095*, $965*, $810*; Bel Air (8) 4- 
dr., $1,150*; 2-dr., $1,015*; Biscayne 
(6) 2-dr., $1,000*, $990*; 4-dr., $840*. 

’58 Bel Air (8) sport coupe, $810*, $750*; 
Impala (8) sport coupe, $800*; Brook- 


$1,250*; Park- 


EL PASO, Tex.—‘“Sooner or later, 
every adult is going to buy a new 
car. The professional salesman con- 
vinces his prospect that today is 
the best time to 
drive home in a 
new car.” 

The ability to 
sell the product 
and to sell it 
today is what 
Irv Fortune, new 
Lincoln - Mercury 
dealer here, says 
it takes to make 
a good salesman. 

F “I want my 
Irv Fortune men to sell the 
product,” he says. “Talking deals 
and time payments just isn’t sell- 
ing. A prospect wants to know 
what he is buying and why he 
should buy it today.” 

Fortune, a successful salesman 
himself who believes the customer 
wants to become acquainted with 
the dealer, has sat in on every deal 
since he took over the company. 

Fortune came here from San An- 
tonio, where he was general sales 
manager for one of the largest 
Ford dealers in the state. He 
acquired the Lincoln-Mercury deal- 
ership here formerly owned by 
George Cragin. 

“Successful salesmen have a 
working plan,” Fortune says. 

“When they come to work in the 

morning they have one or two 
live prospects who are strong 

possibilities of being closed today. 

They don't just wait for prospects 
to come to the showroom.” 

Fortune does not look for experi- 
enced car salesmen in building his 
staff, which now numbers six. How- 
ever, he does prefer men who have 
some retailing experience. 

“I want men who have what it 








Love Elected President 


By Topeka Dealer Group 


TOPEKA.—Jim Love (Plymouth) 
has been elected as president of 
the Topeka Motor Car Dealers 
Assn., succeeding Vic Yarrington 
(Oldsmobile). 

Tommy Thompson (Chevrolet) 
was elected vice-president and Gil- 
bert Broxterman, secretary-treas- 
urer. 


New L-M Dealer Tells His Staff .. . 


The Secret: Sell TODAY 




































wood (8) 4-dr., $740* (ps). 

’57 Bel Air (8) sport coupe, $770*; conv., 
$610*; Two-ten (8) station wagon, 
$590*. 

’55 Bel Air (6) 4-dr., $445*; Two-ten (8) 
station wagon, $350*. 

DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 

210* (ps); 4-dr. hardtop, $1,070* (ps). 

’57 Firedome 4-dr, hardtop, $475* (ps). 

DODGE—’61 Pioneer (6) 2-dr. hardtop, 

$1,600*; Seneca (6) 2-dr., $1,425; Lan- 
cer 170 (6) 2-dr., $1,280. 

’60 Pioneer (8) station wagon, $1,295*; 
2-dr, hardtop, $1,170*; 4-dr., $1,050*, 
$1,000*; Seneca (8) 4-dr., $1,075*; 
Seneca (6) 4-dr., $960, 

EDSEL—’59 Corsair 4-dr., $780* (ps). 

FORD—’61 Galaxie (8) 2-dr. Victoria, $1,- 
925* (ps); Ranch Wagon (8) 4-dr., 
$1,690*; Falcon (6) 4-dr., $1,580*; 
Fairlane (6) 2-dr., $1,335. 

60 Thunderbird (8) conv., $2,225* (ps); 
Galaxie (8) conv., $1,450; 2-dr, Vic- 
toria, $1,340*; 4-dr., $1,335*; Galaxie 
(6) 2-dr., $1,225; Country Sedan (8) 
4-dr., $1,410* (ps); Falcon (6) station 














wagon, $1,295; 2-dr., $1,190, $1,105, 
$1,050, $1,000; 4-dr., $950; Fairlane 
500 (8) 4-dr., $1,215* (ps), $1,175*, 


$1,110*, $1,100*, $1,025*; Ranch Wag- 
on (6) 4-dr., $1,175; Ranch Wagon (8) 
2-dr., $1,025*; Custom 200 (6) 2-dr., 
$1,105; Fairlane (6) 4-dr., $1,100*; 
Fairlane (8) 4-dr., $1,005*. 

’59 Galaxie (8) 4-dr. Victoria, $1,260* 
(ps); Country Sedan (8) 4-dr., $1,125* 
(ps); Ranch Wagon (8) 4-dr., $930*; 
Ranch Wagon (6) 4-dr., $850*; Fair- 
lane 500 (8) 2-dr., $900*; Fairlane 
(6) 2-dr., $795*; Fairlane (8) 4-dr., 

. 


$690*. 
IMPERIAL—’60 Crown 4-dr. hardtop, $2,- 
650* (ps). 
LINCOLN — ’59 Premiere 4-dr. hardtop, 
$1,675* (ps). 
MERCURY—’61 Comet (6) 2-dr., $1,485, 
$1,470*. 
’60 Monterey 4-dr., $1,340* (ps), 
’59 Commuter 4-dr., $1,285* (ps); Mont- 


clair 4-dr., $1,170* (ps); 4-dr, hard- 
top, $1,160* (ps); 2-dr, hardtop, $1,- 
155* (ps). 


’57 Commuter 4-dr., $535*. 
OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$2,525* (ps); (88) 4-dr. Holiday, $2,- 
375* (ps). 
60 Super 4-dr. Holiday, 
"59 (98) conv., $1,590* (ps); 
Holiday, $1,525* (ps); 4-dr, 
$1,460* (ps); 4-dr., $1,300*. 
’58 (88) 2-dr. Holiday, $690*. 


$1,815* (ps). 
(88) 2-dr. 
Holiday, 


























takes to approach and talk to 
strangers. Some men—intelligent 
men, too—just don’t have this.” 


Fortune expects his salesmen to 
dig up a percentage of their own 
leads. 

“They will do this in unexpected 
places, at unconventional times of 
the day or night. During their 
waking hours they’ll be thinking 
and talking cars. Every adult, male 
or female, is willing to talk auto- 
mobiles. Everyone’s a potential 
buyer.” 

Fortune doesn’t believe in high- 
pressure selling. That is why he 
insists his men sell the product 
rather than talking deals or pay- 
ments. 


“I walked into a dealership that 
is highly respected,” he said. “I in- 
tend to keep it that way.” 

Fortune says that he is service- 
minded. He sees service as not only 
a revenue-producer, but a good sell- 
ing point. Fortune also retails his 
tradeins, which gives him an edge 
in making deals. 

* 















* * © 


He Wastes No Time— 


Irv Fortune, new Lincoln-Mercury dealer in El Paso, quickly got his new outdoor sign 
up and filled his lot with salable merchandise. These were his first steps in his drive 
te double the dealership's present sales. 
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Used-Car Auction Prices 


’56 Super 4-dr. Holiday, $210* (ps). 


(ps); 2-dr., $1,130*; 4-dr. 


Suburban (8) Custom 4-dr., 


(ps); Savoy (6) 4-dr., $530*. 
’57 Belvedere (8) 2-dr, hardtop, 
Suburban (8) 4-dr., $310*. 
PONTIAC — 
$2,320* (ps). 










tura 4-dr. Vista, $1,775*; Catalina 
dr. Vista, $1,660* (ps). 
’58 Chieftain 2-dr., $650*. 









4-dr., $875*. 





— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange. 
every Thursday (Nov. 30), 


signments. 
* * * 


CHICAGO 


(Nov. 28). 
from 657 consignments, 
* * * 


MINNEAPOLIS 
Minneapolis Auto Auction, 
Wednesday (Nov. 29), 
consignments. 
* * * 
VALDOSTA, GA. 
Friday (Dec. 1). 


ments. 





Detroit Dealers 
Study Geography 
—Iit’s a Standoff 







DETROIT.—An amazing correla- 
tion between sales volume and geo- 
graphical location of dealers has 
been noted by the Detroit Auto 


Dealers Assn. 


Herbert J. Kessler, DADA presi- 
said that the association 
analyzed 1960 new-car sales by 
Metropolitan Detroit dealers locat- 
ed east and west of Woodward 


dent, 


Ave., Detroit’s main thoroughfare. 


“Our survey revealed that the 
West Side had 58 percent of the 
sales and 57 percent of the dealers,’ 
Kessler said. “Thus the East Side 
had 42 percent of the sales and 43 


percent of the dealers.” 


DADA also studied 6,939 used-car 
sales by location of the selling deal- 
er- (both new- and used-car dealers) 
and found that dealers located 
within the city limits handled 58.5 
percent (4,060) of the 6,939 transac- 
Suburban dealers sold the 
remaining 2,879 cars, or 41.5 per- 


tions. 


cent. 


5-Millionth VW Made; 


Model-Run Mark Claimed 


WOLFSBURG, Germany. — A 
pearl-white, beetle-shaped tw o- 
door sedan rolled off the assem- 
bly line and into automotive 
history last week—the 5-millionth 
vehicle built by Volkswagen. 

The car’s importance was 
heightened by the fact that out- 
wardly it closely resembles its 
predecessors built over the past 
15 years, the company said, This 
milestone of production gives 
Volkswagen undisputed claim to 
building more cars of a single 
body model than any other auto- 
mobile company in the world, 
VW said. 





PLYMOUTH—’61 Savoy (6) 2-dr., $1,450*. 
’60 Belvedere (8) 2-dr. hardtop, $1,220* 
$1,020; 

$1,210*. 

59 Belvedere (8) 2-dr. hardtop, $900* 


$420; 
’61 Bonneville Safari 4-dr., 
’60 Bonneville conv., $2,100* (ps); Ven- 


’57 Star Chief 4-dr. Catalina, $435* (ps). 
RAMBLER—’60 Custom (6) 4-dr., $1,290. 
’59 Custom (6) Cross Country, $1,185*; 


Salé 
Demand con- 
tinues for earlier model cars with buyers 
being more selective in their choice of later 
model units, Sold 69 percent of 617 con- 


Arena Auto Auction, Sale «very Tuesday 
Market steady, Sold 386 cars 


Sale every 
Clean cars still in 
demand. Prices off, Sold 47 cars from 103 


Tom Hewitt Auto Auction. Sale every 
Cars really sold, Need 
more cars. Sold 85 percent of 200 consign- 
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knobs and dials. 














Albany 
Renault—’59 Dauphine 4-dr., $225, 
Vauxhall—’58 station wagon 4-dr., $450. 


Bordentown, N, J. 
Bor, —’59 2-dr., $565. 
DKW—’58 2-dr., $255. 
Metropolitan—’61 2-dr. hardtop, $925. 
Renault—’59 4-dr., $250. 
’57 4-dr., $370. 


Caldwell, N, J. 
Austin-Healey—’60 3000 2-dr., $1,325. 
Fiat—’61 1200 roadster, $1,275. 
Jaguar—’58 150 roadster, $740. 
MG—’61 MGA roadster, $1,575. 
Metropolitan—’55 2-dr. hardtop, $125. 
Renault—’58 Dauphine 4-dr., $335. 






















Chicago 

Fiat—’61 2-dr., $1,500. 

’60 conv., $375. 
Triumph— 59 TR-3 2-dr., $845. 

’58 TR-3 2-dr., $745. 
Volkswagen—’59 2-dr., $1,175*. 

’59 2-dr., $985. 
Volvo—’ 60 2-dr., $1,150. 


Columbus, O. 
Austin-Healey—’61 roadster, $1,875. 
Ford (English)—’58 2-dr., $350. 
Metropolitan—’58 2-dr., $490. 
Morris—’60 2-dr., $525. 
Triumph—’60 roadster, $1,110. 
Volkswagen 59 Karmann-Ghia 2-dr. 

hardtop, $1,120. 


Daytona Beach, Fla. 
Fiat—’59 2-dr., $635, $245. 
Hillman—’60 station wagon, $455. 
Opel—’59 2-dr., $600. 

Renault—’58 4-dr., 2 at $275. 
Simea—’59 4-dr., $365. 
Sunbeam—’61 Alpine roadster, $1,850. 
Volkswagen—’59 2-dr., $1,275, $1,250. 
’58 2-dr., $1,050. 
’56 2-dr., $240. 


Detroit 
Opel—’59 Olympia Rekord station wagon 
2-dr., $680. F 
Peugeot—’60 Deluxe 403 4-dr., $750. 
Volkswagen—’57 Microbus station wagon, 
$550. 


























































Flint 
Renault—’61 Dauphine 4-dr., $525. 
Volkswagen ’58 Karmann-Ghia 2-dr., 
$650. 
"56 conv., $580. 


Fontana, Wis. 
Opel—’ 59 station wagon, $485. 
Triumph—’61 TR-3 conv., $1,670, $1,540. 
Volkswagen—’58 2-dr., $770. 
’57 Microbus, $265. 


Los Angeles 

Austin-Healey—’ 60 4-dr., $400. 
Ford (English)—’60 Anglia 2-dr., $620. 
Hillman—’58 4-dr., $400. 

’57 Minx conv., $450. 
Jaguar—’54 Mark IV 4-dr., $250. 
Lloyd—’60 Alexandria station wagon, $245. 
MG—’56 Magnette 4-dr., $395. 

’53 roadster, $330. 
Metropolitan—’'59 conv., $460. 

"55 2-dr., $355. 
Peugeot—’59 4-dr., $800. 
Renault—’59 Dauphine 4-dr., $500. 

’57 Dauphine 4-dr., $300. 


Used-Car Firm 
Drops License Bid 


WASHINGTON.—Lee Ford Mo- 
tors (used cars), a new firm under 
investigation for possible violation 
of auto sales regulations, has with- 
drawn its application for a license 
to sell cars at 1200 K St., N. W. 


Another Washington used-car 
dealer, Eugene Battista, “Discount 
Gene,” has applied to transfer his 
sales license from 1510 Rhode Is- 
land Ave., N. W., to the K St. lot. 


Thomas Helan, assistant superin- 
tendant of the Division of License 
and Permit, said the application 
withdrawal by Lee Ford would not 
affect the decision on whether to 
prosecute the firm. 

It was reported that Lee Ford 
was offering cars for sale at the 
K St. lot without a license. 





























Dodge Introduces $125,000 Idea Car— 


The Dodge Flitewing, a $125,000 experimental car, was introduced by the company 
at a press preview in New York. In place of conventional roll-down windows, it features 
window-roof canopies which move upward automatically when the doors are opened. 
Some engineering features of the idea car already are incorporated in future Dodge 
models, according to George W. Gibson, chief product-planning engineer. It has four 
bucket seats and the entire interior is heavily padded and pushbuttons replace 


Used Import Car Prices 





Toyopet—’58 4-dr., $260. 
Triumph—’59 TR-3 roadster, $1,335, 
Vauxhall—’58 Super 4-dr., $250. 
Volkswagen—’ 60 2-dr., $1,160. 

’59 sunroof 2-dr., $1,015, 

’55 2-dr., $555. 
Volvo—’58 2-dr., $685, $435, 

*56 2-dr., $400. 


Mason City, Ia. 
Volkswagen—’61 2-dr., $1,200. 
60 2-dr., $1,050. 
’59 2-dr., $970. 
’58 2-dr., $775. 


West Palm Beach, Fla. 
Austin—’61 Cambridge 4-dr., $860, 2 at 
$550. 
Austin-Healey—’59 Sprite conv., $750. 
Borgward—’57 2-dr., $275. 
Fiat—’ 60 1100 4-dr., $600. 
Ford (English)—’57 Consul conv., $345. 
Hillman—'58 station wagon 4-dr., $410; 
Minx 4-dr., $380. 

’57 Minx conv., $300. 
Mercedes-Benz—’61 4-dr., $3,600. 
Morgan—’59 414 roadster, $560. 
Peugeot—’59 403 4-dr., $565. 

Renault—’60 Dauphine 4-dr., 3 at $625, 
$565, $525. 

’59 Dauphine 4-dr., $505. 
’58 Dauphine 4-dr., $310. 
Simea—’59 Beaulieu 4-dr., 
wagon 2-dr., $300. 
Taunus—’59 Combi station wagon 2-dr., 

$610. 
Triumph—’60 TR-3 conv., $1,280. 
Volkswagen—’61 sunroof 2-dr., $1,600; 113 
2-dr., $1,345. 

*60 231 Microbus, $900. 

"57 conv., $640. 

Volvo—’58 PR444 2-dr., $430, $300. 
































$525; station 





3 Forces Spur 
Competition in 
Synthetic Rubber 


NEW YORK. — The synthetic 
rubber industry and its chemical 
suppliers face three powerful eco- 
nomic forces that make for a high- 
ly competitive situation in both in- 
dustries now and in the years 
ahead. 

Dr. J. D. D’Ianni of Goodyear 
Tire & Rubber Co. predicted, how- 
ever, that despite competition, 80 
percent of the total United States 
rubber requirements will be filled 
by synthetic rubber five years 
hence. Today the figure is 72 per- 
cent. In 1960, it was 69 percent. 


Speaking at the 54th annual 
meeting of the American Institute 
of Chemical Engineers, Dr, D’Ianni, 
chemical products liaison for Good- 
year, described the triad of forces 
as competition between natural and 
synthetic rubber, competition 
among the various synthetics and 
the “more than adequate” produc- 
tion capacity and the many pro- 
ducers of petroleum-derived raw 
materials for synthetic rubber. 

The commercial success of poly- 
isoprene rubber, a complete re- 
placement for natural rubber, de- 
pends on the availability of high- 
purity raw material at a price 
which will make the finished prod- 
uct competitive with natural rub- 
ber, D’Ianni said. 

Increased emphasis on the newer 
stereospecific rubbers — polyiso- 
prene, polybutadiene and others — 
has caused concern about the fu- 
ture of the older SBR (styrene- 
butadiene) synthetic rubbers. 

“Undoubtedly, the new rubbers 
will reduce the growth potential of 
the SBR types,” he said, “but their 
volume may hold up surprisingly 
well. Their costs are low and the 
plants have been in operation suffi- 
ciently long to be substantially 
amortized.” 
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Happily awaiting imitation 


Under that hood is the only V-6 engine in any 
American car at any price. 


Obviously the car is a 1962 Buick Special. 


One question that pops up frequently in the flood 
of comments this engine has touched off: 


“Why in the world did Buick introduce two com- 
pletely new engines in two straight years — the 
Aluminum V-8 in 1961 and the industry’s only 
V-6 in 1962?” 


It’s a fair question, and we'll try to answer it. 


The Aluminum V-8 has proved itself in the hands 
of owners. It is a great power plant and will be for 
a long, long time. You will see its influence in 
other cars for years to come. 


The V-6 has been an engineer’s dream for at least 
20 years because it offers the opportunity to match 
the vitality and vigor of a V-design with the econ- 
omy and ruggedness of a six. 


The reason Buick achieved these two break- 
throughs in rapid succession is because at Buick, 
engineering leadership is not run by the calendar. 
It’s acontinuing program and has been since 1904. 


Here are some examples — just a very, very few: 


Buick offered the first four-wheel brakes in America 
in 1924. Today all cars have them. 


Buick introduced the sloping windshield in 1918. 
Today every car has one. 


Buick was first with hardtop styling in 1949. Every 


1962 BUICK 


manufacturer offers it today. 


The record -— and it’s a long one — points up this 
basic Buick belief: 


Buick’s job is to bring better things to the average 
car buyer as fast as they are proved and ready. 


That’s why the V-6 is here today, right alongside 
the brilliant year-old Aluminum V-8, both happily 
awaiting imitation. 


That’s Buick for you! 


All this points up one important fact well known 
to Buick dealers . . . the Buick “selling agreement” 
represents one of the most rewarding opportunities 
in the business world. Buick Motor Division — 
General Motors Corporation. 


WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 
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* COSTLIER TO MAKE *COSTLIER TO BE WITHOUT 


THAT'S WHY HULL COMPASSES MEAN STEAD} 


Hull Compasses, for cars and boats, 
are built to an optimum quality stand- 
ard, not to a price. Anything less in a 
direction instrument, sooner or later _ 
means costly driving errors. Customers __ 
know the quality reputation of origi- 
nal Hull compasses and insist on Hull. 
It’s money in the bank for them and 
you when you supply them. 


‘ © rs 
“Sracamlene Freaconleés BATTERY-LI 
$6.95 LIST 















HULL— $5.95 LIST $6.95 LIST 
The Compass Write for details on introductory assortments 
that works and free display material. 





HULL MFG. COMPANY Box 246-W-12 * Warren, Ohio 














WHY YOU SHOULD 


SELL CITROEN- 


New Super-83 DS Engine for greater acceleration 
and better mileage! 

New Modern Dashboard...rich in appearance, 
functional and elegant! 


No other car offers as many modern features to the 
discerning customer! 





Get ALL the reasons why you should sell CITROEN. 
If you are a New Car Dealer or a Quality Used Car 
Dealer—and are interested in a profitable addition 
to your present line, fill out this coupon and send it 
today! 
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CITROEN CARS CORPORATION Dept. AN-I! 


Direct Factory Branch of S.A. Andre Citroen, Paris, France 
300 PARK AVENUE, NEW YORK 22, NEW YORK 


GENTLEMEN: PLEASE SEND ME FULL DETAILS ON OBTAINING AN 
AUTHORIZED CITROEN DEALER FRANCHISE. 


(Principals Only) 
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COMPANY NAME eee 
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CITY ZONE____HSTATE 
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Rubber Improvements . . 


AUTOMOTIVE NEWS, DECEMBER 11, 1961 


Growth of 2-Ply Sales 
Tops 1961 Tire News 


HE rise of the two-ply tire to 

a dominant position as original 
equipment on compact cars and 
some standard lines is the big news 
in the tire industry this year. 

In addition, the rubber industry 
introduced a wide range of new 
tires during the year, with the em- 
phasis on premium units. At Seiber- 
ling, there was continued progress 
on tires with combination nylon- 
rayon cord. 

Improved two-ply tires, two 
new passenger tires and three 
new truck tires highlight Fire- 
stone Tire & Rubber Co.’s devel- 
opments in 1961. 


The company said it has intro- 
duced several innovations in the 
construction of two-ply tires. These 
include a new method of locking 
the beads into the tire, a layer of 
red rubber between the tread and 
cord body to warn motorists when 
treads are worn, nylon reinforce- 
ment of the tire beads, a new cur- 
ing process, stronger body cord 
and a new tread rubber. 

* * * 

‘a new passenger tires are the 

Champion, an economy-priced 
tire with a precision-bladed tread 
design for greater driving safety 
and the Town & Country, a winter 
tire made with “Diene,” a new syn- 
thetic rubber which promises at 
least 30 percent increased tread 
wear. 

The new truck tires are the 
Transport-100 which features a 
three-rib design which departs 
from the industry’s conventional 
five-rib design; the Duplex, a sin- 
gle, wider truck tire that can take 
the place of the familiar duals used 
on trucks, and the W2A, a new 
truck tire now under development 
that is made with fabric plies re- 
inforced by steel cord. 

‘Raymond C. Firestone, presi- 
dent of the company, said the 
two-ply tires for American cars 
have four-ply ratings in all sizes 
manufactured and carry the same 
road-hazard guarantees as their 
four-ply counterparts. 

He said the two-ply tire is even 
better in some respects than the 
four-ply, explaining it runs cooler, 
performs better at high speeds and 
offers a softer ride. 

* * * 
EVERAL 1962 standard-size 
automobiles, as well as most 
compact cars, are equipped with 
two-ply tires as original equip- 
ment. 

The Champion passenger tire fea- 
tures a tread design of four ribs 
of “S” shaped tread bars arranged 
in a rope-like pattern around the 
tire. It is similar to the original 
equipment tire tread design the 
company developed for new auto- 
mobiles. 

“With its introduction, Fire- 
stone becomes the first major tire 
manufacturer to incorporate a 
truly modern tread design in the 
low-price tire field for greater 
driving safety,” Firestone said. 

Chief advantages of this design 
are more non-skid edges and skid 
resistors which provide 
road grip for greater traction. The 
tire is available in a full range of 
sizes in both nylon and rayon cord 
construction. 

The company’s new synthetic 
rubber, Diene, is being used as half 
of the rubber in Town & Country 
tire treads. The synthetic, which is 
produced in a new plant at Orange, 
Tex., closely resembles natural rub- 
ber but actually is superior to 
natural in some respects. 

* * * 

Tes use of Diene has improved 

traction on ice and snow, ac- 
cording to Firestone. He said this 
is because the Diene retains its 
flexibility under extremely cold 
conditions. The new rubber has a 
freezing point of minus 120 degrees 
Fahrenheit. 

A narrow white sidewall for more 
attractive appearance is an addi- 
tional feature of the Town & Coun- 
try tire. 

The Transport-100 truck tire 
will give 50 percent more mile- 
age than previous 100 level Fire- 
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Fabric Plus Steel— 


stone original equipment truck 
tires, Firestone said. 

A broad center rib with extra 
large tread elements and improved 
rubber compounds to allow the tire 
to run cooler are reasons why it 
will outwear any conventional 
truck tire, he said. 

* * * 

1 Duplex truck tire has nu- 

merous economic advantages 
over duals. Fleet owners report 
they are able to reduce inventories 
substantially with one tire replac- 
ing two, and the reduction in the 
weight of a vehicle equipped with 
Duplex tires permits heavier pay- 
loads and increased revenue per 
trip. 

They also noted there is less 
maintenance required because 
there are only half as many tires 
and rims on a vehicle and the 
need for wheel spacers is elimi- 
nated. 

The tire is available in 11 differ- 
ent sizes ranging from 10-16.5 to 
23-23.5 and in four different tread 
designs. 

Firestone said the new W2A 
fabric and steel cord ply tire prom- 
ises to give nearly twice as much 
tread wear as the conventional 
truck tire. 

This is made possible by using 
multiple fabric plies in a radial 
construction, that is, the cord in 
each ply runs radially from bead 
to bead. Conventional truck tire 
construction necessitates changing 
the direction or angle of the fabric 
in each succeeding ply. 

* * * 


| aredapineese progress in two-ply 
tire construction and introduc- 
tion of three new premium tires 
were among tire advancements 
made in 1961 by Goodyear Tire & 
Rubber Co. 

Two-ply tires became standard 
equipment on 1961 models of U.S. 
compact cars. By year’s end, it ap- 
peared that the auto industry was 
nearing general acceptance of the 
7.50-14 two-ply as original equip- 
ment on standard size automobiles. 
Goodyear also was building two-ply 
tires in 8.50-14 and larger sizes, and 
testing them extensively. 

In the words of Walter Lee, 
director of tire research and de- 
velopment, “IT'wo-ply construction 

is a logical and timely step in 
tire evolution, and there is little 
doubt that it will eventually be- 
come standard in virtually every 
size of passenger car tire.” 

In two-ply construction, tires are 
built with two layers of giant-cord 
fabric instead of the four layers 


of smaller cord once considered 
as * cd 























Firestone'’s newest truck tire develop- 
ment, the W2A, is built with a combina- 
tion of fabric and steel cords shown here 
by Loni White. Hundreds of thousands of 
test miles of the new truck tire indicate 
it will give nearly twice as much tread 
wear as a conventional truck tire, Fire- 
stone said. This is made possible through 
a new construction technique using multi- 
ple fabric plies in a radial design with 





reinforced steel cord, according to the 
company. 





New Mold Used— 


A new four-piece tire mold that is said 
to make tires more precisely round and 
therefore smoother riding is being used 
by United States Rubber Co. in the pro- 
duction of its original-equipment tire for 
the 1962 model autos. Made of machined 
steel and cast ductile iron, the new mold 
expands only one-third as much as the 
aluminum, two-piece molds and it retains 
its dimensional accuracy of one-thoy- 
sandth of an inch much longer during the 
constant heating and cooling of tire vul- 
canization, U. S. Rubber said. 

i 


conventional. Through the use of 
the giant cord, the strength of the 
tire is equal to that of a compar- 
able four-ply, and the tire gains 
softer riding properties and better 
tread contact with the road be- 
cause of its more flexible sidewall, 
Goodyear said. 
co * * 
BS nee ena new premium tires 
include a streamlined Double 
Eagle, featuring four plies of giant 
cord; a Butyl Super-Cushion, with 
its quiet, smooth ride, and the 
Multi-Color, a tire with bands of 
red or blue on its white sidewall. 

The new Double Eagle, which 
Goodyear engineers say will de- 
liver up to 54 percent more tread 
wear, is available with Captive-Air, 
Steel-Cord safety shields. Mounted 
inside the regular tire, the shield 
has its own, independent air sup- 
ply. 

Strong steel cord deflects punc- 
turing objects. Should the outer 
tire become punctured, the shield 
will carry a car at normal speeds 
for 100 miles or more, eliminating 
the need for a roadside tire change. 

In the Butyl Super-Cushion, the 
motorist is assured of the most 
noiseless, easiest ride available, 
Goodyear said. Butyl rubber is 
unique for its ability to absorb 
jars and shocks, grip tightly on 
turns and for stopping, and do it 
without a murmur. A five-rib, zig- 
zag tread design in the Butyl 
Super-Cushion takes full advan- 
tage of the butyl properties. 

Multi-Colors found their readiest 
customers among new-car dealers. 
In many auto showrooms across 
the nation, auto dealerships mount- 
ed Multi-Colors on their show cars 
to set off their color and intrigue 
the public into going in for a look. 
The Multi-Color is designed to com- 
plement the color scheme of auto- 
mobiles, carrying it right down to 


the pavement. 
* * * 


NEW, low-profile tire for the 

1962 model cars which is said 
to incorporate more than 18 qual- 
ity improvements for longer mile- 
age and safer turnpike driving at 
sustained high speeds has been an- 
nounced by United States Rubber 
Co. 
The new tire, which is called the 
U. S. Royal Safety 800, is now in 
large-scale production at company 
plants in Detroit, Los Angeles, Eau 
Claire, Wis., and Chicopee Falls, 
Mass. 

The tire, according to G. Ray- 
mond Cuthbertson, general man- 
ager of the Tire Division, is the 
result of three years of inten- 
sive research and engineering. 

It was selected as the most prom- 
ising of 47 different tire designs 
and subjected to more than 10 mil- 
lion miles of testing on the road 
and on the company’s high speed 
track at Lancaster, Calif., he added, 
citing four significant advantages 

to motorists: 

1. Fourteen percent more tread 
mileage than the tire it replaces 
and up to 25 percent more mileage 
than comparable competitive tires. 

2. A new adhesive for bonding 

(Continued on Page 82, Col. 2) 
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| “Isn’t it fun on the bridge? 
You’re way up over everything. 


| You can see everything. 






[ll bet you can almost see 






tomorrow...if you really try,’’. 


gh en 






New York is new bridges, 










new roads, new links between 

city and suburbs. Striking 

evidence of the growth and 

boom in this giant market. 

What’s your fastest way to New 

York? The New York Times ~ 


serves New Yorkers with the 
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the most advertising. New York 7s - 
is The New York Times. y 
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What's New... 
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In Parts and Accessory Distribution 





Shatterproof Offers 3 Aids 


For Dealers, Distributors 


DETROIT. — Shatterproof Glass 
Corp. has made available three new 
and revised aids to the more than 
6,000 authorized Shat-R-Proof deal- 
ers and distributors in the United 
States. 

The aids include a transparent 
national guarantee windshield 
sticker, a redesigned proof of loss 
form and a worksheet for auto 
glass replacement estimates. 

* * * 


Sherwin-Williams Lists 


Top Salesmen for Year 
CLEVELAND. — Robert H. Hill, 
director of sales for Sherwin-Wil- 
liams Co., announced the winners 
of the paint firm’s 1961 National 
Top Sales Achievement Awards. 
In competition with sales person- 
nel from coast to coast, the follow- 
ing sales representatives and man- 


agers carried off top honors in their 
respective salesgs_ classifications: 
Edgar M. Daugherty, branch man- 
ager, Naples, Fla.; Frank Flynn jr., 
dealer representative, LaGrange, 
Ill, and E. Ronald Fletcher, 
painter - maintenance representa- 
tive, Green Bay, Wis. 


* * * 


ASIA Praises Iowa Bid 


For Vehicle Inspections 

CHICAGO.—The recent action of 
the Iowa Automotive Wholesalers 
Assn. in passing a resolution en- 
dorsing periodic motor-vehicle in- 
spection and a followup action 
which brought the need of inspec- 
tion to the attention of Gov. Nor- 
man Erbe has received praise from 
the Automotive Service Industry 
Assn. 

In his presentation speech to the 
governor, William J. Barron jr., 
Barron Supply Co., Cedar Rapids, 
Ia.,, and president of the Iowa as- 


sociation, said that nearly 23 per- 
cent of the cars on Iowa’s highways 
were mechanically unsafe and that 
a recent spot check of 500 cars re- 
vealed 114 cars had faulty equip- 


ment. 
ok * * 


333 ‘Old-Timer’ Firms 
Are Honored by ASIA 


CHICAGO. — The Automotive 
Service Industry Assn. has pre- 
sented its “Distinguished Service 
Award” to 333 additional member- 
firms for “exemplary and enduring 
service” to their communities and 
to the industry. These are in addi- 
tion to the 173 companies that have 
already received the award. 

The 506 wholesalers, manufactur- 
ers, warehouse distributors and re- 
builders have been honored since 
the ASIA program of recognizing 
“old-timer” firms began earlier this 
year. The main qualification for re- 
ceiving the award is that the mem- 


ber-firm have been in business con- 
tinuously for at least 25 years. 


Guif & Western 


Forms Subsidiary 
For Auto Parts 


HOUSTON, — Formation of 
American Parts Co., Inc., has been 
announced by Charles G. Bluhdorn, 
chairman of Gulf & Western Indus- 
tries, Inc., and by John H. Duncan, 
president. 

The new, wholly owned subsidi- 
ary was organized to engage in 
intensive marketing, sales and 
warehousing of automotive parts 
throughout the company’s area of 
distribution. 

In another move, Thomas F. 
Plant, former Parts Division presi- 
dent, was promoted to vice-chair- 
man of the board of Gulf & West- 
ern. In addition to other executive 
duties, Plant will continue to head 
the company’s rapidly expanding 
automotive parts operations. 

Robert V. Daly, formerly execu- 
tive vice-president of the Parts 
Division, has been promoted to 
vice-president of Gulf & Western. 
Daly will assume greater responsi- 





BETTER BALANCED LINE for BIGGER 


5 DATS 





DATSUN OFFERS A COMPLETE LINE... Sedan, Pickup, Wagon, 4-Wheel 
Drive, Sports. A better balanced line that means you never lose a sale. All 
DATSUN models combine economy with bigger room, heavier weight for 
greater safety and a powerful 60 H.P. engine. New full synchromesh trans- 


mission (steering 


4-Door Bluebird Sedan $1,616 p.o.e. 


vat o . ——— 


: TANNIN Wd} 


column mounted) gives easier, 


4-Door Bluebird Station Wagon 
$1,916 p.o.e. 


GROSS PROFITS 








Yq Ton Pickup 
$1,545 p.o.e. 





4-Seater Convertible 
$1,996 p.o.e. 





DATSUN’S NISSAN PATROL 
4-wheel drive 





Write for complete information: 


smoother shifting. A 


DATSUN dealer franchise requires no huge inventories of cars or parts, no 


costly overhead. DATSUN gives its dealers a larger trading area for bigger 


gross profits. In addition, DATSUN has one of the most generous co-opera- 


tive advertising plans in the industry ... plus strong national advertising. 


Southwestern Division: 


NISSAN MOTOR CORP. in U.S.A. 
Western Division: 137 E. Alondra Blvd. 


Gardena, California 


Eastern Division: 221 Frelinghysen Ave 


Newark 8, New Jersey 


1501 Clay Ave. 
Houston 3, Texas 
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bilities in over-all direction of the 
automotive parts operations. 

Named president of American 
Parts Co., Ine, was J. Si ‘rling 
Cooper, former president of the 
Northern Division of Bearg @ 
Stone Electric Co., another Gulf & 
Western subsidiary. 

In other appointments, the com- 


pany has named Peter J, Delano, 
former marketing specialist for 
United Motors Service, as sales 
vice-president for American Parts, 
and Joseph E. Davis, forme, gen- 
eral manager of General Trading 
Co., as supply vice-president. 

Leo L. Grezlik, coordinator of 
catalog and publications for Chrys- 
ler Corp., was named manager of 
the printing plant. George Robin- 
son, formerly a designer with Ray- 
mond -Loewy Associates, will be- 
come manager of advertising, pro- 
motion and design. 

cd * x 


Tung-Sol Plans Marketing 


Through 49 Distributors 


NEWARK, N. J.—Tung-Sol Sales 
Corp. has announced the selection 
of 49 distributors to service sales 
of semiconductor products to origi- 
nal equipment manufacturers, 

Under the terms of the new pro- 
gram, regional stocking distribu- 
tors will service orders for up to 
999 units from their own shelves 
at factory prices. 
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Mutorola to Offer 


Alternator System 
In Aftermarket 


CHICAGO.—Motorola, Inc., will 
offer its new all-electronic alterna- 
tor system to United States car 
owners as replacement equipment, 
according to C. J. Gentry, the com- 
pany’s national car radio gales 
manager. 

The alternator system replaces 
the direct-current generator and its 
regulator and is designed to last 
the life of the car, Motorola said. 

Consisting of an alternator, a 
voltage regulator and a universal 
installation kit, the system will be 
marketed as a complete package 
by Motorola distributors and by 
distributors and jobbers of automo- 
tive equipment. 

“Since the alternator continues 
to charge the battery even at en- 
gine idle, the owner whose car is 
equipped with power seats, power 
windows, a heater and air condi- 
tioning needn’t be concerned about 
insufficient charge to his car bat- 
tery,” Gentry said. “Taxicab com- 
panies or businesses having auto 
and truck fleets where continuous 
stopping and starting is necessary, 
and where inoperable vehicles be- 
come a costly overhead factor, now 
have an answer to their battery 
maintenance problems.” 

He claimed that the Motorola 
alternator system will extend bat- 
tery life from 25 to 50 percent even 
with these large electrical require- 
ments. 

Alternator systems will be avail- 
able in 30 or 45 amp units and will 
fit most 12-volt, negative-ground 
automobiles built since 1959. The 
system also carries a three-year or 
30,000 mile guarantee (which ever 
occurs first) on repair or replace- 
ment of parts. 

oe 


* * 





Alternator System— 


Motorola, Inc., will market its alternator 
system through its distributors and through 
distributors and jobbers of automotive 
equipment. The system consists of an al- 
ternator, a voltage regulator and a univer- 
sal mounting bracket. The alternator is 
available in 30 and 45-amp units. 





Studies made by major car manufacturers show that deal- 


ARE YOU SUB-LETTING PROFITS ? 


John Bean-Barrett equipment helps bring service dollars back home 
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erships are “‘sub-letting” the most profitable part of their 
business . . . farming out service jobs they aren’t equipped 
to handle. The national average: 56¢ out of every service 
dollar going down the street to competitors! 

John Bean-Barrett offers you up-to-date service equip- 
ment to help reverse the trend. Here is a complete line 
of brake, front end, and body-frame equipment designed 
to handle any car on the road: compacts, sports, imports, 
wide-treads, swing-axles, unitized or standard construc- 
tion, torsion or ball-joint suspension. More importartt, 
John Bean-Barrett equipment is designed with flexibility 
to handle cars of the future. With this modern, up-to- 
date equipment, every car is truly your customer. 

You have space, manpower or budget problems? John 
Bean-Barrett has the answer here, too. In every line, there 
are models ranging from low-cost, compact, portable- 
equipment up to deluxe, complete, high-volume models. 
There are “conversion” and “modernizer” models to util- 
ize your present equipment. No matter what kind or vol- 
ume of business you wish to do, no matter whether you 
need a “starter set” or complete service, you can “tailor” 
your equipment to match your needs and means with 
John Bean-Barrett. You must up-date obsolete equip- 
ment to stay in the race for growing service profits. Re- 
member, every major car manufacturer uses modern 
John Bean-Barrett equipment in factory service set-ups. 
Follow their lead! 
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VARIABLE-TREAD VISUALINER 


Makes any car or truck your customer 


Both Visualiner runways move easily on rollers . .. you 
can switch from “a bug to a truck” in minutes. Exclusive 
tip-over Visualiner optical projection heads allow wheel 
and bearing work. *‘Package” deals on pit, floor and rack- 
type models to fit Visualiner to your space and budget 
requirements. Remote control steering wheel turners, ex- 
clusive late-model Buick-Chrysler-Chevrolet camber cor- 
rection tools. Now, you can economically modernize any 
existing aligning equipment. 


NEW! LIFT-A-MATIC ALIGNER 


aligner of the future . . . here today! 


Sensational Lift-A-Matic Aligner is just 15% feet 
long, gives full-scale wheel alignment service in a 
single bay! Eliminates long runways and approaches. 
Exclusive “air-lift” action controlled by push-button. 
Variable-tread runways with tread width capacity from 
40” to 68”. Installs anywhere .. . no pit problems... 
can even be re-located. Handles any standard Amer- 
ican passenger car made... sports, imports, compacts. 
Available with Visualiner heads, mechanical or mag- 
netic gauges, rack only or in “modernizer” models to 
bring present equipment up-to-date. You must see this 
truly sensational aligner! 

ALSO: VIEWLINER (portable aligner with “beam of light” accuracy) and Model 
100 PORTABLE ALIGNER CART (economical alignment department on 
wheels). 


WHEEL BALANCING DEPARTMENT 


You need fast accurate John Bean balancers to handle any car, any 
size wheel that comes into your shop. Full line selection of balancers 
tailored to the price you want to pay, the volume and kind of balanc- 
ing business you want to do. 


NEW! ON-THE-CAR BALANCER 


fits 12” thru 16” wheels WITHOUT ADAPTERS. Take on every 
balancing job that comes in your shop. Fast, simple, accurate opera- 
tion. Compact, self-contained, space-saving unit. Single- and double- 
motor units. New spinners. Ideal for bringing balancing business 
back home! 





Portable BODY-FRAME ALIGNER 


a must for body shops! 


Handles body-frame repair on unitized or conventional 
construction . . . faster, with fewer hook-ups and, in most 
cases, without removing sheet metal or upholstery. This 
is the only compact, mobile, economical body-frame unit 
which pushes and pulls . . . works over and under, inside 
and outside the car ... gives squeezing, spreading, 
stretching action in horizontal or vertical planes. Tools 
and power units anchor anywhere on exclusive dual 
tubular main beam and lateral twist beam for complete 
versatility on body pushes or pulls at heights up to 75 
inches. These are musts for unitized body-frame repair 
work. Complete unit gives more versatility, more profit- 
making potential than similar units costing much more. 
Wide selection of models, groups, tools to meet your 
space and budget limitations. Modernize now with a John 
Bean Portable Body-Frame Aligner. 


Complete line for any shop 


John Bean also manufactures the Power-Puller, an ex- 
cellent body-frame aligner for quick minor repairs, and 
permanent, rack-type straighteners for high-volume, com- 
plete body-frame work. 


Extra profit builders 


Bring in extra profit with the new Cyclomatic “6” Car 
Washer (compact, water-driven, automatic, 6-minute cy- 
cle), new drive-over Alignment Indicator (builds wheel 
alignment business)and Headlight Aimers. 


FREE Engineering Analysis future expansion, 
Starts with your present equipment, floor FREE CATALOGS 


space, budget, business volume . . gives you Write for free catalogs on Balancers, 
a dollars-and-cents estimate for maximum Aligners, Body-Frame Aligners, Align- 
service profits on a minimum budget. Learn ment Indicator, Car Washer, Headlight 
about John Bean’s Training School and On- Aimers, Complete Brake Service Equip- 
The-Job Training Program. Contact John ment, Tools and Accessories, and John 
Bean Automotive, Lansing, Michigan. 


ACRA-SPEED — Fast, low-cost, 
money- maker. Acra-Speed Sys- 
tem so simple any operator can 
be an expert. 


VISUBALANCER — First in pre- 
cision. ‘TV Screen” readings sell 
customer on balancing, Static 
and dynamic balancing. 


BRAKE SERVICE DEPARTMENT 


Barrett brake service equipment puts you front and center for the 
most profitable part of the automotive service market. A most ® 
complete line ranging from low-cost portable equipment to super 
heavy duty, specialized units, 


DELUXE HEAVY-DUTY BRAKE-MOBILE 


The original heavy duty Mobile Brake Shop. Includes lathe, grinder, 
checker, positioner, tools and accessories — all designed into a com- 
pact, mobile workbench! Saves space, time and costs . .. makes money 
fast in this most profitable market. Add-on attachments available for 


ON-THE-TRUCK —Handles heav- 
iest wheels without removing 
parts. Fast, easy. requires no 
disc adapters. 


MODEL 55J—The original static 
and dynamic balancer. Favorite 
of old-line mechanics. 
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JOHN BEAN-BARRETT AUTOMOTIVE 


JOHN BEAN DIVISION 


® Lansing 4, Michigan 
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Bean-Barrett Training Schools. 
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to $0.5 billion, account for the re-| “Our goal here in Arkansas is for 


Highways & Safety 





The unplanned construction of 
business buildings, and industrial 
plants too close to interchanges on 
the new interstate highway system 
is already threatening to stifle the 
effectiveness of these superhigh- 
ways, a United States Bureau of 
Public Roads official declared. 

David R. Levin, chief of the bu- 
reau’s Highway and Land Adminis- 
tration Division, said that almost 
before the pavement is dry on some 
interchange ramps, huge industrial 
plants, regional shopping centers, 
motels, restaurants, and other large 
traffic generators are built “literal- 
ly at the ends of the ramps.” 

Such establishments, if given ac- 
cess too close to the interchange, 
may interfere with the free flow of 
traffic on its ramps and cause it to 
break down functionally. 

He said that lack of regulation 
or planning for proper location of 
industrial, residential and commer- 
cial development in relation to the 
new interstate roads can seriously 
reduce the traffic loads on these 
highways. 

“This is merely to point out that 











private enterprise itself has an im- 
portant stake in establishing itself 
along highways of modern design 
and in such a manner that its ven- 
ture capital is not impaired long 
before the physical plant wears out, 
only because of the functional ob- 
solescence of the highways,” Levin 
said. ‘ 
of * 


State Highway-User Taxes 


Rise 4 Percent This Year 


State highway-user tax revenues 
are expected to total $5.6 billion in 
1961, exceeding the corresponding 
figure for 1960 by 4 percent, Fed- 
eral Highway Administrator Rex 
M. Whitton announced. The esti- 
mate, prepared by the Bureau of 
Public Roads, is based on reports 
from state agencies and other 
sources. 

The state motor-fuel tax receipts 
account for $3.5 billion or 64 per- 
cent of the 1961 total, and motor- 
vehicle registration fees for $1.6 
billion or 28 percent. Other motor- 
vehicle fees, motor-carrier fees, 
and miscellaneous fees, amounting 


maining 8 percent. 
* * az 


State Could Be Shiftless 


As Far as Law Goes 

The Legislative Council of Wis- 
consin has discovered the state 
has no law on the books that 
requires a vehicle to have a 
transmission. 

The discovery came about 
when Orval Meister, Whitefish 
Bay (Wis.) police chief, wrote the 
council about a case involving a 
woman who could not back her 
car from a spot where city work- 
men were repairing an alley. 
Planks had to be laid so that the 
car could be pushed over the 
fresh concrete. The woman ex- 
plained that the reverse shift 
was broken, but the village could 
not charge her with a violation 
because the motor vehicle code 


said nothing about transmissions. 
ok * * 


Arkansas Women’s Clubs 
Crusade for Seat Belts 


A statewide crusade for installa- 
tion of seat belts in automobiles 
has been launched by the Arkansas 
Federation of Women’s Clubs. 

Mrs. Carroll C, Cannon, Forrest 
City, federation president, said, 


sell 3 of the big 4 
with Holley! 


AMERICAN MOTORS 


~ CHRYSLER 
FORD 


your sales opportunity with Holley 
is bigger, brighter than ever before 


Holley has created a brand new—and profitable—market for you in ’62! 
Now, in addition to genuine Holley carburetion and ignition replacements 
for the most popular American Motors and Ford-built cars, Holley offers a 
new, low-cost PEP Carburetor that easily adapts to all late-model Chrysler- 
built 6’s. It replaces 17 carburetors on Chrysler-built models, lets you 
streamline your stock, reduces service parts inventory to a bare minimum. 


This new Holley PEP Carburetor is original equipment quality— 
BRAND NEW, NOT REBUILT. It must pass all the same rigid tests as 
carburetors Holley is furnishing for 1962 Dodge Dart, Lancer, Plymouth 
and Valiant 6’s, yet is priced competitively with the rebuilts. 


Get your share of this Big 3-Way Market—and be sure of customer 
satisfaction. See your Authorized Holley Distributor today. Remember, 


only Holley offers genuine Holley parts. 
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11955 E. Nine Mile Road 
Warren, Michigan 


Original Equipment 
Manufacturers of 
Carburetion and Ignition 
Products for Over 55 Years 
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gram” to guide ASIA state safety 
committee chairmen and informa- 
tion on safety inspection legislation, 

ASIA Executive Vic e-President 
J. L. Wiggins reported that in 
states which have no inspection 
programs the traffic death rate is 
38 percent higher than states which 
require periodic checks. 

* * + 


Dealer Gives School Car 


Advance Auto Sales, Auburn, Me,, 
provided a new Plymouth to Sabat- 
tus High School for its driver-edy- 
cation program, Shepard Lee, Ad- 
vance Auto general manager, said 
the dual-control vehicle will be 
used by 24 students. 

* * * 


Program Planned 
To Cut Accidents 
At Rail Crossings 


A nationwide program to reduce 
the number of motor vehicle-train 
accidents has been launched by the 
National Safety Council. 

The program will be directed by 
the newly formed committee on 
motor vehicle traffic safety at rail- 
road grade crossings of the Traf- 
fic Conference of the council. 

Howard Pyle, council president, 
said collisions of motor vehicles 
and trains annually destroy more 
than 1,300 lives, cause 3,500 dis- 
abling injuries and result in losses 
of millions of dollars. 

“Most of the committee’s educa- 
tional work will be directed to the 
driver of the family auto,” said 
George M. Dempsey, committee 
chairman. “Private autos are in- 
volved in 73 percent of the motor 
vehicle-train crashes.” 

Dempsey said special] efforts also 
will be made to place educational 
materials in the hands of school 
bus drivers and drivers of trucks 
carrying flammable or explosive 
materials. 

Improved traffic law enforce- 
ment at railroad crossings, uni- 
formity of state laws governing ve- 
hicle movement at crossing, school 
and intercity bus safety at crossings 
and safer operation of commercial 
vehicles of all kinds are among the 
objectives of the group, Dempsey 
said. 























every federated club woman to own 
one of the safety seat belts. We 
have about 3,200 members. A whole- 
hearted response from this many 
persons will mean a tremendous in- 
fluence throughout the state.” 

* * * 


Continue Earmarked Funds, 
Michigan Road Chief Urges 

A proposal that highway revenue 
continue to be earmarked was sub- 
mitted to the Michigan state con- 
stitutional convention by State 
Highway Commissioner John C. 
Mackie. 

The commissioner urged the con- 
vention to strengthen the present 
earmarking by spelling out highway 
purposes in clearer language so the 
Legislature could not use road 
funds for such things as traffic 
police. The state constitution now 
requires that all revenue from fuel 
and weight taxes must only be 
spent for highway purposes. 

* * * 
ASIA ‘Safety Kit’ to Aid Fight 
For Vehicle Inspection Laws 

The Automotive Service Indus- 
try Assn. has put together a “safety 
kit” to help push motor vehicle in- 
spection laws in the 32 states which 


have no periodic checkup program. 
The kit contains an “action pro- 







* * * 


$1.5 Billion in Road Work 


Put under Contract in Half 


A total of 3,312 Federal-aid high- 
way construction contracts was 
awarded by the state highway de- 
partments during the first six 
months of 1961, involving a total 
cost of approximately $1.5 billion, 
Rex M. Whitton, Federal highway 
administrator, announced. The fig- 
ures were compiled by the Bureau 
of Public Roads. 

The contracts awarded in the 
first half of 1961 had an average 
cost of about $453,000. They varied 
from less than $25,000 up to just 
under $13 million, with an equitable 
distribution throughout the entire 


range. 
* * 


Safety Spurned 


Few Seat Belts Installed, 
Some Not Used 


Only two million of America’s 58 
million car owners have seat belts 
in their automobiles. And too few 
of those with belts actually use 
them, 

This information, a fact despite 
intense efforts of safety officials to 
induce United States motorists to 
protect themselves, is reported in 
the winter issue of Discovery, the 
magazine of the new Allstate Motor 
Club. 

An article entitled “Saved by the 
Belt” punches holes in the favorite 
arguments of people who oppose 
seat belts. For example: 

Complaint: Seat belts are too 
much trouble. Reply: It takes less 
time to fasten a seat belt: than it 
does to put the key in the ignition 
and start the engine. To release the 
belt takes less than one second, 
which is three or four seconds 
shorter than it takes to put out 2 
cigaret. 

Complaint: A motorist can be 
trapped by a seat belt if his car 
catches fire or is under water. 
Reply: A motorist tied down by 4 
seat belt has a better chance to 
remain conscious since his seat belt 
will keep him from being tossed 
about in his car. 
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| | The Triumph TR-3 is the most popular sports car in America (over 50,000 on the road right now). It’s a hard one 
«7 to beat. But wait till you see the new Triumph—the TR-4. It’s even more exciting and fun to drive. For one thing, 
a or thrust, is high at all speeds. The TR-4 is one of the only cars that does equally well at a modest 50 or a 
thundering 100. The track is wider, so the cornering is flatter. All forward gears, including 1st, have synchromesh. 
The new rack and pinion steering is as effortless as power steering, but far more responsive. P. S. The windows roll 
up. The top is rain-proof. The price is a mere $2849.* m If you’ve been thinking about a new import line, consider. 
Triumph offers you a complete line—2 sports cars, the TR-3 and TR-4, hard and soft-top versions—plus the re- 
markable new Herald 1200 economy cars. You also get over 50,000 pre-sold enthusiasts. A high. repeat-sale 
rate. Extensive national advertising with local support. Best of all, you’re in with a marque that’s well-established 


easy as a top-seller. There are a few select dealerships st still > available. Write for details. 


Standard-Triumph Motor Company, Inc., Dept. C-121, 1745 Broadway, New York 19, N. Y. : - 
Standard-Triumph (Canada) Ltd., 1463 Eglinton Ave. West, Toronto 10, Ontario. PO faa 
*P.O.E. plus state and/or local taxes. Slightly higher in West. _ 
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Rubber Improvements . . 


the tire cord and the carcass rub- 
ber of the tire, making it one of 
the safest tires ever developed for 


turnpike speeds. 
cad 


ee A tiene eather built in 
five rows instead of seven with 
angular slotting for greater road 
grip. The new tread makes the tire 
more resistant to skidding than any 
other comparable tire now on the 
market. 

4. A low-profile design which 
makes the tire wider than it is 
high. This makes it cool running, 
reduces its power consumption and 
gives it added stability. 

The tread of the new tire is 
compounded from special “soft” 
rubber for soft riding quality, 
balanced with the right amount 
of carbon black to maintain long 
mileage. 

The tire is being offered in both 





Tire Is X-Rayed 


That's not the soul of the tire but an 
“inner tire’ shown in an X-ray photo. It's 
a captive-air safety shield, mounted inside 
a tire. The shield has steel cord to de- 
flect sharp objects and its own independ- 
ent air supply to avoid roadside tire 
changes. Engineer Donald Burgett studies 
the photo at Goodyear Tire & Rubber Co. 





The Oklahoman and Times deliver a market* that ranks 


26th IN FILLING STATION SALES 
27th IN PASSENGER CAR REGISTRATIONS 


28th IN AUTOMOTIVE STORE SALES 


among the newspaper coverage markets of the nation! 


(1961 Bangor-SRDS Study) 


*48 counties of Oklahoma where the Oklahoman and Times coverage is equal to 20% 


or more of the households. 


LARGEST CIRCULATION 


SOUTHWEST! . . . and still growing 


The Sunday 
Oklahoman 


256,270 


(Publisher's Statement, Sept. 30, 1961 subject to A.B.C. Audit) 


October 1961 
average: 


274,871 


The newspapers that belong on 
every national advertising schedule! 


THE DAILY OKLAHOMAN 
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Growth of 2-Ply Sales 
Tops 1961 Tire News 


(Continued from Page 76) 
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also has been dropped, and the line 
now is produced exclusively with 
two plies of nylon and two of rayon 
in each tire. 

Further, the development has 
been advanced into the com- 
pany’s premium range for the 
first time, In the Safety line, 
heaviest seller of the company’s 
premium-level tires, all-rayon 
tires have been discontinued in 
favor of the nylon-rayon type. 
All-nylon is being retained. 

The construction idea, trade- 
marked “Nytex” in the standard 
line of tires, has been renamed 
“Super Nytex” for the premium 
tires in which it now is incorpo- 
rated. E. H. Gibbs, tire research 
and development manager, said 
that both nylon and rayon plies in 
the new Safety model have been 
strengthened, resulting in a cord 
body “30 percent stronger” than 
the original “Nytex” tire. 

* * * 

















rayon and nylon cord construction 
for the replacement market. New 
cars will carry only rayon construc- 
tion as original equipment. 

The Safety 800 also features an 
extra narrow white sidewall which 
is available in an original equip- 
ment tire for standard-size cars for 
the first time. 


EIBERLING Rubber Co., which 

introduced last February on a 
limited basis the first combination 
nylon-rayon tire to be marketed 
nationally, announced that the new 
method of tire construction is be- 
ing applied now to a large segment 
of its passenger lines. 

Tires embodying the new prin- 
ciple, first adopted to replace only 
all-rayon tires in the original equip- 
ment range, now dominate that 
level at Seiberling. Nylon in this 
standard line, called Super Service, 


EIBERLING claims the cord 

combination provides superior 
overall performance to an all-rayon 
tire, and eliminates the temporary 
flat-spotting or “morning thump” 
characteristic of nylon tires. 

Sales Manager J. A. Fouche said 
that original “Nytex” tires, oper- 
ated under observation for millions 
of miles throughout the country 
under all conditions, have proven 
to the company that “the principle 
is sound.” 

This, plus “excellent market ac- 
ceptance,” convinced the company 
to “throw more of our weight be- 
hind the development,” he said. 

Fouche reports that “Nytex” is 
largely responsible for record unit 
sales of passenger tires the com- 
pany is experiencing this year. 

“Tires with ‘Nytex’ construction 
have become the biggest single 
seller in our line,” Fouche said. 
“In fact, we’re back-ordered on 
some popular sizes—a positive in- 
dication of how successful this has 
been.” 

Consumer prices of “Nytex” 
tires, in the Super Service and new 
Safety models, are set at about 5 
percent above rayon and 5 percent 
below nylon types. 

ok * * 

T GENERAL TIRE, one of the 

more successful developments 
was in incorporating many features 
of the Dual 90 in a popular-priced 
premium quality tire. The Jet-Air, 
which utilizes the Dual 90’s twin- 
tread principal, was introduced 
early in 1961. Starting in March, 
the Jet-Air was backed up by a 
million-dollar advertising cam- 
paign. 

By mid-year the success of the 
tire was reported by M. G. O’Neil, 
president of General Tire, when 
he stated, “The motoring public 
has fully accepted the Jet-Air.” 

Another tire development at 
General Tire in 1961 was a new 
and improved tread compound 
for truck tires. The tread com- 
pound is a blend of natural rub- 
ber and a stereo-specific polymer. 

This blend of natural rubber and 
one of the new synthetic rubbers 
reduces cracking and increases 
tread mileage. 

General also developed an im- 
proved carcass compound for truck, 
bus and off-the-road tires during 
1961. The improved carcass com- 
pound is the result of a unique 
concept of vulcanization ingredi- 
ents which improve heat resistance 
and result in a cooler running tire. 


Cadillac Unveils 
4-Window Model 


DETROIT. — Cadillac has added 
another model to its 1962 line in 
the four-window body style. The 
new model, a Series 62 four-window 
sedan, gives Cadillac 13 models for 
1962, Fredric H. Murray, general 
sales manager, said. 

This model is the sixth featuring 
the four-window upper structure. 
Other models are the four-window 
Sedan de Ville, Coupe de Ville, 62 
coupe, Park Avenue sedan and 
town sedan. 

The overall length of this addi- 
tion to the Cadillac line is 222 
inches. The wheelbase is 129.5 
inches. These dimensions are the 
same as most other 1962 Cadillac 
models. 

The price of the new model is 
the same as the Series 62 six-win- 
dow sedan and the town sedan— 
$5,213, including Federal tax and 
dealer prep. 


IN THE 








Promotes General Tire— 


For the second year, Genera! Tire & 
Rubber Co., Akron, will sponsor Jack Koch- 
man's International Auto Daredevils as 
part of the overall promotion of its Jet- 
Air tire, introduced this year. General 
manager and chief stunt driver of the 
travelling thrill shows is Bill Reed, above. 
Reed's specialty is a 60-foot leap in a 
convertible, which he does at some 200 
performances a year. 





Tyrex Continues 
To Hold Original 
Equipment Sales 


NEW YORK.—The selection of 
Tyrex rayon tire cord for 1962 cars 
marked the fourth straight year 
that Tyrex rayon has been chosen 
for original equipment tires, ac- 
cording to Tyrex, Inc., trade group 
for rayon-cord producers. 

The availability of an improved, 
stronger Tyrex rayon cord at the 
beginning of 1961 was an important 
factor in the development of two- 
ply tires for compact cars, easily 
the biggest tire story of the year, 
and the first major innovation in 
tire construction and design since 
the development of the tubeless tire 
in 1955, Tyrex said. 

Stronger cord permitted the re- 
duction from four-plys without any 
loss in treadwear and impact re- 
sistance. Proved successful on the 
compacts, the two-ply tires are now 
being produced in larger sizes for 
use on many of the 1962 standard 
models, Tyrex said. 

Tyrex said it conducted a com- 
parison test this summer between 
two-ply and four-ply tires on Amer- 
ican-built compact cars to provide 
additional performance data. 

In a total run of 40,000 miles over 
rough secondary roads in Texas, 


the two-ply tires proved as durable 
as four-ply, coming through with- 
out a single bruise, break or impact 
failure, Tyrex said. 





Passes Test— 


Millions of miles of performance results 
are in on the first nationally marketed 
nylon-rayon tire, says Seiberling Rubber 
Co., and the firm is giving the new de- 
velopment its vote of confidence, The or- 
iginal product line embodying “Nytex” 
construction on a limited basis is now 
produced across-the-board with the com- 
bination plies, and the company is iniro- 
ducing the development into its premium 
Safety line, featuring a “Super Nytex" 
cord, 
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Going Worldwide .. . 


Auto Advertising 


All thirty international editions 
of Reader’s Digest will be used by 
fiat to tell readers in more than 
490 countries about the variety and 
extent of the company’s products 
gnd services. 

Fiat is known throughout the 
world as a builder of automobiles, 
jut not as widely known for its 
gther corporate activities, The ad 
will explain that in addition to au- 
tomobiles, Fiat builds trains, trams, 
trucks, buses and tractors; that it 
makes an impressive line of marine 
diesels and the Fiat G 91 jet, now 
in service with NATO, and main- 
tains 3,000 service stations to as- 
sure Fiat owners maximum value 
wherever they go. 

The story is summarized in a 
four-color ad, developed by Woods, 
Donegan and Co., Inc., Fiat’s agen- 
vy in the United States, and sched- 
wed for the Digest’s international 
list in December. 

* * 


New Home for Ad Agency 

Geyer, Morey, Madden & Bal- 
lard, Inc., will move its New York 
headquarters into a new 32-story 
building, 555 Madison Ave., next 
April. 

The agency has leased the entire 
sixth and seventh floors and part 
of the eighth in the building near- 
ing completion at 56th St. and 
Madison Ave. The 275-member New 
York staff is now located in 595 
Madison Ave., 
space at 10 East 40th St. 

* * * 


Triumph, Airline Sign Pact 


Standard-Triumph Motor Co., 
Inc., has completed an agreement 


with National Airlines to advertise | 


Triumph cars on one million of the 
airline’s passenger ticket envelopes. 
Under terms of the arrangement, 
the British auto maker will offer 
a 12-page booklet explaining the 
nw Triumph TR-4 sports cars to 
the airline’s passengers. 

To obtain the booklet, a passen- 
ger tears off the inside perforated 
fap of his ticket holder, fills in his 
mame and address, and mails di- 
rectly to the auto manufacturer. 
The campaign was conceived and 
developed by Kellogg Group, New 
London, Conn. 

* * 


* 
Times Extends to S. A. 


The New York Times extended 
distribution of its weekday Inter- 
national Edition to South America 
Dec. 1, except in Peru, where it 
will begin Jan. 1. 

The Times International Edition 
is printed every day except Sunday 
in Paris simultaneously with the 
New York edition. Copies are flown 
the same day to all parts of Europe, 
Africa and the Middle East. This 
air service is now being extended 
to South America. Simultaneous 
publication is made possible by use 
of electronic typesetting linked to 


the transatlantic cable. 
* * * 


H&J Wins Mercury Dealers 


Lincoln-Mercury Dealers Assn. of 
Southern California, Arizona and 
Nevada has consolidated its mil- 
lion-dollar-plus advertising account 
at Hixson & Jorgenson. 

H&J has handled Lincoln since 
1957 and Comet since its introduc- 
tion in late 1960. Mercury had been 
handled by Kenyon & Eckhardt for 
the last 10 years. 

H&J won the Mercury account 
on its presentation for the new 
Meteor. The association not only 
gave H&J the Meteor but also the 
Monterey account. H&J’s presenta- 
tion had as its theme: “Meet the 
Meteor.” The new line was describ- 
ed as “Comet’s new big brother.” 

* * * 
An Individual Matter 


Control of truth and taste in ad- 
Vertising begins and ends, not with 
industry committees, but with the 
individuals who create advertising 
and those who approve it, Trueman 
F. Campbell, president of Hopkins- 
Campbell, Inc., advertising agency 
of Ann Arbor, Mich., told members 
of the Springfield (Mass.) Adver- 
tising Club. 

While commending corrective 
efforts of the various advertising 
bodies, and especially the “Cleve- 
land Plan,’ Campbell questioned 
the likelihood of their succeeding 
Without the dedication of adver- 
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tising people at the creative level. 

“Since when,’ Campbell asked, 
“did the simple fundamentals of 
rectitude and high principles cease 
to be an individual concern? When 
did it become necessary for the in- 
dividual to employ a group to keep 
his personal code clean? 

“If I have learned anything at 
all about our business, it is that 
truth and taste are determined 
right where the advertising is cre- 
ated and approved. They get into 
advertising because they are put 
there, not after the roof has fallen 
in, but right at the beginning, when 
the writer, the designer, and the 
man with the blue pencil are doing 
the primary work.” 

* * 


* 
Ad Career Booklet Offered 


The American Assn. of Advertis- 
ing Agencies estimates that 18,000 
newcomers are needed each year 
in the various branches of adver- 
tising, including media. 

The association has prepared a 
new edition of its “Career” booklet 
which is available to college and 
high school vocational guidance 
counselors and to interested stu- 
dents in hopes of attracting young 
people into the field. 


* * * 


Buerkle Selects Bolin 


Buerkle Buick, St. Paul, has se- 
lected M. R. Bolin, Minneapolis, as 


with additional | ‘* eentaienis. or 


* 


Shell Prefers Dailies 


Shell Oil Co., which in 1961 has 
concentrated the bulk of its $15,- 
000,000 consumer advertising budget 
in daily newspapers, will continue 
to be a heavy advertiser in news- 
papers next year, the company said. 

Shell’s plans indicate the com- 
pany will be again in 1962 the big- 
gest user of newspaper advertising 
in the petroleum industry. 

* e * 


Parker Names Randall 


Fred M. Randall Co., Detroit ad- 
vertising, merchandising and pub- 
lic relations firm, has been appoint- 
ed to conduct a public relations 
program for Parker Rust Proof Co. 

Frank Hendricks, Parker sales 


2-Plys on Par 
With 4-Plys 
In Tyrex Tests 


NEW YORK.—<Auto owners and 
tire buyers with doubts about the 
safety factor of two-ply tires for 
new cars can rest easy. At least, 
it would seem so from test reports 
issued by Tyrex, Inc., association 
of Tyrex rayon tire cord producers 
at the annual convention of the 
National Tire Dealers and Retread- 
ers Assn. 

In a recent Tyrex, Inc., test of 
two-ply Tyrex rayon cord tires and 
four-ply nylon cord tires over 
rocky, rough secondary roads in 
Texas, the two-plys proved as dur- 
able as the four-ply tires, weather- 
ing the grueling test without a 
single bruise break or impact fail- 
ure, 

Standard original equipment 
tires 600/13 and 650/13 were used 
on American-built compact cars. 
The cars carried a load equivalent 
to three passengers. Inflation pres- 
sure was industry standard for tire 
size and load. 

Total tire mileage over the sec- 
ondary roads was 40,000, with each 
car maintaining an average speed 
of 40 miles per hour. Since impact 
varies as the square of the speed, 
the Tyrex, Inc., test experts point 
out, the roads used gave the tires 
more punishment than worse roads 
would, making travel at such speed 
impossible. 

In addition to good resistance to 
impact and bruises, the two-plys 
showed treadwear advantages over 
the four-ply tires, said Tyrex. 


Clifton Heads Rambler Deal 


DALLAS.—O. A. Clifton is presi- 
dent of Clifton Rambler, Inc., 222 
E. Irving Blvd., successor to Dug- 
gar Rambler, Inc., which was head- 
ed by the late W. L. Duggar. Clif- 
ton formerly operated a dealership 
in Waxahachie. 





promotion manager, said, “The 
program’s aim is to develop and 
furnish the metals forming and 
finishing industries with factual 
information on our products, their 
applications and the research re- 
quired in the development of these 
products.” 
* * * 


Personnel Changes 


William K. Beard, president of 
Associated Business Publications, 
has had his contract renewed for 
another three-year period beginning 
Jan. 1, 


William Pain from writer for 
Life magazine to editor of Car and 
Driver . . . Jamison Handy, presi- 
dent of Jam Handy Organization, 
cited by Detroit Mayor Louis C. 
Miriani for “outstanding contribu- 
tions to the communications indus- 
try.” 


Edward J. Weldon from Pioneer 
Publishing Co., Oak Park, IIl., to 
the sales staff of Weekly Newspa- 
per Representatives .. . Robert F. 
Byrne from divisional sales man- 
ager for Anheuser-Busch to direc- 
tor of sales for the outdoor adver- 
tising division of Naegele Outdoor 
Advertising Co. of Michigan . 
Burton C. Wilson, promoted to au- 
tomotive sales vice-president of 
Naegele Outdoor Advertising. 
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Learning How fo Sell Ford Products— 


Students at the Ford Marketing Institute at San Francisco listen as a panel member 
discusses a new sales method. Courses are conducted for dealers and their general 
managers, sales managers, parts managers, service managers, used-car managers 
and salesmen. Ford Motor personnel also receive training at the institute. Five such 
centers now are in operation in the United States and a sixth, at Detroit, is scheduled 
to open by the end of 1961. 


OUTSTANDING 


IT’S THE MARKET DELIVERED THAT COUNTS 


The Oklahoman and Times deliver 


63.4% 


of all the households in a total 
of 48 counties of Oklahoma! 


(1961 Bangor-SRDS Study) 


This is the automotive market that ranks 26th 


in filling station sales, 27th in passenger 


car registrations and 28th in automotive store sales! 


THE SUNDAY OKLAHOMAN NOW OFFERS 
ROTOGRAVURE SERVICE WITH 


ORBIT 


THE SUNDAY 
OKLAHOMAN MAGAZINE 


Locally written, locally edited—all about Oklahoma. No major 
outside Sunday supplement penetrates Oklahoma as much as 
2%. No general magazine provides as much as 12% cover- 
age of the state. Orbit in the Sunday Oklahoman reaches 


32% of the households in the entire state! 


The newspapers that belong on 


every national advertising schedule! 


THE DAILY OKLAHOMAN | 


Published by 
The Oklahoma Publishing Co 
Represented by The Katz Agency 





OKLAHOMA CITY TIMES 


- 








40 vehicles, it is said. 











IGNITION CABLE TESTER—The direct- 
reading F-L electronic cable tester is de- 
signed to tell the condition of resistance 
cables. The meter shows the condition of 
ignition cables, resistor spark plugs, alter- 
nator diodes, suppressors, fuses, bulbs 
and radio tubes. Completely portable, the 
unit comes with battery, test leads, clips 
and instruction. Fraser-Lubbers Co., 11300 


E. McNichois, Detroit 34, Mich. 
a ee 


Shock Absorber 


A coil-spring shock absorber 
which assists the suspension sys- 
tems on automobiles has been in- 
troduced by Accurate Products, 
Inc., 135 North Spring St., Indi- 
anapolis, Ind. 
























GAS TANK CAP—A self-locking gas 
tank cap, claimed to be theftproof, leak- 
proof and syphonproof, has been devel- 
oped by Badger Mfg. Corp., 1501 Polk 
St., Chicago 7, Ill. The Nokee cap can 
be installed in less than a minute with- 
out tools and will fit 90 percent of all 
1¥%-inch filler necks, according to the 
company. The cap is pressed into the 
filler neck of the gas line and it never 
has to be removed when filling the tank, 
it is said. 

* 


* * 










Wireless Intercom 


An eight-channel wireless inter- 
com system has been introduced 
by Feiler Engineering & Mfg. Co., 
8026 N. Monticello Ave., Skokie, IIl. 


* * * 





































BATTERY CART — Borroughs Tool & 
Equipment Corp., 2429 N. Burdick St., 
Kalamazoo, Mich., has marketed its ‘‘Bat- 
tery Tote Cart.’’ The cart consists of two 
7-inch rubber tired wheels, between which 
is mounted a steel platform 14 by 7 
inches and 4 inches from the floor, with 
a high steel back panel. A tubular steel 
push-pull handle extends upward to con- 
venient height, fitted with plastic grip. 
Under the platform is a steel prong that 
rests on the floor when cart is standing. 

es. ae 


Tan-Box Saver 


Crown Tan Box Saver covers 
print quickly with a tan coating 
that matches carton color, permit- 
ting reuse of cartons for miscel- 
laneous packing jobs, according to 
Crown Industrial Products Co., 939 
Amsterdam St., Woodstock, IIl. 










HEADLIGHT PANEL—Repair of rust-out 
and collision damage to headlight areas 
of 1957-1958 Dodge, DeSoto Firesweep 
and Chrysler Windsor can be accomp- 
lished through use of the latest Schofield 
Head-Lite panel, according to Schofield 
Mfg. Co., 1140 E. 222nd St., Euclid 17, O. 
The panel is catalogued as P-815R (right) 


and P-815L (left). 
i! a aie 


* * * 


Four-Way Service Tool 


William H. Ransone, Inc., 400 W. 
Madison St., Chicago 6, IIl., has in- 
troduced a four-way hydro-pneu- 
matic gun designed for reverse 
flushing radiators, washing cars 
and degreasing, as well as blowing 
and cleaning. The kit includes seven 
accessory items. 





SPARK PLUG TERMINAL — Waterproof 
right angle and straight spark plug termi- 
nals are available from Walker Bros., : 
Conshohocken, Pa. Called the Quickie 

: 
i 





terminal, it is easy to attach: The user 
strips back '-inch of insulation from the 
wire and inserts the exposed copper into 
the terminal, it is claimed. Sharp metal 
hooks grip the insulation—no crimping is 
required; no installation tools are needed, 
it is said, 


OIL DISPENSER—Houser Engineering & 
Mfg., Inc., Bluffton, Ind., has introduced 


* * * an oil dispensing device called the Mazur- 


comes a reservoir and contains 
enough fluid to fill and bleed up to 

























flo that can be attached to any quart can 
of oil. Featuring its own opener, clear 


Brake Bleeder 


Eis Automotive Corp., Middle- 
town, Conn., has introduced a one- 
man brake bleeder, No. T3100, 
which attaches to its five-gallon 
drum of brake fluid. The drum be- 


vinyl pouring tube, handle and “‘levelling- 
bubble” measurer that counts off Y% and 
Ys pints when pouring, it also reseals the 
can to prevent spilling and to keep oil 
clean. 
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NEW PRODUCTS 


Dip Cleaning Tanks for fleet main- 
tenance shops. There are 12 sizes, 








protective trim designed to 


construction. 


plastic to produce a flexible, 


it is said. 


AUXILIARY SPRING — Trainor National 
Spring Co., New Castle, Ind., has devel- 
oped an auxiliary load-support spring 
which is said to prevent damage to tail- 
pipes, bumper guards or rear leaf springs 
when hauling heavy loads on the back 
of an automobile. The load-support spring 
is manufactured for all cars which utilize 
rear leaf springs. It is fabricated from a 
silicon manganese alloy steel and is fin- 
ished to precision standards. The spring 
supports the rear or long end of the main 
spring where deflection under load is 
greatest, it is said. 





COMPRESSION TESTER — The Model 
290-S tester is designed for taking and 
recording cylinder compression on a pres- 
sure sensitive chart. Up to eight cylinders 
may be recorded on a removable chart to 
provide visual proof of engine perform- 
ance before and after engine overhaul. 
Additionally, one man operation is pos- 
sible as the snapon coupler holds the 
tester in place allowing the mechanic to 
activate the starter switch, it is said. 
Fisher Products Corp., 21-10 44th Drive, 
Long Island City, N. Y. 

es te 


Cleaning Tanks Offered 


Aeroil Products Co., Inc., 36 Wes- 
ley St., South Hackensack, N. J., 
has introduced a new line of Hot 


PROTECTIVE TRIM—A decorative and 
snap over 
sharp, rough, or unsightly flat or contour- 
edge projections has been developed by 
Schlegel Mfg. Co., Inc., 301 N. Goodman 
St., Rochester, N. Y., for use in automobile 
interiors, The assembly, designated Trim- 
lok, provides a self-locking trim for pro- 
jections produced by new methods of body 
It is used to secure sections 
of the interior head linings, door panels, 
upholstery. and other decorative material 
at the junction of these materials with the 
frame. Trimlok combines wire, cotton, and 
U-shaped 
assembly that is held to any projection 
by a patented internal locking technique, 





ranging from 50 to 1,220 gallons. 
* * * 





Engine Lubricant 


Moly Coddle, a new engine lubri- 
cant containing molybdenum di- 
sulfide, has been released by Her- 
cules Packing Corp., 11061 Walden 


Rd., Alden, New York. 


Ed * * 





MIRROR — A chrome mirror set for 
heavy-duty trucks has been announced by 
Velvac, Inc., 3534 W. Pierce St., Milwau- 
kee 15, Wis. Featuring a 6 by 16-inch 
head, the A8-chrome set is adjustable to 
fit all conventional type cabs, The brackets 
are lightweight and made of steel tubing, 
chromium plated with undercoats of cop- 
per plating and nickel plating, it is said. 


id 


WHEEL INDICATOR—A patented de- 
vice, the Steer-O-Meter, manufactured by 
the Robert C. McConnell Co., 408 Red 
Haw Rd., Dayton 5, O., is said to tell 
motorists the exact position of their car's 
front wheels at all times. Using the Steer- 
O-Meter, a motorist will be able to accur- 
ately determine his direction of travel 
before starting the car, it is claimed. The 
unit mechanically and accurately indicates 
the position of the car's front wheels by 
a dial that is mounted on the dash and 
connected to the car’s steering mechanism. 

eee 


Oakite 125 Introduced 


Oakite 125, designed to remove 
ground-in grime from concrete 
floors and ramps, has been intro- 
duced by Oakite Products, Inc., 157 
Rector St., New York 6, N. Y. 


* * * 





BATTERY CELL TESTER—The Kal Battery 
Cell Tester, introduced by Kal-Equip Co., 
Otsego, Mich., is said to provide perfect 
contact between tester and shunt for ac- 
curate test of voltage across a battery cell. 
The prongs are adjustable to fit various 
configurations of terminals and straps. The 
meter is protected from gas corrosion by 
being in the top of the handle. 








TWO-WAY RADIO—Motorola, Inc., 4501 
W. Augusta Bivd., Chicago 51, IIl., has 
expanded its two-way radio line with q 
mobile unit designed for dealerships and 
service garages. The unit is the Business 
Dispatcher radio with transistorized re. 
ceiver and power supply. Providing 15 
watts power output, the unit is available 
for operation on frequencies in the 25-50 
and 150-174 megacycle bands. The radio 
measures 43%, by 10% by 131 inches 











and weighs 18 pounds. It can be installed 
under the dash or on the flocr in trucks 
and cars. 
-- ee 
Portable Demonstrator 


A portable exhibit and sales dem- 
onstrator carrying the company’s 
complete line of fasteners and in- 
stallation sools has been introduced 
by Huck Mfg. Co., Box 7790, De- 
troit 7, Mich. 
























































































UPHOLSTERY FABRIC—Troy Mills, Inc., 
200 Madison Ave., New York, N. Y., has 
developed a nonwoven padded vinyl up- 
holstery fabric which can be used without 
any additional combining or fabrication. 
This is said to be made possible by 
Troy's use of a special adhesive which 
permanently binds the vinyl and padding 
together. Available in a variety of colors, 
the fabric is called Vina-Pad. Its weight 
ranges from 20 to 50 ounces. Vina-Pad 
may be drawn to a variety of shapes with- 
out damaging or defacing the product, 
it is claimed. 

a 


Blade Sharpener 


Roto Sharp, which is said to 
sharpen the blades on a rotary 
lawnmower without taking the 
blades off the mower, has been 
marketed by Kolling Co., Box 252, 
Dayton, O. The sharpener is power- 
ed by an electric drill. 

* * * 


Glazing Putty 


U. S. Chemical & Plastics, Inc, 
4944 17th St. Southwest, Canton 6, 
O., has introduced Jet Green Glaz- 
ing Putty, a fast-drying proxylin 
base putty formulated for glazing 
or for spot repairs over bare metal 
or plastic body fillers. 

eo * cS 





Co., 


Products 
55 Wesley St., South Hackensack, N. J., 


SPACE HEATER — Aeroil 


has announced a liquid propane space 
heater. The portable unit features a ther- 
mostat, pilot safety device and a pilot 
flame sequence valve. It operates on a 
liquid propane at a pressure ‘of 5 pounds 
per square inch. The fan is operated by 
a %-horsepower motor. Its dimensions 


are 59 by 24 by 32 inches. 
ER ee 


Nylon Zipper Introduced 


A slide fastener which differs 
from conventional zippers in that 
the teeth and tape are made of 
duPont nylon has been introduced 
for industrial use by Waldes Kohi- 
noor, Inc., 47-16 Austel Place, Long 
Island City, N. Y. 




























































































NEW FOR '62 ... Starfire Coupe featuring leather-trimmed bucket 
seats, sports-type control console, stick-operated 4-S Hydra- 
Matic, power steering and brakes, 345-h.p. Starfire V-8 Engine. 


z Se im the showroom 
oH and aon the road! 
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9 Dealers know . . . there’s “SOMETHING EXTRA” about selling OLDS! Extra sales—because 
52, Oldsmobile enjoys the highest owner loyalty in the medium-price class! Extra appeal—smart 
q looks, smooth ride, sparkling V-8 action in every model! Extra satisfaction—from a new concept 
3 of reliability and quality that pays off in more satisfied customers! No wonder Oldsmobile— 
3 and Oldsmobile Dealers—are rocketing ahead in ’62! 

al 


NEW FOR '62... F-85 Cutlass Convertible featuring foam-padded 
bucket seats, de luxe steering wheel, padded instrument panel, 
power top, ultra high-compression Cutlass 185 aluminum V-8 Engine. 
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VW Outlet Occupies Larger Quarters— 
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This is an aerial view of the new $500,000 home of Brundage Motors Jacksonville, 
Inc. (Volkswagen), in Jacksonville, Fla. White-roof building at the right houses the 
showroom and offices. The angled building covers service entrances and the service 
adviser's office. The middle building is the service department, and the separate 
structure at the top left houses the paint and body shop. 


Firm U.C. Market 
Boosts Leasing 


NEW YORK, — High used-car 
prices and low inventories of sec- 
ond-hand autos promise better 
profits for car-leasing firms, ac- 
cording to Leonard S. Ross, presi- 
dent of Car Plan Systems, Inc. 

“The firm used-car market per- 
mits us to offer more attractive 
trade-in terms to owners of late- 


model cars interested in long-term 
leasing of 1962 vehicles,” he said. 

Ross cited figures showing the 
number of used cars now on fran- 
chised dealers’ lots is about 592,000, 
lowest since late in 1956. He said 
October prices at wholesale used- 
car auctions averaged $992 per ve- 
hicle, highest for this season since 
1957. Last year, the average was 
$864. 

Over 500,000 American drivers to- 
day are leasing rather than buying 
their cars, Ross said. 








Growing Dealerships . . . 


Auto Dealer Expansions 


SEATTLE. — McKinney Lincoln- 
Mercury, Inc., will occupy a new 


$80,000 headquarters at Liberty and | 


Division Sts., N.E. The project will 
consist of three buildings, and 
completion is scheduled for April 1. 
at 430 Commercial, N. E. Fred B. 
McKinney is president. 

* * * 


Alderman in New Plant 


INDIANAPOLIS.—Jerry Alder- 
man Ford Sales has moved to 
new quarters at 5500 N. Keystone 
Ave. The new plant features a 
39,000-square-foot building of 
modernistic design on a 10-acre 
plot. 


* * * 


C. of C. Elects Allison 


MORRILTON, Ark.—Manuel Al-| 


lison, an auto dealer here, was 
elected president of the Morrilton 
Chamber of Commerce. 

* * * 


Maryland Assn. Moves 


BALTIMORE. — New headquar- 
ters of the Auto Trade Assn. of 
Maryland is 8 W. Hamilton St. 

* 


* * 


Ex-Dealers in U. S. Posts 


WASHINGTON. —C. K. Faught 
jr. has been appointed special as- 
sistant to Clarence D. Martin jr., 
undersecretary of commerce for 
transportation. He formerly was a 
consultant to Martin. Both men are 
former auto dealers, Martin in 





California and Faught in Laramie, | 


Wyo. 


* * & 
Dealers Elect Jason 
ROCKFORD, Ill—John J. Jason, 


The dealership currently is located | Humphrey Cadillac and Olds Co.,| 


was elected president of the Rock- 
ford New Car Dealers’ Assn. Wil- 
liam Hembrough is the new vice- 
president and Francis J. Kral is 
secretary-treasurer. 

* * * 


Galyean to Move 
PORTSMOUTH, O.—Gil Galyean 
Co. (Rambler) now at Gallia and 
Lincoln, will soon move to a new 


building at Ninth and Washington. : 
Pa * * 


McKinney to Build 
SALEM, Ore.—Fred McKinney 
and Ralph Moen, partners in Mc- 
Kinney Lincoln-Mercury here plan 
to build a plant at a new location, 
to be ready by April 1. 
* * * 


Morris Nix Facility Open 


JUNCTION CITY, Ore.—Morris | 


Nix Motor Co. (Chevrolet-Olds- 
mobile) recently held an open 
house to introduce its new sales 
and service facility. 

* * 


Graff Spreads Out 


FLINT. — Otto P. Graff, Inc. 
(Ford), has purchased a 5,000- 
square-foot building adjoining the 
rear of the dealership and is re- 
modelling the structure for use as 





nce Again... Another Perfect Fit! 


SHAT-R-PROOF windshields fit . . . time after 


time—after time! THAT’S QUALITY! 


Quality that you can see, feel and talk about. Fine 
quality that has made Shatterproof the world’s largest 
independent manufacturer of automobile replacement 


glass. 


Availability and service are also part of your SHAT- 
R-PROOF Distributor’s auto glass success story. 
This all adds up to one thing . . . your SHAT-R- 


PROOF Distributor offers you more. 


Don’t settle for Jess than the best . . . be sure 
you get the best auto glass service. Call your 


local SHAT-R-PROOF Distributor for all of 


your auto glass needs. 





hatterprool Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 





a parts department. The old parts 
department will be removed to pro. 
vide room for eight more servis 
stalls. 

* * * 


ROA Service Referred 


ATLANTA.— ROA Motors, Ine, 
Renault-Peugeot dealership exten. 
sively damaged by fire, is ret erring 
| its service work to Hanson Buick, 
Inc., Renault dealer in nearby De. 
catur. 

* * * 


Atlanta Dealers to Meet 

ATLANTA.—New officers will be 
elected at the annual meeting of 
|the Atlanta Auto Dealers Asgsp, 
| Dec. 13, President John O. Mitchell, 
| Mitchell Motors, Inc., announced, 
Main speaker will be Thomas R 
| Reid, Ford Motor Co. director of 
civic affairs. 
* * ® 


Miller Takes Scout 


SOUTH BEND. — D. L. Mille 
| Auto Sales (Chrysler-Plymouth) 
| has acquired the St. Joseph County 
franchise for the International Har. 
; vester Scout. Miller has been jp 
| business in Mishawaka for 32 years, 
* * * 


Buick Signs Kandt 

DETROIT LAKES, Minn,— 
Kandt Motor Sales (Pontiac- 
Studebaker) has added Buick to 
its lines. The dealership is headed 

by M. C. Kandt. 
* ik 
Edwards County Deal Moves 
ALBION, Ill.— Edwards County 
Motors (Ford) has moved to a new 

showroom. 





* 


* * 


Tansky Adds AMC Outlet 


JACKSON, Mich.— Tansky Mo 
tors, whose headquarters are in 
Jackson, has acquired the Ramblet 
franchise in Logan, O., where i 
also has a Chrysler-Studebaket 
outlet. Tansky has a Chrysler deal 
ership in Allegan, Mich. 


| * * * 


| Hansen Chevrolet Opens 


| LOS ANGELES.—Hansen Chev- 
| rolet, 11351 W. Olympic Blvd., held 
| its grand opening. The dealership’s 
| service department is open until 
| midnight five nights a week, 

* * ok 


Deal for Pattison 


VANCOUVER, B. C.— Marshall 
|Pontiac-Buick, Ltd., has been 
| bought by General Motors and Jim 
| Pattison and will be known as Jim 
| Pattison, Ltd. Until recently, Patti: 
| son was general manager of Bo: 
| well McLean Motors, Ltd. 





Study Indicates 
Car’s Big Role 
In Philadelphia 


PHILADELPHIA. — More than 
half of the 1,100,000 people travel- 
ling to jobs in the nine-county 
Camden-Philadelphia-Trenton Met: 
ropolitan Region drive their cars, 
according to figures compiled by 
the Penn-Jersey Transportation 
Study. 

The survey, made by Penn-Jersey 
from June through November of 
last year, also showed that auto- 
mobile drivers accounted for about 
55 percent of the 8% million trips 
of all kinds made within the region 
on an average weekday. 

The greatest degree of reliance 
on mass transportation, the survey 
reported, is for getting to work in 
central Philadelphia while the least) 
dependency is in Burlington, Cam- 
den, Gloucester and Mercer coun= 
ties outside of Camden and Tren- 
ton. 

The report stated that 66 percen' 
of those who travel to jobs in cen4 
ter city Philadelphia arrive by mass 
transportation — buses, trolleys, 
subways, elevated railways and 
railroads — and only 23 percen 
drive. In contrast, 58 percent moto. 
to work in downtown Trenton ané 
only 12 percent use mass transpor 
tation. 

The report further showed that 
only seven in 100 persons going té 
work in Philadelphia rode as pas 
sengers in automobiles, while in 
downtown Camden the proportion 
was 14 in 100 and in downtow!l 
Trenton, 24 in 100. 

The Penn-Jersey Transportation 
Study was formed in 1959 to dete 
mine what general type of trans 
portation program will best ser 
the needs of the nine-county area 














Thoughtful 
counsel | 


Through | 
good times and 


bad, GMAC has 
proved its 
helpfulness to 
General Motors 
Dealers. 


ORS ACCEPTANCE CORPORA 


TIME PAYMENT | 


PLAN 





Available to General Motors Dealers in 
CHEVROLET + PONTIAC - OLDSMOBILE 
BUICK - CADILLAC new cars and used 
cars of all makes 
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Capsule Reports... 
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Auto News in Brief 


CANTON, O. — Hupp Corp. has 
purchased assets of Hercules Mo- 
tors Corp. Hercules has become a 
wholly owned division of Hupp, ac- 
cording to Don H. Gearheart, Hupp 
president. 

The management personnel of 
Hercules will continue to direct its 
efforts as an independent manufac- 
turer of gasoline, diesel and liqui- 
fied petroleum engines, said John 
C. Keplinger, Hercules president. 

ok + * 


Ford Plans Big Push 


In Market for Vinyl 

MT. CLEMENS, Mich. — Vinyl 
production at Ford Motor Co.’s 
plant here will be increased as new 
vinyl applications are styled and 
developed, according to C, M. 
Scholz, sales manager for vinyl 
products. 

“By mid-October, we will have 
our first furniture line on the mar- 
ket and will add to this line each 
month until we are satisfied with 
our product coverage for this mar- 
ket,” Scholz said. The 








industrial | 


design firm of William M, Schmidt 
Associates has been retained to de- 
velop new styles and applications 
for Ford vinyl fabrics. 

a * 


Cadillac Wins 2 Contracts 


To Build Armored Vehicles 


WASHINGTON.—The Army has 
awarded two contracts to Cadillac 
to begin production of the T-114 
armored reconnaissance carrier, 

A $9,126,866 letter contract pro- 
vides for the first production of 
1,215 T-114s. Another contract for 
$5,819,000 provides for production 
facilities on the T-114, Production 
of the armored carriers will be at 
the Cleveland Ordnance Plant. 

* * * 


Low-Quality Abrasives 


Hamper Soviet Automation 


WASHINGTON. — Automation of 
production lines in Russian auto 
plants, bearing factories and other 
manufacturing enterprises is being 
seriously handicapped by the poor 
quality of abrasive tools, according 





to the U.S.S.R, periodical, Mechan- 
ization and Automation of Produc- 
tion. 

An inspection of one of the So- 
viet Union’s largest abrasive-tools 
plants revealed that over 40 percent 
of the factory’s output did not meet 
specifications, said the Russian 
technical journal. 

* * * 


°61 Model Sales Up 33 Pct., 


Murphy Buick Reports 

CULVER CITY, Calif.—Bill Mur- 
phy Buick led the world’s Buick 
dealers during the 1961 model-year 
with 1,316 new-car sales, according 
to Charles Speight, Buick zone 
manager. 

New-car sales were up 33 percent 
over the same period last year, and 
used-car sales 57 percent, reported 
Bud Bryden, the firm’s general 
manager. 

* * * 


Right-Hand Drive Offered 


As Option for Scout 

CHICAGO. — Right-hand drive 
has been introduced as a factory- 
installed option for the Scout, ac- 
cording to D. F. Kuntz, divisional 
sales manager for International 
Harvester Co.’s Motor Truck Di- 
vision. 

Rural mail carriers have ex- 








James V. Martin introduced a 
small three-wheeled station wag- 
on in 1958. 





pressed a strong demand for 
right-hand drive, Kuntz said. 
x * * 


L-M Dealers Distributing 


New Continental Magazine 
DEARBORN.—The Lincoln-Mer- 
cury Division has introduced a new 
publication, the Continental Maga- 
zine, which is being distributed by 
its dealers to 400,000 readers. 
Most of the 20-page first issue is 
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SEAT BELT MAKERS 





PREFER GAPROLAN 


NYLON! HERE’S WHY: 


widely advertised and recognized seat belt yarn 


Sixteen of the 18 seat belt manufacturers on the 
American Seat Belt Council prefer Caprolan® 
nylon. Reason? Sales appeal! Caprolan takes color 
like no other nylon. Caprolan colors are deep-dyed 
—not just on the surface. And Caprolan seat belts 
come in the widest range of today’s most popular 
auto interior shades. In addition, seat belts made 
of lightweight Caprolan are amazingly durable, ex- 
ceptionally easy to clean, unsurpassed for driving 
comfort. Add the fact that Caprolan is the most 


Cape 


and you'll see why Caprolan can help you buckle 
up more seat belt sales. The next time you order 
seat belts, make sure they’re made of Caprolan 


nylon. Caprolan nylon seat 
belts are available from the 
manufacturers listed below. 


llied 


hemical 





Fiber Marketing Dept., 261 Madison Ave., New York 16, N. Y. 


rolan 


FOR THE 60’s 


Alofs Manufacturing Co. » American Safety Belt Co. * Beam’s Manufacturing Co. » Ray Brown Automotive + Harry Buckles 
Co., Inc. » Buddy Seat Belt Co. » C & W Manufacturing Co. * Danville Manufacturing Co. + Davis Aircraft Products, Inc. 
General Tube Co. + The Greenfield Co. * Highland Park Products Co. * Hinson Manufacturing Co. + Irvin Air Chute Co., Inc. 
Jeffrey-Allan Industries, Inc. + Jervis Corporation + Lapstrap Safety Belt Co., Inc. + Market Forge Co. « R. J. McQuarrie 
Enterprises * Morgan’s Safety Belt Co. » Narrow Fabric Co. + Nason’s Top & Upholstery Co. » Pontonier, Inc. » Rose Manu- 
facturing Co. * Rupert Safety Belt Co. + Shore-Calnevar * Spi-Coronet Corporation + Tulareloft, Inc. + In Canada: Abecorn 
Aero Ltd. (Davis Aircraft) * Irvin Air Chute, Ltd. » J. Oberman & Sons 





devoted to sightseeing, dining, ang 
the life and times in Was) ington 
D. C. There also is an article ex. 
plaining the intensive Linccin-Cop. 
tinental quality-testing progr, 
and one describing “the Int: resting 
Lives of Continental Owners.” 
* + oe 


Union Carbide Gets Rights 


To General Tire Foam System 


AKRON.—General Tire & Rubber 
Co. announced it had signed a non- 
exclusive license agreement grant. 
ing rights relative to its “one-shot” 
polyurethane-foam system to Union 
Carbide Chemicals Co., a division 
of Union Carbide Corp. | 

The agreement grants to Union 
Carbide nonexclusive rights to 
manufacture, use and sell certain 
polyurethane reaction products, }t | 
also allows Union Carbide to ex. ]_ 
tend to its customers immunity 
from suit under the licensed patent 

* * * 


General Tire Occupies 


Central Research Center | 


AKRON.—General Tire & Rub- 
ber Co. has moved its research 
and product development staffs 
into a centralized location at a 
new research and development 
center near here. 

The $2,200,000 center is a func- 
tionally designed U-shaped build- 
ing, which has one wing of two 
stories occupied by central re- 
search laboratories, a high bay 
wing for the central development 
laboratory and a two-story area 
for offices, library and a drafting 
room across the front with the 
street entrance at the upper level, 
The new laboratory provides 4 
total of 71,495 square feet of floot 
space, | 

* * * 
Standard-Thomson Acquires 


Supersite Mirror Business | 


WALTHAM, Mass. — Standaré 
Thomson Corp., manufacturer ¢ 
automotive thermostats and tem 
perature control components, ha 
acquired the automotive mirro) 
business of Supersite Corp., Derb 
Conn. | 

According to Thurman F. Nayloj 
manager of Standard-Thomso 
Automotive Division, the new pro 
uct will broaden its automotive li Y 
and will-be distributed through th 
same channeis as the compan 


thermostats. 
* * * 


Canadian Tire Companies 


Testing New Nylon Yarn | 


TORONTO.—Canadian tire co 
panies are testing a new nyl@ 
tire yarn now available in tk 
United States. The yarn is said 
have better adhesion and up to 
percent more fatigue resistan 
than other yarns. 

Commercial quantities of the ne 
yarn will go on the Canadian ma 
ket early next year, duPont of Ca 
ada said. It is called Type 7 


nylon in the U. S. 
* * * 


Chamber Prepares Course 


On U. S.-Soviet Struggle 


WASHINGTON. — The Unité 
States Chamber of Commerce h 
prepared a study course for é 
ployers and employes which cor 
trasts principles and practices 4 
democracy and communism. 

Title of the course is “Freedor 
vs. Communism: The Economies 4 
Survival.” It involves eight discu 
sion sessions for groups of 15 to a 
people. Material for the course ; 
contained in a leader’s manual ang 
in eight pamphlets for participants 
one for each session. The materilé 
is available free from the chambe' 

+ * * 


Auto Hauling Expanded 


By Pennsylvania Railroad 


PHILADELPHIA.—Transport 4 
new automobiles on flatcars from 
Midwest assembly plants to Has 
ern metropolitan areas is beil 
substantially expanded by U 
Pennsylvania Railroad, Fred Carp 
sales vice-president, announced. 


The first 25 of a fleet of 200 ne 
auto-carrying cars are already 
operation and the remaining | 
are scheduled for delivery in 
next few weeks, Carpi said. S 
many as 15 autos are being carrey 
on each car from Detroit and @ 
cinnati to New York, Philadelphij 
and Baltimore, from Detroit to @ 
Southeast via Columbus, any) 


| 


O., al 
from Cincinnati to Wisconsin 
Chicago. 





GMC TRUCK DEALERS 
STAND OUT IN A CROWD 


: @ Distinguished by their personal integrity and product 

‘ superiority. Hi Known for their sales and product knowledge. MC 
|a Respected for giving their customers bonus value for every ) 
‘}dollar invested. MM Proud to represent the industry's quality TN ale ed ela 


CORPORATION 


_|products...sell GMC Trucks with all their built-in bonuses. |-,._ 
: PRUCKS 


FROM V2 TO 60 TONS 


“(BUILT-IN BONUSES PAY OFF BIG FOR GMC TRUCK DEALERS 









Import-Car 


Fiat 

UIDO FOGGINI, Western divi- 
sion manager of Fiat Motor 
Co., Inc., since 1957, has been trans- 
ferred to New York to serve as 
assistant general 
manager, under 
Marco Pittaluga. 
Foggini has 
been in charge 
of regional oper- 
ations for Fiat 
since the Italian 
automobiles were 
introduced into 
the American 
market five years 

ago. 
Also transfer- 





Guido Foggini 
red to New York is Fabio Santori, 
former Western service manager. 
Santori will head Fiat’s technical 
department, replacing Enrico Zil- 
eri, who has returned to the com- 
pany’s home offices in Turin, Italy. 


* * * 


Hillman 


OOTES MOTORS is going to 

begin “an aggressive, allout 
campaign to sell Hillman Minx 
economy sedans to independent and 
fleet cab operators throughout the 
United States,” according to John 
T. Panks, managing director. 

Imported cars have already prov- 
ed their value as taxis on a limited 
scale in a number of U. S. cities, 
according to Panks. The most re- 
cent test, he said, was in Kenosha, 
Wis., where the city’s largest: cab 
company, Yellow-Checker, has 
completed a 50,000-mile, three- 
month test of three Hillmans. The 
cars performed perfectly in com- 
pletely regular cab service during 
that time, according to Yellow- 
Checker management, Panks de- 
clared. 

Panks swept aside the notion 
that there isn’t enough room in an 
imported sedan by noting that most 
city cab trips involve one or two 
passengers only. “Besides,” he said, 
“there’s plenty of room for three 
to sit comfortably in a Hillman 
sedan. In addition there’s more 
headroom,” 

Cab operators benefit in two 
ways through use of economy 
sedans, Panks said. For one, oper- 
ating costs are lower because the 
smaller imports get more miles to 
the gallon of gas. 

“Yellow-Checker in Kenosha, 
Wis., reports that they are getting 
23 miles to the gallon,” he said. 

Second benefit cited by Panks 
was the greater maneuverability of 
the smaller imports in dense city 
traffic. ? 

“This means more trip miles per 
cab and a higher return on invest- 
ment for the operator. It also 
makes driving easier on the cab 
driver and the customer feels bet- 
ter because he’s reaching his desti- 
nation faster.” 

* 


Simca of Canada 


EAN BELLEVILLE has been 

named managing director of the 
newly organized Simca of Canada, 
Ltd. He had served in various ex- 
ecutive capacities for Simca in 
France, the most recent being Paris 
regional manager. Simca will locate 
its Canadian headquarters in 
Toronto. 


* * 


* * * 


Volkswagen 


F Sehaba-reny increases in sales, push- 
ing its total United States reg- 
istrations above 700,000, confirm the 
importance of Volkswagen’s place 
in the domestic automobile market, 
Carl H. Hahn, general manager of 
Volkswagen of America, said at a 
Los Angeles press conference. 

“There are more Volkswagen 
sedans on the world’s highways,” 
Hahn said, “than any single 
model of any other automobile 
ever built. The reason is that 
Volkswagen changes only to 
make improvements year by 
year, It was a two-door ‘beetle’ 
when it began in 1947 and it is 
a two-door ‘beetle’ in 1962. 

“So,” he continued, “with the 
five-millionth coming off the pro- 
duction lines in November we may 
honestly say that no other auto- 
mobile manufacturer in the world 
has ever built as many cars of one 


Fiat Transfers Foggini... 
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certain segments of the American 
public for cars of the type we pro- 
duce will enable us to maintain a 
oe and satisfactory sales pace 
ere.” 


Larsson said Volvo was second in 







News Notes 


model as Volkswagen—and most 
are still in use. 

“This means that a design which 
doesn’t change every year, except 
to improve mechanically, can take 
full advantage of automated pro- 
duction. The resulting economies 
can be passed along to the con- 
sumer. The Volkswagen sedan costs 
less today delivered in New York 
than it did in 1950. 

Hahn emphasized his feeling that 
“there is no imported-car market” 
in the United States. 

“There is only a car market in 
which all makes compete, as in all 
countries,” he said. “Certainly, most 
car buyers, including Volkswagen 
buyers, don’t buy because it is an 
import any more than they buy 
Scotch whisky, bicycles, or cameras 
simply because they are imports. 

“Nor does Volkswagen buy half- 
million-dollar body presses, boring 
and grinding machines, millions of 
dollars worth of steel and mag- 
nesium in this country because 
they are American. We buy because 
these products fill our need for 
quality, precision and efficient serv- 
ice. That is good foreign trade. It 
benefits every person involved in 
it directly and indirectly.” 

x x * 







Arkansas, Colorado and Oregon 
and showed considerable improve- 
ment in several Eastern markets. 

* * * 


Auto Union-DKW 


ERCHANDISING and advertis- 

ing plans and the new Auto 
Union and DKW models were pre- 
sented to dealers in the Eastern 
part of the country at four meet- 
ings, according to J. Gordon Miller, 
Auto Union-DKW sales manager 
for Mercedes-Benz Sales, Inc. 

“The dealers expressed over- 

whelming approval of the im- 

provements made in our cars,” 
Miller said. 

“Particular praise was given to 
the quality finish and to the new 
automatic oil-injection system, 
which eliminates ‘smoking’ and 
does away with the task of pre- 
mixing oil and gasoline in the gas 
tank.” 

Advertising plans include heavy 
linage in newspapers and maga- 
zines, Miller reported. “Our dealers 
have done an excellent job in the 
area of reducing inventories,” he 
said. “We are now in a position to 
push new sales without being 
hampered by excessive inventories 
of earlier models.” 

* * 


Sunbeam 


| Rigged SPENCER, Western racing 
driver, has become an Official 
Sunbeam Alpine dealer and is rac- 
ing a production Sunbeam Alpine 
as a result of his recent visit to the 
Rootes Motors plant’s competition 
department in Great Britain. 
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Volvo 


7or appointment of Stig Jansson 
as executive vice-president of 
Volvo Import, Inc., importer of the 
Swedish car, 
















was announced by 
Hans Larsson, 
president. 
Jansson also 
Was appointed 


treasurer Of}! gpencer’s Sunbeam sales room is 
Volvo _Distribut- | 4+ 2042 S. Sepulveda Blvd., Los An- 
ing, Ine, and geles, 


Volvo Western 
Distributing, Inc., 
East and West 
Coast distribu- 
tors. 

N Jansson has 
Stig Jansson been controlier of 
Volvo Import and Volvo Distrib- 
uting since 1958. Before that, he 
spent three years as an operations 
analyst for a subsidiary of Stand- 
ard Oil Co. of New Jersey in 
Sweden. 

Five Volvo dealers have been 
appointed by Swedish Motor Im- 
port, Inc., Houston, Volvo distribu- 
or. 

They are: Lee Glidewell & Son, 
Springfield, Mo.; Magnusson Mo- 
tors, Inc., Athens, Ala.; Gene’s Im- 
ports, Dallas; Robérson Motor Co., 
Cookeville, Tenn., and Tex Chamb- 
lin & Sons, Meridian, Miss. 

Volvo’s sales performance in the 
last 12 months “has confirmed our 
belief that there is a definite mar- 
ket in this country for quality engi- 
neered and produced imported 
cars,” said Hans Larsson, president 
of Volvo Import, Inc., in noting 
that Volvo was third in imported- 
car sales in September for the sec- 
ond straight month. 

“While this market is limited in 
comparison with the potential mar- 
ket for domestic cars,’ Larsson 


In discussing his appointment 
as a Sunbeam Alpine dealer, 
Spencer said, “The visit to the 
Rootes factory and competition 
department was an eye-opener. 
“After seeing the care given 

manufacture of the car and exam- 
ining its worldwide record in com- 
petition I decided its sales and 
racing wins would continue to in- 
crease. I determined to race one 
myself and was pleased to be 
granted a dealership as well.” 

Pacific Coast SCCA class E 

champion in 1958, Spencer has 
driven in over 100 races and has 
60 trophies. 
















* * 


Simca 


IMCA sales in the National Cap- 

ital area have risen sharply 
since the introduction of the 1962 
Simca ‘5,’ according to Ray Ansel- 
mo, president of Royal Motors and 
the “key” Simca dealer in the 
Washington area. 

“Introduction of the new Simca 
‘5’ and the interest resulting from 
the Simca ‘5’ team beating out all 
other domestic and imported car 
teams at the recent Marlboro, 
Md. 12-hour endurance race, were 
responsible for sales increases 
both in Washington and in sur- 
rounding cities,” Anselmo said. 

Don Greimel, president of B-K 
Foreign Car Clinic (Simca), 5224 
River Rd., Bethesda, Md., who 
drove one of the winning Simcas, 
is an associate Simca dealer under 
Royal Motors. 

“We had our dealership filled 
with prospects the weekend follow- 
ing the Marlboro Little Le Mans 
race and we sold six Simcas that 
Saturday,” Greimel said. “We of- 
fered rides in the winning cars to 
prospects and several took rides 
in one of the three cars.” 

* * * 


* 








Renault 
A NEW Renault parts and serv- 
ice club has been formed for 
the Los Angeles area, with approxi- 
mately 50 dealership department 
heads participating in its forma- 
tion. 

Heading the organization as 
chairman is Harvey Fuerhelm, 
service manager at Milne Brothers, 
Pasadena. Jack Fishman, parts 
manager at Le Mans Motors, San 
Bernardino, was elected vice-chair- 
man, and Warren Mills, parts and 
service manager at Burbank Im- 
ports, Burbank, was named secre- 
tary-treasurer. 







ee 


Grand Champion— 


Leta Etienne, Jackson, Mich., receives 
a silver bowl from Dr. Donald A. Shelley, 
left, executive director, Henry Ford Mu- 
seum and Greenfield Village, Dearborn, 
after a 1921 Ford Model T Touring entered 
by her husband, Victor, center, was award- 
ed the grand championship in the 1917-25 
competition at Greenfield Village's 11th 
annual Old Car Festival. 


said, “we feel that the demand of 


September imported-car saleg in 4 


11, 1961 



























DKW Dealers Check New Model— 

DKW dealers inspect the new DKW Junior Deluxe at a dealer meeting in Westport, 
Conn. Other get-togethers for Eastern retailers were held in Pittsburgh, Boston and 
Washington. The new model has an automatic oil-injection system and a lower pop. 


of-entry price—$1,595 in the East. 





















WASHINGTON. — The impor- 
tance of low-cost financing to deal- 
er survival has been stressed by 
the National Automobile Dealers 
Assn. in restating its opposition to 
the House bill barring auto com- 
panies from the financing and in- 
surance business. 

The bill, proposed by Rep. 
Emanuel Celler, New York Dem- 
ocrat, would prohibit auto mak- 
ers from financing car and truck 
sales at wholesale and retail, and 
issuing insurance in the sale or 
purchase of such vehicles. 


It also provides that on whole- 
sale sales, a manufacturer may per- 
mit purchasers to pay within a 
reasonable time at no additional 
charge, NADA said. 

Reiterating views expressed at 
hearings held in June by the House 
Antitrust Subcommittee, the NADA 
said: 

“If the retail dealer is to survive, 
he requires low-cost financing of 
the retail sales of his automobiles 
to the public, the cars he buys from 
his manufacturer, and capital loans 
which are necessary from time to 
time to meet his ordinary opera- 
tional needs.” 

It said the manufacturer also 
must be free to provide financing 
when banks and other lending 
agencies cannot offer financing 
needed for dealers to maintain 
and expand their markets. 

The bill is discriminatory, the 
NADA maintains, since the same 
financing restrictions are not ap- 
plied to makers of other products 
which compete with autos for the 
consumer’s dollar. 

The NADA said the Celler bill’s 
strongest proponents are independ- 
ent finance companies and some 
banks which contend that they suf- 
fer serious disadvantages due to 


Dealers Briefed 
On Law Changes 
In North Carolina 


RALEIGH, N. C.—Discussions on 
management and sales promotion 
and a seminar on changes in laws 
affecting auto dealers highlighted 
the fifth annual working confer- 
ence of the North Carolina Auto- 
mobile Dealers Assn. here. 

Some 325 automobile dealers and 
finance company Officials attended 
the day-long meeting. 

Speakers included Harold D. 
Draper, business Management con- 
sultant for the National Automo- 
bile Dealers Assn.; James J. Clark- 
son, president of the New York 
State Automobile Dealers Assn., 
and John H. Lander, NADA first 
vice-president. 

Leading the seminar on new and 
revised laws affecting dealers en- 
acted by the 1961 Legislature were 
Commissioner Ed Scheidt and Reg- 
istration Director Foy Ingram, both 
of the State Department of Motor 
Vehicles. 

Area NCADA chairmen who have 
just completed an extensive mem- 
bership campaign were honored at 
a banquet. 





NADA Restates Opposition 
To Bill Curbing Financing 






























































ownership by General Motors and 
Ford Motor Co. of their own finance. 
ing and insurance subsidiaries, 

At the hearing, it was pointed 
out, opponents of the legislation 
argued that rates offered by th: 
makers’ subsidiaries generally were 
lower than those provided by mos 
independent lending firms ani 
banks. 

“Also,” the NADA added, “tes- 
timony was submitted to the ef- 
fect that divorcement from man. 
ufacturers of their financing 
subsidiaries would result in in- 
creased retail and wholesale 
financing rates.” 

The bill has been ordered to bh 
reported to the full House Judic;- 
ary Committee, but the subcommit: 
tee has reserved the right to re 
consider it at any time prior t 
action by the ful] committee, th: 
NADA added. 


6.5 Million Sales 
Called Minimum 
For Next Year 


KANSAS CITY.—Six and a hal 
million new-car sales “could k 
viewed as a lower limit” for th 
coming year, i 
Ford Motor Ca 
executive predict 
ed here. 

Robert J. Eg 
gert, Ford Div: 
sion marketin 
research mar 
ager, told thi 
Kansas Cit! 
Chapter of thi 
American Mar 
keting Assn. thd 
















































































































































Robert J. Eggert = seven milliot 
units is the “probable maximum 
level.” 















Along with increased car sales 
Eggert predicted higher consume! 
incomes and employment in pros 
pect for 1962. The upswing in th 
general economy, he said, will r 
sult from sharply rising govern 
ment programs and from increase 
business investments. 

Some of the specific factors 
pointing to the upturn in car sales 
include relatively low carry-over of 
1961 models, low used-car stocks 
and firm used-car prices, Eggert 
said. 

Although he predicted a shar} 
upturn in the economy, Eggert 
noted that the outlook for busines 
conditions more closely resemble 
the picture in 1959 than it does thé 
1955-57 business boom. 


$25,000 Fire Damages 
Portland Dealer’s Shop 

PORTLAND, Ore. — A weeken 
fire damaged the service depart 
ment of Ron Tonkin Chevrolet Co 
causing a loss estimated at mor 
than $25,000. The firm’s service ca 
was the only auto burned. 

An emergency compressor Wa 
installed Monday, permitting th 
body shop and grease rack to 
sume operations. 
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THE FAh th paytons 


Success ts in high style 


in Sou 


The brilliant styling of the new Lark and the Gran Turismo 
Hawk is only one part of the reason Studebaker sales 
are already far higher than last year’s...Add dynamic, 
growth-minded management. Add an integrated, dealer- 
oriented advertising and merchandising program geared 
to produce results at dealership level. Add the fact that 


management and line workers, dealer body and public 


eee eS 
ane ananem ae 


th Bend 


alike know that Studebaker has shifted into high... then 


you begin to get the complete picture. 


DEALERS! For a close look at the details of the unique 
profit-making opportunity of a Studebaker franchise, 


write: Frank Suslavich, VP in Charge of Sales, Stude- 
baker, South Bend, Indiana. 


The Gran Turismo H a wk 





STUDEBAKER ENDURANCE BUILT iat the man who wns ome? 






(Continued from Page 27) 


posed of 141 basic models including 
conventional cab, LCF, forward- 
control chassis, four-wheel drive, 
school-bus chassis and tandem 
units. A highlight of the new line 
is a compact, half-ton, forward- 
control delivery unit with great 
maneuverability and short turning 
radius. Eleven gasoline and seven 
‘ diesel engines are offered ranging 
ae * from 101 HP to 250 HP. 

: 7 All gasoline models are equipped 
with a 35-ampere alternator and 
a 40-ampere alternator is optional. 
Gross vehicle weights range up to 
rated at 16,000 through 23,000 pounds 53000 pounds and gross combina- 
GVW. Wheelbases range from 131 to 195 tion ratings up to 76,800 pounds. 
inches, The engine produces 130 horse- lum‘ 

power at 2,800 revolutions per minute. : a 
Studebaker is also featuring a new Champ Sacer alee ae ban siae 
truck in half-ton and three-quarter-ton changes instead of waiting to an- 
sizes. nounce them in new models. Hypa- 


: : iring, whi auee ith 
Burdick Adds Willys lon wiring, which is insulated wit 


a covering which resists melting, 

NORTH SYRACUSE, N. Y.—| was installed in some 1961 models 
Glenn Burdick Rambler, 3906 Brew-| as a running change. Even in the 
erton Rd., has added a Willys Jeep] light-truck line where styling is 
franchise. 


deemed important, Ford has con- 





Studebaker's Diesel— 
Studebaker diesel trucks for 1962 are 
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4th-Quarter Surge Expected to Continue... 


Truck Industry Outlook Rosy 


centrated on reducing operating| in a wide range of wheelbases and 
costs rather than on styling. 

The light-truck line will con- 
sist of the Falcon Ranchero, 
sedan delivery and the Econoline, 
composed of van, half, % and 
one-ton pickups and the half and 
%-ton four-wheel-drive units. 

The light and medium line for 
1962 includes 359 models. The heavy 
and extra-heavy offerings range 
over 300 models from 21,000 to 
51,000 pounds GVW in single and 
tandem axle and conventional and 
tilt-cab units. GCW ratings of the 
Ford tractors go up to 76,800 
pounds. 

Six engines power the light mod- 
els ranging from the 85-HP six to 
the 170-HP V-8. Engines for the 
heavy and extra-heavy models in- 
clude 12 different gasoline engines 
from 160 to 266 HP and four diesel 
units. Three of the larger gasoline 
engines are warranted for 100,000 
miles or 24 months, whichever 
comes first. * * *# 


MC TRUCK AND COACH for 
1962 will offer 64 basic models 


% and one-ton capacity and panels 
and junior vans in the same sizes. 


Power is available in six gasoline 
to 290 HP. Engineering changes in- 


greater vision over the hood. 

In the light and medium mod- 
els, a more powerful 305-cubic- 
inch V-6 has been added as 
standard equipment. Four basic 
cab styles are offered—the con- 
ventional 90-inch and 105-inch 
models, a 72-inch steel tilt cab 
and a 48-inch aluminum cab. 
Heavier transmissions have been 
made standard in many heavy- 
duty models. 

International Harvester will an- 
nounce the newest developments 





setting the pace in style and fashion... 
Du Pont Automobile Upholstery Nylon 


Setting the pace in car interiors! Du Pont Auto- 
mobile Upholstery Nylon. The pace setter because 
it offers a vast range of styling possibilities. A fabu- 
lous freedom in pattern and design. Colors of rare 
richness and beauty. 


Now, for the first time, Du Pont introduce 
“Antron”* Nylon with new styling plus 180 denier 
nylon for increased sunlight resistance—for out- 
standing acceptance in the industry. 


And Du Pont Automobile Upholstery Nylon 
‘breathes’? maximum comfort of its own. Passen- 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


gers can sit back and relax, even in the heat of 
July, the ice of January. 


Add amazing strength, durability, easy care—and 
you have Du Pont Automobile Upholstery Nylon. 
Setting the pace in style and fashion—for cars as new 
inside as out. 


DU PONT AUTOMOBILE UPHOLSTERY NYLON 


Enjoy “DuPont Show of the Week,” Sundays, 10 p.m., EST, NBC-TV 


O16, w 8 oan OFF 


*“Antron”’ is Du Pont’s registered trademark 
for its trilobal multifilament nylon yarn. 


axle and engine options covering 
all sizes from the half and %-ton 
pickups to trucks with a GVW rat- 
ing of 65,000 pounds and a GCW 
rating of 120,000 pounds. The light 
line consists of pickups of half, 


engines rated from 165 to 275 HP 
and three diesels rated from 189 


clude a restyled front on the 105- 
inch cab that gives the driver 










i 
in its 1962 truck line shortly afte, 
the first of the year. The line now 
includes trucks with GVWs of 3,899 
to 100,000 pounds and units are 
available in more than 500 whee]. 
bases. 







ok * * 


7 new Scout is meeting buyer 
favor far beyond expectations 
it is claimed, with production pags. 
ing the 25,000 mark in October, 
Strong buyer preference has emerg.- 
ed for the Scout 4x4 models with 
full-length steel travel top. Recent 
developments include a right-hand. 
drive model, power take-off rear. 
extension drive, two new sports 
tops of white vinyl-faced cotton 
twill and a snow-plow attachment, 

A D-400 series of heavy-duty die. 
sels with GCW ratings up to 79,0 
pounds with engines rated from 1 
to 335 HP are also new. Eight high. 
way and off-highway models inp. 
corporating set-back front axle 
front axle forward, single or tan. 
dem axles, trailing or pusher axle 
and a choice of standard or light. 
weight components. Improvements 
to the Metro-Mite include a new 

Harvester-built four-cylinder 93-HP 
engine and three-speed floor-shift 
transmission. 

Kenworth Motor Truck Co, is 
another maker which does not 
bring out yearly models but 
makes running changes. Among 
new Kenworth features are a 
90-inch BBC truck engineered to 


maintain conventional truck ac- 
of * * 
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Jeep Fleetvan— 


The Jeep Fleetvan, a half-ton, walk-in 
delivery vehicle, is offered by Willys Me 
tors, Inc., for general light pickup and de 
livery. Although it has a wheelbase o 
only 81 inches and an overall length ¢ 
154 inches, the cargo area is 170 cubi 
feet. The vehicle is an enlarged version 
of the model built for the United State 
Post Office Department. 

* 































cessibility while increasing load 
space. 

This was done by moving th: 
conventional cab forward and rais 
ing it. New features also includ 
a unitized fiberglass hood, fende 
and radiator shell that tilts forwari 
or can be entirely removed. 

* Ok * 
























MASE is featuring its new Powe 
Ram naturally aspirated 
Thermodyne diesel engine as the 
newest development in its heavy: 
duty line. Mack is another of the 

(Continued on Page 94, Col. 3) 
* * bd 
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GMC Redesigned— 


Lower, more sloping hood contour fo 
greater road visibility is one of the oP 
pearance changes in the new GMC ligh! 
and medium trucks for 1962. The units 
are powered by 305D V-6 gasoline en 
gines. 
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the DOMINANT POWER of 


“American Weekly 


is now CONCENTRATED in 


[Q@sREETS of DECISION 


i Effective January 7, 1962, The American Weekly will 


concentrate the full force of its vigorous editorial 
policy on over 4 million families in the nation’s 10 
leading ‘‘money”’ markets—the areas that account for 
1 out of every 4 retail dollars spent in America today 
in practically every category of business—the ‘10 
markets of decision”’. 

The forceful, pace-setting editorial policy that has 
established The American Weekly as, ‘‘...the Sunday 


Supplement read in more adult homes per copy than 
any of the other Sunday Magazines checked by 
A. C. Nielsen, with an active life that extends weeks 
and months beyond date of issue,’’ will be reaffirmed 
and strengthened. 

To the advertiser, this means an even greater 
activating influence on a discerning and responsive 
readership. 

The unhampered, sharply focused power of The 


American Weekly will be available to advertisers in 4 
editions: National, Eastern, Pacific and Atlantic. 
There will be a wide range of opportunity to vary copy 
to meet regional and local needs and to execute split 
runs and dealer listings. 

Get all the facts. Call any Hearst Advertising 
Service office for complete information on distributing 
units, circulation and rates—including liberal space, 
frequency and incentive discounts. 


“American Weekly 


Represented Nationally by HEARST ADVERTISING SERVICE INC. 


410 Park Avenue, New York 22, N.Y. 


Cther Offices: Albany « Boston « Baltimore * Detroit» Chicago * San Antonio « Dallas» Milwaukee * Los Angeles «San Francisco* Seattle * Miami 















Lucrative territories 
open. 






Factory Representatives: 


VERA PARTS CORP. 


53 PARK PLACE, NEW YORK 7, N. Y., WO 4-0966 
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FOREIGN CAR PARTS 


A full line for all foreign cars at high discounts 
ENGINE PARTS + BRAKE PARTS 
Distributors Wanted. IGNITION PARTS * MUFFLERS 
CLUTCH PARTS * GASKETS 
SUSPENSION AND CRASH PARTS 


























the new Cars in 
New York? 


Here, complete, is a full 
year’s study of new car buy- 
» ing trends in the world’s 
richest market: the World- 
Telegram’s exclusive study 
of sale s buying the standard cars and the com- 
pacts... who the frequent car buyers are, and 
the multi-car families...and how best to sell 
this entire buying market” at lowest cost. Quite 
a handbook, and researched by two nationally 
respected authorities—the University of Michi- 
gan’s Survey Research Center, and Bennett- 
Chaikin, Inc. Ask your Scripps-Howard 
representative about it. 





*Hint: The one quality newspaper of the eve- 
ning field, the World-Telegram, gives you the 
better-income, car-buying families who are 
divided—in the a.m.—between the two quality 
morning papers. It is, by all odds, the econo- 
my buy of the New York market. 


You’re really selling the market when you're in the 


New York World-Ielegram 


Po — | NE W YORK’S QUALITY EVENING NEWSPAPER 
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Scripps-Howard General Advertising Offices: 
230 Park Avenue, New York City + Chicago + San Francisco 
Detroit + Cincinnati + Philadelphia +« Dallas + Los Angeles 





Over Fifty Years 
Serving the 
Automobile Industry 





DOUGLAS MANUFACTURING DIVISION 
KINGSTON PRODUCTS CORPORATION 
BRONSON, MICHIGAN 


=| winter heating and automatic de- 

#| frosting in year ’round protection 

:| of perishables in transit,” Kirk- Cam-tension action. Straddle-mounted gears. 
Stainless steel spring. Up to 3500 Ibs. g.w. capacity. 


&|veteran used-car dealers, Robert 



















4th-Quarter Surge Expected to Continue... 
Truck Industry Sees 
Sales Boom in 1962 


(Continued from Page 92) 
























heavy-duty makers that does not|in business is due to the market 
bring out yearly models. acceptance of the new Fleetvan 

Studebaker-Packard offers two | which the company originally built | 
new trucks for 1962. The Champ | for the Post Office Department. A | 
retains its low silhouette and | larger version of this model is being = 
wide-seat three-passenger cab | introduced for the commercial 
and is available in half and | light-truck market. 

%-ton models with 5,000, 5,200 S. A. Girard, president, says re- 

and 7,000 GVW ratings. A choice tail deliveries are up 33.3 percent 

of 112-inch and 122-inch wheel- and factory sales up 50.6 percent 

bases is offered. from 1960. 

Its diesel trucks are rated at White Motor’s new models in- 
16,000 to 23,000 pounds GVW and! clude the 5,000 erg oe 9,000 naan 
29,000 to 41,000 pounds GCW.| series, the 4200s and TS models ' = 
Wheelbases range from 131 to 195} and the new White Super Mustang International's Scout 
inches. The Series 53 General Mo-| 6,200-A wet-sleeve gasoline engines The International Scout is offered jy 
tors diesel powers these trucks.| for the 155OT, 4250T and 100T. either two-wheel or four-wheel drive. This 
They can be had in chassis-and- White also introduced a new model is a 4x4 with optional full-lengh 
cab or in flat-face-cowl versions.| Compact line equipped with White- steel Travel-Top. A steel-top cab is stand 
Eight single colors and eight two-| Perkins engines. The new Compact ard. Power for all Scout models is the 
tone options are available. is designed for gross weights up tO Comanche four-cylinder engine, rated ¢ 

leg 28,000 pounds and mileages of less 93 horsepower. The pickup bed is five 
— MOTORS reports that} than 200 per week. feet long. Right-hand drive is available, 


SOLID PROPOSITION 
for added, Profite ! 


Draw-Tite 


HITCHES - WINCHES - COUPLERS 


Trailering continues to “‘bust out” all over. 
Dealers are finding more and more customers 
are towing trailers—small boat-, large boat-, 
horse-, and travel-trailers. Your best deal is 
selling them DRAW-TITE. custom-built 
hitches. Over 20,000 dealers acclaim DRAW- 
TITE’S SOLID PROPOSITION —depend- 
ability that guarantees customer satisfaction, 
strictly competitive selling prices, profits that 
are good, real good! 


You’ll like DRAW-TITE SOLID, one-piece 
hitches—made to fit every car make and model 
—welded one-piece construction—no adjust- 
ments, welding, or assembly—no parts to lose! 
Immediate factory shipments eliminate in- 
ventory problems. 









































































































Big Job from Ford— 

This extra-heavy-duty Ford T-850 is of- 
fered with one of five high-performance 
Super’ Duty V-8s, with 100,000-mile war- 
ranty. In Ford's tandem-axle series, the 
buyer may choose from 56 models and 
seven engines ranging from 180 to 266 
horsepower. Maximum gross vehicle 
weight in the T series is 51,000 pounds. 














































Frigiking Coolers 
For Truck Trailers 


In Production 


DALLAS.—Frigikar Corp. reports 
completion of laboratory and road 
“torture” tests of four new con- 
cepts of super cargo transport re- 
frigeration for protection of per- 
ishables in truck trailers. 

Frigikar President Bert J. Mitch- 
ell announced that the tests climax- 
ed a five-year program of research 
and development, and that the com- 
pany will begin full-scale produc- 
tion of the new engineered Frigi- 
king refrigeration units this week. 
A plant expansion is under way. 

Vice-President Henry O. Kirk- 
patrick estimated that based upon 
cost studies nearing completion, 
Frigiking trailer refrigeration units 
will sell for considerably under the 
nearest competitive price. He ad- 
ded that the Frigiking units will 
effect substantial operational sav- 
ings-’not possible with other cur- 
rently available comparable prod- 
ucts. 

“Our tests show that operating 
savings of approximately 50 per- 
cent can be realized by users of 
Frigiking refrigeration units 
through our new application of 
electricity instead of hot gas for 

















































REGULAR 
TYPE HITCH 


2000 Ibs. g.w. capacity 


















HEAVY-DUTY TYPE HITCH 
5000 Ibs. g.w. capacity 

















TRIGGER-LOCK COUPLERS PRECISION MADE WINCHES 






patrick asserted, 





Moy, Keenan Buy Deal 


GRAND RAPIDS, Mich. — Two Write for Dealer Information, 






TRAILER PRODUCTS DIVISION 


DRAW-TITE MANUFACTURING CO. 
Belleville 5, Michigan 





Moy and Richard Keenan, have 
purchased Robert Smith Mercury 
and Comet, Inc., 3350 Division S. 
Robert S. Smith, who operated the 
dealership since 1953, has opened a 
commercial leasing company here. 








AS SEEN IN 200 MARKETS 


WHERE $1 OUT OF EVERY $5.75 
IN U.S. AUTOMOTIVE SALES IS 


SPENT 


Pca ara aOR RCRD aac The Promotion-Minded Dealers help 


THE DURHAM HERALD AND HOW IT HELPS ME... 


Advertising and Sales Managers are always looking for help k 7 MT 4 if t t 
in presenting their products locally. Here at University Aire v CH ee , e S ronges 
Motors Iwas real happy to find the automotive front cover of ; . 

FAMILY WEEKLY. The Durham Herald's classified repre- national aaelielan ye local GO 
sentative helped me considerably in getting 80 copies of 
FAMILY WEEKLY for a window display. This display 

- has attracted much attention and caused much discussion 

on the 1962 Dodge line. 





.H. A. Alfred, Jr. 
University Motors, Inc. 
Durham, North Carolina 









200 NEWSPAPERS... Fa milly 


5,531,334 CIRCULATION 


Ae Me ee oe ed Weekl VY 


Me fe eee ee eT a) ee ; 
By A Single Advertising Medium 153 N. Michigan, Chicago 1 
; Leonard S. Davidow, Publisher / Patrick E. O'Rourke, Advertising Director 
NEW YORK « DETROIT « CLEVELAND « LOS ANGELES « SAN FRANCISCO 
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VW Distributor 
Sold in St. Louis 


ST. LOUIS.—John Barry Distri- 
butor, Inc., Volkswagen distributor- 
ship for Arkansas, Kansas, Mis- 
souri and Nebraska, has been sold 
to George H. Capps and Frank E. 
Pipe, who have renamed it Capitol 
Distributors, Inc. It was the first 
sale of a Volkswagen distributor- 
ship in the United States. 

A retail dealership, John Barry 
Motors in suburban Clayton, was 
also involved. It will be known as 
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Gary Vincel Motors, with Gary 
Vincel as general manager. There 
are 31 other VW dealerships in the 
four-state area. 

The retirement of John Barry 
and his executive vice-president, 
Fred Vincel, paved the way for the 
deal. Capps is president of Capitol 
Coal & Coke Co. and a director of 
General Contract Finance Corp., 
Securities Investment Corp., Wash- 
ington Fire & Marine Insurance 
Co. and Boatman’s National Bank 
of St. Louis. Pipe has been gen- 
eral manager of the Cummins Die- 
sel sales subsidiary in this area 
since 1948, 


INSU/Prinz 4 


U. S. IMPORTER 
TRANSCONTINENTAL 
MOTORS, INC. 
230 Park Avenue 
New York 17, N. Y. 


Spare Parts Center: 


LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 





The first modern German 

Compact for Americans! 
Suggested POE Atlantic 

& Guif Coast 

West Coast 


Ample dealer margins; ask for 
comparison sheet with major 
imports on window area, 


in- 
side width front & rear, inside 
length, ‘‘pay’’ - load, luggage 
space, weight to HP ratio, 
fuel-economy, etc. 


Bertone body; suggested POE 
$1998, same air-cooled engine 
as PRINZ 4; overall winner 
Mobil Oil Economy Rally for 
years: 1960 New York 62.29 
MPG; Nov, 1961 Los Angeles 
59.76 MPG. 


NSUWSPORT PRINZ 


Ford Expected to Appeal... 


Good-Faith Jury Gives 
$95,000 to Ex-Dealer 


(Continued from Page 1) 


polled individually before Judge 
Herbert P. Sorg. 

Milos is the former operator of 
Milos Ford Sales on Allegheny Ave. 
in Oakmont, a suburban commu- 
nity of 7,500 northeast of Pittsburgh 
along the Allegheny River. He filed 
suit against Ford in September, 
1958, a month after termination 
date of his Ford car and truck 
franchise, 

In its original form, the Milos 
complaint had two counts. One 
accused Ford Division and a 
nearby Ford dealer A. W. Ken- 
nedy Motor Co., Cheswick, of 
committing Sherman and Clayton 
Antitrust Act violations against 
Milos. The second count dealt 
with the good-faith law. 

Milos asked $100,000 triple dam- 
ages on the first count, which was 
dismissed by Judge Sorg, and $100,- 
000 damages on the good-faith 
count. 

The main Milos charge against 
Ford was that he was given an 
“impossible” sales quota of 280 
new cars and trucks a year. He 
said he managed to sell somewhat 
over half the assigned quota an- 
nually, but other Ford dealers, in- 
cluding Kennedy, got lower quotas 
while Milos was under pressure to 
deliver higher volume. 


* * * 
ForD also attempted to force 
Milos to enlarge his facilities 
and to hire additional salesmen, the 
complaint said, Rosenzweig told 
the jury Ford wanted Milos to 








[LEE] puts an oil refinery 
in your customers’ cars! 


Just like an oil refinery, a full-flow LEE Oil Filter not only removes 
sludge and grit, it also neutralizes acids which often form as a 
by-product of combustion. This dual-action purifying process— 
made possible by LEE’S Resinweld® construction and unique 
antacid Feridium® anode—assures better engine performapre 





greater customer satisfaction. 


‘ 


Lee creates new concepts 


in filter design and efficiency 


Every dual-action LEE filter gives you an extra 
profit margin as well as an extra sales feature: 
LEE Oil Filters remove dirt and neutralize acids; 
LEE Gas-O-Line Fuel Filters remove both sludge 
and water; LEE flame-proof Air Filters prevent 
under-hood fires caused by carburetor backfire: 
See your jobber today for the details. 


LEE FILTERS available in Kraft boxes with original part numbers 


© 1960 @ LEE FILTER CORP., Edison, N. J. /In Canada: 3 Parnell Ave., Scarborough, Ontario 


erect a $100,000 building, which the 
attorney said was far beyond the 
needs of the Oakmont market. 
Milos was installed in 1955 as a 
Ford dealer in Oakmont, a town 
previously covered by the Kennedy 
dealership. The count of the Milos 
complaint thrown out by Judge 
Sorg alleged that Ford and Ken- 
nedy “instituted a concerted drive 
to eliminate the plaintiff as a deal- 
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Motors, thrown out by a Dallas We 


judge, has been appealed 
New Orleans Court of Appez's, and 
Ford is defendant in a New Yor, 
appeal by a Vermont ex-deal»r who 
won a $23,000 judgment on © arious 
antitrust grounds, 

But otherwise, the pattein ha: 





‘0 the i— 


either been along the lines of the §ss8¢' 
Leach dismissal or cases have been fot ! 


settled out of court for “nui saneg” Bar 


amounts. 






* * * 


in 


HE issue of constitutionality was J — 


not raised by Ford in the Milos 
case, although the company hag 
asked that a South Bend Mercury 
suit be dismissed on grounds that 
the good-faith law is unconstity. 
tional. 

Rosenzweig has been plaintiff 
counsel in two other auto dealer 
cases here. He challenged the 1953 














price-sticker law for a used-car 
dealer last year, but the law was 
upheld as constitutional by Fed- 


er.” 


After receiving a 90-day termi- 
nation notice in May, 1958, Milos 
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appealed to Ford’s Dealer Policy eral Judge Joseph P. Willson and Ch 
Board. Two conferences were | the case was dropped. 1 
held between Milos and the Rosenzweig also is counsel fo; ’ 
Board, which can overrule divi- | a former Rambler dealer in a cag ] 
sional termination decisions, but | similar to Milos vs. Ford. 1 
the severance of the franchise Milos now is unemployed. He rap ; 
was allowed to take effect Aug. | a used-car lot for a brief time after’ Da 
11, 1958. losing the Ford franchise. ] 
According to evidence given the a iia I 
jury, the final vote on terminating fOR 
Milos in the Dealer Policy Board Fo 
was 3 to 1. I 
e* €-*s ] 

rr CHARGING the jury, Judge iY 
Sorg read the good-faith law ; 7] 
twice and declared it was the jury’s ] 
duty to determine whether Ford I 
had been guilty of coercing or in- ms J 
timidating Milos in terminating the im J 
franchise. j I 









Jurors reported after the trial 
that testimony centering on dealer- 
factory relations had confused 
them, but that closing arguments 
by company and dealer counsel 
turned the tide in their minds as 
to application of the good-faith law. 

Rosenzweig said the petition for 
$100,000 damages under the good- 
faith law was based on estimated 
loss of Milos earnings for the bal- 
ance of his five-year franchise with 
Ford. Milos cleared $21,000 profit 
in his first year as a Ford dealer 
(1956) and $25,000 his second year. 

Ford attorneys relied heavily 
in their defense on the dismissal 
@ year ago of a suit by ex-dealer 
Raleigh Leach in San Francisco. 
Leach, who died early this year, 
did not appeal the dismissal. 

Almost without exception, dealers 
have fared poorly in good-faith 
litigation. A new-building and ter- 
mination dispute involving General 


Regional Officers 
Named by NADA; 
Four Reelected 


WASHINGTON. — The National 
Automobile Dealers Assn. has an- 
nounced the election of seven re- 
gional vice-presidents and the re- 
election of four others. 


Newly elected officers include 
George D. Gardner (Oldsmobile- 
Renault), Binghamton, N. Y., re- 
gion 2; W. M. McCune (Ford), 
Kittanning, Pa., Region 3; Joseph 
B. Paul (Oldsmobile), Washington, 
Region 4, and Birkett L. Williams 
(Ford), Cleveland, Region 5. 

Others are Richard M. Stoudt sr. 
(Ford-Lincoln-Mercury), James- 
town, N. D., Region 8; James M. 
O’Mara (Pontiac), Hutchinson, 
Kans., Region 9, and C. Ed Flandro 
(Ford-Lincoln-Mercury), Pocatello, 
Id., Region 11. 

Dealers reelected vice-presidents 
include William H. Mitchell jr. 
(Chevrolet), Waltham, Mass., Re- 
gion 1; S. E. Kossman sr. (Buick- 
Rambler-Lincoln-Mercury), Cleve- 
land, Miss. Region 7; Sam H. 
White (Oldsmobile), Houston, Re- 
gion 10, and Ray D. Wilson (Chev- 
rolet), Pasadena, Calif., Region 12. 

A vice-president for Region 6 
will be named following a special 
director’s election in Illinois, NADA 
said. 
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Overseas Names Bennett 
HOUSTON.—Homer Bennett has 


A NEW AND POSITIVE ANSWER 
to the problems of ball joint and torsion ba 


been named general manager of SQUEAKS - RATTLES - CHATTER - WER Tot 
Overseas Motors Corp., 4901 S. DEPT. Fi2I! 

Main. A veteran of 29 years in the s i. C 
automobile business, Bennett came AMALIE DIVISION }-G, 
to Houston in 1957 and has held Sonneborn Chemical and Cc 


positions in several] firms here. 
Overseas Motors sells MG, Austin, 
Morris and Jaguar. | 


U 


Refining Corporation 
*Revi 


Franklin, Pennsylvania 
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Dallas | Wee! ly Rate Holds Above 160,000 . . . 


—_ 
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S, and 
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(Continued from Page 1) 
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‘ance far and truck production. 


yseribly plants worked a sixth day 
gt longer days last week on both 


Chevrolet built cars Saturday 
jn Baltimore, Flint, St. Louis, 


Y Was §— 
Milos 
y has 
‘Tcury 
3. that 
istitu- 
intiff Week 
ealer jan 
1958 1961 
l-car | sMERICAN MOTORS 
Fea! Rambler. ...........00000... 11,000 

* SOHRYSLER CORP.** .. 19,500 
and Chrysler-Plymouth 

Division 

1 fof Chrysler 


















Imperial 
Plymouth 
Valiant 
Dodge Division 
Dart-Polara 
Lancer 
fORD MOTOR 
Ford Division 
Falcon 


Ford Fairlane ........ 7,064 
| Ford Galaxie ........... 19,267 
Thunderbird ............ 2,431 


M Division 
Lincoln 

























Mercury Comet ...... 4,125 
Mercury Meteor .... 2,497 
Mercury Monterey... 2,777 
ERAL MOTORS .. 79,955 
Buick Division ............. 9,875 
J 6,313 
IE 55555 vcaschseosvcastess 3,562 
IE ido x ccevesesosscseeses 3,780 
evrolet Division .... 46,100 
BUA TE o.s.cc.scscnesesees 7,920 
Chevrolet. .................. 31,680 
Corvair ... 6,500 
Didsmobile Division .. 10,000 
Se 2,000 
Oldsmobile _.............. 8,000 
Pontiac Division ........ 10,200 
EE (vuicscoccsiesvessvees 7,300 
NIRS Wii sossckvsenscsene 2,900 
SEA Beas aside oso vsnnas 2,560 
ETMEMEED ...cescoerscescsecsess 150 





“Total Cars, U. S.** 


Week 
Ended 
Dec. 9, 
1961 





Total Trucks, U. S. .... 26,983 
Total Cars, Trucks, 
U. S. 


Same 
Week, 
1960* 


10,726 
15,308 











....161,390 135,453 164,967 
Totals for 1960 include DeSoto production. 


U. S. PRODUCTION—TRUCKS 


Same 

Week, 

1960* 
20 
74,347 
20 
71 
837 
8,772 
17 
1,351 
1,606 
206 





22,374 
157,827 
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Oakland, Calif., Norwood, O., 
Tarrytown, N. Y., and Willow 
Run, and trucks in Atlanta, Flint, 
Janesville, St. Louis and Kansas 
City. 

Production of standard Chevro- 


Car, Truck Output Estimates 


By Automotive News 
U. S. PRODUCTION—CARS 














Week Jan. 1 dan. 1 
Ended Total To To 
Dec. 2, Output, Dec. 10, Dec. 9, 
1961* Nov.* 1960* 1961 
10,974 40,812 459,699 343,472 
20,236 77,597 988,625 605,752 
12,725 48,157 566,326 398,806 
3,896 12,580 $2,310 94,231 
587 2,653 16,104 11,177 
5,100 21,034 242,902 178,200 
3,142 11,890 225,010 115,198 
7,511 29,440 402,888 206,946 
5,951 23,053 354,902 154,540 
1,560 6,387 47,986 52,406 
47,398 183,031 1,796,763 1,559,416 
35,386 141,848 1,434,472 1,242,894 
8,031 37,387 482,418 464,234 
7,200 20,054 .......... 33,060 
18,126 74,505 870,343 663,146 
2,029 9,902 $1,711 82,454 
12,012 41,183 362,291 316,522 
967 4,676 17,848 30,525 
4,570 18,206 190,403 175,650 
2,539 MEO —  seetssnase 7,438 
3,936 14,031 154,040 102,909 
83,760 332,593 3,015,754 2,515,931 
10,185 40,135 288,122 265,605 
6,168 25,006 256,550 174,751 
4,017 15,129 31,572 90,854 
3,805 16,747 149,590 137,754 
48,115 189,247 1,776,218 1,488,447 
ee 62,001 
33,145 134,694 1,535,441 1,126,564 
7,024 27,839 240,777 299,882 
10,206 42,269 379,275 293,023 
2,120 9,073 33,726 62,682 
8,086 33,196 345,549 230,341 
11,449 44,195 422,549 331,102 
7,967 31,541 398,871 223,486 
3,482 12,654 23,678 107,616 
2,466 11,975 102,463 71,532 
133 494 6,668 5,561 
646,502 6,369,972 5,101,664 
Week Jan. 1 Jan. 1 
Ended Total To To 
Dec. 2, Output, Dee. 10, Dec. 9, 
1961* Nov.* 1960* 1961 
5 86 1,237 1,096 
9,719 37,012 375,959 318,114 
35 174 2,416 1,740 
ssesuasces: ~ seaassedagy 3,315 1,783 
667 5,833 67,532 63,381 
7,477 32,789 318,868 319,615 
14 101 935 1,168 
2,080 7,684 98,163 67,351 
2,870 11,576 114,707 134,384 
sscciditn” sen eeaaaa; 13,863 8,380 
6 Be. Suns 335 
120 554 4,449 4,847 
148 685 12,080 6,909 
172 845 8,623 9,031 
2,690 8,854 119,075 109,693 
100 360 4,393 4,886 
26,103 106,584 1,145,615 1,052,713 


191,070 753,086 7,515,587 6,154,377 

















Week 

Ended 

Dec. 9, 

1961 
CHRYSLER CORP. .... 1,200 
FORD MOTOR ............... 2,800 
GENERAL MOTORS .. 4,407 
ERICAN MOTORS 280 
oS 180 
' Total Cars, Canada.... 8,867 





Week 
Ended 
Dec. 9, 
1961 
CHRYSLER CORP. .... 120 
aN FORD MOTOR .............. 300 
CENERAL MOTORS .. 618 
2 INTERNATIONAL ...... 170 
in ba 
WE _Total Trucks, Canada _ 1,268 
Total Cars, Trucks, 
CORBER  .......000000.:5..,... 10,075 
IN | Grand Total, 
4 Cars and Trucks, 
zl J. S. and Canada....198,448 
*Revised. 


**PDQ production figures not reported in 1960. 


CANADIAN PRODUCTION—CARS 


Same 

Week, 

1960* 
967 
1,870 
4,114 





7,079 


Same 

Week, 
1960* 
133 
408 
592 
46 





1,179 


8,258 


166,085 








CANADIAN PRODUCTION—TRUCKS 








Week Jan. 1 dan. 1 
Ended Total To To 
Dec. 2, Output, Dec. 10, Dec. 9, 
1961* Nov.* 1960* 1961 
1,200 5,497 47,970 43,473 
2,681 10,845 87,870 90,214 
4,854 20,966 164,873 156,497 
340 meee. > “ats 7,753 
178 824 5,417 5,727 
9,253 39,550 306,130 303,664 
Week dan. 1 Jan. 1 
Ended Total To To 
Dec. 2, Output, Dec. 10, Dec. 9, 
1961* Nov.* 1960* 1961 
126 486 5,631 6,166 
325 1,210 17,975 15,854 
582 2,566 32,824 27,239 
170 694 10,053 10,127 
1,203 4,956 66,483 59,386 
10,456 44,506 372,613 363,050 


201,526 797,592 7,888,200 6,517,427 


- Dee. Car Output Hiked Again 


lets at the Atlanta plant was halted 
all week by a strike at the adjoin- 
ing Fisher Body plant, which sup- 
plies about 2,400 bodies a week to 
Chevrolet. 

In spite of the shutdown, the di- 
vision’s total output last week was 
off only about 2,000 units from the 
previous week. 

Ford Motor scheduled Saturday 
car and truck assembly at plants 
in Atlanta, Chicago, Dallas, Los 
Angeles, St. Louis, Minneapolis-St. 
Paul, Metuchen, N. J., Norfolk, Va., 
and Wayne, Mich. 

Plants in Lorain, O., Louisville, 
Mahwah, N. J., Wixom, Mich., 
and San Jose, Calif., produced 
cars only Saturday. The Dearborn 
and Kansas City facilities were 
idle. 

Cadillac continued on a five-day 
schedule with two nine-hour shifts. 
Buicks were produced Saturday at 
Flint and the B-O-P plant in Kan- 
sas City, and Pontiacs at B-O-P 
plants in Atlanta and Kansas City. 
The 100,000th Buick Special since 
the car was introduced last fall 
was produced last Friday. 

ok * + 


ITH the restoration of labor 

peace at American Motors’ 
Milwaukee plant, assemblies have 
climbed back to the 10,000-range. 
An estimated 11,000 units were 
scheduled this week, compared 
with 10,974 completions a week ear- 
lier. 

The Kenosha assembly plant still 
is operating on a six-day two-shift 
schedule. 

All Chrysler Corp. plants were 
on a five-day basis, with Chrys- 
ler and Imperial lines back on 
two nine-hour shifts a day after 
working Saturday during the 
week ending Dec, 2. 
Manufacturers last week turned 

out an estimated 54,338 compact 
cars, With the 11 makes again ac- 
counting for about a third of the 
total. The count for the week end- 
ing Dec 2. was 55,322, and in the 
like week last year, 43,003 of the 
smaller cars were built. 

Studebaker-Packard, which is 
back on a normal five-day schedule, 
announced that its November out- 
put included 2,362 Hawks, compared 
with 522 in the like month last year. 

os * * 

—_ Chevy II continues to widen 

its lead over the Corvair in 
weekly production. Last week 7,900 
of the new compacts were built, 
compared with 6,500 Corvairs. It 
was the fourth straight week that 
Chevy II output has exceeded 
Corvair. 

C. W. Moss, Willys executive 
vice-president, said the December 
schedule calls for 20,000 units, in- 
cluding partial units for comple- 
tion at the company’s affiliated 
plants overseas. 

“Saturday operations and nine- 
hour daily production shifts have 
been scheduled to meet the in- 
creased sales requirements,” he 
said, “in both the domestic and 
export markets.” 

Sales in October and November 
set records, and another new high 
is indicated for December, Moss 
said. 

* * a 

URNING out 37,012 trucks in 

November, Chevrolet moved 
within about 1,500 units of the lead 
which Ford nad held since early in 
August. Chevrolet’s calendar-year 
total through last Saturday was 
318,114, compared with 319,615 for 
Ford. 

Chevrolet and Ford have ac- 
counted for 60.6 percent of the 
1,052,713 commercial vehicles pro- 
duced thus far this year. 

In Canada, car production 
dropped slightly last week as Gen- 
eral Motors discontinued two extra 
hours of overtime work daily. The 
industry total was down from 9,253 
in the week ending Dec. 2 to 8,867, 
with American Motors also cutting 
back operations. 


SBA Tells Why They Buy 


WASHINGTON —The Small 
Business Administration is offering 
a new leaflet designed to tell small 
marketers what motivation re- 
search is and what it can mean 
to their businesses. The leaflet, 
Understanding Why They Buy, was 
prepared by Dr. Bertrand Klass, 
Forbes Research, Inc., New York, 
is available from all SBA offices. 
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Discussing Business Trends— 


Three dealers at the 27th annual convention of the Arkansas Automobile Dealers 
Assn. discuss business trends with Lovie E. Throgmorton, second from right, vice- 
president and public sérvices director of Republic National Life Insurance Co. The 
dealers are Keith Cogswell, left, Russellville; Russell Phillips jr., standing, Blytheville, 


and E. T. Hornor, right, Helena. 


At the Factories... 


Late Personnel News 


Chrysler Corp. 


John C. Guenther, director of 
Plymouth-Valiant advertising since 
October, 1960, has been transferred 
by Chrysler Corp. to the position 
of director of ad- 
ministration, cor- 
porate styling 
staff. Guenther 
will report to E. 
P. Engel, styling 
vice-president. 

Guenther joined 
Chrysler Corp. in 
1952 and at one 
time served as 
executive assist- 
ant to the Plym- IB 
outh general John C. Guenther 
manager. No replacement in the 
Plymouth-Valiant advertising post 
has been named. 

* * * 


Chevrolet 


Appointment of C. A. (Chuck) 
Bodar as manager of parts mer- 
chandising for the Chevrolet parts 
and accessories department has 
been announced. 

Donald A. Bou- 
chard succeeds 
Bodar as man- 
ager of sales pro- 
motion and ad- 
vertising for the 
department. 

Bodar joined 
Chevrolet in 
Cleveland in 1947, 
and later was the 
zone P & A man- 
ager in Cleveland 
and Detroit. He was training super- 
visor in the department before be- 
ing named to the promotion job 
in 1960. 





C. A. Bodar 


* * * 


Ford Autolite 


Dan Cornila has been named 
national service manager of Ford 
Motor Co.’s Autolite Division. He 
will be responsible for organizing 
product - training 
programs for 
Autolite service 
personnel as well 
as distributors 
and retailers of 
Autolite products. 

Cornila was a 
service manager 
in Ford and Lin- 
coln - Mercury 
dealerships from 
1946 to 1949, when 
he joined the 
Lincoln-Mercury service depart- 
ment. He was field service man- 
ager for the division prior to his 
transfer to Autolite. 

* * * 





Dan Cornila 


General Motors 


Carl E. Allen has been elected 
a General Motors vice-president 
and has been appointed coordinator 
of GM pension fund investments, 
effective Jan. 1. He succeeds Clar- 
ance Stanley, who will retire 
Jan. 31. 


Allen, 56, resigned recently as 
president of the Federal Reserve 
Bank of Chicago, a post he had 
held since 1956. Earlier, he had 
been a vice-president of National 
City Bank of New York and presi- 











vacancy created 
by the transfer of 
F. L. Foerster to 
Detroit as Cen- 
tral regional 
manager. Higgins 
joined Oldsmobile 
in 1947 as busi- 
ness Management 
manager in the 
Cleveland zone. He also worked in 
the Pittsburgh zone and served as 
assistant business management 
manager at Lansing for two years. 








dent of Campbell, Cannon & Wy- 
ant Foundry Co., Muskegon, Mich. 


Stanley, a GM vice-president, will 


be 65 on Jan..14. He has been co- 
ordinator of pension fund invest- 
ments since 1950. He was a gen- 
eral partner of Morgan Stanley and 
Co., New York, before joining GM. 


* * * 


American Motors 
Three appointments in the newly 


created American Motors Export 
Corp.’s Automotive Division have 
been announced by William S. 
| Pickett, executive vice-president of 
the AMC subsidiary. They are: 


Marvin L. Hudson, from export 


sales director to overseas operations 
director; 
president of Standard-Triumph 
Motor Co. in the United States, ex- 
port sales director, and William M. 
Wey, from assistant to the export 
director to director of administra- 
tive operations. 


Alan F. Bethell, former 


Pickett said Hudson will be re- 


sponsible for Rambler development, 
assembly and manufacturing oper- 
ations, product pricing, parts and 
service. 


* * * 


Lincoln-Mercury 
Appointment of A. W. Luster as 


Lincoln-Mercury’s Philadelphia dis- 
trict sales manager was announced 
by John F. Connors jr., southeast- 


ern regional sales 
manager. 

He replaces J. 
William Lancast- 
er, who has been 
promoted to gen- 
eral sales man- 
ager of Ford 
Motor Co. of Aus- 
tralia, Ltd. Luster 
formerly was 
Lincoln - Mercury 
assistant district 


A. W. Luster sales manager in 


Jacksonville, Fla. 


* * * 


Oldsmobile 
Theodore J. Higgins, New York 


zone manager for Oldsmobile for 
the past two years, has been ap- 
pointed Southwest regional man- 
ager with head- 
quarters 
las. 


in Dal- 


Higgins fills a 





T. J. Higgins 


cg * * 


Studebaker-Packard 


Dickson F. Detzler, formerly 


manager of the marketing analysis 
department, has been promoted to 
assistant to Lewis E. Minkel, mar- 
keting vice-president for Stude- 
baker-Packard Corp. Detzler joined 
Studebaker in 1946. 
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APPROVED 


for use by dealers in 
the following automotive lines: 


@ American Motors Corporation 
@ Chrysler Corporation 

@ Ford Motor Company 

@ General Motors Corporation 

@ Renault, Inc. 

@ Studebaker-Packard Corporation 
@ The White Motor Company 

@ Volkswagen of America 


NORICK OFFERS A COMPLETE LINE 
OF SPECIALLY-DESIGNED BUSINESS 
FORMS FOR AUTOMOTIVE DEALERS 


1 rat eee 


3909 N. W. 36th @© OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 


Representatives in Major Cities Across the Nation 











A Message of Importance for 


DEALERS IN NEW YORK, 
NEW JERSEY, PENNSYLVANIA, 
AND CONNECTICUT 





with 40% more power and sparkling 
new model seeks added representation 


Now DAF has been made even more 
appealing to the American market 
’ than ever. Its new 750cc engine de- 
~”’ livers up to 70 mph, amazing agility 
in traffic, up to 40 mpg. The new 
: DAF fodil by DAF is enhanced by 
luxury appointments. We have embodied in the 1962 model 
everything your customers want. Still most important, how- 
ever, is the fact that DAF is: 


The World’s Only Economy Car with 


AUTOMATIC TRANSMISSION 


as Standard Equipment at No Extra Cost 
ae eee | 
| 





This is the “clincher” that closes 
sale after sale...can make DAF 
your most active and profitable | 
dealership. Prices start at $1320, | Please send me full particulars 


Eastern Cars of Holland | 

! 

750 Deluxe $1455, DAF fodil $1550, | regarding a franchise for DAF, | 
! 

! 


2222 Flatbush Ave., Bkiyn. 34, N.Y. 


p.o.e. A power-packed advertising j the completely automatic car. 
campaign is about to break, using 
national and “enthusiast” maga- | 
zines, newspapers and radio. 


Climb on the bandwagon. | Address .......... | 
Mail This Coupon or Phone Today Tia Ce te State | 
te the Factory-owned Distributor I ti tein eth cist eniaie caaies leeeds sabicebiidns seinen cons ‘ 


Eastern Cars of Holland, 2222 Flatbush Ave., Bklyn. 34, N.Y. DEwey 8-3000 

















Few Soft Spots Appear... 


Brisk Market Ups Net 
For Most Dealers 


(Continued from Page 1) 


never worked so hard for so long 

for so little return.” 

And in Cleveland, Hugh Gibson, 
Central Chevrolet, said, “Profit is 
down, but I think ’62 will be a fair- 
ly good year.” 7; 

In discussing volume, Elwyn 
Tomlinson, Capital Automobile Co. 
(Cadillac), Atlanta, said: “This is 
the best start of any season we’ve 
had in about 20 years.” 

K * OK 


HUCK DAVIS CHEVROLET, 

Houston, reported, “We’re 
doing great and selling everything 
we can get. We’ve got plenty of 
buyers and people are in a buying 
mood.” 

Bob Keenan, Pardue Motor Co. 
(Chrysler-Plymouth), St. Louis, 
said, “The floor play has picked up 
and the buying is brisk. The future 
looks very, very favorable.” 

Phil Fleishman, Chrysler-Plym- 
outh dealer and president of the 
Cleveland Automobile Dealers 
Assn., said, “We’re beginning to 
experience repeat sales; standby 
customers who have had their 
cars for two years are returning.” 

In Miami, Ray Fogarty, presi- 
dent of Don Allen Chevrolet, said, 
“The public seems to have finally 
decided now’s the time to buy. We 
are fast catching up with those 
sales we ordinarily would have 
made earlier in the year. 

“Even with the factory sending 
us an extra number of cars, we are 
somewhat behind on our orders.” 

* * ok 
T TIMMERS CHEVROLET in 
Atlanta, Tim Timmers said, 
“This season is the best we’ve seen 
since 1959 ... at this date, it ap- 
pears that the economy in 1962 will 
have the aspects of a boom year.” 

Jim Mancuso, Mancuso Chevro- 
let, Inc., Chicago, said, “We are 
three times further ahead in deals 
written since introduction day than 
we have been for the past eight 
years.” 

Some dealers were more con- 
servative in describing their own 
showroom situations. 

Said Bob Hulderman, Commerce 
Ford, Cleveland: “A lot of business 
has been created in the past two 
months, but it is down now. There’s 
lots of interest, but sales have 
dropped off. It is difficult to pin- 
point an exact reason why, except 
that December has never set the 
world on fire.” 

Added a Cleveland Dodge-Plym- 
outh dealer, Sanford Miller, B. W. 
Blaushild: “November started like 
a very good month, on the heels of 
an active October, but things have 
died.” atl 

ok 


HE universal complaint isa 

shortage of cars. Charles A. 
Bott, president of the Automobile 
Trade Assn. of Greater Philadel- 
phia, said some dealers in his area 
have reported a wait of four to 
seven weeks for deliveries from the 
factory. 

“Those with low inventory have 
lost considerable business because 
of this,” he said, “and it won’t 
be made up.” 

Andy Williams, Miami Chrysler- 
Plymouth dealer, reporting sales 
running high, said, “We’d have sold 
quite a few more in November if 
we could have got them.” 

Robert W. Pierce, Rhode Island 
Chevrolet-Buick dealer, said, “We 
are not getting enough cars. We’re 
eight to 10 weeks behind right now 
on Buick deliveries.” 

* * * 

MARION COOPER, Louisville 

Motors (Ford), Louisville, said 
he usually carries 125 cars in stock, 
but now has only 21. Another 
Louisville dealer, John Wilhelmi 
sr.. who handles Rambler, said he 
was losing sales because of low in- 
ventory. 

“Some customers are like a lit- 
tle boy with a new toy — they 
can’t wait to get it,” he said. 

In general, the cars in shortest 
supply are Buick Special V-6s, 
Chevy IIs and Cadillacs. 

* * oe 

AKE BY MAKE, Chevrolet is 

setting the most sizzling pace. 

“Monzas are selling like hot 


cakes and Impalas with bucket 
seats are exceedingly popular,” said 
Miami’s Fogarty. “We delivered 
upwards of 750 new cars in No- 
— Chevy IIs are beginning to 
roll.” 

At Lew Chevrolet, Billings, 
Mont., a spokesman said the firm 
had not had a big enough supply 
of Chevy II to tell what is going 
to happen. Most inquiries involve 
a four-cylinder engine with 
standard transmission in a four- 
door model, he said. 

A Cleveland Chevrolet dealer said 
he carried over 70 unfilled orders 
into December, 

* * * 

Two Philadelphia Ford dealers 

said business has not matched 
last year, but both blamed the 
Ford strike and the resulting short- 
age of cars. One, who noted a trend 
toward the Galaxie 500, said he an- 
ticipated “at least” a 20-percent in- 
crease in sales within the next four 
months. 

Samuel F. McMahon, sales 
manager for Litsinger Motors, 
Chicago Ford dealership, termed 
Galaxie 500 his sales leader with 
Falcon a close second. 

McMahon said he is selling a 
Thunderbird daily. 

“As soon as we get delivery, the 
buyer is waiting,” he said. 

* Eg ok 


RT ENGLANDER SR., Cleve- 

land Rambler dealer, reported 
“sales up for November and De- 
cember looks like an active month. 
Classic is a hot seller.” 

Philadelphia Rambler dealers re- 
ported sales are high for the area, 
but that most of the business is 
being done by suburban outlets. 

In St. Louis, Hegeman Motors 
noted that the Classic was out- 
distancing other Rambler models 
and that “the future appears to 
be excellent.” 

Paul E. Fournier, E. P. Fournier, 
Inc., Providence Rambler dealer, 
reported the best October in the 
firm’s history and saw a cheery 
outlook for compacts. 

* * * 

OUIS NEWMAN, for 35 years a 

-4 Cleveland Pontiac salesman 
said it is hard to pinpoint the best 
sellers. “The entire line seems to be 
better exposed to customer reac- 
tion. We’ve got a better car this 
year and we’ll have a good year.” 

Vincel Pontiac, St. Louis, re- 
ported, “The entire Bonneville 
line is selling well and Tempest 
is going great guns.” 

A Cleveland Oldsmobile dealer, 
A. D. Pelunis, said his sales are 
running high and added: “The re- 
turn to the big car and the thin- 
ning out of the medium-price ranks 
leaves Oldsmobile in an excellent 
position. Convertibles are moving 
well.” 

In Atlanta, John O. Mitchell, 
Mitchell Motors, Inc., says the most 
expensive Oldsmobiles are moving 
best. 


* * * 


N ST. LOUIS, a Kuhs Buick 
spokesman said the bigger cars 








Yule Theme— 


The 700 Dodge dealers in the central 
area are tying in promotion of the red- 
and-white Sweptline half-ton pickup with 
the Christmas season. Truck operators who 
take demonstration rides are being offered 
prizes, including Christmas trees. Here, 
one of the trucks is “trimmed” by D. R. 
Crandall, left, director of truck marketing, 
and A. G. Kirchner jr., central area sales 
manager. 


~~ 
are moving well. “The LeSabre jg 
hotter than anything else,” he saiq 

“In demand are the two-door ang 
four-door hardtops and four-doo; 
sedan. The minute we get them, out 
they go—boom!” 

Officials of Whitaker Buick, Ine, 
Billings, said the popularity of the 
Skylark is even surprising the dea]. 
ers. “We have sold a lot more thap 
we expected to,” a spokesman saiq, 

* * * 


Anon NELSON, Nolap. 
Brown Cadillac, Miami, said his 
firm delivered 152 units in Novem. 
ber, 50 of which were to rentg| 
companies. He said profits were 
satisfactory and that prospects are 
bright for an exceptional year, 

In Philadelphia, Irving Kasa- 
now, sales manager of Platcher 
Cadillac and Oldsmobile, said 
Cadillac’s new four-window mod- 
els are very popular. 

A Seattle Lincoln-Mercury deale: 
reported that while his Monterey 
sales are holding steady, Comet ij 
up 12 percent and Continental 2} 
percent. He added that the Meteor 
drew four orders the first day it 
was displayed. 

* 


e *% | 


ALAEN MOTORS (LincolIn. 
Mercury-Comet), Cleveland, re. 
ported slow sales, with Comet the 
“bread-and-butter” car. Lincoln 
sales were reported average while 
Mercury and Meteor have elicited 
interest, but buying is cautious. 

Charles B. Whitaker, genera] 
manager of Litsinger Lincoln-Mer. 
cury, Chicago, said, “The Continen- 
tal is a strong leader, showing a 
100 percent improvement over last 
year.” 

In Miami, Pete Schaeffer, head 
of Gables Lincoln-Mercury, said 
his firm had an exceptionally good 
November, although hampered by 
a shortage of stock. 

“But we’re making some money, 
which, after all, is the answer,” he 
said. 





* * * 


A CHICAGO Chrysler-Plymouth 
dealer, Howard Motors, Inc. 
reported sales of the Newport are 
way ahead of last year, but Plym- 
outh was not moving as well as had 
been expected. 

In Miami, Andy Williams said 
“November was an excellent month 
for us. We sold about 35 percent 
Valiants, an equal number of Plym: 
ouths and the other 30 percent 
Chryslers. Imperials and the New 
Yorker are hot cars right now.” 

In Atlanta, DeKalb Motor Co. 
reported it sold twice as many 
Plymouths and Valiants as 
Chryslers. November sales were 
slow, but many customers placed 
orders to be filled after Jan. 1. 

In St. Louis, Bob Keenan, gen: 
eral manager of Pardue Motor Co, 
said: “Valiant is selling very well 
and Plymouth is starting to opel 
up. Reception has been very goo 
for the Fury and the whole Chrys? 
ler line, especially the Newport, 30¢ 
and New Yorker.” e 

oe * ES * 
RE CLAND DODGE, Billings, said 
the Polara two-door hardtop 
with bucket seats is its hottest 
model. The 440 wagons and sedan 
are also moving well. Lancer is 
selling at about the same rate as 
last year. 

Philadelphia Dodge dealers re- 
ported slow sales and some felt 
the new line was slow to catch on 
with the public, but is beginning 
te pick up. 

Dodge dealers in Boston said 
sales were slow, but expected things! 


|| to pick up. They blamed the lull on’ 


the timing of the Dart promotional 
campaign, which they said came 
too late. 


* * * 
EN LINDENBUSCH, INC. (Stu- 
debaker), St. Louis, reported 


good sales with deluxe sedans and 
the Daytona hardtop leading the 
way. 

In Houston, a spokesman for Bill 
Lee Motors said the Hawk was 
building interest and volume in the 
Studebaker line. 

“The Hawk is bringing in new 
blood,” he said. “Sales are better 
than they were last year.” 

All in all, most of the dealers sur- 
veyed felt that the high sales of 
November and December were 4n 
omen of things to come and that 
the profit outlook is good, Quite a 
few were very optimistic, as was 
one Seattle Buick dealer who pro-} 
claimed: ; 

“It’s going to be a helluva big 
year!” 
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Romney AMC Role in Doubt; 
Weighs Governor Race 


Shipments to Canada Up... 


Exports Reach 1961 Peak 


were shipped abroad in Septem- 
ber, including 855 to Canada. 
* * * 

OWEVER, October new-car ex- 

ports fell below the comparable 
month’s totals of last year, when 
16,850 new cars were shipped, with 
3,035 ticketed to Canada. March had 
been the highest 1961 month for 
total exports and Canadian ship- 
ments prior to October. 

Shipments of new trucks and 
buses in October declined from 
both September and the same 
month a year ago, AMA reported. 




















A total of 14,223 commercial units 
was exported in October, compared 
with 17,266 in September and 14,496 
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deal. highest level of the year in 
a than getober, according to the Automo- 
n sald bile Manufacturers Assn. 
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aid his | tive News estimated, the United 
Novem. § States inventory of new imported 
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/cOoln (Continued from Page 3) 
while 
licited Fme—would be “in restraint of 
us. trade.” 
era] And finally, just a query— 
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in October, 1960. 

Despite the October surge, new- 
car exports for the year to date 
were below 1960 levels. The 10- 
month totals were 105,499 this 
year and 112,095 last year, a drop 
of 6% percent, with the Canada 
increment off from 19,769 to 11,- 
812. 

New-truck and bus exports for 
the 10-month period declined 9 
percent from 189,902 last year to 
172,633 this year. Canada ordered 
more commercial vehicles, however, 
raising its total from 3,447 to 5,315. 

Restoration of Volkswagen traffic 





Moore Bemoans 
Mortality Among 
Quality Dealers 


(Continued from Page 3) 
want to build volume and have it 
both ways. 

Any suggestion of trying to stop 
this dealer from using his “sales- 
nan” at the discount house might 
bw construed as an action in re- 
sraint of trade, the attorneys said. 
Briefly, this was the consensus 
dthe FTC attorneys: Let the auto 
manufacturer—who is required to 
siggest a price—be at perfect lib- 
uty to change that price. But let 
dalers acting jointly beware of 
dscussing prices lest they be 
thought of as conspiring to elimi- 
ute competition. 

Individual griping, thought one 
man, is part of the American way 
of life, but no agreements, please. 


good-faith law, he said, the manu- 
facturer lacks the power to “clean 
up” these situations. He referred in 
guarded words: to the Federal suits 
recently instituted in California 
when some manufacturers alleged- 
ly attempted to stop ruinous dis- 
count procedures. 

Moore said it is going to require 
more than Federal or state laws to 
“clean house.” 

He indicated that the dealers 
who desire to operate on a busi- 
nesslike basis will have to help 
clean up the situation, because 
too often unscrupulous concerns 
devise ways to flout the law. 
Moore believes some plan will 
have to be devised so the manufac- 
turer will have something to say 

about the type of firm that will sell 
and service his products. 

In repeated comments, Moore 
made it crystal clear that “NADA 
is dedicated to the survival of the 
franchise system if properly con- 
ducted.” He indicated the Task 
Force Committee is studying this 
angle with open minds, and added 
that “unless the public interest is 
served, nothing will save the fran- 
chise system.” 

“How are you going to compete 
with a hog-wild operator?” he 
asked. “If discount houses are per- 
missible, what about the franchis- 
ed dealer?” 

Moore noted some improvements 
in the retail picture as a result of 
factory moves made during 1961. 
“If these adjustments had been in 
effect during 1960, the average 
dealer profit would have been 1.3 
percent instead of one-half of one 
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immediate shipment! 


Order Today! 
by FAME NA | Percent,” he asserted. 
Ti (and pr ODUCTS He admonished the dealers to 
CXR OMAE-YLTMe teT ael PT be careful about anything you 


from West Germany offset dips by 
other European makes during Sep- 
tember, permitting the receipt of 
new imports on the whole to regis- 
ter a gain over August. The Sep- 
tember import of new cars totalled 
21,576, compared with 19,012 in 
August and 20,666 in September of 
last year. 
* * * 


vas daily U. S. sales rate of im- 
ports has been holding in excess 
of 1,200 cars through the fall 
months, while the daily influx of 
units for inventory has not reached 
the 1,000 mark for a year and a 
half. This slashed the national 
stockpile of imports to 39,000 as 
of Dec. 1, the equivalent of a 32- 
day supply. 

On Nov. 1, import distributors 
and dealers were carrying 44,500 
cars, rated at a 42-day supply. The 
average import dealer a year ago 
was in the 80-day and 90-day area, 
with national inventories near the 
95,000 mark. 

West Germany sent the U. S. 
15,007 new cars in September, com- 
pared to 9,469 in August. France 
shipped 3,073, off from 3,843; Great 
Britain, 1,914, off from 2,987; Swe- 
den, 832, off from 1,136; Italy, 630, 
off from 1,490, Japan, 88, up from 
18. 





DETROIT. — George Romney, 
who has postponed until Feb. 10 a 
formal decision on whether to run 
for Republican nomination for gov- 
ernor of Michigan, last week said 
it was not for him to determine 
how his possible candidacy would 
affect his relationship with Ameri- 
can Motors. 

Romney is president and chair- 
man of AMC. 

“What my status should be is ul- 
timately a matter for both personal 
consideration and determination by 
our board of directors on the basis 
of public and corporate interest,” 
Romney said at a press conference 
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become a candidate, he would con- 
tinue his AMC duties during the 
campaign and not resign unless he 
were elected next November. 


In what appeared to be a move 
to forestall conclusions that he was 
“bailing out” of the auto business, 
Romney told last week’s press con- 
ference that AMC is heading for an 
alltime record year in sales, that 
the firm is standing ready to boost 
capacity to a million units a year, 
that the compact field is continuing 
to grow and that he knows “of no 
company in the United States that 
has a more exciting outlook than 
American Motors.” 


here. 


Roy Abe man- 
AMC’s board meets two days 7 ah, ae 


ager, said retail sales for the De- 


prior to Romney’s self-declared 
deadline of Feb. 10. The board’s 
get-together comes a day after 
AMC’s annual stockholders’ meet- 
ing. 

Because Romney put the problem 
to the AMC board, political observ- 
ers interpreted his statement to 
mean that if Romney decides to 


"12-12" brings ‘em in 


cember quarter should reach 
119,000 units, “an annual rate of 
508,000 cars.” 

Romney said net sales for the six 
months ending next March 31 
should also set a record, exceeding 
the previous six-month high of $554 
million set in 1960. 








Turn the 12-month/12,000-mile guarantees into profits 
with modern service equipment. Most service and war- 
ranty jobs can be handled best with Rotary Lifts to get 
the car off the ground where mechanics can do their 
. and thus turn out more 


work faster, with less effort . 
jobs per day. 


Two efficient lifts—Rotary’s Two-Plunger Frame Pick- 
Up is the best lift made for general shop work. The open 
span between the runners offers accessibility to all parts. 
For lubrication, oil changes, brake work, muffler replace- 
ment and many similar jobs, the more economical Single- 
Plunger FP-46 Frame Lift is ideal. 


Both of these lifts have 


four ways to reach chassis support areas and raise the car 
safely. Dependable Rotary Airdraulic or Full-Hydraulic 
jack units, with the exclusive Hydra-Seal packing, give 


years of trouble-free service. 


“swinging arms” 


adjustable 







do in connection with price ad- 
justments, discounts or anything 
in this field.” 
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Stu- He cl d hi h with a fi 

rted "THE AUTOMOBILE DEALER” eiksulian tae “this 0 a seciendnibaies 
and By Martin H. Bur business” and that “1962 looks like 
the Fae a better year for the dealer.” 


Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 
profit formulas 
for every depart- 
ment of the retail 
automobile busi- 
less. Revised Third Edition, 320 
pages, $6.30 postpaid. 





Charles W. Wentworth jr. (Ram- 
bler), Oregon association president, 
presided at the meeting. Head table 
guests included Leon Titus, Wash- 
ington State NADA director; C. A. 
McRobert, Oregon NADA director; 
Jim Elam, newly elected manager 
of the Washington State Auto Deal- 
ers Assn., and Knute Qvale, presi- 
dent, Automobile Dealers Assn, of 
Portland. 

Wentworth said Oregon dealers 
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Opportune time—Modernize your shop facilities now, 
take advantage of the additional service jobs which the 
new, extended car guarantees will bring you. Mail cou- 
pon today for more information on these profit-making 
lifts and a copy of Rotary’s Auto Lift Selection Guide. 





Two Plunger 
Model FP-28 


Single Plunger 
Model FP-46 
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are being asked to vote by mail on 
Sunday-closing legislation and the 
guaranteed-warranty used-car pro- 
gram. He said 83 percent of the 
ballots returned to date are in 
favor of Sunday-closing legislation. 


Order Now From 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 











AUTO LIFTS 


JED) 


Memphis, Tenn. * Madison, Ind. 


First name in oil-hydraulic auto lifts — passenger 
and freight elevators — industrial lifting devices 


DOVER CORPORATION, 


-—eo- ee > +> >>> 4 


Dover CorporaTIon, Rotary Lirt Division 
1124 Kansas, Memphis 2, Tenn. 


Please send information on Rotary Frame Lifts and your 
Auto Lift Selection Guide to: 


Name 





ROTARY LIFT DIVISION 


¢ Chatham, Ontario 


Company. 
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' By Gordon McCaffrey 
Staff Correspondent 


TORONTO. — Banner Discount 
Department Store in Stoney Creek, 
near Hamilton, has entered the 
auto-retail business again. Two 
Studebaker - Packard dealers have 
made a joint deal to supply new 
cars to the store. 

Last month the store sparked a 
controversy by showing new Cana- 
dian Fords supplied by Eastgate 
Motors, Stoney Creek. A visit by a 
Ford of Canada official halted the 
setup. 

But this new deal has the 
blessing of Studebaker - Packard 
of Canada. President Gordon 
Grundy said: “This is a good ag- 
gressive move by the dealers. As 
long as service and parts require- 





Obituaries 


Sidney Corbett, 70, 
Chevy Truck Pioneer 


DETROIT. — Sidney Corbett, 70, 
Chevrolet’s first truck sales man- 
ager, died at a Detroit hospital 
Nov. 30. He was one of the “Her- 
cules Body Gang” which prompted 
Chevrolet to buy that leading body 
and truck equipment firm to get the 
men who had taken the Indian- 
apolis firm to the top in its field. 

Mr. Corbett is credited with sug- 
gesting that bodies and all other 
truck equipment be sold by the 
truck dealer. ! 

He became paralyzed shortly 
after joining Chevrolet and became 
an author and the developer, with 
his wife, Lucy, of recipes for gour- 
mets. In later years he was best 
remembered as the author of “The 
Cruise of the Gull Flight.” 

ok * * 


Elmer C. Johnson, 67; 


Veteran Dealer on Coast 


SANTA BARBARA, Calif. — 
Elmer C. Johnson, 67, dean of auto 
dealers here, died Dec. 1 in a Pasa- 
dena hospital after a brief illness. 


Moving to California from Colo- 
rado in 1913, he started Johnson’s 
Garage. This establishment fea- 
tured 24-hour service, never closing 
its doors for 22 years. In 1942, he 
established the present firm of 
Johnson Motor Sales (Lark-Merce- 
des-Benz-Renault-Peugeot). 

* * * 
Alfred Paglia 

SYRACUSE.—Alfred Paglia, 45, owner 
of Paglia Pontiac Sales and Service, Liver- 
pool, N. Y., died Nov. 30, He was a car 
dealer for the last 20 years and was a 
member and director of the Syracuse Auto- 
mobile Dealers Assn, #: 

* oF * 
Murton A, Stewart 
SAN FRANCISCO.—Murton A. Stewart, 


a Chevrolet dealer, died Nov. 23 at his 
home in Berkeley. Burial was in Lindsay, 



























Ont. 
+ * * 
J. Russell Upson 
ELKHART, Ind, — Services were held 
Dec. 4 for J. Russell Upson, founder of 


Russ Upson Co., Inc. and in the automo- 
tive field since 1912. He retired in 1957 
and had been an International Harvester 
Co. dealer since 1937. 

ck * 


Hugh Williams Sr. 
MAYFIELD, Ky.—Hugh Williams sr., 
79, a Ford dealer here for 42 years before 
retiring in 1957, died Nov. 18. 
* * * 


E. V. McLemore 
BLYTHEVILLE, Ark.—E. V, McLemore, 
52, owner of McLemore Auto Sales Co. 
here, died Nov. 24. 
* * * 


Carl W. Francis II 
LOS ANGELES.—Carl W. Francis II, 53, 
manager of the Hearst Advertising Service 
here, was killed in a head-on auto collision 


Nov. 29. 
o* ae * 
Clyde E. Ramey 
LOMBARD, Ill.—Clyde E, Ramey, 61, 


district manager for Glenn Mitchell Colli- 
sion Estimator, Inc,., died in his home here 
Nov. 13 after a heart attack. Mr, Ramey 
spent over 30 years in the technical pub- 
lications area of the automotive aftermar- 


ket. 
* * * 


Fred H. Klein 

DETROIT.—Fred H, Klein, 83, one of 
the first mechanics to work for auto pio- 
neer Charles F. Kettering, died Dec, 1 at 
his home here of a heart attack. Mr. Klein 
was part of Mr. Kettering’s Barnloft Gang 
in Dayton when the self starter was being 
developed. Mr. Klein retired from General 
Motors’ Research Laboratories in 1952. 


* ca a 
Samuel S. Dick Jr. 
POLAND, O.—Samuel S, Dick jr., for- 
mer automobile dealer, died Nov, 23 at 
the age of 30. 











2 Dealers Supplying Banner .. . 
Discounter Turns to S-P 





ments are met, we cannot com- 
plain.” 

Gulliver Motors and Humphreys 
Motors, Hamilton, have jointly 
leased space in the Banner store. 
Banner policy requires that the 
cars be sold with a take-it-or-leave- 
it price on the windshield. 

The store will take no tradeins, 
but will offer credit and finance 
facilities. Banner will get a flat 
$35 commission on each car, re- 
gardless of its price. 

The store says it can break even 
on the floor space allotted if sales 
reach 150 cars a year. But Banner 
President Morry Wingold says 3,000 
sales a year are possible. 

The dealers expect to make a 
profit on volume sales, even 
though their markup will be low. 
They feel they will get customers 
they wouldn’t normally get and 
regard the discount store as an 
extra showroom with _ higher- 
than-normal| traffic. 


To appeal to customers, Banner 
will sell the cars on a price basis. 
The dealers will handle service dur- 
ing warranty. 

A Deluxe two-door Lark with 
standard shift, license, heater, gas- 
oline and service warranty lists for 
$2,570. Banner’s price is $2,246. 

Buyers with tradeins will have 


L. A. Market Runs 
Reaction Gamut; 


Used Cars Lively 


(Continued from Page 4) 


the best grosses in five years, an- 

other that unit deliveries were up 

25 percent over 1960. In general, 

1959 and 1960 were on a par for 

Pontiac in California, with 1961 

dropping about 20 percent. 

Sport coupes are the hot items 
for Buick and Oldsmobile dealers, 
most of whom report good business. 
They are getting a lot of big stuff 
in as trades on the Special and 
F-85, with deliveries running a bit 
better than during similar periods 
of 1960. One dealer said, “Right 
now, nothing is collecting dust. 
We've never had our carrying 
charges so low since: General Mo- 
tors gave us 15-day deferred bill- 
ing.” 

“Our only problem,” said a Cad- 
illac dealer, “is the occasional 
person who does not want air- 
conditioning.” Dealers report 
Sales solid, with more cars com- 
ing into California as the result 
of increased factory allocations to 
the Los Angeles area. Hottest 
models are the Coupe de Ville and 
four-window Sedan de Ville. 

One Studebaker dealer reported 
his stripped models were moving 
best, another said only the Daytona 
was hot. No matter where, the 
Hawk is drawing attention to S-P 
outlets. Though Lark sales are 
small numerically, the percentage 
increases reported by dealers range 
from “25 percent” to “300 percent.” 

Here’s what they have to say 
about the future. 

“It’s improving all the time. With 
inflation and defense contracts com- 
ing to the coast, we'll have a 
chance to make a dollar.” (Stude- 
baker dealer.) 

“In my opinion this could be the 
finest year we’ve ever seen. The 
feeling is excellent.” (Buick dealer.) 

“I think it’s a real deep mar- 
ket. Our action is steady and the 
bloom’s not yet off our line. We’re 
holding the best grosses in five 
years.” (Pontiac dealer.) 

“T’ve not seen the market this 
bright for years. Credit terms are 
not as loose as in 1955 and the 
used-car market is strong. We've 
a good solid foundation on which 
to build what may be a better year 
than 1955.” (Chevrolet dealer.) 

“IT don’t see how it can change 
much. There’s little increase in de- 
fense spending and no inflation. We 
won’t have much improvement un- 
less something happens to put us 
back on the plateau.” (Dodge 
dealer.) 

“It’s going to be a seller’s year. 
We can make good money by 
watching the loose ends, for though 
our volume has changed little, 
profits are up.” (Ford dealer.) 
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to make separate transactions, Gul- 
liver and Humphreys will have 
used-car buyers at the store and 
other used-car dealers will be al- 
lowed to purchase tradeins. 

Wingold said he felt that custom- 
ers never know the price of a new 
car because “dealers can give 
whatever they feel like” for trade- 
ins. 

“At our showroom, the customer 
will always know the actual price 
of a new car.” . 

Toronto dealers apparently felt 

the setup wouldn’t put much of a 
























HELP WANTED 


FOREIGN 
ASSIGNMENT 


Automotive District 
Sales Managers 









Automotive Service 
Manager 


(Latin America) 


Our client is interested in hiring imme- 
diately, automotive district managers 
with domestic automotive experience, 
retail and wholesale (manufacturer 
level). 


To qualify you must have been on an 
automotive manufacturer's payroll. Ages 
open to 60. No foreign language neces- 
sary, although obviously beneficial. Mar- 
ital status immaterial with exception of 
large families. Our client would offer 
@ two year renewable contract at a 
salary level to $15,000, with opportu- 
nity to accumulate substantial savings 
from tax exemption and fringe benefits, 
plus moving and relocation allowance. 
If interested and qualified, send work 
history and personal information to: 
R. G. Hudson, RAY E. HIBBS & ASSOCI- 
ATES, INC., Executive Search Division, 
850 Euclid Ave., Cleveland 14, Ohio. 


Employes of our client know of this ad. 
Confidential follow-up will be made im- 
mediately by telephone for qualified 
candidates to arrange for interview. 





















SERVICE MANAGER — high earnings in 
new, modern facilities for the man who 
will take charge and promote a service 
potential of $15,000 monthly, Must be top 
man capable of assuming full responsi- 


Write Box 
Detroit 7. 


bilities. Replies confidential. 
3001, c/o Automotive News, 


AUTOMOBILE ADVERTISING CONCERN 
has several territories open for success- 
ful Sales Plan, Fast-selling and steady 
repeat orders, good income from com- 
missions. Box 3007, c/o Automotive 
News, .Detroit 7. 





USED CAR MANAGER 
Franchised Automobile Dealership 


For a large multiple-branch dealership lo- 
cated in Eastern metropolitan market. Se- 
lected man must be capable of developing 
and coordinating retail used car sales. In 
addition must have the ability to cultivate 
wholesale outlets to handle large fleet 
trades expeditiously. Substantial base sal- 
ary and incentive will provide potential 
earnings well over $18,000 annually. All 
replies will be kept in strict confidence. 
Please submit complete employment rec- 
ords including results obtained, personal 
data, salary requirements and availability. 
Must be willing to relocate. Box 2979, </o 
Automotive News, Detroit 7. 





WANTED — SERVICE MANAGER. Cus- 
tomer labor $7,500 to $9,000. Need ex- 
perienced man with ability to supervise 
entire service operation. Very good sal- 
ary, fringe benefits and incentive plan. 
Necessary to have proven record, Ted 
Caffey Chevrolet, Sault Ste. Marie, Mich- 
igan, MElrose 2-9996. 


AN EXCEPTIONAL 
OPPORTUNITY 


Sales manager with general sales man- 
ager potential. Must be a man of high 
calibre who is ambitious to get ahead 
and can field a strong efficient sales 


Capable of selling a 
1,350 new units annually. 
particular 


organization. 
minimum of 
An_ association with this 
large Ford dealership offers sound 
future opportunity as well as sub- 
stantial earnings now. Will be located 
in Pittsburgh, Pa. territory. This posi- 
tion must be filled by Dec. 31, 1961. 
Box - c/o Automotive News, De- 
troit 7. 



















dent in the sales of other Hamil- 
ton-area dealers. 

Hugh Macauley, York Mills Pon- 
tiac-Buick, said: “The markup in 
metropolitan markets is so low, 
you put another man in the picture 
and there isn’t enough profit to go 
around, Or the customers won’t get 
the service they require.” 

Ed Mirvish, who operates Honest 
Ed’s a Toronto discount store, said: 
“T don’t think it’s going to come 
to anything. Selling cars is too 
much a service business and a dis- 
count store shouldn’t get involved 
with personal selling and service.” 








HELP WANTED 


CAN YOU TOP 
$35,000 PER YEAR 
MR. SALES MANAGER? 


Our sales manager earned $35,000 in one 
year on a salary and bonus basis after 
being here only one and a half years. This 
can proved. Our operation requires a 
POWERFUL CLOSER. 

We have been on the same corner for 30 
years, very prosperous and finance 75% 
of ovr own paper. Cars handled are the 
complete Rambler line and English Fords. 
You must be 35-40 years of age, excellent 
health, good personal habits, sober, and a 
terrific closer. Our salesmen are not allow- 
ed to close deals. Starting salary $12,000 
per year plus big bonus. You must be an 
excellent closer otherwise do not apply. 
Write resume of experience to: SOUTHERN 
MOTORS, 301 E. Broughton St., Savannah, 
Ga. Attention Julius Kaminsky, President. 
Tel.: ADams 4-3478. 






























MANUFACTURERS’ REPRESENTATIVES 
—Product: EX-7 waterless handcleaner 
in aerosol can. Goes three times as far 
as paste cleaners, Most territories now 
open for the automotive field. Immediate 
appointments being made, Write giving 
full details of your sales operation. 
MADCO, Chicago 54, Illinois. 











NEW YORK — DETROIT 
TWO EXPERIENCED MEN 


with major automotive sales background. 
Must be regional management caliber or 
better, to manage new car dealers in Mid- 
west region (Detroit hdqts.) and New York 
region (New York hdafts.). Prefer men with 
experience and knowledge of these mar- 
kets and presently residing in the head- 
quarters areas outlined above. Submit de- 
tailed resume and snapshot. All replies 
confidential. Box 3012, c/o Automotive 
News, Detroit 7. 








BOOKKEEPER-ACCOUNTING MANAGER 
for dealership handling one of GM’s lead- 
ing cars, operating town of 15,000 pop- 
ulation, central Indiana. Would prefer 
man under 30 years-of-age, however, 
would consider female. We would ap- 
preciate photo, experience and salary 
expected in your reply to this ad. Box 
3006, c/o Automotive News, Detroit 7. 





General Sales Manager 
Automobile Dealership 


For a large multiple-branch Ford dealership 
located in Eastern metropolitan market. Se- 
lected man must have background of suc- 
cessful automobile retail and fleet sales 
experience and be capable of developing 
and directing large sales organization. Sub- 
stantial base salary and incentive will pro- 
vide potential earnings well over $25,000 
annually with splendid opportunity to ulti- 
mately acquire own dealership. All replies 
will be kept in strict confidence. Please 
submit complete employment records in- 
cluding results obtained, personal data, sal- 
ary requirements and availability. Must be 
willing to relocate. Box 2978, c/o Automo- 
tive News, Detroit 7. 





BUSINESS MANAGER - CONTROLLER. 
One of New York state’s Jargest auto- 
mobile dealers has opening in one of its 
dealerships for a young, energetic man 
experienced in automotive accounting and 
business management. Unlimited oppor- 
tunity for top earnings and advancement 
is afforded to the individual who can 
qualify. Please submit complete résumé 
including salary requirements and earliest 
availability. Replies strictly confidential. 
Write: Squire Management Corp., 1501 
Kensington Ave., Buffalo 15, New York. 
Attn: Don Kane, Personnel Director. 


GENERAL MANAGER—“Big 3’’ experi- 
ence preferred. Must have solid business, 
merchandising and sales background. 
Outstanding opportunity for aggressive, 
ambitious man of ACTION. We control 
several dealerships that vary in size. 
Buy-out opportunity possible depending 
upon performance. Submit résumé. Box 
2988, c/o Automotive News, Detroit 7. 





| Kansas Gives Tax Rule 
| On Auto Dealerships 


partners owning auto deal -TShips 
must prove payment of persona] 
property as well as dealership Prop. 
erty taxes before the state wij 
renew their dealers’ license pla 

Attorney General William M, Fer. 


guson has ruled. 
partnerships do not have a lega 


existence apart from the various 
partners, as in some states. 


GENERAL MANAGER — Previous 


Selected applicant must have retail automo 
bile dealership management experience with 


the right man a real challenge, with excellent 
earning power 


with results obtained and commercial refer 
ences to Box 2987, c/o Automotive News, 


fidence. 


WANTED—SERVICE MANAGER Chevro- 


SERVICE MANAGER for new, moder 


- 


ten, 






TOPEKA, Kans.—Individuals ang 












He said that under Kansas law 


















HELP WANTED 


SALES MANAGERS (2) — Chevrolet — 
Southern California, One new car man 
ager, one used car manager; 100 new 
cars, 125 used cars per month. Must bh 
top closers, able to inspire men to work, 
and handle firmly 20 new car and 1) 
used car men. Terrific present and futurn 
for right men, Send qualifications ani 
photo, if possible. M. J, Peterson, P, 0, 
Box 2115, Inglewood, California. 







































sales 
and management experience with success. 
ful background, Ford dealership in Mid 
dlewest, 85,000 population, potential 50) 
cars, 150 trucks, 61 employes, 87% serv- 
ice absorption, Desire family man with 
desire to make money, Salary, percentage 
of profits. A real opportunity for perma- 
nent position. All applications confiden- 9} 
tial. Box 3010, c/o Automotive News, 
Detroit 7. 
































GENERAL MANAGER 


Metropolitan Automobile Dealership 








proven ability to direct all phases of a vo! 
ume operation profitably. This position afford 








and unlimited opportunity. 
Substantial base salary and bonus arrange 
ment will provide potential earnings ove 
$50,000 annually. Must be willing to relocate. 
Please submit complete employment record 


















Detroit 7. Applications held in strict com 













let dealership in eastern North Carolina. 
$7,200 minimum salary plus commission, 
demonstrator and fringe benefits. We are 
interested in a man who can hire and 
train men and manage a service depart: 
ment which will produce a profit. Expe 
rience and proven ahility mandatory. 
Reply Box 3002, c/o Automotive News 
Detroit 7. 













Buick dual operation, GM _ experienct 
preferred. New Jersey area. Box 3008 
c/o Automotive News, Detroit 7. 
























MANAGER—Looking for a future—Ford 
dealership. Age 40, prefer Southern Cali- 
fornia-Phoenix area, Fifteen years with 
same dealer; truck manager (super 
duty), new and used car manager; top 
hatter, Ford merchandising school. Plenty 
of references from top Ford officials. A 
righthand man who will take an interest 
in your dealership. Box 2994, c/o Auto- 
motive News, Detroit 7. i 

AUTOMOTIVE CONSULTANT, service spe- 
cialist. Will render short term service on 
fee basis or accept long term position on 
salary plus arrangement, Travel or re- 
locate, Write Box 2995, c/o Automotive 
News, Detroit 7. 


MANAGEMENT TEAM AVAILABLE, An 
experienced team of department man- 
agers for sales, parts, service and busi- 
ness is available to organize and operate 
your dealership. This young, energetic 
team has a proven record of operation 
in a profitable Canadian dealership, han- 
dling in excess of 1,200 new cars per 
year. Inquiries in confidence to Box 2996, 
c/o Automotive News, Detroit 7. 

GENERAL MANAGER or genera! sales 
manager, 18 years’ experience, Age 38, 
have proven record in sales and general 
management, 300 car potential, Desire 
connection with larger dealer, Prefer 
Western U. S. Box 3011, c/o Automotive 
News, Detroit 7. 


GENERAL OR SALES MANAGER. Let 
me double your sales, profit with less 
manpower. Top honors Oldsmobile, Nash- 
Rambler—state, national—over a period 
of years, Fast closer, know appraising. 
Glenn Peck, Box 852, Fort Worth, Texas. 
PE 2-0624. 
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DEALER SERVICES | 






MISCELLANEOUS 
APRIL PCE LEAT 


WHY SETTLE FOR LESS... 


POSITION WANTED - 


HELP? Two aggressive men, who 
work together as general and used 
iwnagers, experienced in all phases 
eration including wholesale, retail, 


CARS FOR SALE SHOP EQUIPMENT FOR SALE 


PUBLIC 

















! 
1962 Auto Costs! Ample Supply of 




















































grvece a nd closing deals profitably. ‘ ‘ \ 
TShips | sma dealership will be considered. Your Discover how much your Deal scars really No Other Tow Bar 
, y tion can be operating at a profit. | cost. The book, "AUTO COSTS," gives you c Th 
TSOna] § Pe ‘s ot ‘ : an Give You These 
Can relocate immediately. Best refer- | the factory invoice prices of all 1962 American Outstandi Enai i Saat 
’ Prop. Fence —_ 2999, c/o Automotive News, | cars, 25 foreign cars, 4 American trucks, and AUC l ION utstanding Engineering Features 
e wil] Det: it_¢. a all their equipment. Used by dealers and 
Plates, GRV! -E en ee aa meee alee : an banks nationwide. Order your '62 edition Pi eye hing one 
. Fer. § level executive with te years successtu! | today for only $10—three year subscription $18 ? 
= me: euion ak on Sppnanive, {including all supplements). Shop and office equipment, tools, TO Scasaer can BUMPERS 
ass P 5 ; 
ve-minded dealer. Box 2997, c/o tehi ts, . . t, 
S law, .: e otiee News, Detroit 7. AUTO COSTS, hear ee Company, CARS parts, garage service equipmen * 
legal agro FINANCE MAN, thoroughly checked mar ay parts bins. 
aa ra mn credit desk and internal office p *CADALLOY STEEL CAST 
operations, desires position — Southwest 1961 = 1960 ae 1959 
et rred, Will also consider position with | DEALERS, FINANCE FIRMS, BANKS: wu um YOKES WITH HEAVY DUT Y 
large ae ce —_ os Send your SKIP problems to Home De- MOST MAKES TUBULAR STEEL "V 
uplete resume on request. OX 5, tective Co., Inc., B 862, G bi & 
fo Automotive News, Detroit 7. North Carolina - Direet phone: 1-818. SECTIONS TO RESIST 
ViCE MANAGER, age 44, married, BR22034. Write for listing forms. 40 
Se onty years’ experience, factory train- brea = ee eae = — Thurs., Dec. 14th seunioer & S eae 
‘ed General Motors and Ford. Now em- state and abroad. America’s Premier p 
Moved. Desire to relocate in Florida. Bulletins free upon request, Fast daily 10:00 A.M. until sold adalloy Stee as ngs 
References. Box 3009, c/o Automotive service Fort Bragg, Cherry Point, Camp CHEVROLET Minimum Yield Point: 
“News, Detroit 7. es from customers 46,000 Lbs. Per Square Inch 
S MANAGER—I have 20 years’ ex- ruout U.S.A. B'way & 133rd St., N. Y. C. ° 
’ lence as a successful new and used | — y 7 Ringle Motor Sales ca 
‘gar sales manager and owner of used car CARS FOR SALE Ed Hogan AD 4-6000 UNIVERSAL SWIVEL ACTION 


435 W. Main St. 
Fort Wayne, Indiana 


(former Rambler dealer) 


‘operation. Want opportunity to put my 
“gbility to work. Need $20,000 per year. 
JF ocan earn my paycheck, Box 2917, 
| ¢/o Automotive News, Detroit 7. 

INERAL OR SALES MANAGER, 20 
Hyears’ experience Ford 











ON COUPLERS FUNCTIONS 

IN UNISON WITH SPRING 

SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 





1956 MARK II LINCOLN CONTINENTAL, 
one owner. Black finish, 42,000 miles, 
mint condition, Selling price $4,900. This 
car just like brand new. Contact Thomas 





IMPORTANT NOTICE 


Dealers are cautioned that before 


Chevrolet and 
Sale conducted by the Montpelier Auto 


"dealers. New England location preferred. purchasing an i > 

: : > y import automobiles Murph Li in ~ 0 ileal 640 

Available after December 15, Excellent or trucks, they should be sure to Glen iit Giaeha pan a S iieas: Auction Co. of Montpelier, Ohio. TOWING. 
dealer, factory references. Box 2989, c/o check the seller as to what, if any, RX 3-2581. Pow tas 5 


Automotive News, Detroit 7. 


MOLKSWAGEN SERVICE MANAGER — 
Associated with car for eight years. 
Fully experienced in all phases of service 
department procedure and actual repair. 
Married; will locate anywhere in country 
for right position, References upon re- 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 


excise taxes and duties have 
been paid on the vehicles. 


not 





Contact for open sale dates. 





"62 


FOR SALE: 5 used Weaver lifts with new 
re-installation kits; Aro grease rack 

















“ORIGINAL YELLOW BRAKE BAR” 


quest. Box 2990, c/o Automotive News, VOLKSWAGENS equipment — 6 Hy-boys and pumps, 8 CAUSE PREMATURE WEAR 
net ta Detroit 7. overhead reels. Perfect condition. Vaughn e 

BUSINESS MANAGER, well qualified ac- & Braun, Inc., 655 Genesee St., Buffalo 
work, ¢ ati 

" countant by education and experience e ° ak, . &: 

ind 10M with large volume dealers. Can operate Fully Americanized WISOELLANEOUS THE SUPERIOR 
oa efficient office and handle responsibilities D li + + 

of business management. Box 2991, c/o eliver ‘o an or 
P.O Automotive News, Detroit 7. Y y P BLUE CHIP 





@FICE MANAGER, business manager, 








in U. S. A. 


TOW PILOT 


sala accountant, fifteen years’ auto experi- e * 
iccess. B ence, seeking large GM dealership where ll oma 1¢ ra In 
i I Ee SPECIAL PRICE " Wa 
e . a . 
al S@ne 95. ox 2915, c/o automotive News ON VOLUME ONLY BAR MANUFACTURED TODAY and Brake Cable 
1 with § Detroit 7. WITH THE UNIVERSAL $ 45 Dealers’ List Price, F.O.B. Factory. . . $69.80 
ii) iJ , . 
~ DEALERSHIPS AVAILABLE e akie Gaadas WOK - Dealers i a eer 17.45 
nfider- AGENCY HANDLING DODGE-DART, in- ne ; es os 5 lasee $52.3 





hip 

















dustrial town in south Jersey, population 
25,000. New, modern building less than 
two years old. Building and business for 
sale or will lease building. Illness forces 


ALL NATION'S 
TRADING CO. 


NEW ROADKING 


Standard Four Point Hookup $3950 


_Adapter Clamps 


Fed. Tax. Inc. 


sale, Purchaser must have factory ap- ith Regular Draw Beam 
proval. Box 2992, c/o Automotive News, Gabearenl Givtet Adlon Bar THE FAMOUS 
Detroit _7. 10 Fenton Drive Millburn, N. J. COMPLETE WITH ADJUST- MOTO-MATIC 





FANDLING RAMBLER, 20,000 trade area, 
100 new cars per year. Reasonably 
priced, good lease and wonderful facili- 
ties. Located in strongly industrial N.W. 
Ohio. Write Box 2993, c/o Automotive 
News, Detroit 7. 


ONTARIO DEALERSHIP IN 


body shop, etc. in top location, and used 
car operation with up-to-date offices, etc. 
Operation established and proven profit- 
able for many years, Will negotiate re: 
Lease or purchase. Reply to Box 3003, 











cars! 


you need ‘em 


HER 








Phone: ESsex 2-1286 


CARS WANTED 


Summerville, Georgia. Call: 857-1491. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 








ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG 


$550 


fart, $45 


State Tri-Bar 
* SPECIAL, 3 FOR $100.00 


NOW AVAILABLE! BERLUTI GEE HOOK- 





TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


NUTHERN _______CARS WANTED _—Sss— 
i a ASSOCIATED SOUTHERN BUYERS will Dealers’ List F.O.B. Factory ................ $59.80 

300,000 TRADING AREA handling pop ealers ist F.O.B. Fa y 

ular domestic line and several major im- ped for cash, $100,000 = 7. os TRAIL KING Dealers’ 25% Discount ...........:-:0+0+++ 14.95 

port lines; 1,200 new and used volume oe Seer sag eeeOnes ane Dealers’ Net with 4 

with all franchises exclusive in area. capital, expert appraisal, efficient trans- BALL BAR Standard plus 2 Large $44.85 

Large, modern, fully equipped premises, portation. Southern Buyers, Box 165, Compac-Tow Intra- Adapter Clamps Fed. Tax. Inc. 


"ON THE BALL" 


c/o Automotive News, Detroit 7. ration, 1812 South Andrews Ave., Fort w & TOW BY LOT 
Lauderdale, Florida, JA 2-7491. wae $1495 
NSU PRINZ and SPORT PRINZ PARTS Any Tow Bar to Fit 12 * 
leVro- DEALERSHIP HANDLING 7 ‘ and accessories. Contact nearest distrib- All 2” Ball Hitches ONLY with Cadalloy Steel Safety Coupler 
olina s utor or national parts center: Ludwig | conving Ba $2.00 & $2.95 Dealers’ List F.O.B. Factory ................ $51.00 
ssion, GENERAL MOTORS Motor Corp., 421 E, 91st St., New York SAFETY CHAINS ee ae $2.95 || Dealers’ 25% Discount .......-.--------..- 12.75 
e an 28. TRafalgar 6-7010 (sole U. S. import- y vee : Dealers’ Net with 2 $38 25 
an hs Wieeeah Matalin ed for NSU cars and parts: Transcon- Our Dealers’ Net F.O.B. Factory Prices §| standard plus 2 Large e 
_s tinental Motors, Inc., 230 Park Ave., Include Federal Excise Tax Adapter Clamps Fed. Tax. Inc. 
on Medium size, showing excellent profits. Owner i New York 17. MUrray Hill 9-2710.) 
Jews | Wishes to purchase larger dealership. Apply All in top shape, clean LLOYD PARTS—complete stock, Prompt Tow Bar Sales Co. 
i i shipment. Greene County Motors, Cat- 
od tb Box 3004, c/o Automotive News, Detroit 7. and sharp — real bell skill, New York. Phone: 2000. Exclusive Factory  Distributors— Substantial Discounts 
R ' — . S. A. and Export ° e 
feng AUTO-TRUCK AGENCY, dealership han- ringers! Chevys, Fords, PARTS WANTED DE 2-0700 AN 3-8888 Nites: BA 1-8717 To Distributors 
; dling Buick, Pontiac, Rambler automo- + OBSOLETE AND SURPLUS genuine Ford 

biles and International truck, western Plymouths, Buicks, auto and truck parts, 1928 to 1955, large Call Collect oo bikes Write for Illustrated Catalog 

ee sete et, Nema se Cadillacs, Pontiacs. tree, “Broker, P.O. Box, 242," Rome, || 40 So. Clinton St., Chicago 6, 1.J| PILOT DISTRIBUTING CO. 

building for lease, located on a main Sedans hardtops Georgia. Phone: 404-232-8336. Factory Sales Division 

travelled highway—for a No. 1 truck ’ ps, a Geeae a a ad 

stop. Volume extremely heavy in sales ANTIQUE, CLASSICO CARS FOR SALE BATTLE CREEK 9, MICH. 





and service, Purchaser must have fac- 





























wagons and converts! 











’26 MODEL CHEVROLET FIRE TRUCK, 




















Phone WO 2-5257 All Depts. 











ee en A. P. Goltl, complete equipment. Needs mechanical SEE PAGE 64 o1 in the Indust 
ae te , : : reconditioning. Call or write: Horner ° 
IEALERSHIP NOW HANDLING FORD, You name it, we’ve got Motor Co., Inc., Teal Road, Lafayette, for the nation's oon 1939" ustry 
potential 153 units, Will sell building. : : ° Indiana, 
Good location northern Indiana town. it—in fast-selling colors TOP AUTO AUCTIONS 
Health and age reason for selling. Will e ° ‘ARR Gang aa rt SmI: 
sacrifice. Box 2982, c/o Automotive News, — equipped with power 
Detroit Ms : Re ee eee ee ee ee ee ee ee ee 
steering R & H, auto- | l 
Ford DEALERSHIPS WANTED ° . e 
Call- : = = matic transmission, 1928 e a | 
wi 
. AUTOMOBILE many with power pice vcsirall iIWEW OUDSCr iption raer: 
0. 
enty brakes — the works! 2-DOOR | | 
3. A DEALER ‘ : 
rest fl. ? ; | Send Automotive News to Address Below | 
uto- g¥ishes to buy good, profitable dealership, 1960 and ’61 models Completely restored. 45,000 actual miles. | : | 
medium size. Will consider any location. : : U. 33; Canada and U. S. Possessions 
seated ° Mechanically perfect. A trophy winner! | | | 
we Apply Box 3005, c/o Automotive News, are now available at $1,500 | One Year $9 EJ or Two Years $16 C) | 
e Detroit 7. ‘ : 
A on — Hertz offices across BATES CHEVROLET CO.. INC | All Other Countries — One Year $13 [] or Two Years $22 [] | 
tive rae . % ali the n e a “| 
7 ae To aa ee en country 413 South Fourth, Springfield, Illinois | putenmnies sews. sas * | 
An buy-out basis. Outstanding record and Phone: 528-8461 | 9 ~ JEFFERSON, DETROIT 7, MICH. | 
han- references available. Box 3000, c/o Auto- { { 
sata motive News, Detroit 7. CALL | TO. | 
2 eR eon RR on aie ne eeeeeeee eee eeeeeeeee eeeeee eee eee eee eee eee eee eee ee eeeee eee 
yetic 7 7 SE RVICKRS 
oe THE HERTZ MANAGER saieaes peasant eel oh rr eee saw cubath erway rea aeace weiecee ia | 
1an- SERS eases aber cnn re RRR MERE SNS a 
06, TWO ESSENTIAL SERVICES IN YOUR CITY TODAY DISCOURAGED? B* cdapstewesgeutencdunasensacenacan chan Uecte sweceant eee 
—T- INVENTORY SERVICE or write: Don't give_up yet. A small ad in the ! SiGNE DENG 6 os oes cca senate ead ae ace seis ere Vere | 
38,) Parts, accessories and similar goods. Car Leasing Division Want Ad columns of Automotive News | City Sete | 
aral APPRAISAL SERVICE The. Hertz Corporation sik tile ek Viet Ok We | Mate a ae b ER 4:4 G56e MKAOE ORT AWE NO SA RCN OREM ER MEE sha pateus lee res | 
— ee eee ree 660 Madison Avenue part—or that experienced service || TRADE CONNECTION: | 
__] Reports, Tax, Banking and Insurance New York 21, N. Y. manager —or those used cars. y= oO Truck Dealer (J Manufacturer [1] | 
Let Write for f 
less “Hidden conte ‘Power booklet. Send your message across the nation Jobber [] Insurance [] Financial [J Supplier CT] 
iod | AUTOMOTIVE INVENTORY & APPRAISAL CO th h 
riod . rougn an 
i040. . . one a: FORiey CP aR. (ocis cas ote Gadd 0nbeb 40 e-¥ sameeeeve pera Peas caer tea 
ing. ee AUTOMOTIVE NEWS WANT AD || somata 
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LIMITED SLIP DIFFERENTIALS! 


O° million customers can’t be 
wrong! 

They paid a little ‘extra’... . for a lot 
of protection and safety provided by a 
limited slip differential. They bought 
extra traction for both rear wheels—12 
months a year—for the life of their cars 
and light trucks. 

And it was a good investment for doc- 
tors—law enforcers — farmers—contrac- 
tors—mail carriers—taxidrivers—utility 
trouble shooters... . 
whose lives and livelihoods depend on 


and many others 
“getting through’’—no matter what the 


weather or road conditions. 
Since 1956, this safety option has been 


A LEADING SUPPLIER OF QUALITY PRODUCTS FOR TRANSPORTATIO 


increasingly recommended and sold— 
desired and specified by over a million 
people who had to keep rolling—through 
mud, sand, gravel, ice or snow. 

The limited slip differential kept them 
rolling . . and more! Mr. Average 
Citizen just plain ‘“‘liked”’ the extra trac- 
tion and stability under adverse driving 
conditions. Women drivers discovered 
obvious advantages. Hot Rodders saw 
the value of positive traction at the drag 
strips. Truck Fleet men learned it cut 
downtime, kept vehicles moving. Main- 
tenance men found the limited slip differ- 
ential saved tires and other components. 
Safety experts welcomed it. 


We like to feel that the limited slip 
differential has played a key role in 
keeping the wheels of the nation moving 
... that our product has helped to save a 
farmer’s crop—speed a construction job 
—get powerlines repaired fast—put out 
a fire—catch a thief . . . help a doctor 
save a life. 

The limited slip differential has a 
bright future. A million sales prove that 
it is needed —wanted—a good product — 
and here to stay! Right now, we’re work- 
ing on our second million. Many of your 
customers will have a long way to go 
before they find a more practical option 
for their cars and trucks. 


CORPORATION Toledo 1, Ohio 


Spicer products available in Canada through Hayes Steel Products, Ltd., Merritton, Ontario 











